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INVEST 
IN WAR BONDS 


HELP BACK UP THIS 
BOY AND MILLIONS OF 
HIS FIGHTING BUDDIES 


s\ 
-\\IRAUPy = THE IRWIN AUGER BIT COMPANY 
3 mS WILMINGTON, OHIO 





YOU can sell 


WOOSTER WARTIME BRUSHES 





Contrary to common belief the majority of orders 
for Wooster Wartime Brushes continue to be placed 
through Wooster Jobbers. While brushes for civi- 
lian consumption are restricted, there is nothing in 
WPB General Preference Order M-51 which pre- 
vents Wooster Dealers from selling Wooster War- 
time Brushes to war production plants, or to Army, 
Navy, Maritime Commission or War Shipping 
Administration activities. Orders from brush users 
classified under schedules I or II of CMP Regula- 
tions 5 or 5A, can be filled in accordance with the 
provisions of the M-51 Regulation. 


Never before has 
the volume of 

paint sales been 

so dependent on 


brush sales. 


Announcing WOOSTER WAR EMERGENCY BRUSHES, made entirely of bristle substitutes, 


are available for users who cannot qualify for Wooster Wartime Brushes. See your Wooster Jobber. 


FOSSSET 


THE WOOSTER BRUSH CO. © WOOSTER, OHIO 
Brush Manufacturers Since 1851— Thru 4 Wars 
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“LIVE AT HOME AND LIKE IT” 


New Theme in Hardware Promotion Helps Dealers Combine 
New Lines, Sell More Products for Better Wartime Living 


Here is a new type of promo- 
tion that may help you move 
more of those “non-metal” 
goods you may have on your 
shelves or counter and floor dis- 
plays, so as to maintain volume 
during this time of metal 
scarcities. 


If you, like many dealers, are 
stocking attractive products for 
the home, made of non-essen- 
tial materials such as wall- 
paper, glassware, furniture, toys, 
games, cooking utensils,— you 
will sell them more readily if you 
tie them all into a single “sales 
package”. 


For example, we suggest pro- 
motions with such themes as 
“Live at home and like it”— 
“Stay-at-homes save transpor- 
tation” — “Bright, cheerful 
homes to keep the home front 
strong,” and similar ideas, all 
pointing to better wartime liv- 
ing and more wartime selling. 


Products that make the home 
brighter and life more agreeable, 
and provide healthful recreation 
after work, will naturally in- 
clude some that are used for 
specific maintenance purposes as 
well. Thus, the redecorated 
attic playroom, shown in the 
picture on this page, may also 
require scratch removers, floor 
refinishers, and wallpaper sup- 
plies such as cleaners, deadening 
felt, smoothing brushes, and 
similar products (suggesting 
rental as well as sales opportuni- 
ties). 


A few of the “cheer-up” prod- 
ucts, which may be adaptable to 
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You may get an idea for a good window display from this YALE 


advertisement at right, appearing in the Saturday Evening Post, as 
well as from the suggested window display shown above. 





your store and stock and to sales 
opportunities in your locality, 
include: 


Archery equipment 
Baby chicks 
Badminton equipment 
Baseball goods 
Beekeepers’ supplies 
Dinette sets 
Dog supplies 
Dresser sets 
Furniture 
small tables 
juvenile 
unfinished 
Gift goods 
Glassware 
Goldfish and supplies 
Paints and specialties 
Paper goods 








Picnic sets 

Play-yard equipment 

Porch curtains and valances, 
Pottery items 

Softball equipment 

Toys 

Wallpaper and supplies 


and many others 


HARDWARE STORES SELL FOOD 
IN MINNEAPOLIS AREA 

Conversion has been so whole- 
hearted in and around Minne- 
apolis that food items have been 
added from time to time in 
some stores, according to the 
regional office of the Depart- 
ment of Commerce, “until a 
considerable portion of display 





and stock space is devoted to 
grocery lines.” 


REMIND YOUR CUSTOMERS 
ABOUT “HOME” LOANS 
FOR REMODELING 


Some of your customers may 
not know br remember that they 
may obtain money and priority 
ratings under the National 
Housing Act for (1) remodeling 
to house war workers and (2) 
home repairs essential to health 
and sanitation. Reminding them 
may mean a sizeable bit of busi- 
ness for you. 


Follow the Yale Wartime 
Progress Plan... regularly 
in your Hardware Papers 





The name YALE helps make the sale 








Hardware Age, published every oe wens by Chilton Co. (Ine. ). 
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ONE MORE LESSON 
WAR HAS TAUGHT 


The urgent demand for great quantities of war 
goods has led to a high degree of mechanization 
in industry. Wherever possible, machines are 
doing work formerly performed by hand labor 
... and are doing it bétter, faster, cheaper. 

The lesson will be completely learned only 
when all concerned realize that the same bene- 
fits accrue in the production of peacetime goods. 
The same machines and tools that are helping us 
win the war can mean higher standards of living, 
better health, comfort, and convenience for all 
— workers and management alike —- when Vic- 
tory is won. 

Among the fine machines that have a part in 
this lesson of war and peace are Millers Falls 
portable electric tools, typical Millers Falls 
quality products. 
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MILLERS FALLS COMPANY - GREENFIELD, MASS., U.S.A. 
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THE SAME CHARACTER— 
IN DIFFERENT UNIFORM 







Quality Comes FIRST 
PLUMB 
is FIRST in Quality 











TOMORROW 


All of the many “Superior” Products will be avail- 
able*to you when Victory is won. Profit by using 
Superior Plastic and Metal Trim, Linoleum 

Bindings, Curtain Rods and other items that 
have proven themselves so well in the past. 
Before our facilities were needed to 
produce war materials, our policy 
was to serve you promptly and 
efficiently. Tomorrow the pol- 
| icy will be the same—with 
new skills, enlarged and 
improved facilities and 
broadened experi- 
ence added to give 
you finer prod- 

















ucts at greater 
value than 
ever be- 
foré. 
“SUPERIOR” Our ware- 
Towel Bars houses are 
, not loaded 
Curtain Rods with Metal Trim 


Aluminum Mouldings 
Seam & Edge Bindings 


Plastic Decorative Trims 


purchased be- 

fore the War. Some 

items of Plastic Trim 

are available. Write 
for circular and details. 





Stainless Steel Mouldings 





Ot Youngstown Manufacturing, Inc. 2 


66-76 SOUTH PROSPECT STREET — YOUNGSTOWN, OHIO 
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Photos by Office of War Information 


They have no official uniforms except, possibly, 
their identification badges. Their “arms” are bit 
braces, hammers, screw drivers and all the other 
tools of construction. They are building plants and 
camps and ships and airplanes . . . building them at 
a pace that smashes all previous records. 

These soldiers of construction are using Stanley 
Tools in quantities never before imagined. Their 
demands, along with those of the armed forces, 
must come first. This unprecedented demand plus 
limitation of materials makes it necessary to sell 
tools only for essential uses. Stanley Tools, 111 Elm 
Street, New Britain, Connecticut. 


STANLEY TOOLS 


DIVISION OF THE STANLEY WORKS 
THE TOOL BOX OF THE WORLD 
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CLOVER IS NOW ON A 100% 
WAR-PRODUCTION BASIS 


Clover’s Color-Stripe Line of Abrasive Papers and 
Cloths is generally recognized over the length and 
breadth of the country as being as good as any! It is 
standard in every particular, and sold under an ab- 
solute guarantee. 


Clover Coated Abrasive Products are made in one 
of the most up-to-the-minute plants in the industry, 
a plant now working 100% on critical war work. 


Wise buyers realize the importance, under war con- 
ditions, of having more than one source of supply 
for critical materials. A fire or a bombing in a sup- 
plier’s plant may easily disrupt operations in your 


plant. Think it over! 


CLOVER LAPPING COMPOUND 


Just as Clover Lapping Compound was taken over by the 
Government during the first World War, so today dt is on 
a 100% war basis. 


, Clover Lapping Compound is being used—exclusively in 
most cases—for lapping airplane engine parts, the bores of 
all types of guns, fitting of breech locks, tank engines, 
marine engines, in tool rooms. 


There is no other Lapping Compound like Clover, which 
remains uniform on the lap during the entire lapping op- 
eration. It is the recognized standard throughout the world. 


AN IMPORTANT MESSAGE FOR THE JOBBER 


The war has changed your business greatly. Many things 
you have been selling cannot now be obtained. 


Many of our jobber-friends have recently established a 
special jobbing department, devoted to mill supply items 
which can be sold to war plants. These jobbers have taken 
Clover products as one of their specialties and are doing 
a wonderful job. We would be glad to tell you the story. 
It may possibly help solve your problem. 


CLOVER MFG. CO. NORWALK, CONN. 
Warehouses: — Chicago, Philadelphia, San Francisco, Detroit 
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@ ALABAMA 
I Bloch Brothers Company 


CALIFORNIA 
Nusbaum Wholesale Hdwe. Co. 


Seeeenet 
The Bronson & Townsend Co. 


Steele a Fla Co. 
| gy ce , Inc, 
GEORGIA 





Hdwe. Co. 
idwe. Co. 
ILLINOIS 
Hibbard, Spencer, Bartlett & Co. 
Isaac Walker Hdwe. Co. 
1OWA 
Knapp & Spencer Co. 
KANSAS 
Blish, Mize & Silliman Hdwe. Co. 
W. A. L. Thompson Hdwe. Co. 
KENTUCKY 
Stratton & Terstegge Co., Inc 
LOUISIANA 

nroe Hdwe. Co 

Stauffer, Eshleman *;' Co., Ltd. 
MAINE 
The Emery-Waterhouse Co. 








OCTOBER 28, 1943 


GUARANTEED 
By the | Pioneers of 
Modern Socket Wrenches 


Wimberly & Thomas Hdwe. Co., Inc. 


The Only Socket Line 
Sold Exclusively thru Hardware Stores 





Distributed thru the Jobbers Listed Here: 


MARYLAND 

The Anderson & Ireland Co. 
Wm. H. Cole & Sons 
Schindel, Rohrer & Co., Inc. 
\AASSACHUSETTS 

Bigelow & Dowse Company 
Decatur & Hopkins Co. 

J. Russell & Co., Inc. 

Waite Hardware Company 
MICHIGAN 

Buh! Sons Company 
Foster-Stevens Hdwe Co. 
Michigan Hardware Co. 
Morley Brothers 
MINNESOTA 
Janney-Semple-Hill Co., Inc. 
Kelley-How-Thompson Co, 
MISSISSIPPI 


Delta Hardware & Implement Co. 


MISSOURI 


Richards — Conover Hdwe. Co. 


Shaple oe ba idwe. Somegee 
Stowe Hdwe. & Supp a 
Townley Metal & ware Co. 
NEBRASKA 


Dutton-Lainson Com 
Wright & Wilheimy Cormpany 


NEW YORK 

Albany Hardware & Iron Company 
Weed & Company 

Masback Hardware Co., Inc. 
NORTH CAROLINA 
Brown-Rogers-Dixson Co. 

Odell Hardware Co. 

m3 S Wyatt & Sons Co. 


OH 

The v. Bingham Company 
The Kruse Hardware 

The Smith Bros, Hdwe. Co. 
OKLAHOMA 

Oklahoma City Hardware Co. 
PENNSYLVANIA 

American Ay toe - Supply Co. 
H. A. Gable 

Lewis & qe Merdware Co. 
P. A. & S. Small Co. 
Supplee-Biddle Hardware Co, 
Swank Hardware 

Edw. K. Tryon Co. 

RHODE ISLAND 


Providence Hdwe. and Supply Co., Inc. 


SOUTH CAROLINA 
Montgomery & Crawford, Inc. 
SOUTH DAKOTA 

Larson Hardware Company 


Prices easy on 
Mechanics’ Pocketbooks 


he NEW BRITAIN MACHINE Co 


e CONNECTICUT 


TENNESSEE 

Crisman Hardware Company 
House-Hasson Hardware Co. 
TEXAS 

Alamo Iron Works 

Amarillo Hardware Com 

Huey & Philp Hardware 

Nash Hardware Company — 
VERMONT 

True & Blanchard Company 
VIRGINIA 

Watkins-Cottrell Compan 
Worthington Hardware «a Inc. 
WASHINGTON 

Yakima Hardware Company 
WEST VIRGINIA 

Charleston Hardware Co., Inc. 
Emmons-Hawkins Hardware Co. 
WISCONSIN 

Morley-Murphy Comps 

John _ ferduare 

CANA 

eet Learmont &Co., Ltd. 
Economy ‘Distributors & Importers 
Lemieux, _~ &, 

Lewis Bros., Ltd. 

Jas, Walker Ser hg re Compeny 
Western Canada Importers 








NEW BRITAIN 








Now they'all go 


to Mumble-ty-peg Champion Joe 





Je 
UTIC 


BAYONET 





That kid Joe, who only a few years ago flipped himself 


‘into the mumble-ty-peg Championship with a Utica 


Kutmaster pocket knife, is using UTICA knives again. 


This time it’s a bayonet, a trench knife, and othér items 
required in the war... and he’s a champion again... a 
champion of all that we hold dear. 


We're mighty glad that we have the privilege of helping 
to equip Joe, but we’re sorry that we are not now able to 
supply you with all the KUTMASTER knives you want. 


Just as soon as the armed forces reduce their require- 
ments, you'll find us to be a reliable source for quantities 
of better knives... better because of the experience we 
have gained in providing Joe with the tools he needs 
for VICTORY. 


UTICA CUTLERY COMPANY 


Makers of 


Pocket and Kitchen Cutlery 
UTICA, NEW YORK 
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THE TELEGRAM REPRODUCED BELOW GRAPHICALLY 
SHOWS WHY PEXTO, WITH TREMENDOUS PRODUCTION 
TO MEET THE NEEDS OF OUR COUNTRY’S ARMED FORCES, 
CANNOT SERVE OUR COMMERCIAL CUSTOMERS INTERESTS 
AS EFFICIENTLY AS IN THE PAST OR AS WE WISH WERE 
POSSIBLE TODAY. 
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THE PECK, STOW & WILCOX COMPANY 


SOUTHINGTON, CONNECTICUT, U.S.A. 
SINCE 1785 
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Today Klein Pliers in the hands of soldiers, 


sailors and wartime workers are helping 
speed the day of Victory. When the war is 
won these same quality tools will aid line- 
men—electricians—good workmen every- 
where to do their jobs better, faster, more 
surely. 

In a post-war world, the name Klein will 
continue to stand for the highest quality in 


pliers and equipment as it has “since 1857.” 


Every good tool in the hands of American 

workers is a threat to the Axis, Every 

tool carelessly used, broken or lost re- 

duces our productive capacity. To help workers get 
the greatest use from their tools, we have prepared a 
booklet on the proper use and care of tools. A copy will 
be sent without charge to anyone requesting it. 


ASK YOUR SUPPLIER Mathias 


Rep eaatenae Established 1857 4 iE i t Chicago, Ill, U.S.A. 


Standard Electric Corp., New York 


3200 BELMONT AVENUE, CHICAGO 18, ILLINOIS 
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CLE‘FORGE "!52.0 DRILLS rarer sHank 


TRADE MARK REG U.S. PAT. OFF. 


DRILLS LIST NOS. 940—941—942 


STRAIGHT SHANK DRILLS SHORT SET 
-CARBON STEEL LIST NO. 108 
HIGH SPEED STEEL LIST NO. 917 


STRAIGHT SHANK DRILLS WIRE GAUGE 
CARBON STEEL LIST NO. 108-A 
HIGH SPEED STEEL LIST NO. 918 


Sees e eer tie, a 


BIT STOCK DRILLS FOR METAL OR W®OD 
LIST NO. 114 


<> 


WOOD BITS FOR BRACE. LIST NO. 114A 
ee —— 








BELL HANGERS’ AND ELECTRICIANS’ BITS 
- LIST NO.-114E 








P 7s + 





DRILL FOR BLACKSMITH’S DRILL PRESSES 
CARBON STEEL LIST NO. 120 
HIGH SPEED STEEL LIST NO. 936 


DISPLAY CARTON HOLDING 
6, 26 OR S57 SETS 
CARBON STEEL LIST NO. 260 
HIGH SPEED STEEL LIST 
NO. 570 





HANDY DRILL SET FOR HOME USE 
CONSISTS OF 8 STRAIGHT SHANK DRILLS 


wee vist no ne 
CARBON STEEL LIST NO. 26 
HIGH SPEED STEEL LIST NO. 57 





TWIST DRILLS « REAMERS 
| BY 






Quick-Set ADJUSTABLE REAMER 


CARBON STEEL LIST NO. 148 
HIGH’SPEED STEEL LIST NO. 649 





EXPANSION HAND REAMER. LIST NO. 129 


MACHINE TAPER PIN REAMER 
i 77 
LY CARBON STEEL LIST NO. 140 
/ pirex | HIGH —— STEEL LIST 
NO. 650 


TRAE MARE REO US PAT OFF 


STRAIGHT FLUTE TAPER PIN REAMER 
CARBON STEEL LIST NO. 137 
HIGH SPEED STEEL LIST NO. 657 





BIT STOCK TAPER REAMER. LIST NO. 137-A 


ae 


REPAIRMAN’S TAPER REAMER. LIST NO. 142 





SCREW EXTRACTOR 
LIST NO. 192 


STRAIGHT SHANK DRILLS IN METAL 

CASES. WIRE GAUGE OR FRACTIONAL 

SIZES. CARBON STEEL LIST NO. 51-52. 
HIGH SPEED STEEL LIST NO. 58-59 





The TWIST DRILL 
COMPANY 
1242 EAST 49" STREET 
CLEVELAND 
range teane TRADE MARK REG. U. S. PAT. OFF. AND FOREIGN COUNTRIES ree: ae 
REG.U.S. PAT OFF, 30 READE ST. NEW YORK 9 NORTH JEFFERSON ST. CHICAGO 654 HOWARD ST. SAN FRANCISCO REG U.5. PAT OFF 
6515 SECOND BLVD. DETROIT LONDON - E. P. BARRUS, LTD.- 35-36-37 UPPER THAMES ST.,E.C.4 


CLEVELAND JOBBERS EVERYWHERE ARE READY TO SERVE YOU 
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MARK 


DRUr-FORGED TOOLS 


KNOWN FOR FIFTY YEARS 





MORE TOOLS FOR CIVILIAN USE 


During this man's war, Uncle Sam wanted all the 
Mechanics’ Hand Service Tools he could get. To 
the Army, Navy, and, through our distributors, to 
other government procurement agencies, went 
most of Bridgeport's screw drivers, wrenches, 
pliers, nail pullers, and other standard products. 
The essential civilian requirements of our hard- 


THE BRIDGEPORT HDWE. MFG. CORP. e« 


ware jobbers and their high priority orders were 
handled as quickly as wartime manufacturing 
conditions permitted. 


Now the situation appears to be easing up—we 
are hopeful that from now on it will be possible 
that more and more of our production can be 
made available for civilian requirements. 


BRIDGEPORT, CONN. 
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“YOU CAN LEAD A HORSE TO WATER’— 


Stubborn, some horses. But intelligent, too! 
That’s why we say the fellow who really uses 
the brain he was born with .. . has “horse sense.” 
We think many of our customers, who know 
that welding is a metallurgical problem, show 
that kind of judgment by insisting on McKay 
Shielded-Arc Welding Electrodes. Because the 
solution to metallurgical problems starts in the 
laboratory . . . with microscopes and test tubes 
and painstaking analyses. McKay Electrodes 


come from the “researched line” . . . the only 
line, to our knowledge, developed in a great 
nationally known research institute. 

And men who specify McKay Commercial 
Chain (and McKay Tire Chains for their auto- 
mobiles, too) show good judgment in buying 
the product evolved over 60 years of manufacture 
since the days when chain was sweated out over 
a simple blacksmith’s forge. 

We like “horse sense.” 


GENERAL SALES OFFICES: YORK, PA. 





PITTSBURGH, PA. 


. COMMERCIAL CHAINS ... TIRE CHAINS 





























































I‘ this global war we're fighting, three 
invisible enemies are constantly trying 
to sabotage our ammunition. 
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sub-zero air in which our planes fly. 
It doesn’t—thanks to Winchester. For to- 
day, as in World War I, U. S. military am- 
ition has been standardized to a primer 





Here's the story. Of the 4 comp parts 
of each cartridge ... case, bullet, powder 
charge and primer... the primer is most 
important. It ignites the powder charge 
when the firing pio falls. 

Highly sensitive, primers must also be com- 
pletely stable. Extremes of heat, cold and 
humidity . . . all three . . . ight to sabotage 
their efficiency. This must not happen 
whether the cartridges are used ... in the 
fery-hot steaming jungles of Guadalcanal, 
the cold wind-swept reaches of Iceland, 
the rain-lashed plains of Tunisia Sr the 


WINCHESTER 


mixture developed by Winchester...a 
primer that's geared to global climate— stable 
at all times! 

So whether your soldier is a gunner in a 
fying fortress, a paratrooper equipped with 
a Winchester Carbine, a battalion machine 
gunner, or one of the million soldiers-of- 
the-line equipped with a Garand ... you 
can be sure his ammunition is okay. 
WINCHESTER REPEATING ARMS CO. 

New Haven, Conn., U. S. A. 
Division of WESTERN CARTRIDGE COMPANY 
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WHEN PEACE COMES, SPORTSMEN 
WILL DO WELL TO REMEMBER THAT 
WINCHESTER AMMUNITION IS 


TeaDe Mame 


GEARED TO GLOBAL CLIMATE 


No matter what the game, the kind of terrain or 
climate encountered, Winchester ammunition— 





lic or hell ill always de- 
liver the . Their primers are perm: 
stable. Aad, in Winchester shotshells, you get the 
added antage of a special Winchester water- 


proofing process which assures smooth, reliable 
performance. 


Peaceteme manufacture of the famous Wonchester sporting 
ammunition bas naturally ceased, Shown are some of the 
surlitary cartridges Wenchester is currently produc 
ing. (Top to bottom) Caliber 0 machine gum 


Tracer; caliber 30 for Garands and machine 









games; caliber . 30 for W enchester Carbmnes 


1866” 








“On Guard tor America Since 


CARTRIDGES « 





SHOTSHELLS © FLASHLIGHTS » BATTERIES «© RADIATOR CORES 


RIFLES «© SHOTGUNS © 
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--- ABOUT MILITARY AMMUNITION IS OF 
VITAL CONCERN TO ALL WINCHESTER DEALERS 








This big news does three things. ONE—it tells | 
13 million readers whose boys are in the Armed 

















Forces that, no matter on which front they are 
fighting, their ammunition is 100% reliable. For 
thanks to Winchester research and craftsmanship 


it is geared to global climate— stable at all times. 


TWoO-at the same time, it unmistakably sells 
millions of present and future hunters on the fact 
that Winchester peacetime ammunition is likewise 
100% reliable. Geared to global climate—stable at 


all times—it is the hunters’ best buy no matter what 





the game, type of terrain or climate encountered. 


THREE —it insures a big, growing and profitable 
market to Winchester dealers everywhere. 





4 WINCHESTER REPEATING ARMS COMPANY 
New Haven, Conn. 
Division of WESTERN CARTRIDGE COMPANY 


WINCHESTER 


TRACE MARK 


““ON GUARD FOR AMERICA SINCE 1866” 


COPR., 1943, WINCHESTER REPEATING ARMS CO., DIV. OF WESTERN CARTRIDGE CO. 


CARTRIDGE CORE RADIATOR TUBES « FLASHLIGHTS « BATTERIES 


OCTOBER 28, 1943 














Here’s One Post-War Product 
You KNOW You Can SELL 








yu after year, Victor Traps 

have paid their way in the hard- 
ware store with steady sales volume. 
Post-war days will still find these 
traps a hardware staple . . . as much 
a “bread and butter” item as ham- 
mers or saws. Plans built around 
the future sales of Victors have no 
elements of the “dream” or the 
“gamble.” The market is as reliable 
as the product. 


Victor Traps...advertised for 
years in leading farm and outdoor 
magazines... will continue to be 
the traps that trappers know. Victor 
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quality will go right on satisfying 
the user and bringing him back 
throughout a lifetime of trapping. 

Victor Mouse and Rat Traps... 
Victor Duck Decoys... Trump 
Garden Tools...these, too, are pre- 
war favorites with assured post-war 
markets. New items by Animal 
Trap Company are also im prospect. 


A trap’s a “homely product” ...a 
product that enjoys a ready, steady 
demand ...and is looked for in the 
hardware store. Give proved, de- 
pendable Victors an important 
place in your post-war sales plan- 
ning. Meanwhile, we shall supply 
you with traps up to the very limit 
of our war-restricted capacity. 


( y ANIMAL TRAP COMPANY OF AMERICA 


LITITZ, Wx PENNA. 
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AHELP PEOPLE REPAIR 
a OLD THINGS 


‘Buiyid 
P240) nuns: 


sn 4 with 
BROKEN i ¢ ¢ 


FURNITURE yaa DUCO CEMENT 


S. PAT OFF 


This is a repair year! Now there’s a bigger 





market than ever for Duco Cement. That 


means added profits for you. 


With Duco Cement your customers can 





iSO JSO 

ee a SCUFFED Pie mend broken articles which are hard to re- 
DI} rT i 

we LUGGAGE ; place — furniture, china, crockery, luggage, 
DUD " ic toys, books, shoes — almost everything. It’s 
 ‘eouD f 

NW needed in the home, office and shop. 

poyup 


Duco Cement is clear, waterproof and 
[NIT flexible — easy to apply — dries quickly — 


“ON Z 5 puns . ' a ~ 
Stop mends permanently. Display it prominently 


IN SILK in your store. E. I. du Pont de Nemours & 


STOCKINGS Co. (Inc.), Wilmington, Delaware. 


BUCO CEMENT 


REG U.S PAT OFF 
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Why a lifeline a 
MILLION MILES LONG? 


It means LIFE to a fighter in trouble to have a 
; “lifeline” within arm’s reach, wherever danger 
% lurks. To meet the emergencies of war . 
eae millions of “lifelines” must be provided. 






























So many lifelines . . . so little rope. That’s our 
3 big problem . . . don’t underestimate it for a 
.. minute. Because it can only be solved by skimp- 
a ing and splicing and saving on every rope job 





Oe here at home. 

“ : , , 

peek | This means that while you have little rope to 

Le sell, you do have an important IDEA to sell! 
i a 


Tell your customers how to save the rope they do 
: have. Meanwhile, bear with us—we are doing 
| everything possible under the difficult circum- 
; stances, to supply you with more rope. Write 
pe to us for free copy of the War Advertising 
Council’s booklet, “The Rope You Save Fights 

For You.” 


PLYMOUTH 


THE ROPE YOU CAN TRUST 


PLYMOUTH CORDAGE COMPANY, 
North Plymouth, Massachusetts and Welland, 
Ontario. Division Offices: New York, Chicago, 
H . San Fr i Warehouse Stocks: 
New York, Boston. Philadelphia, Baltimore, 
Houston, Chicago, San Francisco. 


ESNSSSSS SSNS SSANSSSSS 
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“Adequate capacity” has 
always been a basic theme of 


the Myers sales story. Not just 
enough water for one job, but 
for the home, barn, feed lots, 
garden, fire protection and all 
other numerous needs, 


That's why Myers owners are 
always grateful to a dealer for 
selling them dependable big 
capacity Myers systems which 
are today helping them meet 
the urgent need of increased 
food production. 


Myers Products in increasing 
quantities are available for 
essential farm installations. 


THE F. E. MYERS & BRO. CO. 
Ashland, Ohio 














“Coming In on a Wing and a Prayer” 





Miles of Hanover-made massive steel run- 





way mats are speeding the day of Victory 






for our intrepid fliers on the airfields of 






the world’s far flung battle fronts. 






HANOVER 


Craftsm:n throughout this tremendous Hanover plant are even 
now preparing for the day when all-out peace-time production 
will again be possible. 

Limited quantities of some of these famous Hanover brands 
will again be available for the coming season. Your jobber will 
do his best to supply you. 


















HANOVER “Super-Apex”—2Zine Electroplated 
HANOVER “Vulcan”—Black Painted 
HANOVER “Golden Rod”—Golden Bronze 
HANOVER “Oriental”—<Antique Bronze 
HANOVER “Marine”—.010 Bright Bronze 
HANOVER “Crescent”—Bright Copper 










































HANOVER “Colonial”—Antique Copper “That' 
HANOVER “Acme”—Aluminum bagge 
Special Alloy and Special Mesh on request. 
also h 
Sia 
With peace will come a new and better steel wire cloth, may 
truly a miracle wire cloth, weather resistant for many addi- pies. 
tional years. Watch for it. that’s | 
HANOVER quality—woven into every roll—has inspired con- 
fidence, won trade and held customers. wi 
HANOVER Wire Cloth is attractively labcled and packed in one le 
sturdy. individual cartons. local 
bonds 
loads. 
availal 
PE 
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FROM “DOC” PETERS 
SCRAPBOOK 


“That's a pheasant my neighbor’s son 
bagged for Sunday dinner. But Hitler 
also hates wild ducks and geese, par- 
tridge and quail, deer steaks and rabbit 
pies. He hates every sort of table game 
that’s served in American homes. 


“Why? Because he knows that means 
one less meat dish purchased from your 
local butcher. It’s money saved for war 
bonds. It’s transportation saved for war 
loads. It’s more beef and lamb and ham 
available for shipment to American 


fighters and their allies. So hunt for 
table game all you can this fall. And 
between trips, take care of your ammu- 
nition. Store it in a dry place. 


“After all, total war is a matter of 
teamwork. While you keep your gun 
in action, Peters will help keep Uncle 
Sam’s guns in action. Right now, Peters 
technicians are working full time to 
develop ammunition as powerful, de- 
pendable and accurate as science can 
make it. As a result, when Peters “High 


PETERS NATIONWIDE ADVERTISING 
MAKES FRIENDS FOR YOU 


The advertisement reproduced on this page 
is typical of the series of friendly messages 
from “Doc” Peters being seen and read by 
your customers in the outdoor, farm, and 
boys’ magazines, Every 1943 Peters adver- 
tisement reminds sportsmen that you are 
the man they can turn to for advice on 
hunting and shooting. These same readers 
will be your best customers when Peters 
ammunition is again available. 


Velocity” shells and cartridges are 
again on sale, every one of us will get 
the benefit of these advantages. 


“And speaking of teamwork — 
don’t forget to help your friend the 
Peters dealer these lean days. He’s done 
plenty of favors for you in the past. 
Now’s the time you can throw a little 
extra business in Ais direction.” 


“HIGH VELOCITY’ IS REG. U.S. PAT. OFF. 
BY PETERS CARTRIDGE DIVISION. 


PETERS CARTRIDGE DIVISION - Remington Arms Company, Inc. Bridgeport, Conn. + Member American Wildlife Institute, "For a More Abundant Game Supply” 
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Wire netting, covered with appropriate 
camouflage material, can make a big 
gun look like a harmless patch of 
brambles to the searching eyes of enemy 
observers. 

Now that airplanes have become such 
a devastating assault weapon, extensive 
and skillful use of camouflage is vital to 
the safety and success of any army in 
the field. 

Bethlehem Steel Company is supply- 
ing steel wire in large quantity to proc- 


essors who turn it into camouflage net- 
ting. Camouflage material now in service 
made from Bethlehem wire would cover 
a good many acres. This is one of count- 
less ways in which Bethlehem wire mills 
are serving in the war effort. If you find 
it difficult to obtain Bethlehem wire we 
hope you will remember that a very large 


proportion of our output has been 
assigned to duty in the fighting areas 
and essential uses on the home front. 
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THE WORLD’S LARGEST MAKERS OF VISES 


Naa 


Photo Courtesy Douglas Aircraft Co., Inc. 


%& Like many women, who have been “‘drafted’’ from the home 
to substitute efficiently for our absent manpower, Columbian 
“Homeshop”’ Vises are also doing outstanding war production 
work. The strength and accuracy of these Columbian Vises, which 
are not specifically designed for industrial use, have proved more 
than satisfactory for many war production jobs. You are undoubt- 
edly gratified to know that materials of which we have both been 

deprived are helping to bring Victory. 


THE COLUMBIAN VISE & MFG. CO. 
9017 Bessemer Ave. * Cleveland 4, Ohio 


Awarded April 8th 1943 
Star Added Oct. 8th 1943 


THE Buy Wore waAR BONDS 
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(This advertisement is similar to 
those appearing currently in Time 
and The Saturday Evening Post) 


FOR AMERICA... 


¥* It takes health and vitality for American work- 
men (and women, too) to make the endless line 
of bombs for our planes—health and vitality forti- 
fied with nourishing food and drink. 

For the meal-on-the-job, they depend on the 
Thermos brand vacuum bottle for hot or cold drink. 
They know that hot soups, stews, or coffee—cold 
milk, fruit juices, or fruit-ades—make the meal 
more nourishing. 

War workers realize the truth of the state- 
ment, “Pack an extra punch with every lunch— 


in Thermos.” 


THE AMERICAN THERMOS BOTTLE CO. + NORWICH, CONN. 


Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 


THERMDS 


TRADE-MARK REG. U. S. PAT. OFFICE 


BRAND VACUUM BOTTLE 
Ths heat off he Cenech hl 
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Between Nov. 10 — Dec. 12: 68,000,000 
FULL-COLOR “PYREX GIFT” ADS 
will appear in 24 National Magazines 
and 104 Sunday Newspapers! 


Your Pyrex Ware Xmas Displa 'Yy 
Kit contains a full-color 
reprint for window or counter 


FREE NEWSPAPER MAT TIES YOU 
IN WITH NATIONAL DRIVE: .. 
USE IT TO MAKE YOUR STORE 

PYREX GIFT HEADQUARTERS 


fa 





-——-— 


Arriving about Nov. 15 your kit also contains these 11 full-color cut-outs (ave.,size 5" x 6") 
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DISCUSS THIS YEAR’S XMAS 
CAMPAIGN WITH YOUR 
DISTRIBUTOR’S SALESMAN 


If you can’t get all the Pyrex Ware you'd like... 
we're sincerely sorry. But we can’t either. Our Corning 
workers are proud of their Army-Navy “E”’ award earned 
for the production of thousands of vital items like 
searchlight lenses, radio tubes, insulators, Army table- 
ware and hospital supplies. And we’re plenty proud of 
them. These orders must come first. 


CORNING GLASS WORKS, CORNING, N. Y- 
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Wonder how many 
WAR BONDS - we caught 
this wie, “2 i 


BLAKE & LAMB STEEL TRAPS 


to help YOUR CUSTOMERS convert spare time 
into extra cash for Bonds to Pelt the AXIS! 


“The Steck Trap of the Hardware Trade” ~ 


THE HAWKINS COMPANY 


AMERICA’S OLDEST TRAP MANUFACTURERS 
SOUTH BRITAIN, CONNECTICUT 
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AGE 


THEY DID THEIR 
JOB THEN - 


Sot eet 2 De 


Republic Upson Quality Bolts, Nuts and 
Rivets have had a job to do for more than 
1) 88 years—AND THEY’VE DONE IT WELL. 


Back in the horse and buggy days, they held buggies 
and wagons together—safely. They’ve held many other 
things together, too—automotive, railroad, marine, 
petroleum, farm and general industrial equipment— 
machines and structures of all kinds—wherever joints 
had to be strong, safe and, in some cases, easy to take 
apart and put together again. 


These same dependable headed and threaded products 
are doing a big job today, too. They’re on the fighting 


~REPUBLIC 





Photo by U. 8. Army Signal Corps 


fronts and on the home front—in airplanes, tanks, 
trucks, guns and the countless other pieces of equip- 
ment and structures essential to winning the war. 


They have a job to do tomorrow when we return to 
the task of making America the finest place in the 
world in which to live. And they'll be, ready to do it 
—better than ever before—because of Republic’s un- 
ceasing research into the mysteries of metallurgy and 
new ways of making finer steels and steel products. 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division 


CLEVELAND, OHIO AND GADSDEN, ALA. 
Manuf: Division . Culvert Division 
Niles Steel tel Products Divisione Steel and Tubes Division 


1 Division 
Ben Baparsice’ Gant Bung Now Fost RE 





‘Cson Quality BOLTS AND NUTS 


5 ‘lptee tatie: Fence Posts, Bale Ties, Pipe, Sheets, Roofing, Nails and Staples 
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s Ve Yew “INICK & PULL” 
ee ‘ WITH PATENT STRING FEATURE 4 
} . 


IN 2? COLORS 


_- WITH THE NEW SMOOTH 
* BRILLIANT COLORED LEADS 


fflaisdell penci co., 


PHILADELPHIA, PA., U.S. A. 


REG U S$ PAT OFF 
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Gridiron fans-know the “mouse trap”... 
the “sucker,play” that lures an unsuspect- 
ing lineman through a big hole . . . then traps 
him frou behind. 

We're carrying the ball strong for war 
now: Our factory wheels are a-buzz with 
activity to get out an ever-mounting volume 
éf precision small parts for planes, tanks and 
“ fighting machines. 
j But we’re not running with our head down. 
Even with the mounting crescendo of busy 
machinery in their ears, our engineers are 


Ne FOR US! 


preparing the blue prints’ for peace .. . get- 
ting ready to quickly take up the slack of 
eventually slowing war production by a 
speedy switch to new and better products 


for YOU to use and sell. 


When that day comes, LCN and far sighted 
business men all over America will avoid 
another “mouse trap”...the need for make- 
work programs. In their place we will have 
real jobs and real opportunity for every 
worker .. . the American answer to the start 
of a new era. 


NORTON LASIER COMPANY - 466 West Superior Street - Chicago 
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IN YALE & TOWNE’S SERIES OF PROMOTION PROGRAMS 
DESIGNED TO CREATE INTEREST IN THE PRODUCTS 
WHICH HARDWARE STORES NOW HAVE FOR SALE 


Yale’s Wartime Progress Plan continues. 
Number 6 in the series of promotion ideas is 
a plan to help make more sales to “stay-at- 
homes” — travel-rationed people who now 
have to find their fun at home. 

November numbers of your hardware mag- 
azines will carry a new issue of THE YALE 
VICTORY NEWS, giving you practical ideas as 


to what products to feature, how to stage dis- 
plays, how to take advantage of Yale & Towne’s 
advertising in THE SATURDAY EVENING POST. 

The POST ad is the highlight of the “Stay- 
at-Home” promotion. It appears in the No- 
vember 6th issue. Be ready for it. Watch for 
VICTORY NEWS next month! 


YALE PUTS 3 BIG 
SALES MOVERS 





INTO YOUR BUSINESS 


MANUFACTURING CO. 
STAMFORD, CONN., U. S. A. 


THE YALE & TOWN 
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HAROWARE 
PRODUCTS 
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A FEW “Red Tag” products are now 
working on the home front, with 
Government consent and approval. 

Of course, the armed forces come 
first. Their needs continue to be 
great. And we are proud of the job 
our Hardware Cloth and Screen 
Cloth are doing in protecting the 
health and adding to the-comfort of 
our fighting men. 

However, some civilian needs also 
have been recognized as essential. 
These include: Hardware Cloth for 
farmers and poultry raisers to rat- 
proof grain bins and poultry houses; 
Screen Cloth for keeping out disease- 
laden insects; other wire cloth uses 
affecting the production, protection 
and preservation of foods. 


*& BACK THE ATTACK 





ee 








Your jobber is by no means get- 
ting adequate quantities of U-S-S 
Cyclone “Red Tag” Hardware Cloth 
and Screen Cloth to fill all your re- 
quirements. But it’s a good idea to 
check with him from time to time on 
available supplies. He’ll do the best 
he can for, you. 


VALUE OF CYCLONE QUALITY 
MORE IMPORTANT THAN EVER 


_ When customers must be content with a 
smaller quantity, they are especially glad to 
get a product of known high quality—like 
U-S-S Cyclone “Red Tag” Hardware Cloth 
and Screen Cloth. War needs have cut into 
the amount of these famous products avail- 
able today—but we are making every effort to 
see that no cuts are made in the long life and 
good service promised by the familiar “Red 


Tag” symbol. 


. WITH WAR BONDS * 


CYCLONE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 
Waukegan, Illinois * Branches in principal cities 
United States Steel Export Company, New York 


UNIF@eo STATES STEEL 
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It’s as Simple as A, B, C 


} 
B / 
if // 
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AH» ~ 


~ 
Ns 


le 


e 
“ta 
me 
= 
, 

When the time comes that you are interested in X 

a rising sales curve of normal business, it’s sim- 

ple as A,B,C that you will choose the quality en 

line that is complete —with the merchandising ; 

program that follows through. In the meantime 

war production is the first order of the day — ? 

post-war planning calls for spare time thinking. a 

J. WISS & SONS CoO., inc. NEWARK, N. J., U.S.A. a 
ESTABLISHED 1848 a 
sheors 
_ wiss Pru lippe’™ id 
A and cite f im Wiss Caron snips- 

ylar metal g E 

wise ie anit onal < ; 

purpose® & | 

e scissors g | 
‘. wiss Manicul : T 
edicure eee ' h 
j. wiss P _- 
OCTO 
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What has a recipe book 
got to do with 


Plenty ! 


And thereby hangs the tale of what delayed 
your McKee Ration Recipe books. 

Months and months ago, we ordered hundreds of thousands 
of Ration Recipe books for distribution in your stores. (Not too 
many months ago, of course, because we wanted the books to 
be as up-to-date as possible and to be adjusted to the latest 
OPA rules). 

We advertised them . . . we’re still advertising them. .. in 
national magazines. We wanted women to go to your stores 
for them, so we asked them to see you for the books, instead 
of writing inquiries direct to us. 

Then one fine summer day, the Army descended upon our 
printer and said it needed a lot of war maps in a hurry. The 
kind of presses that do the best job on full-color recipe books 
are exactly the right kind of presses to do the best job on 
invasion maps. 

So your recipe books were put aside while the presses turned 
out the maps. We hope you didn’t mind. 


McKee Glass Company 


Jeannette, Pennsylvania 


ESTABLISHED 1853 


GLASBAKE RANSETEL 


TOP-OF STOVE WARE aug tm 


Next to Uncle Sam . . . you come first at McKee 
37 





H&R’S WARTIME LINE 


Available Now for Essential Use 


H&R 
MAR - 
For ball oF Pn bores- 


37 mm. 3 





‘Reré we] reserve a copy Patten 23 your - 
‘ ; | Fequest—will mail it as soon as it's off the 
4 Meg Ss ; ' press. Harrington & Richardson Arms Com- 
—_ pany, Worcester 2, Mass., U.S.A,. 


FINE FIREARMS 2 Storzsmen, Polbee, ond the 
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STRENGTH CONVENIENCE SMF LLC Try 
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working with wire, are directly concerned with 
war production today. These wartime require- 
ments, in addition to making an honest effort to 
produce as much tonnage as possible for civilian 
use, impose a strain on men as well as productive 
capacity. 

THE MEN WHO FORMERLY SERVED YOu--OUR 
SALESMENW—make less frequent calls these 


days for several reasons. Restrictions on travel 
have been responsible in part, while the neces- 
sity for utilizing at the factory the experience 
of some of these men, cuts still farther into our 


AS ALLIED INVASION ARMIES roll on to new vic- ability to maintain normal sales representation. 


tories, Cortland wire and wire products continue 
to play an inconspicuous but nevertheless vital 
part in the combined operations of our sea, land 
and air might. 

Wire netting for camouflage, special wire for 
armored cable, screen wire to guard the health 
and comfort of our boys, are only a few of many 
uses of Cortland Wickwire Products about 
which we are free to talk today. Still other new 
and interesting product developments, the result 
of knowledge gained through many years of 


We are glad to say however that these same 
men, like Cortland Wickwire products, will ‘‘be 
back”’ one of these days. And because of the case 
hardening they are going through, will be in a 
better position than ever to serve the needs of the 
industry. 

May we earnestly suggest then that when you 
need help between these less frequent calls of 
our salesmen that you write orwire us at Cortland, 
N. Y. We will do everything within our power 
to help you out. 


WICKWIRE BROTHERS, INC. 


CORTLAND, NEW YORK 


WIRE 
POULTRY NETTING - 


THROW YOUR 
SCRAP (N10 TWE 


FIGHT! 


SCREEN WIRE CLOTH 
NAILS 


WIC 


WIRE BROTHERS, INC. 


ORTLAND 
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Great idea *“GEP has of featuring a 
different type, of Tackle each month 
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UNTIL PEACE COMES 


.,.and Uncle Sam nolong- \ 
er needs our production 
:.. please be very careful 
and considerate of your 
fishing tackle and .. 


Buy More War Bonds 





Sure is— 8-1; 
because | never knew 

until now that they made Fly 
Rods and Salt Water Tackle 
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an important source of hardware milla 





Especially FIP xc so mus es cuits 


are going out of business. Are you getting your share of 
sales of motor oils and greases? 


Your “best bet” is in well known brands — such as the 
APEX FILM-X and PROTEX lines—recognized every- 
where for quality, lubricating efficiency, economy, and out- 
standing value. 


The APEX line offers the popular types of oils, greases, 
and allied products for which there is a profitable retail 
demand. It includes specialized, tested, “top performance” 
lubricants for automobiles, trucks, tractors, farm machines 
and industrial machinery. 








APEX Motor Oils MOTOR OILS 


(both FILM-X and PROTEX) available in 
GREASES 


5-gallon Utility Can 
Ea here—a peasy J sales stimulator. SPECIAL F ARM OILS 


“The largest supplier of Motor Oils and Greases INDUSTRIAL OILS 
to Independent Hardware and Implement Dealers 

in America.” Jobbers in over 40 states, Canada FLY SPRAY 
and Mexico sell APEX Products. 





APEX Ol PRODUCTS CO. 
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Pennwouen is in the war work-with all we have — contributing, 


TRACE magn 


producing much — and learning much for peace time activities which will 


follow this big job when it’s done. 


TRAGE MARR 


consumers, jobbers and plant, alike. The things we are learning now mean 


better products, more intelligent marketing and even more substantial 


and permanent sales for the Pennwoven line of wire insect cloth: 


BLACK ENAMEL: Made of hard drawn steel 
wire of uniform gauge and processed after 
weaving with a specially selected flexible 
enamel. 


SYLVANOID: Steel wire screen cloth elec- 
trolytically coated with pure zinc by the con- 
tinuous bath, Pennwoven process after which 
it is processed with specially compounded, 
flexible grey enamel and then lacquered. 


THE Pennwouen LABEL MARKS CONSISTENT QUALITY SINCE 1904 


ANTIQUE BRONZE: The wire base is com- 
mercial bronze with 90% to 92% pure copper 
and .0113 inches diameter to provide a stiff, 
durable cloth. After weaving, the cloth is 
further protected by a coat of clear lacquer. 


GOLDEN BRONZE: The same specifications 
as Antique Bronze except that the wire is natu- 
ral, untreated commercial bronze. Lacquered 
after weaving for additional preservation. 














In Water Systems 


EXPERIENCE 


is a Big Factor 
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Two pipe system for medi- : forces 

um deep wells with 4-inch tion c 

or larger diameter well pipe. A 
for ir 


For shallow wells, this stream- ernm 
lined “Bullet” model is com | 
New multi-stage centrifugal pact, simpte and eficient. ‘ We d 
pump has automatic adjust- , contr 
ing valve for varying depths. 


| 
: 
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tory. 
. . . . . . j forwe 
Efficient, dependable operation of F & W ejector water systems is based on simplified cana 


design, and quality manufacture. Providing continuous satisfactory service, with a with 
minimum of attention, these systems are helping to meet the urgent need for “more 
water to raise more food.” 

Back of F & W ejector water systems is an experience of 79 years in the manu- 
facture of pumps. The advanced engineering and exclusive features which achieve 
greater dependability in these systems, are thus based upon more than three-quarters 
of a century of technical progress and practical service. 

In the manufacture of F & W systems experienced operators have the advantage 
of the latest improved mechanical equipment. Maintenance of quality over a long period 
of years has resulted in many thousands of satisfied users—a vast reservoir of good will, 
an established acceptance of F & W products which means profit to dealers. 
ice ak cae oe Because they are essential equipment for the vital war-time 

ini job on farms F & W water systems are now being distributed as 
war sonos equitably as possible, and under the established priority regulations. 


“Aen FLINT & WALLING MFG. CO., INC. 


STAMPS 
1088 OAK ST., KENDALLVILLE, INDIANA 
k*“xeenaekene . 
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FOR OVER HALF A CENTURY 


The Witt Cornice Company has 
been producing metal products 
of outstanding quality for 54 
consecutive years. 


In 1899—WITT originated the 
first corrugated cans for product 
storage and waste disposal. 
Since then, the company has 
specialized in production of 
heavy corrugated cans, rigor- 
ously maintaining its ideal of 
“quality before all else.’’ 


Present production, the largest 
in our history, is almost en- 
tirely for the nation’s armed 
forces. This is further confirma- 
tion of WITT quality leadership, 
for in corrugated cans the Gov- 
ernment selects only the best. 


We deem it a real privilege to 
contribute to the cause of Vic- 
tory. Meanwhile, we’re looking 
forward to the time when we 
can again supply our customers 
with WITT Cans in normal 
peacetime quantities. 
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Wx10w TO MAKE 


Paint inside of Can; apply another coat when 


first one wears off. 
s 
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Avoid acid formation, rust and corrosion in Can; 
drain and wrap garbage before depositing; 
don’t sprinkle or wet ashes. 


THE WITT CO 
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Meeting Federal 
Specifications PLUS! 


WITT Cans Nos. 1, 2, 3, 
7, and 9!/ are, at present, 
available only to the 
U.S. Army, Navy, Mari- 
time Commission, and 
the War Shipping Ad- 
ministration on ‘‘pre- 
ferred orders.’’ These 
cans meet—in fact, ex- 
ceed — Fed. Spec. No. 
RR-C-81. 
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WITT OILY WASTE CANS 


These dependable fire 
wardens provide low-cost 
fire protection—the safe 
way to dispose of oily 
waste, rags and other in- 
flarmnmable refuse. Made 
in seven convenient sizes, 
5 to 3014 gal. Hot-dip 
galvanized. Approved by 
Underwriters’ Labora- 
tories, Inc. 


Nene, ra 


C004 157 LONGER 


After Can is emptied wash it with hot wate 
with a little soda added. . 
® a 9 


If possible, keep Can indoors to prevent gar- | 
bage from freezing — will not need pounding 
to remove contents. : 
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Cur Miltons of fer 
are traveling 


“This is a message back home to where our hearts are—with 
our distributors and dealers. 


“Both you and we have to be good soldiers these days . . 
and sailors and marines as well. 


“At present most of our feet need to serve Uncle Sam. 
We're in far places, and doing new jobs. 


“We know you are doing your part . . . keeping going the 
businesses which made America great before, and which will 
make it still greater after the war. And sacrificing for War 
Bonds, too. 


“The small part of us still here at home is being spread out 
thinner than we /ike, but in the fairest way that can be 
figured. We're sure you understand. 


“Keep a warm spot for us, won’t you?” 


WE'LL BE BACK 


. and we hope it may be soon, 
with all ger, want of s ane top 
quality hardware products—in 
brands famous for friendly ser- 
vice and satisfaction. 

INSECT SCREEN CLOTH 

Famous Gold Strand, American 
and Clinton Brands. 

POULTRY NETTING 

Hex mesh and straight line, 
Clinton Brand. 

HARDWARE CLOTH 

Famous Clinton Brand, galvan- 
ized after weaving. 

WIRE NAILS AND BRADS 

Labeled W ickwire Spencer, in 
easy-to-sell, attractive packages. 
CLOTHES LINE 

WISSCO, “rust-proof,’’ flexible, 
galvanized. 

PICTURE CORD 

WISSCO, in attractive packages. 
PERFECTION DOOR SPRINGS 





WICKWIRE SPENCER STEEL COMPANY 


FAMOUS FOR QUALITY IN POULTRY NETTING, HARDWARE CLOTH, INSECT SCREEN CLOTH, WIRE, WIRE ROPE, STANDS FOR. 
SPRINGS, METAL CONVEYOR BELTS, INDUSTRIAL WIRE CLOTH, ELECTRICALLY WELDED FABRIC FOR CONCRETE FRIENDLINESS 
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Dinner gongs instead of 
bugles are sounding his call to action in this war. 
Horses and mules are putting their shoulders to 
the plow—furnishing power to grow the food 
necessary to win the war. Conserving horse-hours 
is as important as man-hours on the food produc- 
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tion front. You can help prevent loss of time by 
horses and mules from Collar Choke* or sore 
shoulders by reminding farmers to use Ta-pat-co 
Collar Pads. Push Ta-pat-co Collar Pads. Con- 
serve horse and mule power to keep the home 
plows turning. 
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THE FOUR FREEDOMS 


* There can be no doubt that the pro- 
digious achievements of American shipyards 
have substantially advanced the day of Vic- 
tory. As construction mounts, and the tempo 
at which new ships are launched is stepped 
ever upward, the call is for rope, rope and 
more rope—for mooring, halyards, tackle, 
lifeboat falls, cargo nets, debarkation nets, 
dock lines, hoisting life lines, tow lines, 
rope ladders. The list of tasks that can be 
performed only by rope is long indeed. 


Columbian is proud of the part it plays in 
supplying rope in the quantity and quality 
required to keep our ships moving. 


COLUMBIAN ROPE COMPANY 
AUBURN, “The Cordage City,” N. Y. 
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The NEW- TYPE SELF-FEED HEATER 
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SALES OPPORTUNITY 
IN THE NATION 


Kol-Gas is the amazingly advanced heater of the self- 
feed type—the “two-in-one” heater that delivers both 
radiant and circulating heat—the heater that makes 
coal heating convenient as well as economical. Its 
fuel magazine holds 100 Ibs. 
of coal. The coal is coked 
and then burns with an in- 
tense heat, practically with- 
out smoke, soot or clinkers. 
Saves work, fuel and money. 


COKES COAL—BURNS GASES 


HIGH EFFICIENCY HEATER 


KOL-GAS is engineered right—built right. There is no other heater with its scientific 


Heat Booster that makes KOL-GAS both super-efficient and super-safe. 
in use have demonstrated this superiority. 


Thousands 


Coal heating and fuel saving are now in popular demand to help the nation in its war 
effort. Kol-Gas offers you an opportunity to meet the needs of your community. Write 
the nearest KOL-GAS Distributor today or address Dept. H. 


DISTRIBUTORS ° 


ATLANTA, GA. ge oy MICHIGAN 
Brown Distr. Co. Buhl s Co. 
731 Glenn St., SS. W — sBistr be Co. 


BALTIMORE, MD. 
Baltimore Gas Light Co.  pENVER, COLO. 
mbard St. Intermountain Appliance 


itt E. Lo 
BIRMINGHAM, ALA. 

1541 Wynkoop St. 
8. DULUTH. MINN. 


Birmingham Elee. Battery 
Marshall-Wells Co. 


EVANSVILLE, IND. 
Small & Sechelosky Co. 


Co. 

Ave. B & 23rd St., 
BLUEFIELD, W. VA. 
Bluefield Hdwe. Ce. 

BUFFALO, N. Y. 
as 'tile Straus Co., Inc. 


CEDAR RAPIDS, IOWA 
Haroer & Melintire Co. 

CHARLOTTE, c. 
Amerlean Hdwe, & Equip. 


Ce. 

CHICAGO, ILL. HARRISBURG, PA. 
Sidney Schrayer & Co. Golling-Alexandre, Ine. 
917 W. 18th St. 111 South Second St. 

CINCINNATI, OHIO 
Griffith Distributing Co. 
2410 Gilbert Ave. 

CLEVELAND, OHIO 
The W. Bingh = “os 
1278 W. Ninth $ 


State Distributing Co. 
it lonia Ave., 8 W. 


GREENVILLE, S. C. 


Van Zandt Supply Co. 
INDIANAPOLIS, IND. 
ate Equipment Co. 
9 N. Meridan St. 





COTTON STATES BUILDING 
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GRAND RAPIDS, MICH. 


American Hdwe. & Equip. 
Co. 


HUNTINGTON, W. VA. 


KANSAS CITY, MO. 


Ryan Radio & Elec. Co. 


1806 Grand Ave. 
KNOXVILLE, TENN. 


House-Hasson Hdwe. Co. 


MEMPHIS, TENN. 
Orgill Bros. & Co. 
MILWAUKEE, WIS. 


John Pritzlaff Hdwe. Co 


ASYEAR, TENN. 
Whorter-Weaver Co. 
NORFOLK, Vv 
R. Trant Ine. 
roe. 31 E. Main 
OMAHA, NEBR. 
H. C. i. e 


2226 H 
OTTUMWA, iOWA 
arper & Mecintire Co. 
PEORIA, ° 
Williams, Ine. 


jams St. 
PHILADELPHIA. PA. 
Philadelphia Motor 
Accessories Co. 
3125 N. Broad St. 
PITTSBURGH, PA. 


Anchor Distributing Co. 


957 Liberty Ave. 


PROVIDENCE, R. |}. 
Weatheral Eng., Inc. 
3 Friendship St. 


ROANOKE, VA. 
Nelson Hardware Ca, 
17 Campbell Ave., E. 


ST. Louis, =. 
Artophone Corp. 
4200 Forest Park Bivd. 
SALT LAKE CITY, UTAH 
Strevell-Paterson Hdwe Ce. 


re, Ns eee 


fos "Republican o 
SOUTH BEND, IND. 

Radio Equipment Co. 
SPOKANE, WASH. 

Marshall Wells Co. 


SPRINGFIELD, MO. 
Seger & Baldwin Hdwe. 


313 South Ave. 


WASHINGTON, D. C. 
Edgar Morris Sales Ce. 
19 Patterson N. E. 


KOL-GAS HEATER COMPANY 


> NASHVILLE, TENNESSEE 





PROPER ADHESION AND FUSION 
ARE “MUSTS§” IN 


PANTHER AND 


_ TAPE serves its function only 


so long as a proper degree of adhesion 
exists. When adhesion falls below a mini- 
mum, there can be no assurance of a con- 


tinuously sealed joint. Similarly, in the case 


PANTHER g DRAGON 


FRICTION AND RUBBER TAPES 


DRAGON TAPES 


of rubber tape, proper fusion is required if 
each successive layer of tape is to remain 
firmly bonded to its neighbors. Without a 
proper degree of fusion, rubber tape offers 


poor insulation of the joint. 


PANTHER and DRAGON Friction and Rubber Tapes are 
constantly tested at the factory to ensure sufficient de- 
grees of adhesion and fusion. 


Fully meeting all the requirements of A.S.T.M. and Fed- 
eral Emergency Specifications, PANTHER and DRAGON 
Friction and Rubber Tapes are recommended by whole- 
salers who recognize the guaranteed performance of’ 
factory-tested tape. 

PANTHER AND DRAGON /§ 

BRANDS EACH OFFER 


FRICTION AND RUBBER /fm 
APES 
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The Bicycle Lamp 


that went to Sea! 


HEN G-E engineers designed a bicycle tail lamp 

years ago, they never figured this same lamp 
would save lives at sea. All they wanted was a small 
rugged lamp that would last a long time and burn very 
little current, so kids wouldn’t have to be always buy- 
ing new batteries. Then the Coast Guard came to us 
with a problem... 
“When a ship sinks,” they explained, “men are often 
lost because searching parties can’t see them. We want 
a tiny lamp bulb for rubber life suits, to run on a bat- 
tery, and burn brightly all night.” It might have taken 
months of research—if it hadn’t been for the bicycle 
lamp. Fastened to rubber life suits, its red glow guides 
rescue parties to sailors . . . in time. 


wort.d is tn 
WAR BONDS 


THE BEST IMVESTMENT IN THE 
THIS COUNTRY’S FUTURE BUY 





| ad —_— 


4-COLOR OCT. LAMP AD | | — maritime OFFICER WINS 
G-E RADIO WAR BOND CONTEST 


Lieutenant (j.g.) George C. Roberts, 
54-year old music director of the U. S. 
Maritime Service Training Station, 
Avalon, Santa Catalina Island, Cal., 
was awarded the first prize—a $5000 
»} War Bond—in the G-E Hour of Charm 
War Bond Contest. 
}} Lieutenant Roberts’ 50-word essay was 
among tens of thousands of entries 
received in reply to the G-E Hour of 
Charm War Bond Contest question, “I 
am buying an extra War Bond be- 
fs ated 


NEW SIGN IDENTIFIES 
G-E LAMP DEALERS 


GENERAL ELECTRIC 


Mazda Lamps 


U. S. Treasury officials gave enthusias- 
j tic approval to the contest. Hundreds 
4, of letters have rolled in to tell us of the 
grand thing the contest was and how 


— ( BRIGHTER LONG 
mee ee TAY BRIGHTER LONGER 


This ad appears in four colors in Oct. 18th Life and 
Oct. 23rd Post. Other G-E lamp ads appear in 
the following October issues: 9th Post, 11th and 
2Sth Time and Newsweek, 23rd Liberty and Busi- 
ness Week, 8th U.S. News, True Story) and Hygeia. 
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? it must reflect in a small way the patri- 
otism of the company. 


_- 


Hear the General Electric radio programs: “‘The 
G-E All-Girl Orchestra,” Sunday 10 p.m. EWT, 
NBC; “The World Today” news every weekday, 
6:45 p.m. EWT, CBS. 





Here’s the attractive new four-color decal 
sign, approximately 7 x 8 inches in size, 
which General Electric plans to distribute 
the early part of November for use on 
dealers’ windows and doors. Purpose of 
the sign is to identify G-E lamp dealers. 
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FOR PUMP DEVELOPMENT 
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FIRST WITH 

| Compression Type 
Couplings on 
Jet Pumps 
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FIRST WITH 
Ball and Roller Bear- 
ings on Power and 





DEMING won its place as an 
outstanding leader in the Pump 
Industry by rigid adherence to 
the sound policy of constant im- 
provement and development of 
features that give the user “MORE 
PUMP VALUE PER DOLLAR.” 
Proof of that fact is readily appar- 
ent in the long list of improve- 
ments and innovations originated 
by Deming engineers. A few of 
those developments are indicated 
on this page. 


/RST WITH 


é Sectional Construction 


of Water End on 
Shallow Well Systems 
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| FIRST WITH 


Built-in Automatic 
Pressure Regulator 
on Jet Pumps 


PUMPS AND WATER SYSTEMS 


The Deming Company - Salem, Ohio 
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General Offices and Factory of The Cleveland Chain & Mfg. Go., Cleveland, Ohio—a source 
of supply to depend on in the post-war period for all types of Welded and Weldless Chain. 


A War-Busy FACTORY 


Skilled Chainmakers work unceasingly at 
The Cleveland Chain & Mfg. Company, as 
production of Cleveland Chain for war needs 
goes higher and higher. Made to the most 
exacting standards, Cleveland Chain is well 
qualified to do its part in the march to Victory. 
Doing vital service on all fronts—for the Army, 
the Navy, War Industries and Agriculture, 
the quality of Cleveland Chain may be 
depended upon for strength and uniformity. 
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The Cleveland Chain 
& Manufacturing Company 
Cleveland, Ohio 


Aah 1869 
Naot 
ASSOCIATE COMPANIES: 
DAVID ROUND & SON 
THE BRIDGEPORT CHAIN & MFG. CO 
SEATTLE CHAIN & MFG:CO 
ROUND CAL. CHAIN’GORP. LTD 








Since 


















FROM MANUFACTURER 
TO JOBBER 


The need for close relationship among 
manufacturer, jobber, dealer, and consumer 
has not changed—it has been emphasized by 
the war. It is still our policy. With demand 
exceeding supply, industrial consumers have 
come to realize the value of a local source 
of supply. The dealer who establishes his 
identity now as a supplier of quality 
merchandise will retain his new ac- 
counts after the shooting stops. 


SOMETHING THE WAR 
HAS NOT CHANGED 





FROM DEALER 
TO CONSUMER 





Something else the war has not altered— 


the uniformly high quality of Warren Heavy 
Hand Tools and our sincere desire to 
maintain the mutual good-will of jobbers, 
dealers, and consumers which we have built 
up through years of fair dealing. We are 
doing our utmost to promptly and equitably 

distribute as many tools as we can 


our loyal customers everywhere. 


WARREN TOOL CORP. * WARREN, OHIO 
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to meet the widespread needs of 








Th 
We 


The Ki 
all the 
and Noi 


@ Wed | 
meet your 
our Fight 
est, handi 
eyes on— 
they’re A 
over, we'l 
fine qualit 
@ This is 
Army’s M 
“IMPERI 
it there. I 
we feel th: 
a man’s cl 


OUR RI 


available. 
—just lik 





OCcTO! 












They Need All 
We Can Make! 


The Kids in the housed Forces need 
all the Knives We can Produce— 
and Nothing is Too Good For Them! 


@ Wed like nothing better than to be able to 
meet your need for Imperial Knives AND that of 
our Fighting Men. But—we’re making the tough- 
est, handiest, fightingest knives you've ever laid 
eyes on—they’re “Soldiers’ Sweethearts”—and 
they're ALL for Uncle Sam. After the war is 
over, we'll be back serving you with many new 
fine quality products. We know you'll be patient. 


@ This is the World War II version of the U. S. 
Army’s M-3 Trench Knife. It carries the name 
“IMPERIAL” on the blade. We’re proud to put 
it there. It bears its own recommendation—and 
we feel that it is sure to influence favorably many 
a man’s choice of a knife after the war. 


OUR REGRETS: None of these knives are 
available. They are for “Government-issue” only 
—just like rifles. 






















IMPERIAL 


KNIFE COMPANY 


PROVIDENCE « RHODE ISLAND 
xk wk ke Part of the firsenal of Democracy kk 
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ANY WAY YOU LOOK AT IT- 
IT’S THE BEST BALL MONEY CAN BUY 


’ 
Bcc rigid, war-time restrictions on the use 
of crude rubber, Pennsylvania Tennis Balls are 
meeting the exacting demands of today’s faster 
game .. . and meeting them fully! 

Featuring the same master construction, skilled 
workmanship and rigid inspection that made the 
old Championship ball internationally famous, 
the new “Victory” Championship is ably sus- 
taining that Pennsylvania leadership. 


Only a Pennsylvania can play like a Pennsyl- 


vania. And Pennsylvania “Victory” Championship 
Tennis Balls have that “something extra” that 
makes players ask for them by name—and refuse 
to accept a substitute. Dealers, too, appreciate that 
“something extra’ in the best ball money can buy. 





SPECIAL NOTE 
TO HARDWARE JOBBERS AND DEALERS: 
Write today for the 
Pennsylvania 1944 Tennis Ball proposition. 











PENNSYLVANIA RUBBER COMPANY 


General Offices: Jeannette, Pa. 
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TODAY 


These are trying times ... days and 
nights in which unprecedented demands 
are made upon every type of Pliers and 
Adjustable Wrenches days when 
thousands of mechanics on war jobs are 
taking advantage of UTICA’s More Tool 
Mileage. We appreciate our distributors’ 
helpful spirit in handling this large de- 
mand. 


No. 31 
Duck Bill Wiring 
Pliers — 7%“ 


No. 654 — Long Chain Nose 
Side Cutting Pliers — 6” 


TOMORROW 


You are sure of full cooperation, 
full distributor support, full cus- 
tomer satisfaction today. And you 
are sure that the UTICA sales 
policy of selling only through 
recognized distributors and giv- 
ing them full protection—plus 
UTICA quality — will continue 


No. 41 — Diagonal unchanged tomorrow. 
No. 91 Cutting Pliers 


Thin Adjustable 4"'- 5’'- 6” 
Angle Wrench cide nnn sibidinais iii: epoiune 


DROP FORGE & TOOL CORP. 
ee 
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Sell the me made by SPECIALISTS 


veh ROR/ STEEL COM? 
“a Gf ramen | 


pom OLIVER 


0 IER IRONS TEE CORF 


a) id: 5 AE , specializes in 
=o} f, BOLTS...NUTS...RIVETS 


Made by the millions, in standard 
types and sizes for thousands of ap- 
plications, Oliver Bolts, Nuts, Rivets 
and Washers fit right and hold tight 
because they are MADE BY SPE- 
i PF nee 2) BREE? CIALISTS! | 

- vaxnee STG | Reg]. sven OH, STHELCON? : : This is an important point to em- 


OVER cy STEEL CORP 


cane aa) 


phasize when discussing fasteners 
with your customers. Show them 
that, with Oliver, fasteners are the 
main product and not a side-line. 
For almost half a century this com- 
pany has consistently led in the 
development of fastening devices, 
and in the perfection of manufac- 
turing processes that improve the 
accuracy, quality and dependability 
of Oliver products. 

Whether your customers buy by 
the carload, keg or box, you can 
confidently recommend Oliver! 


OLIVER 


IRON AND STEEL 
id 


POL: 4 * 


SOUTH TENTH AND MURIEL STREETS + PITTSBURGH, PENNSYLVANIA 
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GOTTA GET 
MY STORM SASH 


SAVE FUEL / VACUUM CLEANER ¥ > 
_| AND THESE ELECTRIC) 





OH BOY!-NOW ILL 
GET MY BIKE AND 


NLLGET THE ~ QA. FOOTBALL FIXED 


MYGUNS FIXED IM 
GOING TO DO SOME- 
THING ABOUT THIS 

MEAT SHORTAGE 








7 WONDER IF SON 
*7 HE MENDS BROKEN 
HEARTS? 

















IT’S A BIG JOB—HELPING THE WHOLE FAMILY! | 


Hardware Dealer’s on the Run 
Fixin’ Cleaners, Bike and Gun 


It’s not just luck that’s made the hardware store the focal 
point for home supplies and repairs in every American 
community. No indeed. This important position has been 
attained only through years of hard work, cheerful service, 
and the willingness of the dealer and his help to work long 
hours and hard in the interests of his customers. 

Some folks call it a “nut-and-bolt” business. But not us! 
For we know that every hardware store is a service center 
...a place where big and little troubles are cured... 
where a leaky washtub, a balky radio or a broken window 
can be fixed in a hurry. Or where needed home, garden and 
farm supplies can be obtained or repaired while the owner 
waits. No wonder the hardware store has come to be known 


as the local Fixit Center, as well as the source of a wide 
variety of merchandise. 

Take glass, for instance. Where else can the neighbors 
get that sparkling-clear Libbey-Owens-Ford Quality Win- 
dow Glass—cut to the customer’s exact needs? We know, 
and so does every enterprising hardware operator and 
clerk, that L-O-F’s longer annealing process makes glass 
cut easier . . . makes it handle easier . . . and 
with less breakage. So, 
if your stock is low, 
just pick up the phone 
and call your regular 
Libbey - Owens - Ford 
Distributor and tell him 
you want some more of 
this clearer, finer glass. 





WANT A PRINT of this car- 
toon to brighten up your store 
er counter? Just mail a penny 
post card, asking for Cartoon No. 
45, to Libbey-Owens-Ford Glass 
“Co., 30103 Nicholas Building, 
Toledo 3, Ohio. 

















LIBBEY-OWENS:°FORD 


A GREAT NAME IN Glas 
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IMMEDIATE PROFITS 


A SOUND AND PROFITABLE 
1 he AFTER-THE-WAR BUSINESS 


Young America demands Joe 
Ott Model Airplane Kits in continu- 
ously increasing quantities. Two 
big features of these kits make this 
so. (1) Value... the most for the 
money ... in every size kit. (2) 
Ease of Construction . . . simplified 
Ott -O-Former construction and 
ready cut wood parts save one-half 
building time. 


Thirty Popular Kits 
15¢ t $3.00 on 
Mustang ors Americon’? 51 


A kit of every size and at every price vos ait inuiiiniie noe auc 
to suit every model builder—beginner and 
experienced modellers alike. 


BOMBERS 
PURSUITS 
FIGHTERS 


Airabonita Lockheed Lightning P-38 
Airacobra P-39 Martin Maryland 
U. S. ARMY FIGHTER 


Boeing Flying Fortress B-17 = Messerschmitt Lightning Lockheed P-38 
Brewster Dive Bomber Mustang P-51 ve OTe simplivict FORMER KIT 


Consolidated Catali ‘ 
SENSATIONAL NEW Suds Persuit PAO. North American B-25 


CONSTRUCTION DeHavilland Mosquito Spitfire ; 
Stuka Dive Bomber 


Douglass Dauntless 
METHOD poe ane Wildcat Vought-S‘korsky Corsair 


Here is the airplane kit sen- Grumman Avenger Vought-Sikorsky Kingfisher 
sation of the year. Big deluxe Hurricane Vultee Vengeance 

true-to-scale Mosquito Bom- 
ber. First model plane built 


on a time saving tube. 40% See Your Jobber 


inch wing span. Full color box 
oes Same Sere Seen Or write today for complete details 


Price Retail $3.00. : i 
woth shes and illustrated. catalog in colors 


























JOE OTT : EDUCATIONAL * 


MANUFACTURING CO. 
US West Superior Street PLA N FE K T ¢ 
ail e@.v ere) i. A RQ 


a WITH Onigénad SIMPLIFIED OTT-O-FORMER CONSTRUCTION 
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The last couple of years have been tough 
sledding in the tire business. It’s been a struggle 
to survive. But right now I’m thinking of the 
future—how a dealer like me will be able to 
do a profitable business when the war is over. 


What will be my chances for profit with the 


new synthetics and a starved tire market? I 


know this depends on what moves I make now. 


First, I realize that I need the kind of a hook-up 
that will work with me to whip my problems 
—that’s fundamental. A supplier who is near at 
hand who has my interests at heart is essential. 


I mean a supplier whose interests are in common 


with my own—and not in competition with me. 


Also, I must have a line of tires made by a 
manufacturer who knows his way through the 
synthetic rubber problem — and already has a 
complete line of truck and passenger car tires I 
can bank on for quality. 

If I can find this kind of a tie-up, I'll feel much 
better about where I will stand once the war is 
over. I know my future as an independent 


dealer depends on decisions I make right now. 


THE MANSFIELD TIRE & RUBBER 


MANSFIELD, CENTURY, 


HARDWARE AGE 
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Sure you should get set for after the war. But, 
to do it right, you’ve got to start right—you’ve 


got to get down to fundamentals. 


I’m a tire dealer just like you. I’m thinking 


about my tire business, too, when the war is over. 


That’s why I’m hanging on to my present tire 
connection with a wholesaler handling one of 
Mansfield’s tire lines distributed exclusively to 
independent dealers like you and me. 


My wholesaler is reliable. He’s progressive. 
But best of all, he knows my local problems, 
because they are his problems, too. He takes care 


of me according to my needs—and quality is a 
fetish with him. 

My wholesaler has been distributing Mansfield- 
made tires for years. He knows this factory is on 
its toes—a leader in synthetic rubber development 
—and ready with a complete line of war-proven 
truck tires as well as passenger tires and tubes. 

This is the kind of backing I’m willing to bank on 
—and now’s the time for you to get set for the tire 
business ahead. You, too, can be fully prepared for 
the post war tire boom. But you better act now! 

It’s my suggestion that you look into 
Mansfield’s proposition. 


COMPANY, MANSFIELD, OHIO 


RICHLAND, UNITED 
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AROUND 
THE CLOCK 
WITH OUR 
FIGHTERS 












VERY minute of every hour of every day finds 
some instrument built by -#getso% ‘‘on the job’’ 
with our fighters—on the land, in the sea or in the air. 
And Sngetsot factories are working ‘‘around the clock’’ 
building these fine precision instruments on a mass 
production basis to help speed Victory. The new skills 


and manufacturing methods developed for war work Watch Ingersoll / 


: : : $ “i 

promises great things n new .Sngerso@ watches and Caieciay Clack unanie: Nies:it tte 

clocks after the war is won. Kelton, sasat watches and Waterbury clocks. 
WATERBURY AND MIDDLEBURY, CONN. 
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“ON TOPI” This great gathering of Sagetct 
people (over 5000) was held on the roof of 
the new factory at Middlebury when the 
Army and Navy E was presented, 


o 
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(1) 153 ITEMS INSTEAD OF 1250—BUT 
MORE OF EACH ITEM: Under Govern- 
ment Simplified Practice, our industry 
is now permitted to make exactly 153 
items in Forks, Hoes, Rakes, Hooks and 
Cultivators for domestic sale. 


(We offer the first simplified cata- 
log to list these items — every 
dealer should have a copy.) 


As the Union Fork and Hoe Company 
formerly made over 1250 items, and 
will have as much raw material as last 
season, we can manufacture a sub- 
stantially larger quantity of each item 
in this simplified line. 

In RAZOR-BACK, the original simpli- 
fied shovel line, we can offer 11 items 
—practically unchanged by war. 


(2) SUPPLY WILL BE STEADIER AND 
BETTER DISTRIBUTED: Whereas our 
factories, hampered by changing reg- 
ulations, were 5 months late in starting 
production last season, we are now 
operating fairly smoothly under the 
Controlled Materials Plan. 


Through the cooperation of UNION job- 
bers, who are accepting Lc.l. ship- 
ments, we can now maintain a more 
even flow of tools and their fair distri- 
bution among UNION dealers will be 
automatically regulated by the present 
improved priority system. 

If you received less than your fair per- 
centage of tools last season, you can 
get more this season. 


If you received more than your share, 
you will get somewhat less. 


(3) WHITE ASH HANDLES will be sup- 
plied in all forks, shovels and other 
tools where ash is essential. Tested 
alternate woods will be used in a per- 
centage of those tools where their use 
has proved satisfactory. This is be- 
cause we have depleted our big re- 
serves of white ash to meet military 
needs — and are proud of it when a 
former employee writes from the battle 
front to tell us “I'm digging foxholes 
with a Razor-Back shovel.” 


(4) STEEL of proper quality is available 
for heads and blades. 

(5) UNION QUALITY WILL BE FULLY 
MAINTAINED, except for restrictions on 
finishes. 


(6) DEMAND FOR FLEX-BEAM Forks, 
with the handle of super-strength, will 
be particularly heavy. Farmers, today, 
want long life, maximum service. 


(7) HOW DEALERS CAN HELP THEM- 
SELVES: 

(a) When ordering, select tools most 
needed for food production in your 
locality. (Send today for our Simpli- 
fied Catalog showing the 153 items you 
may select from.) 

(b) Anticipate your needs ahead of 
season. Early orders help us—and your 
jobber—to give you better service. 

(c) Make orders flexible as to 
dimensions, handle length and grade, 
to insure getting what's available. 

(d) Recognize that there will still be 
3 or more consumers for every tool and 
accept your patriotic responsibility to 
distribute your supply according to the 
working needs of each customer and 
your country’s need for food to win 
the war. 
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1E UNION FORK & HOE CO., 710 Hocking Street, Columbus 15, 
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Print the complete address in plain block letters in the panel below, and your return address in the space 
provided. Use typewriter, dork ink, or pencil. Write plainly. Very small writing is not suitoble 
From 
S. Horace Disston, 


Mr. wee Wholesaler Tacony, Philadelphia $8 
Mr. Hardware Retailer Sender's address 
Pennsylvania 


Everywhere 
October 9, 1943 


Dote 


This is written to the Hardware Trade, our valued associates through 103 
years of business progress. 


For almost two years Henry Disston & Sons, Inc. has been in military ser- 
vice - - helping to fight the fourth war in our history. We have been proud 
to be able to meet the stern responsibilities of this task. We are also 
appreciative of the patience and tolerance shown to us by our hardware 
friends during this period. Now, with things looking a little brighter, we 
can write “‘home’’ from the war production front to say something about 
tools for civilian customers. 


Remember, when our fighting men need fighting tools, they come first. 
However, after these obligations are met it is possible to supply tools, in 
limited quantities, for essential consumer use. 


The way we handled this situation in the past resulted in many letters of 
appreciation from the Hardware Trade. 


A War Conference has been held at Disston headquarters, which had as 
some of its objectives the following: A plan that would make certain an 
equitable allotment of future tools to the trade .... A review of the pres- 
ent situation with particular attention to ways and means of closer coopera- 
tion with the trade, now and in the future .... A look at post-war possibili- 
ties, both in manufacturing and in merchandising. 


The results of the Disston War Conference have been most promising. We 
feel that both you and we will benefit from the decisions made. 


Let us all face the future with confidence that our efforts and sacrifices 
today will hasten the return of peace and bring us greater opportunity and - 
security tomorrow. 


Sincerely, 


| a ee eee 


S. Horace Disston 
PRESIDENT 
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ABSORBER 


T’S a distinct shock when you 

have to turn down a customer 
after all the years you have been 
selling him. We know it’s as 
tough for you as it is for us, 
That’s why ads like this are run- 
ning in Time, Newsweek and 
Fortune. 


They explain to your customers 
the job that abrasives are doing 
to help win the war—the job 
that is responsible for American 
equipment standing up so well 
under combat conditions. That 
job has to come first today. Of 
course, many of your presént 
customers for Carborundum 
Brand Products are in war work, 
too. That’s why you are getting 
every ounce we can ship you. 
Will you help us remind them that 
abrasive products are “Weapons 


for Production,” and ¥ 
to use them wisely ? V 


Every hour this war is short- 
ened will save $12,000,000. The 
lives it will save are priceless. 
Let’s getit over with—quickly! 


THE CARBORUNDUM COMPANY, NIAGARA FALLS, N. Y. 


REG. U. . PAT. OFF 


Sales Offices and Warehouses in New York, Chicago, Philadelphia, Detroit, Cleveland, Boston, Pittsburgh, Cincinnati. Grand Rapids 
(Carborundum is a registered trade-mark of and indicates manufacture by The Carborundum Company) 
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OVER 50 YEARS OF Intelligent research leading to Quality Paints 


KNOWING HOW TO and Varnishes has made BPS one of the most 
ome MAKE GOOD PAINT outstanding products in the paint industry. 
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Orders for Uncle Sam 
still have top place in our 
production schedules. 


For nearly two years now, 
Glenwood has been ship- 
ping tons and tons of war 
material—parts for tanks, 
guns, ships and other 
fighting tools. And every 
day we'll be sending out 
more and more—just as 
long as our help is needed. 


* * 
* 


Important Message to all 
STOVE AND HEATER DEALERS 


Arrer having been out of the range business for over a 
year, we now have the “go ahead” signal to manufacture a 
limited quantity of cooking and heating ranges. Already we 
have several models in production, and more to come, that 
will help relieve the critical stove shortage. 


The new Glenwood Ranges have been built to exception- 
ally high standards. In appearance, performance and con- 
struction, they are in keeping with the high quality that has 
made the name Glenwood famous for over sixty years. 


Quality is of vital importance to you in wartime mer- 
chandising. Today ration certificates limit the quantity of 
ranges and heaters you may sell — the only limit on quality 
is the BEST you can buy. So use your range and heater cer- 
tificates for ALL THEY'RE WORTH. Offer your customers the 
most for their money — the most for their certificates. Use 
your certificates for Glenwoods. 


Remember we’re anxious to serve our regular customers 
first — but now it’s “First Come — First Served.” So help us 
by mailing your certificates promptly. 


Write today for complete details 
GLENWOOD RANGE COMPANY 


Taunton, Mass. 











Model 37-43—Combination 
Gas Range — Kitchen Heater. 


Hi-Low Top Burners, Hi-S 
Oven and ler 


Glenwood 


ed 


raw-Out Broiler. 





Model 34-43— For Coal or 
Wood. Durable Cast-Iron 
Const-uction with Big 
High-Speed Steel Oven. 





Model 5000—Cabinet 
Heater for Coal. Cast-Iron 
and Steel Construction. 
Brown Enamel Finish. 


Model 121 — Cabinet 
Heater for Wood. With 
Large Cast-Iron Fire Pot. 
Brown Enamel Finish. 
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You wouldn't camouflage 
your show window 


On the fighting fronts, supply concentrations, machines, even jungle troops, are carefully 
camouflaged for concealment from enemy eyes. You wouldn’t conceal your merchandise 
by similar means, yet many retailers unwittingly hide the very products which give other 
dealers their fastest turnover. For the rural market, there’s one way to make sure that you 
show the profitable, desired items—concentrate on stocking and displaying the products 
consistently advertised in the FARM JOURNAL, America’s greatest rural magazine. 


Today, rural Americans have the largest income in history. They‘re putting a sizable 
part of it into war bonds, and spending billions more for the things they need and want. 
Of the 2,700,000 rural families who read the FARM JOURNAL many live right in your 
own territory. They form opinions and act on the timely, helpful information in the FARM 
JOURNAL'S editorial and advertising pages. Use the FARM JOURNAL accordingly and 
you'll find it an effective salesman. 


These are the products in your line advertised in 


current issues of the FARM JOURNAL. Display them. om 


FIRST FOUR 


ALCOA ALUMINUM FOLEY KITCHEN UTENSILS PRATT'S M-K WORM CAPSULES 
ATFA GUM TURPENTINE FRIGIDAIRE iii pRATT'S POULTRY REGULATOR ONLY ONE 
AG BALM FULL-O- PURINA FEED: 
BALL JARS & CAPS FYR-FYTER PYREX WARE covers the rural market 
“BLACK LEAF 40” GENERAL ELECTRIC RCA 
BOND FLASHLIGHT BATTERIES | GOLDEN FLEECE POT CLEANER REMINGTON ARMS 
BOSS KEROSENE STOVES HARRINGTON & RICHARDSON REPUBLIC STEEL 
CARBORUNDUM FILES ARMS R-V-LITE WINDOW MATERIAL 
CAT'S PAW RUBBER HEELS & DR. HESS & CLARK PAN-A-MIN DR. SALSBURY'’S PRODUCTS 
SOLES KALAMAZOO STOVES SANI-FLUSH 
py oed CLEANER LARRO FEEDS STEVENS’ GUNS 
MONARCH RANGES STEWART CLIPMASTER 
COLEMAN APPLIANCES MYERS WATER SYSTEMS TOXITE 
NATIONAL PRESSURE COOKERS U. S. STEEL 
- NORGE WARM MORNING STOVES 
pov ag = atk PARMAK ELECTRIC FENCER WESTERN CARTRIDGES 
EVEREADY FLASHLIGHT PHILCO PRODUCTS WESTINGHOUSE PRODUCTS 
BATTERIES PINCOR MOTORS WINCHESTER GUNS 
FLEX-O-GLASS PLUMB HAMMERS & AXES ZENITH RADIOS 








Successful merchandising is based on facts. Write today and have us tell you how many 
FARM JOURNAL subscribers live in your own county. In two out of three U. S. counties 
(practically all but the metropolitan areas) the FARM JOURNAL has more readers than 
Life, The Saturday Evening Post, or Collier’s. 


FARM 


GRAHAM PATTERSON, Publisher JOU RN A L Washington Square, PHILADELPHIA 
AND Fars 14 4! ife 
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.. . NOT JUST “WINDOW GLASS” 


aa are varying degrees of quality in window glass, as in almost 
everything else. That’s why the name “Pennvernon” has come to mean 
so much. It stands for uniformly high quality in window glass. It assures 
a freedom from distorting defects rare in sheet glass making. It identifies 
a glass that gives good vision, that is bright and reflective of surface on 
both sides, of the sheet. And it marks a glass which is nationally known 
and nationally available through our many branches and thousands 
of dealers. Pittsburgh Plate Glass Company, Grant Bldg., Pittsburgh, Pa. 


ENNVERNON WINDOW GLASS 
PITTSBURGH PLATE GLASS COMPANY 


‘PUTSBURGH * slanudh for Luualely Class and Piiut 


SELL “PENNVERNON | ——~ 
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“Throw in a dozen eggs, Ali Bey, and the roof is yours!“ 


A that, it’s a good trade. The 
value of steel roofs is recognized 
everywhere. Today in strange new 
worlds U-S-S Steel Roofing and Sid- 
ing is maintaining the high standards 
set on American farms, where the 
steel roof on barn, home or shed 
neans, first of all—protection. 
Because of the many unfamiliar 
johs steel has been called upon to do 
it this war, you and your customers 
often must wait for steel roofing and 
siding sheets. But we are doing every- 
thing we can to make this period of 
Waiting as easy as’ possible—and to 
assure a bright future for you. 
We’re still advertising U-S-S Roof- 
ing and Siding Sheets regularly in 
leading farm magazines so your cus- 


U°S°S STEEL 


UNITED 
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tomers won’t forget these products. 
In this advertising we give farmers 
sound suggestions on the proper care 
of their buildings in wartime. We 
encourage them to buy War Bonds 
and build up a reserve now that will 
help them pay for farm improve- 
ments later. 


FREE Building Plans for Your Customers 


Many of vour customers will want 
steel buildings after the war. So we 
offer free plans in blueprint form in 
these advertisements, and suggest 


they get them from you. These plans 
include a cattle shelter, poultry 
brooder houses and machinet 7 sheds. 
They'll help build good-will with the 
farm trade — will remind customers 
that you carry U-S-S Steel Sheets, 
famous for long life—will give you 
a head start on the post-war con- 
struction’ market. Write for free 
copies. Address: Agricultural Exten- 
sion Bureau, 621 Carnegie Building, 


Pittsburgh, Pa. 


- 


BACK THE ATTACK WITh! WAR BONDs 


CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
United States Steel Export Company, New York 


ROOFING AND SIDING 


STATES STEEL 
































"Pm Helping to Keep Essential 
Coleman Appliances ‘On-The-Job! 


You, Too Can Tie Up With This Big 


YES, WE CAN REPAIR YOUR : Coleman Drive To “Keep ’Em Working” 
COLEMAN IRONS, For Your Customers! Just Do This: 


‘ — Today—when new equipment is scarce— farm homes must 
LAMPS, LANT, ERNS, _allandl have arene, lamps, ee and Pigg bce the og Te - to 
ta -ti to . 

AND STOVES. : | Working ave a vital war-time job, helping eep ’Em 

Many of your own best customers depend on Coleman 
Appliances for light, heat, ironing and cooking on the farm 
—and in other essential war jobs. 

You can tie up with Coleman’s nation-wide service pro- 
gram by ordering a set of dealer helps. 

There is a Service Man’s Handbook outlining 
the step-by-step procedure in servicing Cole- 
man Appliances. 

Attractive three color display cards on man- 
tles, generators and supplies. 

Advertising mats and other helps. 

All designed to let your customers know that you can 
supply them with Coleman Parts and Repairs. This material 
is free and will come prepaid parcel post. 

Write your nearest Coleman House for ‘‘the Service Set’ 
and order parts and supplies from your jobber. Do it today! 


15 MILLION ADS WITH ILLUSTRATIONS LIKE THIS 


say “See your Coleman Dealer now!” In leading 
farm papers this fall, a total of 15 million messages 
are telling Coleman users that repairs and parts are 
available at their dealers for essential Bapegene appli- 
ances. Coleman is also keeping its eye on your post- 


war market, featuring Coleman’s ‘‘Products of the 
| APPLIANCES | 


Future’’ in national magazines with full-page and 
half-page ads! 











THE COLEMAN LAMP AND STOVE CO. WICHITA e@ CHICAGO e¢ PHILADELPHIA ¢ LOS ANGELES 
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HE lines of every architectural design de- 

pend upon the strength and quality of the 
materials they call for. In supplying évery 
need for door hardware Richards-Wilcox has 
a record of 63 years of unfailing dependability. 
The reputation for quality which R-W prod- 
ucts have gained is further strengthened by a 
service that is second to none. The R-W Engi- 


neering Department is familiar with every door- 
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way problem—and ready to give prompt, com- 
petent assistance in determining the most suit- 
able hangers for doors of any description— 
home, industrial, barn, garage, elevator or fire. 
R-W provides standard hangers of every type. 
Each of the branches listed below is staffed 
with competent engineers ready to provide the 
service you need at the time you need it. They 
will consult you gladly, without obligation. 
They are a reliable source of “strength be- 
hind the lines.” 


BACK THE ATTACK .. . BUY WAR BONDS 
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NUCUT SWISS PATTERN FILE-FINDER CHART 
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cross 
SECTION 


WIDTH (FACE OR SIDE), THICKNESS (EDGE), AND 
CHARACTER OF TEETH 





Uniform in width. Tapered in thickness. Two flat sides 
are double cut. One edge is double cut; other edge is 
safe or uncut. 


Flat surfaces 





Similar in shape to Hand File, but narrower. Two flat 
sides are double cut. Both edges are safe or uncut. 


Flat surfaces, 
slots 





Warding Tapered in width. Double cut on flat sides and edges. 


Slots 





Square Tapered. Double cut. 


Corners, holes 





Tapered. Double cut on all three sides. Single cut on 
edges. 


4 Three 
| Square 


Corners, holes 





Round Either uniform or tapered. Double cut. 


Corners, holes 





Tapered in width and thickness. Flat and half round 


Half 
sides are double cut. 


Round 


Corners, holes 





Tapered in width and thickness. Double cut on flat 


Knife sides. Single cut on edges. 


Slots 





Oval shape, with radius of one side greater than the 


4 Crossing other. Double cut. 


Corners, holes 





Uniform in width and thickness. Double cut on flat 


Equalling sides and edges. 


Slots 





Cut on wide flat side only. Back and beveled edges are 
safe or uncut. 


Corners 





Flat in shape, with rounded edges. Double cut on flat 
sides and edges. 








HEN YOU OFFER your customers a NUCUT File with the patented 
‘‘Wavy Teeth”’ design, you are recommending a time-tested 
tool that has proven by actual performance it can do more work 
easier, faster, with less effort. Possessing both coarse teeth and 
fine teeth, it makes possible BOTH clean, deep, true cutting, and 
smooth surface finishing, AT THE SAME STROKE! 
We will gladly help you select the right sizes, shapes and cuts 
to meet your needs in Swiss Pattern Files and also in NUCUT 
Mill, Saw, Machinists’ Files and Rasps. 


HELLER BROTHERS COMPANY 








WAVY TEETH 


riLigs 


PATENT No. 2027039 


America’s Oldest File Manufacturers — Good Tools Since 1836 


Newark, New Jersey Newcomerstown, Ohio 
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BRING BACK!” 





“OH, BRING BACK” 














bring back, Oh bring 


Bring back, 


back those drums to me, to me. 


Bring Oh bring back those 





drums to me, to me. Bring back, Oh 


bring back those drums to me. 
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PLAN Pe ED TO DO A BETTER JOB Quality performance is not the result of 


magic or accident. Detroit Nut Company 


FOR OVER A THIRD OF A CENTURY products have enjoyed widespread pref- 


Affiliate: 
AERONUT MFG. CO. 
Precision Aircraft 


Engine Nuts 
DETROIT 


ESTAGLISHLO 912 
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erence through years of peace, and are 

playing a vital role in today’s war-time 
program because, from the first, they have been planned to do a better job... . 
Engineering skill, ultra-exacting standards of accuracy and modern manufacturing 
methods are not unusual in American industry. But the devotion of ‘these three 
fundamentals to a specialized product, uninterruptedly, for more than a third of 
a century, is a background only a few manufacturers can claim . . . Detroit Nut 
Company's milled from bar hexagon semi-finished nuts of steel, brass, bronze 
or special materials, have been the finest of their kind since 1912—before the first 
World War. They shall continue to be so when America reconverts its machinery 
and manpower to the products of peace, after we have won World War Il. 


DETROIT NUT COMPANY 


HUBBARD AVE. & M.C.R.R. 
DETROIT, MICH. 


REPRESENTED IN ALL PRINCIPAL CITIES 








FORKS + RAKES + HOES + AXES °* HAMMERS * HATCHETS + SHOVELS 
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WARDEN” PETER PUTTER: 





THE FLOORS ARE WEARING OUT! 


DOUBLE 


>.< 


X “removes 
Xx bleaches 


DOUBLE UP on DOUBLE X 


It is no military secret that people have more money to spend 
these days...and fewer places to spend it. Nor is there any 
hush-hush to the fact that people are spending more time at 
home...and paying more attention to ‘‘dressing up’’ said home. 
That’s why there’s a new wave of interest in Floor Refinishing. 


The steady tramp of marching feet has worn out the face of many 
floors in Wartime America. This is the time to urge your customers 
to give their floors a face-lift for the duration. This is the time to 
Double Up on Double X: the nationally advertised ‘’white magic’ 
that removes and bleaches in one operation. Order from your 
jobber! Schalk Chemical Company, Los Angeles and Chicago. 
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N SPITE of bitter cold and biting wind in 
some of our Arctic outposts, our fighting men 
can still keep warm. Just inside the tent flap is warmth 
that defies the elements and brings comfort and 


relaxation when long watches are over. 


All over the world, wherever our fighting men 
are stationed, will be found tent heaters, water 
heaters and cooking ranges equipped 


with “DL” Float Valves. 


Reliability of operation and ease of cleaning 
and servicing make “DL” Float Valves in 


demand by manufacturers of this type of equipment. 


When oil burning equipment again appears 
on the market, make sure the line you select 


is equipped with “DL” products. 


ETROIT | UBRICATOR COMPANY 


Division of American Radiator and “Standard” Sanitary Corporation 
Canadian Representatives—RAILWAY AND ENGINEERING SPECIALTIES LIMITED, MONTREAL, TORONTO, WINNIPEG 


General Offices: DETROIT 8, MICHIGAN 











“DL” Heating and Refrigerafion Controls ¢ Engine Safety Controls ¢ Safety Float Valves and Oil Burner 
Accessories ¢ Radiator Valves and Balancing Fittings © Arco-Detroit Air and Vent Valves ¢ ‘‘Detroit” 
Expansion Valves and Refrigeration Accessories ¢ Air Filters © Stationary and Locomotive Lubricators 
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is warmth 
} and 
nting men 
vater 
This is the heater that belongs in millions of 
mening bathrooms — especially, where there’s a baby in the 
home. It’s the heater with many other uses, too—the 
quipment, yu Arvin Electric Fan-Forced Circulating Heater. 
Sales rose to a new all-time high before the war. 
pears 
. And the trade tells us they might have “sold a million” 
the last two years. But these splendid heaters .can’t be 
had until war restrictions end. Then, a terrific demand 
will be waiting for you to cash in on. 
Just a Suggestion —You may want to place an 
order with your jobber—to give you an early peace- 
es ether metal hovsewers time priority on delivery when production starts again. 
/INNIPEG Bathroom Ele eate 
it Burner Uectricol balm A GOOD NAME TO REMEMBER 
snned ARVI i FOR POSTWAR PROFITS! 
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Farmers’ files are important, 





GEO! 


i108 


Ou 


HARDWARE AGE ( 


GEORGE H. GRIFFITHS 
President and General Manager 


CHARLES J. HEALE 
Vice-President and Bditor 


L. V. ROWLANDS 
Sales Manager 


Associate Hditors 
GEORGE G. HOY KENNETH A. HEALE 
GEORGE M. SANGSTER 


ALBERT J. MANGIN 
“Who Makes Itf?’’ Directory Bditor 


L. W. MOFFETT 
J. DONALD BROWNE 
EUGENE J. HARDY 
Washington Representatives 


SAUNDERS NORVELL 
Contributing Hditor 


HARRY R. TERHUNE 
Los Angeles, Calif., 
Pacife Coast Bditor 


J. M. WITTEN 
Circulation Manager 


With the Armed Forces 
JOHN G. WILCOX RUDOLPH 8. WILD 
HAROLD MOORE 


ADVERTISING DEPARTMENT 


Boston 10, Mass.: 
Ors B. Burcersen, 735 Rice Bldg., 10 High St. 


New York 17, N. Y.: 
Hat G., BuoceTr, 100 East 42nd St. 
E. B. SANvDirorD, 100 East 42nd St. 


CLEVELAND 15, OHIO: 
Witt J. Feppeny, 709 Union Bidg., 1836 Euclid Ave 


Cuicaco 3, ILL.: 
K@eNNETA C. WARNER, 1007 Otis Bidg. 
M, M. WHITFIELD, 1007 Otis Bldg. 
Telephone: Franklin 0202 


San Francisoo 4, Cat.: 
R. J. Brrow, 300 Montgomery St., Room 843 


Los ANGnLEs 14, CAL.: 
R. J. Brrog, 541 Consolidated Bidg., 607 So. Hill 8t. 


® 


Owned and Published by 
CHILTON COMPANY (Incorporated) 
Editorial and 
Executive Office Advertising Offices 


Chestnut and 56th Sts., 100 East (nt 2 
ae 89, Pa., New York 17, 
S.A. U.S. Yy 


Officers and Directors 
C. A. MUSSELMAN, President 


Vice-Presidents 
108. 8. HILDRETH GEORGE H. GRIFFITHS 
EVERIT B. TERHUNE J. H. YAN DEVENTER 
Cc. 8. BAUR 
WILLIAM A. BARBER, Treasurer 
JOHN BLAIR MOFFETT, Secretary 
JULIAN CHASE THOMAS L. KANE 
G. OG. BUZBY P. H. FAHRENDORF 
HARRY V. DUFFY CHARLES J. HEALE 


© 


OCTOBER 28, 1943 








Published Every 4 G E 
Other Thursday | 


Executive Office Editorial and 
Chestnut and 56th Sts., Advertising Offices 


Philadelphia 39, Pa., U.S.A. 100 East 42nd St., 
New York 17, N. Y., U.S.A 


Established 1855, succeeding and embodying “Hardware” of New York; 
“Stoves and Hardware Reporter,” St. Louis; “The Western Hardware 
Journal,” Omaha; “Iron Age Hardware,” New York City; “The Hard- 
ware Reporter,” St. Louis; “Hardware Salesman, Chicago; Hardware 
Dealers Magazine,” New “York, and “Good Hardware,” New York. 


EDITORIAL CONTENTS 
OCTOBER 28, 1943 


Vol. 152 


Just Among Ourselves, by Charles J. Heale 

Introduce Plan for Distribution of Surplus War Property . 

Daily Sale of War Bonds Have $3000 Top at Schafer’s 

Want to Buy an Alarm Clock?—Then Buy a War Bond ... 
Hardware Age Retail Sales Idea Club 

The Story of the New York Convention ... 

The Dean's Page, by Saunders Norvell 

Every Employee Must Understand How to Make Small Repairs 164 
Shapleigh Hardware Co.’s 100th Anniversary 

Hardware Store Fall Advertising ...... — 

Handy Form Simplifies Handling of Repair Orders 

Toy Buying Stimulated by Early Showing ... 

Step-Up Top Tables Step Up Sales of Dinnerware . 

News of the Trade Washington News Reel 

Priorities and War-Time Orders .190 How's the Hardware Business?. 238 


Hardware Age Window Displays 206 What's New 
Coming Conventions and Events 257 


Copyright 1943 by Chilton Company (Inc.) 


ADVERTISING INDEX—PAGE 290 


Subscription Prices—United States, its pos- 
sessions: one year $1.00. Mexico, Central 
America, South America, Spain and its 
Colonies: one year $1.00. Canada §2.00. 
Foreign countries not taking domestic rates 
one year $2.50. Single copies 25 cents each. 




















CAMPBELL ‘ ut 
Mammer.Lect boa 
COTTER PINS 

1600 “aaa . 











Acco and Campbell Cotter Pins 


ing—quick removal—cleaned by tumbling 
—packed in substantial boxes with clear, 
legible labels and numbers. 


In addition to regular materials, Acco 
cotter pins are available in Monel, stain- 
less steel, brass and bronze. Steel cotter 


Acco and Campbell Cotter Pins are doing a 
first-rate job for many essential industries. 


We draw our own wire for these good : 


cotter pins to assure uniformity. Their 
shanks are parallel—and they close all 
the way to the shoulder. Users sometimes 
say a blind man could insert these pins. 


Other good features: easy, positive lock- 


pins may be had in electro-galvanized, 
cadmium plated and coppered finishes. 


AMERICAN CHAIN DIVISION 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, San Francisco, Portland 


AMERICAN CHAIN & CABLE COMPANY, Inc. 
BRIDGEPORT * CONNECTICUT 
ESSENTIAL PRODUCTS . . . TRU-LAY Aircraft, Automotive, and Industrial Controls, TRU-LOC Aircraft Terminals, AMERICAN CABLE Wire Rope, — 
TRU-STOP Brokes, AMERICAN Chain, WEED Tire Chains, ACCO Malleable Castings, CAMPBELL Cutting Machines, FORD Hoists, Trolleys, 
HAZARD Wire Rope, Yocht Rigging, MANLEY Auto Service’ Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, | 
READING-PRATT & CADY Valves, READING Electric Steel Castings, WRIGHT Hoists, Cranes, Presses. . . In Business for Your Safety | 
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Biggest Hardware 
Convention Held 


In New York City:— 
The National Wholesale 


Hardware and the American 
Hardware Manufacturers As- 
sociations have been meeting 
jointly, in October, for nearly 
50 years, usually in Atlantic 
City or Chicago. This year, 
for the first time, these two 
groups gathered in New York 
City and completely shattered 
all previous records for regis- 
tration and attendance — the 
former officially above 1600 
and the latter conservatively 
beyond 2000. 

Appropriately designated as 
a “War Conference,” the pro- 


gram was outstanding for 
scope, balance, talent and im- 
portance. The heavy and at- 
tentive audience at each ses- 
sion gave eloquent approval 
to the subjects and speakers 
selected. 


Plenty of Optimism 
For Good Reasons:— 


The New York Convention 
was very optimistic. Manufac- 
turers, generally, conveyed the 
impression that some improve- 
ment in shipments might soon 
be expected. Wholesalers, dig- 
ging around primarily on be- 
half of their dealer-customers, 
got at least half-promises and 
certainly full hopes about the 
near future. Then along came 


WPB spokesmen who, cau- 
tiously—yet definitely, indi- 
cated relief on the more essen- 
tial civilian requirements at a 
reasonably early date. Behind 
these experiences were a year’s 
record of good collections, far 
fewer retail mortalities than 
alleged experts had-predicted, 
personnel changes in OPA and 
WPB which have helped a 
great deal and of course, 
above all, a trend in the war’s 
progress that gives every good 
American’s morale a real 
boost. It was truly an opti- 
mistic gathering. In fact, it 
was so cheerful that even our 
greatly increased tax burden 
received, relatively, only 
casual attention in the overall 
program. 
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Post-War Planning 
Dominant Theme:— 


Although much serious at- 
tention was given to a better 
appreciation of war regula- 
tions affecting hardware lines 
and to better overall coopera- 
tion with the war effort, the 
dominant theme of the conven- 
tion was “Post-War Planning.” 
This was evident in every ses- 
sion and in most of the pre- 
pared addresses. One entire 
session was devoted to such 
discussion by the wholesalers 
and also one of the joint ses- 
sions. The contributions of 
those who spoke on post-war 
planning are thoroughly 
worth while. They merit 
thoughtful reading and study 
by all of our readers, as they 
cover a wide variety of angles 
on this vital subject. There is 
some disposition by some 
hardware men to think that 
post-war planning merely 
means arranging for ample 
supplies of goods to be avail- 
able to them when the war is 
over and materials, now crit- 
ical, are not needed solely for 
the tools of war. This is only 
a small phase of the picture, 
actually an incidental phase 
yet it is typical of the com- 
ments heard most often. Post- 
war planning must include 
policies for both producers 
and distributors’ policies as to 
buying and selling etc.—most- 
ly “ete.” 


“The Mostly Etc.s” 
Of Post-War 
Planning:— 


For post-war planning, man- 
ufacturers must decide who 
they will sell and how; what 
they will make; what colors, 
sizes, and finishes; of what 
materials; how it will be pack- 


aged; will simplified lines be 
continued or will full pre-war 
lines be resumed ; how far they 
will go in helping wholesalers 
help retailers keep in compe- 
tition — and these are only a 
few of the factors that must 
be considered. 

Distributors will have to de- 
cide what lines they will con- 
tinue; what lines they will 
add; who they will want to 
buy from; to what type of 
trade they will give special 
attention; whether they will 
streamline their inventories 
and services or resume pre- 
war standards; how much de- 
livery services they will pro- 
vide; how much territory they 
will serve and, above all, what 
they will do about helping re- 
tailers keep in competition 
and how — and those also are 
only a few of the high spots 
of the problem. 

At the New York Conven- 
tion four wholesalers dis- 
cussed some of these ques- 
tions and so did three manu- 
facturers. Their ideas, prac- 
tically in full, are presented 
in this issue. Read them and 
read all you can on this sub- 
ject—remembering that in ad- 
dition to your own individual 
set of post-war problems, all 
of us face the collective re- 
sponsibility for reemployment 
of discharged service men; for 
finding gainful occupation for 
returned soldiers who went 
from school direct to the ser- 
vice and, above all, the proper 








Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 


on page 190 


rehabilitation for the wounded 
and maimed. There will be 
industries unable to resume 
normal employment for men 
who return. Such slack in the 
scheme of things must be off- 
set by other groups more for- 
tunately piaced. There will 
also be the overall problem of 
women in industry, disrupted 
retirement and pension plans 
and a myriad of dislocations 
caused by the needs of war- 
time requirements. Post-war 


isn’t something for somebody 
else — it is going to be every- 
thing for everybody — or else. 


Congress Is 
Getting Protests 
From Salesmen:— 


Salesmen, in all fields, are 
protesting to Congress against 
current and proposed freezing 
of commissions. This subject 
was discussed in full in the 
Oct. 14th issue of HARDWARE 
AcE on page 47. More than 
2,000 reprints of this editorial 
have been distributed and a 
great many readers have sent 
us copies of their protests. We 
are confident that hardware 
salesmen are vocal on this 
question. What we now need 
to augment their splendid ef- 
forts is the full support of 
management who pays the 
commission. Management has 
a stake in this question, too. 
If salesmen’s commissions are 
frozen as of the eighth, tenth 
or any other month of the year 
you can be sure that sales and 
commerce get frozen, too. Go 
back and read that editorial 
over again and if you have not 
protested do so at once and 
get others to do the same. Our 
remaining supply of reprints 
will be sent upon request as 
long as we have them in stock. 
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When the boys 


come home... for keeps! 
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. . . THE neighborhood Hardware Man will greet and sell and 
serve them . . . those kids whose friendship he made through 
kindly unselfish service in the days before they went to war. 

Tom, whose bike bell he fixed, will be buying equipment for a 
new home. Dick, whose nails for backyard projects cost little or 
nothing . . . and Harry, whose torn kite was mended with glue 
from an “emergency” pot .. . these three veterans and several 
millions more will be in the market for hardware, tools and equip- 
ment — and a word or two of reliable technical advice. 

They’ll get sincere service and values at the local hardware 
store, as in few places. For that’s the policy on which the hard- 
ware merchant has built his long-established business. 

And, because his service includes a complete knowledge of the 
best merchandise of every type, improved ILCO Products will 
be on display, helping him to give the utmost in value for 
customer satisfaction. 


WPB-547 Preference Rating Application Form will help wholesale and retail 
sales organizations to obtain priority assistance 5n certain essential types of 
supplies. We will gladly aid you toward interpreting priorities and early deliv- 
ery of supplies for essential sales. 19 


Independent Lock Company 
Fitchburg, Massachusetts 
Branches in All Principal Cities 
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Introduce Plan for Distribution 
Of Surplus War Property 


House Small Business Committee opens hearings on 
Representative Wright Patman’s bill (HR-3200) which has 


been referred to Ways and Means Committee. 


Urges 


establishment of procedure to prevent “dumping” of 
surplus goods, the selling of it through recognized 
channels and extension of credit to the purchaser. 


tribution of surplus war prop- 

erty and the demobilization of 
the armed forces, the House Small 
Business Committee has opened 
hearings on HR 3200, introduced by 
the committee’s chairman, Wright 
Patman, Democrat of Texas. Repre- 
sentative Patman in an interview 
with Harpware AcE outlined the 
work he thought the committee 
should set out to do and the Con- 
gressional action which should be 
taken with regard to surplus war 
goods. 

Mr. Patman said: “At the conclu- 
sion of the last war speculators 
armed with cash resources were able 
to acquire vast stocks of surplus 
government supplies. Almost im- 
mediately after acquisition of these 
stocks, they were reoffered upon the 
retail market with a resultant dis- 
ruption of normal business then be- 
ing done through recognized trade 
channels. 

“The problems and the loyal atti- 
tude of small firms during this pres- 
ent war are too well known to re- 
quire additional comment at this 
time. It is my personal hope that 
the Congress will soon give full 
recognition to this question of the 
orderly disposal of surplus war 
goods in such a manner that no such 
hardships may be worked upon 
recognized distribution channels at 
the expiration of this war. 

“Congress has a two-fold duty in 
this respect, in my opinion. It 
should first establish a procedure 
which will prevent the dumping of 
this probable surplus upon existing 
markets at anything like the bargain 
prices which governed such sales 
after the last war. Second, it should 
require that such sales, as far as 


Prsibation of a plan for the dis- 
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possible, be made to and through 
recognized retail and wholesale 
channels in the particular industry 
groups most interested in the han- 
dling of the particular products in 
question. 

“Only through the adoption of 
some program of this type can we 
guarantee to the small business men 
that their loyalty and cooperation 
during the war emergency will not 
have been in vain.” 


Excellent Distribution 


He also believes the present dis- 
tribution channels cannot be im- 
proved upon. In addition, Mr. Pat- 
man believes that goods which be- 
come surplus during the war should 
be disposed of in an orderly manner 
through established outlets. 

Mr. Patman’s bill, which has been 
referred to the Ways and Means 
Committee, provides for the appoint- 
ment of a custodian of surplus war 
property. When any property held 
in connection with the prosecution 
of the war is surplus, Mr. Patman 
would have such property turned 
over to the custodian. After trans- 
fer is made the Smaller War Plants 
Corp. would make a survey to de- 
termine how the properties may be 
put to use by small business enter- 
prises in the various communities, 
and would make recommendations 
to the custodian with respect to their 
uses and the time, manner and 
places of disposition. 

The bill further provides that the 
custodian, with respect to any prop- 
erty transferred to him, shall use, 
manage and operate such property, 
and upon receiving recommendation 

. 


to lease, sell or otherwise dispose of 
such property shall do so in accord- 
ance with such recommendations. 
He would be authorized, under the 
bill, to extend credit to the pur- 
chaser at a rate of interest not to 
exceed 31 per cent a year. 

In connection with the work the 
committee is trying to accomplish 
Harpware AcE also obtained the 
opinions of various members of the 
committee and their attitude toward 
surplus goods. 

Representative Halleck, Republi- 
can, Indiana, is primarily interested 
in protecting small business. In 
testimony given by the Navy Depart- 
ment it was learned that the Navy 
was holding goods from World War 
I as late as 1939 and Mr. Halleck 
expressed the hope that “no such 
tremendous stockpiles were being 
built up now.” However, some offi- 
cials estimate that there will be at 
least $50,090,000,000 worth of goods 
available at the war’s end. If the 
administration is able to carry out 
its grandiose plans of rehabilitating 
the world with an_ international 
WPA it is very doubtful whether we 
have to worry about very large sur- 
pluses. 

Mr. Halleck believed that al- 
though we have not approached the 
war’s end, the committee is doing 
the proper thing in considering, at 
the present time, the tremendous 
problems involved. He went on to 
say that “as the war progresses cer- 
tain materials and equipment should 
become available because of chang- 
ing military requirements.” Ex- 
pressing what appears to be a gen- 
eral view throughout the committee, 
Mr. Halleck advocated the use of 
established trade channels. Point- 
ing out the type of thing that should 
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be stopped, he cited the case of a 
hardware dealer, who has been 
barely hanging on through the 
emergency period, being confronted 
with an empty store across the 
street blossoming out as a competi- 
tor with stocks of government goods 
he was able to buy at low cost. 

Representative Kefauver, Demo- 
crat, Tennessee, included the small 
manufacturer in the work he thought 
the committee should set out to do. 

Mr. Kefauver said: “For the pres- 
ent they should continue their efforts 
to see that small industries get war 
work. This would call for bolster- 
ing up of SWPC, better coordination 
of procurement policies and closer 
work with local business and indus- 
try committees. 

“Production should be decentral- 
ized and small industries gotten back 
into consumer goods production as 
soon as possible, depending on the 
progress of the war. 

“Established channels of distribu- 
tion should be used, with some form 
of priority granted by an agency 
which would have control of the dis- 
position of all surplus properties.” 

He thought that a properly organ- 
ized SWPC could greatly aid in the 
distribution of surpluses. 

At the committee’s initial hearing 
Secretary of Commerce Jesse Jones 
testified as to the extent of the gov- 
ernment’s investment in war plants, 
and expressed the hope that not all 
of these plants would fall into the 
hands of big business interests. 

Undersecretary of the Navy For- 
restal assured the committee that the 
Navy, at present, had no surpluses 
beyond its needs. 


Suggestions for Disposal 


The first suggestions as to disposal 
of surpluses advocated by a retail 
representative were presented to the 
committee on September 27 by 
David E. Castles, president of the 
National Automobile Dealers Asso- 
ciation. These suggestions were 
formulated after months of research 
conducted by Arthur Summerfield, 
head of the association’s post-war 
planning committee. 

Recognizing that post-war sur- 
pluses will include large quantities 
of all types of automotive equipment, 
the following suggestions were ad- 
vanced by Mr. Castles: 

1—The distribution of surplus 
war commodities should be directed 
by a committee created by Congress 
of appropriate size, of which one- 
half the members should be selected 
from government and the other half 
from business. 
2—An inventory of surplus war 
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commodities should be prepared as 
soon as possible and kept current 
throughout the duration of the war. 

3—Immediately upon the termi- 
nation of the war, all government- 
owned surplus war commodities 
should be frozen with the exception 
of perishables, agricultural products 
and foodstuffs. 

4—Distribution of surplus war 
materials should be governed by the 
following considerations: 

a—The distribution should be at 
a rate which would not unduly dis- 
rupt trade. 

b—Goods should be distributed at 
a price low enough to make goods 
move and high enough to recover a 
fair return for the government in 
order to reduce the national debt. 

c—Distribution should be solely 
through proper trade channels. Ac- 


quisition of an abnormally large 
supply for speculative purposes 
should be avoided, probably through 
some governmentally directed inven- 
tory control. It is not contemplated 
that the commodity manufacturer 
should be prevented from buying, 
but the price to the manufacturer 
shold be made the same as to a re- 
tailer. 

d—Prices of commodities sold by 
the government should be as uni- 
form as possible. 

e—The right of the government 
to dispose of surplus commodities to 
any federal agencies should be ac- 
knowledged. It is the intention that 
gifts or sales outside of the federal 
government and the usual trade 
channels should be prevented. 

f—Reimported surplus war goods 
should be sold through regular chan- 
nels and at the same price that sur- 
plus war goods in this country are 
sold by the government. 

The committee members did not 
express any general disapproval of 
the suggestions advanced by Mr. 
Castles, but the suggestion was made 
that if a committee, such as the one 
recommended by Mr. Castles, be set 
up why not include labor in the 
membership. 





Features Toys in Lamp Section 


ART of the regular lamp dis- 

play section of the Claysmith 
hardware store at 4029 Butler St., 
Pittsburgh, Pa., was turned into a 
toy section last November and kept 
as such until Christmas. A small 
space on either end of the lamp de- 
partment was retained for such mer- 
chandise, the balance of the unit 


being utilized for dolls and stuffed 
toys. Two dozen different types of 
dolls priced from 98 cents to $4.95 
were shown in this section, each item 
being plainly price marked. Stuffed 
toys were offered from 59 cents to 
$1.95. Shooflies and rocking horses 
were shown on the lower ledge in a 
prominent location. 





This prominent display helpéd to sell dolls and other toys 
and they did not impair the sale of lamps in any respect. 












Daily Sales of War Bonds 
Have $3,000 Top at Schafer’s 


Booth in Decatur, Ind, store 
does an exceptional business 
during the recent bond drive 


PL RO. 


The War Bond booth faced the store 
entrance and all customers had to 
pass it when entering or leaving. 
Mrs. Frederick Schafer, authorized 
bond issuing agent for the store, 
is shown at the left. Mrs. Gerald 
Rumple, her helper, is at the right. 


Darnc the recent 


Third War Bond drive, daily sales 
of War Bonds reached a top of 
$3,000 at the Schafer Hardware 
Co., Decatur, Ind. This company 
set up a War Bond booth in the 
store and was designated an offi- 
cial bond - issuing agent during 
the drive. Arrangements were 
made with various women’s pro- 
fessional and social clubs in the 
city to supply helpers in the booth. 
As a result, the firm was able to 
sell an amazing amount of- bonds 
and to reach a very large number 
of farmers and other purchasers 
not normally contacted by regular 
bond selling agencies. 

“Bond sales topped $3,000 on 
Monday, September 20, 1943,” 
says R. O. Gentis, manager. 
“Everyone of the women’s profes- 


92 


sional and social clubs in the city 
cooperated with us in this activity 
and they did a grand job of bond 
selling.” 

A War Bond booth was set up 


xk 


Events for November 


OST dealers concentrate their 
promotion efforts on the 
Thanksgiving holiday this month. 
There are several other days in 
which the public will be interested 
that could well be. used as a theme 
for window and interior displays. 
They are as follows: 
November 2—Election Day. 
November 11—Armistice Day. 
November 25—Thanksgiving Day. 
November 11-30—Red Cross 
Week. 


facing the main entrance. It was 
painted white and was decorated 
with streamers and posters relat- 
ing to the campaign. Customers 
had to pass this booth as they 
entered or departed from the store. 

Mrs. Frederick Schafer, author- 
ized bond issuing agent for the 
store, was instrumental in secur- 
ing the Professional Ladies Club, 
Tri Kappa, Siota Psi, and Delta 
Theta Tau sororities and other 
clubs to participate in the selling 
campaign. Each group agreed to 
designate some one of their mem- 
bers to take charge of the booth 
each day for one week. There was 
considerable rivalry between the 
organization to see which could 
sell the greatest volume of War 
Bonds. 
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EXPLANATORY NOTE OF PRICES 


Items 1, 2, 3, 4 and 6 represent Dollars per gross ton (2240 
lbs.). 

Item 5 represents Dollars per net CWT (formerly quoted 
per gross ton). 

Items 7, 8, 9, 10, 11, 12, 13, 14, 15, 16, 17, 18, 19 and 20 repre- 
sent Dollars per hundred "pounds. 

Item 21 represents discounts from Price List which would 
need to be consulted. 

For Example: 


lst item, Pig Iron, Basic—Valley, $16.76 per gross ton T bl " M 
(2240 Ibs.). apie ot a 


2nd item, Foundry Pig Iron, No. 2—Chicago, $11.00 per 
gross ton (2240 lbs.). an ) P 
7th item, Common Iron Bars, Pittsburgh, 95/100 of a 
Dollar (equals 95c.) per 100 lbs. mate 
9th item, Tank Plates, Pittsburgh, $1.00 per 100 lbs., etc. 











OMMENTS:—Attention is particularly called to the long price movement starting in April, 1915, advan 

steadily until July, 1917, to points that probably will not be surpassed i in this generation. In November, 1 

prices were agreed with or fixed by the Government on a majority of _these items. The strong market « 
tinued until the signing of the Armistice. Then there was a “marking time” or gradual easing off until late 1! 
when the market began advancing again by leaps and bounds until July, 1920. This was the turning point of 
greatest inflationary movement we have yet witnessed, which was followed by the Post-War deflation culminat 
early in 1922. Perhaps more remarkable, however, was the steady recession in prices from April, 1923, to § 
tember, 1929, when production was steadily mounting, together with profits, to record heights. 

The March, 1933, figures represent the period of the culmination of the banking crisis. Those for August, 1! 
are the first Steel Code prices under the N.R.A. filed Aug. 29 of that year. The June, 1938, figures reflect the dra 
price cuts announced near the end of that month when the basing point system was broadened by the addition 
many new market centers, and differentials in price at the various basing points were eliminated or modified. 

The 1941, 1942 and 1943  —— marked (*) are based on ceiling prices established by Government Price . 
ministrator or later by O.P 

In considering this chart Palen fact should be taken into consideration that the cost of labor is much grea 






































































































































than prior to 1914. OLIVER BROTHERS, INC. 
Col.No. 1 2 3 4 5 6 7 8 9 Ct 

| | | | | 
tem | patra aes | Subs [Samat | Sak’ | siz [ut Pasa tse | dase | ts | dts | 
“4 Pig Iron, Basic -.....Valley | | ~~—~*«|~—~«| ~~ | 26.96 | 23.00 | 22.00 | 14.60 | 14.95 | 26.88 | 12. 
2 | Foundry Pig Iron, No.2..... Chicago 21.00 | 15.60 | 23.00 | 13.50 | 17.75 | 25.50 | 24.60 | 17.50 | 16.60 | 19.00 | 14. 
3 | Bessemer Pig Iron Pittsburgh 23.75 | 14.00 | 21.75 | 12.85 | 16.85 | 23.86 | 22.90 | 16.90 | 16.40 | 19.90 | 16. 
4 | Steel Billets, Bessemer &) Pittsburgh 38. 3-00 17.50 | 29.00 | 19.50 | 26.00 | 29.60 | 34.00 | 27.00 | 25.00 | 27.00 | 19. 
6 | Wire Rods _....... Pittsburgh 33.00 | 35.60 | 26.00 | 32.00 | 39.00 | 36.50 | 33.00 | 33.00 | 33.00 | 24. 
“6 | Heavy Steel Scrap... -......Chicago | 15.60} 9.00 | 18.60 | 10.00 | 14.50 | 17.60 | 15.60 | 11.60 | 12.60 | 16.60 | 10. 
7 | Common Iron Bars....... Pittsburgh | 1.95| 1.30| 1.80 1.30] 1.80| 1.80| 1.70| 1.40] 1.40] 1.70| 1. 
8 | Merchant Steel Bars _....Pittsburgh | 2.60] 1.10] 1.60| 1.30] 1.60| 1.60| 1.60| 1.40] 1.20| 1.48] 1. 
9 | Tank Plates. . _ Pittsburgh 2.75| 1.10| 1.75| 1.40| 1.75| 1.70| 1.70| 1.60| 1.30| 1.65| 1. 
10 | Structural Material...... Pittsburgh 2.26} 1.46| 1.86| 1.40| 1.70! 1.70| 1.70| 1.60| 1.30| 1.66] 1. 
11 | Steel Sheets, No. 24 Black. Pittsburgh | 3.00| 2.75| 2.40/ 1.76| 1.90] 2.26] 2.26| 2.15] 2.00| 2.10/ 1. 
12 | Steel Sheets, No. 24 Galv.. Pittsburgh ~ ae | 2.60] 2.70] 3.10] 3.25| 3.05] 2.75] 3.00] 2. 
“13 | Barb Wire—Galv. “Pittsburgh | 3.26| 2.80| 2.60| 2.05| 2.95| 2.45| 2.45| 2.40| 2.401 2.16/ 1. 
14 | Wire Nails—Standard Pittsburgh 2.65 | 2.20| 1.90/ 1.60/ 1.80| 2.00| 2.00] 1.95] 1.95] 1.85] 1. 
“46 | Cut Nails... .... Pittsburgh | 2.40 1.96] 2.05| 1.60| 1.65/ 2.05| 2.05| 1.75| 1,80| 1.80| 1. 
16 | Copper, Ingot _. New York | 18.50 | 16.75 | 11.55 | 12.75 | 16.624] 23.00 | 21.00 | 12.87% 13.00 | 13.93 | 14. 
47 | Spelter—Zinc..............St.Louis | 6.35 | 4.02% 6.26| 5.00| 6.10| 6.56| 6.80| 4.35| 4.65| 6.001 6. 
18 Lead —Pigs St Louis | 4.60] 4.324 4.10] 4.20] 6.25| 6.15| 6.00] 4.40| 3.8241 4.60| 4. 
19 | Tin—Pigs New York | 32.00 | 30.75 | 26.00 | 27.86 | 32.60 | 42.70 | 40.26 | 27.20;| 28.66 | 32.74 | 44. 
20 | Tin Plate Pittsburgh | 4.66 | 4.66 | 4.00 | 3.30 | 3.45| 3.00| 8.0| 3.70] 8.45| 3.00] 8. 
“gi | Steel Pipe................Pittsburgh | | 70% | 67% | 7814%| 79% | 76% | 12% | Tac, | 79% | 78% | @1 














Cal. No. 1 2 3 4 5 6 7 8 9 10 11 
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SROTHERS, INC. 


DITOR’S NOTE:—We again submit the revised TABLE OF MARKET 
by Oliver Brothers, Inc., with offices at New York and Chicago, who arer 
Requests have com 


Hardware A : 


100 East 42nd Street, New York City 17, N. Y. 


the most reliable sources of price information in America. 


the world for additional copies of the previous issues of this Chart, which is 4 


value and importance of the information herein contained. 


We believe that the work involved in compilation and the value of the inf 


would justify this Table being made a permanent record of your office. 


We again express to Oliver Brothers, Inc., our appreciation of their courtes 
Chart, and which we recognize as a service rendered the trade by their organiza 





















































































































































































































































































9 10 11 12 13 14 15 16 17 18 19 20 21 22 869g Ss 25 26 2897 
Mar. | Jan. | Jan.1; Jan. | Aug. | April | Mar. | The Peak |G t| May Mar. 21 Dec. | April | Sept. | Jan. | Mar. | Sept. | Dec. | April 
1909 | i910 | “1912 | i913 | 1914 | 1915 | 1917 | July | sAsreed | 1918 |,2929 | 1919 | 1920 | 1920 | ig2i | 1922 | 1933 | 1922 | 1923 
1917 | Nev. 1917, @ Note 

14.95 | 16.88 | 12.37 | 16.45 | 13.00 | 12.50 | 32.00 Hick 5400! $3.00 | $2.00 | 26.75 | 34.30 | 42.17 | 48.50 | 30.00 | 17.90 | 31.12 | 24.90 | 31.00 
16.60 | 19.00 | 14.00 | 18.48 | 14.44 | 13.60 | 36.65 | Hibs || 33.60 | 38.50 | 27.25 | 37.30 | 43.60 | 46.76 | 33.15 | 20.47 | 32.994| 28.41 | 32.61 
16.40 | 19.90 | 15.15 | 18.15 | 14.90 | 14.55 | 37.65 |Hieh 5695! 37.25 | 36.15 | 27.95 | 36.30 | 48.50 | 50.46 | 33.96 | 20.92 | 35.32 | 29.95 | 32.77 
25.00 | 27.00 | 19.50 | 28.40 | 20.17 | 19.60 | 70.00 | Hich&  /SRAel sie) st33 | 38.60 | 38.601) 60.00 | 60.00 | 43.50 | 28.13 | 39.55 | 36.55 | 46.71 
33.00 | 33.00 | 24.50 | 30.00 | 26.25 | 25.00 | 80.00 |, Hish® || 67.00 | 57.00 | 52.00 | 52.001] 709 s7-0e =| 57.00 | 36.04 | 46.59 | 46.25 | 50.00 
12.50 | 16.50 | 10.60 | 12.76] 9.75| 9.15 | 24.25] 35.50 | 28.60 | 28.75 | 16.05 | 21.55 | 23.75 | 24.81 | 16.13 | 12.40 | 17.39 | 17.44 | 22.38 
1.40] 1.70] 1.26] 1.65] 1.25] 1.20| 3.60 High 525, 3.60 3.60] 2.35] 3.45| 4.05] 4.60 2.81) 1.86] 2.33) 2.474 2.864 
1.20] 1.48] 1.16] 1.40] 1.18] 1.20] 3.26] Hisb& | 2.90] 2.90] 2.35] 2.364 $3 | HE | 2.35] 1.44] 2.08] 2.00] 2.67% 
1.30] 1.65] 1.15] 1.60] 1.18] 1.20] 4.36 [Hib tee} 3.25 | 3.25] 2.65] 2.651] 345 | 245 | 2.65] 1.48] 2.21) 2.00] 2.60 
1.30] 1.65] 1.26] 1.60] 1.18] 1.20] 3.60) Hisb& | 3.00} 3.00] 2.45] 2.451 345 | 345 | 2.46) 1.44] 2.124 2.00] 2.47% 
2.00} 2.10] 1.65] 2.07] 1.63] 1.65 | 4.665 ith 875) 4.75 4.76} 4.10| 4.101 $38 | fity| 4-85] 2-75 | 3.26] 3.10] 3.73 
2.75 | 3.00| 2.40] 2.97] 2.27] 2.90] 6.60 |Hich 105) 6.75 | 6.75 | 5.20| 5.201] $25 | $3%,| 5.20] 3.50] 4.01) 3.86 | 4.82% 
2.40| 2.16] 1.86] 2.15] 1.95] 2.16] 4.06] Hise | 4.00] 4.36/ 4.10] 4.10] {38 | {ip | 4-10) 3.15] 3.21) 3.35] 3.80 
1.95 | 1.85] 1.65] 1.75 | 1.65] 1.65 |S High Ave) 3.60} 3.60 3.26] 3.264] 335 | i235 | 3-25) 2.46 | 2.65 | 2.70) 3.00% 
1,80} 1.80] 1.60] 1.70] 1.65] 1.65] 3.60] Hich& | 4.85) 4.00/ 4.25| 5.70] 6.86) 6.85] 6.01) 2.78| 2.90| 3.00| 3.26 
13.00 | 13.93 | 14.25 | 16.90 | 12.68 | 17.10 | 35.75 | 28.90] 23.50 | 28.50 | 15.01 | 18.48 | 18.54 | 18.05 | 12.86 | 13.03 | 14.21 | 14.46 | 17.16 
4.65| 6.00| 6.10| 7.05| 6.45| 11.26|10.65| 6.65| 7.95| 7.14| 6.20| 6.99| 8.26| 7.76| 6.44| 4.65| 6.69| 7.13| 7.35 
3.02%} 4.60| 4.45| 4.20| 3.74| 4.11| 9.63| 10.65| 6.26| 6.70| 5.00| 6.89| 8.70| 8.25| 4.78| 4.46] 6.89| 6.98| 8.06 
28.65 | 32.74 | 44.60 | 60.46 |i" $59 47.08 | 64.96 | 62.60 | Noma | 8 | 67.00 | 64.81 | 62.20 | 44.65 | 35.94 | 29.17 | 32.44 | 37.70 | 45.93 
3.45| 3.60| 3.40| 3.60| 3.60] s.20| 8.00} %% | 7.76| 7.75| 7.00| 7.001, 7% | 29 | 7.00| 4.68| 4.76| 4.75| 6.74 
79% | 78% | 81% | 80% | 80% | 80% | 60% | 42% | 51% | 61% | 5734%| 573% “HS | “HB | 5734% “1% | 68% 66%, | 63% 
"9 10 11 12 13 14 15 16 17 18 19 2 2 3 86 2% 2% 27 


















> Age 


City 17, N. Y. 


ABLE OF MARKET VALUES made up 
and Chicago, who are recognized as one of 
a. Requests have come from all parts of 
this Chart, which is an indication of the 
d. 


d the value of the information set forth 
of your office. 


ciation of their courtesy in supplying this 
trade by their organization. 


, 1943, of the principal iron, steel, wire and metal 


priety of hardware and kindred supply lines 


co OTE: Prices under th 


the Steel Corporation’ 
customarily followed by the 
sets of prices are shown on 
In such instances the uppe 
Steel Corporation and the | 
two markets were caused b 
ton in March, 1919, while tl 
supply and demand. This « 
demand had fallen off. 



























































































































































2 48696ti(iaTsi(<téi‘aCOCiHs—“‘i‘ kk SC KC(‘i‘i SCC HSC‘ S*éCT:St*C<“<t«‘C !C*‘C 
Sept. | Dec. | April | Sept. | Sept. | Sept. | Sept. | Sept. | Sept. | Mar. | Aug. | July | June | June | Ju 
1983 | 1922 | 1928 | 1924 | 1926 | 1926 | 1927 | 1928 | 1929 | 1933 | 1933 | 1937 | i938 | 1939 | 19 
91.12 | 24.90 | 31.00 | 20.76 | 19.96 | 19.26 | 17.11 | 17.00 | 18.50 | 13.60 | 17.00 | 23.60 | 19.60 | 20.50 | 22 
32.934 28.41 | 32.61 | 21.11 | 20.80 | 21.25 | 20.11 | 18.50 | 20.00 | 15.50 | 17.60 | 24.00 | 20.00 | 21.00 | 23. 
35.32 | 29.95 | 32.77 | 22.01 | 20.96 | 20.38 | 18.00 | 19.26 | 20.76 | 16.00 | 18.00 | 24.50 | 20.60 | 21.60 | 23. 
39.55 | 36.55 | 46.71 | 37.00 | 33.60 | 35.00 | 33.00 | 33.00 | 35.00 | 26.00 | 26.00 | 37.00 | 34.00 | 34.00 | 34. 
46.59 | 46.25 | 50.00 | 46.00 | 45.00 | 45.00 | 43.00 | 42.00 | 42.00 | 35.00 | 36.00 | 47.00 | 43.00 | 43.00| 2. 
17.39 | 17.44 | 22.38 | 16.65 | 16.18 | 14.26 | 12.50 | 13.50 | 15.00 | 6.00 | 10.00 | 15.60 | 10.60 | 13.26 | 17. 
“2.33 | 2.474, 2.864] 2.66| 2.60, 2.26| 2.15| 1.75| 1.76| 1.60] 1.60] 2.46| 2.46| 2.15] 2. 
“g.08| 2.00| 2.674 2.10| 2.00| 2.00| 1.78] 1.90| 1.90] 1.60| 1.60| 245| 2.25] 2.15| 2 
2.21| 2.00| 2.60| 1.90| 1.80] 1.90| 1.78] 1.90| 1.90] 1.60] 1.60| 2.45| 2.10] 2.10| 2. 
2.124 2.00| 2.474 2.00| 1.90| 2.00] 1.78] 1.90| 1.90] 1.60] 1.60| 2.45] 2.10] 2.10] 2. 
3.26| 3.10] 3.73| 3.25| 2.86| 2.85] 3.00] 2.65| 2.85| 2.00] 2.26| 3.16| 3.05| 3.05] 3. 
4.01| 3.85] 4.8241 4.10] 3.70| 3.80] 3.85] 3.40| 3.60| 2.60] 2.85| 3.80| 3.60| 3.50] 3. 
3.21| 3.35| 3.80] 3.49| 3.35| 3.35| 3.20] 3.25| 3.20| 2.35] 2.60] 3.40| 3.20| 3.10] 3. 
2.65 | 2.70| 3.004, 2.75| 2.65| 2.65] 2.60| 2.65| 2.45| 1.86| 2.10] 2.75| 2.45| 2.25] 2. 
2.90| 3.00| 3.25] 2.90| 2.80] 2.80| 2.80| 2.70| 2.70| 2.60] 2.65| 3.60| 3.50| 3.60| 3. 
14.21 | 14.46 | 17.16 | 13.08 | 14.78 | 14.187] 13.05 | 14.95 | 18.03 | 5.26%,.| 9.00 | 14.00| 9.00 | 10.00 | 11. 
6.59| 7.13| 7.35| 6.64| 7.76| 7.423} 6.22| 6.26| 6.78 | 2.99%| 4.90% 1 6.76| 4.60| 4.89| 6. 
5.89| 6.98| 8.06| 8.00| 9.37| 8.522] 6.05| 6.29| 6.69| 3.02%, 4.60| 5.86| 4.60] 4.85| 4. 
32.44 | 37.70 | 45.93 | 49.12 | 68.07 | 68.923) 61.49 | 48.07 | 46.38 | 24.344) 44.737, 56.624] 43.00 | 48.90 64. 
4.75 | 4.75| 6.74| 6.60| 5.60| 5.60| 6.60 5.25| 5.25| 4.25) 4.65| 5.95 | 5.35 5.00 | 5. 
68% | 66% | 63% | 62% | 62% | 62% | 62% | 62% | 62% | 71% | 6734%| 6414%| 68146%| 6814%| 68? 
2% 2 #49? #2498 29 480 Si #+%S2 88 4 35 Se 97 se 3 





Compiled by 
OLIVER BROTHERS, INC. 








421 Canal Street, New York 13, N. Y. 
1 metal 327 S. La Salle St., Chicago 4, IIL. 
Published by Hardware Age, Issue of Oct. 28, 1943 


N. B. Prices Shown Are Domestic Prices Only 











Prices under the heading “March 21, 1919,” and those marked by dagger (+), represent 
teel Corporation’s prices (to which they adhered strictly) and which prior to N.R.A. were 
followed by the Independent mills. From Jan., 1920, to Jan., 1921, in some instances, two 
es are shown on the chart because of the two markets prevailing on certain steel items. 
stances the upper price in each individual box indicates the one adopted by the U. S. 
ration and the lower price indicates figures that were secured in the open market. These 
s were caused by the Steel Corporation maintaining the prices suggested in Washing- 
=h, 1919, while the outside market was regulated to a considerable extent by the law of 
demand. This dual price market ceased to exist in November and December, 1920, as 


| fallen off. 


























































































































i. -. » #«s. «2. «: ee ee. 
June | June | June | June | Dec. | Sept. | Sept. H. 8. %. 3. Price Item 
1938 | 1939 | 1940 | 1941 | 1941 | 1942 | 1943) Lowest | Highes Material Based, | No. 
1897 1897 F.O.B. 
“19.50 20.50 22.50 23.50* 23.50* 23.50°| 23.50° oo < y Pig Iron, Basic : ie Valley 1 
20.00 | 21.00 | 23.00 | 24.00+| 24.00% 24.00*) 24.00% Psii4897 | Julz 1317 | Foundry Pig Iron, No.2......Chicago | 2 
20.50 21.60 23.60 24.50" 24.50* 24.50*) 24.50* ~~ _ + Bessemer Pig Iron a Pittsburgh 3 
34.00 | 34.00 | 34.00 | 34.00% 34.00°| 34.00*| 34.00%) Pecz1897 | July, 1917 Steel Billets, Bessemer....Pittsburgh | 4 
43.00 | 43.00 | 2.00 2.00%} 2.00* 2.00*| 2.00* -~ we i Wire Re Rods Pittsburgh 5 
10.60 | 13.26 | 17.60 | 18.75*| 19.75% 19.76*| 18.75%] E10 | Jus 4917] Heavy Steel Scrap...........Chicago | 6 
“2.45 | 2.15] 2.26] 2.26*| 2.25% 2. 26° 2.25%) Dec. 1897 | July.1°17 | Common Iron Bars Pittsburgh | 7 
2.25} 2.16] 2.10| 2.16%) 2.15*| 2. 18" 2.16*| Dec. 1897 | July.1917 | Merchant St Steel Bars..... Pittsburgh | 8 
2.10| 2.10] 2.10] 2.10*| 2.10*| 2.10*| 2.10% Dv-187| July. 1917] Tank Plates. _.....Pittsburgh | 9 
~2.10} 2.10] 2.10] 2.10% 2.10%) 2.10%) 2.10%) P1897 | July 1917 | Structural Material. Pittsburgh | 10 
“3.05 | 3.05| 3.00] 3.00*| 3.00*| 3.00*| 3.00%] Mz, 915 | Juy.1917 | Stoel Sheets, No. 24 Black. Pittsburgh | 11 
“3.50| 3.50| 3.60| 3.60°| 3.60°| 3.60* 3.60% wly,1914] Jul 1-17! Steel Sheets, No. 24 Galv... Pittsburgh | 12 
~3.20| 3.10] 3.40| 3.40*] 3.40*] 3.40°| 3.40) De.1897 | Jule. i917! Bart Wire—Galv. Pittsburgh | 13 
“2.45 | 2.25] 2.40| 2.40% 2.40% 2.40*| 2.40% Dec,1897| Jon..1920| Wire Nails. Standard Pittsburgh 14 
3.60] 3.60] 3.85 | 3.85% 3.85%} 3.85%} 3.85%] 2=-,l92 | Avril.1920/ Cut Nails. Pittsburgh | 16 
9.00 10.00 11.50 12.00* 12. 00* 12.00*| 12.00* ee eee Copper. Ingot New York 16 
4.60} 4.89| 6.24| 7.25%] 8.25%] 8.25°| 8.25%] Maz,1932 | June, 1915 | Spelter Zinc St.Louis | 17 
4.60] 4.85 | 4.85 5.70") 5.70*| 6.35*| 6.36% yy, 1932 | June 1917 | Lead—Pigs. .... St. Louis | 18 
43.00 | 48.90 | 64.57 | 62.69 | 52.00°| 62.00" 52.00"| Dec, 1897 | May, 1918 | Tin—Pigs....... New York | 19 
"6.35 | 6.00| 5.00| 65. 00+ 6. 00" 5.00* 5.00" Noy | tahg2?| Tin Plate................ Pittsburgh | 20 
68147, 684%, 681% 68149 6% 716814% *16814% *16814% *| =" | “2” | Steel Pipe. . er. 21 
| 37 38 39 40 41 42 43 44 45 *Denotes ceiling prices. 








“Want to Buy an Alarm Clock?— 
Then Buy a War Bond” 


George A. Lowe Co. of Ogden, Utah, 
ran an advertisement that helped 
both the firm and the war effort 





WARALARM 
1 oo 1 


(See Below) 


(See Below] 


CLOCKS 


Back The Attack! 


Only one to a customer, and only upon presen- 
tation of proof of purchase of a war bond, 
bought during the 3rd War Loan Drive. (Show 


us your bond or receipt). 


We Sell War Bonds! ! 


PTGS 


2326 Washington Blvd. 











This newspaper advertisement sold plenty of alarm clocks and increased 
the local War Bond sales. It measured three columns wide by 10 in. high. 
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“W,. 
ANT to buy an 


alarm clock? Then buy a War 
Bond.” That’s what George A. 
Lowe Co., Ogden, Utah, tactfully 
told customers in a recent news- 
paper advertisement announcing 
that once again they had alarm 
clocks in stock. As a result, cus- 
tomers presented proof of the pur- 
chase of over $1,700 in War 
Bonds, purchased over 50 war 
alarm clocks, and all of the trans- 
actions were accomplished in an 
unusually short time. 

The firm sold quite a large num- 
ber of War Bonds as a result of 
this decidedly different method of 
merchandising. They also created 
considerable good will and stimu- 
lated a lot of interest in the store. 

“Alarm clocks are very scarce 
in our community,” says Ed. 
White, manager of the store. “We 
had received about 50 of them and 
conceived the idea of boosting 
sales of War Bonds by restricting 
the sale of the clocks to individ- 
uals who could present proof that 
they had purchased a bond during 
the Third War Loan campaign or 
were ready to purchase one from 
us when they purchased a clock. 


_ Only one alarm clock was sold to 


a person. 

“Needless to say, the clocks sold 
like wildfire and our stock was ex- 
hausted before we knew it. In the 
end, we had proof of the purchase 
of more than $1,700 in War 
Bonds.” 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 
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To End With October Event onl 

Poa store atmosphere cor 
in reality means increased The October “What Do You Know?” Contest, the sixth in that series, prob- 

alias i 2 ie d ably will be the final contest to be sponsored by the HARDWARE AGE Retail To 

_ ae customers an Sales Idea Club for the duration of the war. This will bring to a conclusion the ou: 

it is important that every re- program of contests which the Club has conducted for a period of more than tha 

tail hardware employee do every- pet ee + Ranewane AO0 ote b P s . ox 

. . < . e itors o _ who have acted as judges in these con- 
thing possible to create and main- tests, have deemed it wise to postpone the monthly contest program temporarily rai 
tain it. until the time when conditions have become mare normal, when those who are inf 

Several factors zo to make up a absent with the armed forces have returned and those who have remained 

: sheig i. P will be operating under less strenuous business conditions. The original idea cal 
proper store atmosphere. An em- of these contests was to aid in making better salesmen. Salesmanship is not mc 
ployee plays a very important part — outstanding problem of today. There are other problems of a more pressing 
i piihdond OO a ete. gr eget nature. 

, rene : on — the — HARDWARE AGE will continue to devote one or more pages in each issue 
portion of his activities are de- to Retail Sales Idea Club activities. Ideas submitted by members will be 
voted indirectly to this very job. published as in the past and other information of an interesting, helpful and 

Mos f ay hink ; : educational nature will be published. Members, who can, should continue to = 

Most - us think of the retail submit ideas which they have actually used and found helpful. HARDWARE 
salesman’s job as primarily that of AGE will continue to pay $1.00 for each of these ideas which is accepted for 
selling and it is. However, the fact publication. 
that the person does a good job of 
selling by satisfying customers’ 

Wants, giving sound information FOR EACH OF THESE [DE AS§ 31.00 wAs PAID a 
ag Sg cat a 1 : ; ca 

and — r 1s a es _— to Mass Display of Fruit Jars little color to the display, we sub- the 

create a favorable store atmos- iy ; SN . aie : : 

phere Sales on fruit jars and canning __ Stitute d a jar filled with ” getables 

aes: oi th supplies increased when we in- for one of the empty jars in each ee 

Salesmen have r y . : " 

Pong ge ne pani h el stalled a mass display of these carton. in 
2S Pte s me . ae . —_ < ve be — 
ree et , ‘1 eo - ea items. They were arranged so as Other essential canning acces- tri 
a des ysucn @ “ “ir. sories “re aleo « m1 is dis- 
her oo roy oe ays as a to form the letter “V.” Cartons of sories were also shown in this dis ee 
y are responsible for the table Le ees eR Tay ee ay. ; 
and Fr athe soho displays _ongpogss piled coven tiers high. py r off 
ed ; 1; , i th = te We cut out the side of every other WituiAM H. BAILey, 
‘ design ¢ ste y y . ‘ 
lispl ‘en it ™ ‘ 7 * oh a carton in the pile so as to show Perth Amboy Hardware Co., S 
displays, < »y als ‘ q : ne 

eters tram must shou the types of jars. Then to add a Perth Amboy, N. J. 7 
der the job of doing a lot of the 40 
cleaning in the store. 

Attractive, well balanced, mer- "7 
chandise displays are most impor- Ws 
tant in every hardware store. They CAN ALL th 
must be arranged at the proper 
time, maintained so that they al- YOU CAN fe 
ways attract customers and =a in 
checked to see that they make dans == asi 
sales. Doing these things well cre- (a JARS Jans rie Wi 
ates a favorable store atmosphere = — ste 
for the store. — { (T JARS ans [LLL 1) Jans to 

A discussion of other factors to my Jats | FOR VICTORY x JARS re a 
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This mass dispiay of fruit jars was responsible for plenty of sales. 
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Sells Model Planes 


To help promote the sale of 
model plane kits, we assemble sev- 
eral different types and feature the 
completed jobs in our windows. 
To stimulate interest in the vari- 
ous models, we inform the public 
that certain planes were used by 
certain local boy fliers in recent 
raids over Italy, Berlin, etc. This 
information is placed on a small 
card and shown along side the 
model plane. 

HELEN M. Douc.as, 
W. H. Douglas Hardware, 


Commerce, Tex. 








pages of successful ideas. 








Winners of the September Contest 


First Prize—$10.00 


Harold A. Stimmel, Worthing- 
ton Hardware Co., Worthington, 
Ohio. 


Second Prize—$5.00 


Helen M. Douglas, W. H. Doug- 
las, Hardware, Commerce, Tex. 


Third Prize—$3.00 


Samuel Rosenblum, Newburgh 
Distributing Co., Newburgh, 


HAROLD A. STIMMEL N.Y 





Correct Answers to Questions in the 
September “What Do You Know?” Contest 


1—Name at least three ways in which envelope 
stuffers, which are often supplied by manufacturers, 
can be used to promote the sale of merchandise in 
the hardware store. : 

Answer—They can be mailed with monthly state- 
ments; wrapped with customers’ packages; inserted 
in handbills or circulars which are mailed or dis- 
tributed to customers; used as direct-mail pieces and 
mailed separately to selected lists of customers, and 
offered to customers in “take one” units. 


2—Find the turnover for the following business. 
Sales for the year $32,000; cost of goods sold $21,- 
400; average inventory for the year $8,560. 

Answer—Turnover of 2.5 times. To find the turn- 
over of a business simply divide the cost of goods 
sold ($21,400) by the average inventory, $8,560, for 
the year. The answer is the turnover. 


3—Give at least four reasons why you would pre- 
fer a downtown location for a retail hardware store 
in a town of 25,000 population. 

Answer—Customer traffic would be heavier and 
window displays would be more productive. Such a 
store would benefit by receiving more transient cus- 
tomers, merchandise could be turned more quickly 
and a wider variety of merchandise could be sold. 
More effective advertising and promotion media 
would be available and could be used economically, 
and there would be more opportunities for growth. 


4—Last year a retail hardware store earned a mar- 


gin of 31 per cent.. The owner estimates expenses for 
the coming year at $8,320. He desires a profit vj 5 


per cent of sales. Determine the volume of sales neces- 
sary to permit the company to cover its expenses and 
secure the desired profit. 

Answer—$32,000 volume is needed to produce 
enough margin to cover all the expenses and leave a 
profit of 5 per cent on sales. Subtract the 5 per cent 
profit from the margin of 31 per cent earned the pre- 
vious year. The remainder, 26 per cent, is equal to the 
expenses for the year, $8,320. Divide $8,320 by 26 
per cent to find 1 per cent, then multiply by 100 to 
secure the answer $32,000. 


5-——Floors in average retail hardware stores are 
swept either shortly before the store closes in the 
evening or shortly after the store opens in the morn- 
ing. Which is the best time in your opinion? 


Answer-—Most of the prize winners favored sweep- 
ing the floor of the store the first thing in the morn- 
ing. Some of the reasons for this view were: (1) 
Less customers at this time; (2) Job can be done 
more quickly; (3) A better job can be done; (4) The 
incentive to rush through the job so as to get home 
promptly is eliminated. 

One prize winner thought the store should be swept 
and cleaned shortly before closing time in the eve- 
ning and gave the following reasons in support of 
his views: (1) Sweeping in the evening allows the 
dust to settle during the night then tables can be 
dusted and cleaned the first thing each morning; (2) 
Store is ready for rush morning business when me- 
chanics and farmers secure items they will need 
during the day; (3) The sweeping can be finished 
after the store closes in the evening. 





You receive $1.00 for each idea 
considered worthy and accepted 
for publication. Watch these 
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(New York Convention Bureau) 


Public Library with Empire State Building in background. 


Moor E than 2,000 


hardware manufacturers’ and 
wholesalers attended the War 
Conference of the National 
Wholesale Hardware and Ameri- 
can Hardware Manufacturers’ 
Association, which held its an- 
nual joint convention, for the 
first time, in New York City, 
Oct. 18 to 20, 1943. Official reg- 
istration was over 1,600, so 
that both registration and at- 
tendance broke all previous rec- 
ords for these two groups. 
Headquarters were at the Com- 
modore Hotel but the influx of 
hardware visitors taxed all near- 
by hotels. Business _ sessions 
were never so well attended in 
the annals of the two associa- 
tions. It was the 49th annual 
meeting for the wholesalers and 
the 87th semi-annual gathering 
of the manufacturers. 


Officers Reelected 


Both associations re-elected 
their presidents and vice-presi- 
dents, and both added three new 
members to their respective ex- 
ecutive committees, replacing 
those whose terms expired with 
the New York meeting. The de- 
tails of the elections are given 
elsewhere in this issue. It was 
also the 33rd annual meeting of 
the National Association of 
Sheet Metal Distributors, which 
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likewise re-elected its 


officials. 


major 


Topics Discussed 

Merchandise shortages, out- 
look for relief from such short- 
ages, disposition of surplus 
goods after the war, manpower 
problems, renegotiation of con- 
tracts, post-war planning, etc., 
were the outstanding topics un- 


der discussion, with especial em- 
phasis on post-war planning. 


WPB Officials Speak 

Several WPB officials ad- 
dressed the convention, includ- 
ing WPB’s vice-chairman, Ar- 
thur D. Whiteside, in charge of 
Civilian Requirements. To a 
man they were more encourag- 
ing than at any hardware gath- 
ering since the war began. The 
outlook for better shipments of 
essential civilian requirements 
was very marked in their com- 
ments and gave confirmation to 
the less formal hopes ¢xpressed 
by the producers themselves. 


Geared to War-Time Needs 

In keeping with war-time re- 
strictions and good taste there 
were no official nor organized so- 
cial features as part of the New 


(New York Convention Bureau) 


Fifth Avenue and Rockefeller Center. 
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ory} of The New York Convention 
October 18 to 20, 1943 


LL hardware convention attendance records shattered 
by War Conference of National Wholesale Hardware 

and American Hardware Manufacturers’ Associations, who 
for the first time held their joint convention in New York City, 
October 18 to 20, 1943. Official registration more than 1,600 
and actual attendance well over the 2,000 mark. Whole- 
salers’ 49th annual meeting and manufacturers’ 87th semi- 
annual gathering. Both groups reelected officers. Program 
stressed merchandise shortages; outlook for relief from such 
shortages; manpower problems; post-war planning; post- 
war disposal of surplus goods; renegotiation of contracts; 
future of free enterprise and related topics. Southern Job- 
bers’ meeting will be held at Cincinnati, Ohio, during the 

week of April 17th, 1944. 


York War Conference Program. 
The entire procedure was geared 
to war-time needs of manufac- 
turers and distributors and to 
the respective post-war plans of 
these two groups. 


Southern Jobbers’ Meeting 


It is understood that the ex- 
ecutive committees of the manu- 
facturers’ and the Southern 
Hardware Jobbers’ Associations 
decided, at the customary meet- 
ing for that purpose, that the 
1944 Southern Jobbers conven- 
tion will be held at the Nether- 
lands-Plaza Hotel, Cincinnati, 
Ohio, the week of April 17, 1944, 
in view of the war-time inability 
of either New Orleans or Mem- 
phis to handle this gathering in 
1944, 


The essential parts of 
the major convention ad- 
dresses and discussions 
are given in the pages im- 
mediately following this 
brief summary. 





The Hotel C of the convention. 
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We Must Look Ahead and 
Do Some Post-War Thinking! 


F. F. THOMSON 


{> 
HE optimism re- 


garding the future of the whole- 
sale hardware business which I 
expressed last fall following my 
election as president has, I am 
pleased to say, been more than 
fulfilled by developments during 
the year. 

When I considered the future, 
at this time last year, I fully 
recognized the essentiality of 
our business; I recognized that 
we are a substantial group; I 
knew. that we would do our ut- 
most to maintain the indepen- 
dent retailer who so well person- 
ifies the American way of life. 
However, announcements by 
various Washington agencies 
and comments of wholesalers and 
manufacturers attending our 
convention made me think that 
we would be most fortunate to 
operate with an appreciably re- 
duced volume of business. The 
increasing scarcity of metals, the 
manpower situation, transporta- 
tion problem, all pointed to a 
severe cut in our volume and in 
our ability to serve our cus- 
tomérs. I am indeed glad that 
this did not take place. 

I certainly do not want. to be 
classed as one who thinks that 
the war is over. We, on the 
Pacific Coast, know that it will 
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ESPITE their accomplishments of the past 

year, wholesalers should not rest on their 

oars but should do constructive planning for 

the future. Disposal of Government surpluses 

in post-war period constitutes one of the most 
important problems to be faced. 


By F. F. THOMSON 
The Thomson-Diggs Co. 
President N.W.H.A. 


At Jobbers’ 
Wednesday Session 


not be over until we have de- 
feated Japan. I do, however, 
feel that we in the wholesale 
hardware industry will not see 
any further curtailment of our 
regular lines. 

We know how empty our ware- 
houses are of the truly essential 
civilian lines which, through the 
retailer reach the farmer and 
the home owner. We know how 
our retail dealers have pleaded 
for these essential items. 


Census Figures 


With so many of our regular 
lines no longer available, I think 
it is truly remarkable that cen- 
sus figures show 144 whole- 
salers of hardware had sales in 
July of this year which were 
only 3 per cent less, compared to 
July, 1942. It demonstrates the 
ingenuity and the determina- 
tion of our members to keep 
their customers in business dur- 
ing these trying times. It makes 
me proud of the fact that I am 
identified with this industry. 

We, however, cannot rest on 
our oars because of the accomp- 
lishments of the past year. In 
fairness to ourselves, to our cus- 
tomers and to the manufac- 
turers, we must look ahead and 
do some post-war thinking. I 
sometimes wonder whether there 


is not some basis for the conten- 
tion that the American business 
man is short-sighted and does 
not plan far enough ahead. 

Decisions on what will be done 
are, of course, in the hands of 
our individual members. They 
will have to determine what they 
will do, but I believe we should 
interchange views with one an- 
other. 

I am rather inclined to believe 
that the best form of post-war 
planning we can indulge in, is to 
arrange to distribute our cus- 
tomary lines to our dealers in 
the most efficient and economical 
manner possible. 

I do not anticipate revolution- 
ary changes either in products 
or in methods of distribution. 
During the war we have elimi- 
nated some very unnecessary, ex- 
pensive services, and at the same 
time have acquired some ex- 
travagant methods. I feel, how- 
ever, that we should all resolve 
that in the post-war period, we 
are all going to do the very best 
job we can for our manufac- 
turers and for our dealer cus- 
tomers. 

No doubt, all of us are giving 
serious consideration to unfilled 
orders which we have with our 
manufacturers, and those of us 
who have any amount of indus- 

(Continued on page 263) 
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The Time Has Come to Analyze 
and Study Our Post-War Problems 


SPENCER T. OLIN 


l As the forty-second 


year of our organization draws 
to a close, we find our people de- 
voting to the utmost every en- 
ergy, every facility, in the fulfill- 
ment of their willingly assumed 
obligation to our nation. For 
we are a representative cross- 
section of that incomparable ag- 
gregation known as American 
Industry. Conceived by the neces- 
sities of our forefathers, it has 
been reared, scientifically educat- 
ed and prodigiously expanded by 
traditional American initiative, 
encouraged and stimulated by 
legitimate expectation of reason- 
able reward. For without profit, 
what appeal to that personal am- 
bition which has alone been 
responsible for the creation, 
maintenance and development of 
our national economy! 

On January 6, 1942, one month 
after Pearl Harbor, in his spe- 
cial message to the Congress, 
President Roosevelt, issued this 
challenge to American Industry: 

“Our task is hard. Our task 

is unprecedented and the time 

is short. We must strain every 
existing armament-producing 


EGULAR products should first be consid- 
ered in post-war planning as they offer 

the best and quickest means for a return to 
normal production. All steps should be taken 
for improving the product, reducing its cost and 
creating a greater consumer demand for it. If 
new products are added it would be well to 
thoroughly investigate their prospective chan- 


nels of distribution. 


By SPENCER T. OLIN 


Western Cartridge Co. 
and President of A.H.M.A. 


At the Manufacturers’ 
Wednesday Session 


x * * 


facility to the utmost. We 
must convert every available 
plant and tool to war produc- 
tion. That goes all the way 
from the greatest plants to the 
smallest, from the huge auto- 
mobile industry to the village 
machine shop.” 

American Industry, of which 
we members of the American 
Hardware Manufacturers Asso- 
ciation represent an important 
cross-section, accepted that chal- 
lenge. No questions were asked. 
Our Commander - in - Chief had 
spoken. There was a big job 
to do. Individually and collec- 
tively American Industry pro- 
ceed to do that job. Miracles of 
planning, construction, equip- 
ping, conversion, and production 
were wrought by the ability, in- 
genuity, and technological skill 
of American Industry which pos- 
sessed the “know-how” of mass 
production. Fantastic production 
goals rapidly became accom- 
plished realities. The results are 
another proud chapter in the his- 


tory of the achievements of 
American Industry. And when 
the final victory is won the con- 
tribution of industry to that vic- 
tory will only be excelled by the 
courage, sacrifices, and achieve- 
ments of our fighting men. 

Last year when we met to- 
gether our armies had not yet 
invaded Africa. Today, the Axis 
partnership is broken. Mussolini 
has fallen. Italy has uncondition- 
ally surrendered and our troops 
will soon be knocking at the 
gates of Rome. Russia is slow- 
ly but steadily driving the Ger- 
mans from Russian soil. The 
real job is still ahead and it will 
involve much difficult fighting 
and bloodshed, but-is it beyond 
hope or expectation that before 
next October when we again as- 
semble the European phase of 
the war will have reached a vic- 
torious conclusion? It is none 
too soon for analysis and study 
of our problems of the future. 

The phrase, “post-war plan- 
ning,” as used today, in compari- 
son with other wars we have 
experienced in our life-time, car- 
ries to many manufacturers a 


“The object of post-war planning is to guarantee 
continuance in business on a profitable basis.” 


OCTOBER 28, 1943 
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rather vague meaning. There is 
a tendency on the’part of many 
industrialists to consider broad, 
complex problems such as taxes, 
the national debt, disposition of 
government - owned production 
facilities and other similar prob- 
lems, all of which, beyond a 
doubt, will have a vital effect on 
our total industrial economy, but 
about which there is not much 
definite or effective action we 
can consider at the moment. As 
an example, let us consider the 
tremendous increase in govern- 
ment-owned production facili- 
ties. More than 1,500 new gov- 
ernment-owned plants have been 
constructed for the war effort at 
a cost of approximately $14,000,- 
000,000 and representing one-fifth 
of our entire industrial capacity. 
Even to dispose of these plants 
is a tremendous operation. At 
the present time I do not see 
the probable existence of suf- 
ficient and capable personnel to 
handle the job for the govern- 
ment. Of course, many of us 
realize that we have governmen- 
tal as well as other authorities 
who see in these plants a won- 
derful opportunity for operation 
by the government after peace 
returns. This is only one phase 
of the problem of disposal. 


Competitive Situation 


We might ask a number of 
questions regarding these plants. 
One important question might 
be —how will their operation 
either by government or private 
management affect your com- 
petitive, economic situation? 
These are indeed serious prob- 
lems and the decisions that are 
made can change over night the 
whole pattern of an industry as 
well as the competitive position 
of any individual business. How- 
ever, if your post-war planning 
must wait until such great un- 
certainties have been determined, 
then your post-war planning will 
likely be a post-mortem. It has 
never been beyond the realm of 
possibility that your plant could 
be destroyed by some great ca- 
tastrophe, but has that prevented 
you from long range planning 
with the hope that you would 
still be in business. 

The simple purpose or object 
of post-war planning is to guar- 
antee continuance in business on 
a profitable basis after the war. 
Therefore, consideration of post- 
war planning should be predicat- 
ed on your own business and 


104 


your own competitive situation. 
Regular products should be the 
object of your first consideration 
in post-war planning because 
they offer the best and quickest 
means for return to normal pro- 
duction. 

Ask yourself some of these 
questions concerning your reg- 
ular line products. Has there 
been any technological develop- 
ment during the war which will 
affect their design or use? Can 
new and better materials be 
used? Have any items been ren- 
dered obsolete by the invention 
and introduction of entirely new 
articles better adapted and possi- 
bly more economical for a given 
use? What can I do to improve 
my product, reduce its cost, and 
to create a greater consumer de- 
mand? These and many like 
questions must be considered and 
the right answer found if you 
expect to maintain your position 
in the post-war market. 

I have stressed the importance 
of giving your regular line prod- 
ucts first consideration in post- 
war planning, because if you are 
an average manufacturer and 
have excess manufacturing facil- 
ities as a result of war expan- 
sion, your first thought will be 
“What new products can I 
make?” That is where many 
of us are quite likely to get into 
trouble. Such attempts after 
World War I were the direct 
cause for the failures of many 
otherwise successful enterprises. 
I do not mean to discourage ex- 
pansion because expansion is 
necessary to profitably utilize 


the new production facilities we 
have created. But I do definitely 
want to hold up the flag of cau- 
tion. 

In considering the addition of 
new products, decision is some- 
times made solely upon the basis 
of ability to manufacture at a 
low cost, but with too little 
thought to the distribution fac- 
tors involved. For frequently 
the addition of a new product 
involves distribution through 
unfamiliar channels to a new 
and different type market. It 
may also mean invading a field 
where established concerns have 
a tremendous advantage because 
of jobber and dealer organiza- 
tion. So if your post-war plan- 
ning includes the manufacture 
of new products you had better 
check well the prospective chan- 
nels of distribution as well as 
your ability to offer a quality 
product at a satisfactory cost. 


Competition 

Just as you will give con- 
sideration to the possibility of 
engaging in the production of 
new lines, it is quite likely that 
other manufacturers with ex- 
cess facilities may decide to en- 
gage in the manufacture of 
items in competition with your 
regular line products. The 
plant, tool, and equipment facili- 
ties are available, and the war 
effort has given to many the 
“know-how” to produce new 
items. The point I wish to 
make is that these new enter- 
prises will not be deterred by 

(Continued on page 228) 
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‘To me it seems only common sense that we should 
follow our traditional system of free enterprise” 


Free Enterprise 


ra 


WILFRED SYKES 


i, we are to retain 
our own American system of 
Government, independence and 
freedom in fact (and not by 
words, while we lose the sub- 
stance), there must be a public 
understanding of what our free 
enterprise system stands for, 
and what it means to the future 
of our country. This country 
has grown great and has offered 
unsurpassed opportunities to its 
people, because they were free 
to exercise their freedom of in- 
dependent initiative, to progress 
in whatever way their ability 
permitted, and because they 
were free to be individuals, self- 
reliant human beings, and not 
just units in a state-controlled 
machine. 

We do not have to be students 
of history to understand the dif- 
ference between our system of 
Government and that of most of 
the countries of the world. Our 
administration loudly proclaims 
our democratic system to the 
world, as a model from which a 
new era will arise, but we have 
only to look at the administra- 
tive attitude on the home front 
in the last decade to realize that 
our democracy has not been 
working very well. 
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MERICA owes its dominant position to free 
enterprise which, under war-time condi- 
tions, does not exist today. Direction of sup- 
plies to civilian needs, high taxes on industry, 
contract terminations and the disposal of Gov- 
ernment-owned goods constitute obstacles to 
the return of free enterprise after the cessation 


of hostilities. 


By WILFRED SYKES 


President, 
Inland Steel Company 


I think you will agree with 
me that the unbounded growth 
of bureaucracy that has en- 
meshed us with a system of gov- 
ernment by decrees rather than 
by laws has effectively reduced 
our freedom as citizens. The 
tens of thousands of pages of 
orders and regulations from 
Washington that have been 
found necessary in the attempt 
to regulate the many details of 
our businesses and private lives 
are but a foretaste of the fu- 
ture. I am sure that under all 
these decrees none of us are free 
from some infringement, as in- 
terpreted by the various agen- 
cies, and if they want to “crack 
down” on us we could all be 
branded as criminals, subject to 
fines and imprisonment. This 
“cracking down” can be done 
without our having a day in 
court and being judged by com- 
mon law or common sense. 

We have witnessed many radi- 
cal changes in the controls which 
Government has exercised over 
business and the people. Some 
of these changes were needed, 
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At Joint Session 
Monday Evening 


but many of them have been fol- 
lowing the radical line and are 
hardly distinguishable from the 
communistiec propaganda. 
If this tendency is not arrested 
the balance between the inter- 
ests of all our people will be up- 
set, and our way of life ma- 
terially changed. It will not be 
our democratic way. 

The pressure of blocs in Con- 
gress has brought about laws in- 
equitable to the rights of all of 
us. Prejudiced labor laws, which 
have denied the common rights 
of the employer, contain in them- 
selves their own destruction. 
The short-sighted labor leaders 
who have basked in the sunshine 
of the administration must real- 
ize, if they think at all, that the 
hand that gives can take away. 
Ultimately, favors given for po- 
litical reasons by an adminis- 
tration to any group which do 
not give a fair deal to all our 
people must fall, if we are to 
retain our American system of 
free opportunity for all. No 
group can profit at the expense 
of others in our economy. 

Manufacturing, transpor- 
tation, distribution, and all the 
other forms of industry, will rise 
or fall together with the total 
welfare. Likewise, capital and 
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Management are in the same 
boat. 

No Government system or jug- 
gling by bureaus will alter this 
fact. We can all be prosperous, 
or we can degenerate into the 
hopeless mediocrity which has 
come over so many nations. 

We did not attain our domi- 
nant position by accident. It 
was not because we possessed 
greater resources or that we had 
better labor. Other countries 
possess great natural resources, 
and we certainly cannot say that 
other countries do not have ex- 
cellent labor. 


Difference in System 


The difference was in the sys- 
tem, our system, under which in- 
dustry could grow by the hard 
work and initiative of individ- 
uals. It came from the freedom 
of opportunity. Turn a man 
loose, give him a chance to profit 
by his labors, and you start 
something. Men invent, some- 
one takes the ideas and manu- 
factures, others improve on 
methods of making things, costs 
are reduced, people get new or 
better goods that they want and 
that they can afford to buy, and 
so the wheels of progress roll. 

We have many in and out of 
Government whu tell us that we 
are not capable of regulating our 
own affairs. And for that reason 
we must be regulated by master 
minds in Washingion. May I 
quote the opinion of an eminent 
American upon this subject? 


“The dovtrine of regulation 
and legislation by ‘master 
minds,’ in whose judgment and 
will all the people may gladly 
and quietly acquiesce, has been 
too glaringly apparent at 
Washington these last ten 
years. Were it possible to find 
‘master minds’ so unselfish; so 
willing to decide unhesitat- 
ingly against their own per- 
sonal interests or private 
prejudices; men almost God- 

- like in their ability to hold the 
scales of justice with an even 
hand—such a _ government 
might be to the interests of 
the country, but there are 
none such on our political 
horizon, and we cannot expect 
a complete reversal of all the 
teachings of history.” 


This is a quotation from a 
speech by Franklin Delano 
Roosevelt. It is truer today than 
ever before. 
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To me it seems only common 
sense that we should follow our 
traditional system of free enter- 
prise. And by that I mean most 
emphatically free competitive 
enterprise. Let us all have the 
opportunity to carve out our own 
destiny. That is the way this 
nation has grown and has be- 
come great. Why substitute for 
a system that has worked, sys- 
tems which all history shows 
have brought about a hopeless 
mediocrity ? 

The free or private enterprise 
system depends upon only two 
things—first, the freedom of op- 
portunity, and, secondly, the wil- 
lingness to work and utilize this 
opportunity. Regulation by bu- 
reaucrats can stifle the freedom 
of opportunity. The anesthetic 
of social security plans that lull 
people into the belief that they 
do not need to work, that the 
state will take care of them 
from the cradle to the grave, un- 
dermines this system. Social se- 
curity cannot be a free ride on 
the other fellow’s back. 


The Four Freedoms 


We have heard a great deal 
about the four freedoms. We 
take for accepted the freedom of 
religion and freedom of speech, 
but the two other freedoms— 
freedom from want and freedom 
from fear—are negative and re- 
quire, by the authors of this 
proclamation, a good deal of ex- 
planation. Freedom from fear 
presumably means freedom from 
the fear that one nation will try 
to enslave another. That is a 
matter of government and not 
directly within the control of us 


as individuals, except as we are 
individually responsible for the 
kind of government we have. 

Freedom from want to us can 
only mean freedom of opportu- 
nity—opportunity to work and 
produce so that our needs and 
the needs of all other men can be 
satisfied. This must be through 
their own efforts. None of us, 
I am sure, would subscribe to the 
idea that we in America must be 
the workers, to support drones in 
other lands. 


Isolationists Again 


After the war it may well be 
that America will again become 
an island of democracy as it was 
in 1776. The Russian commu- 
nistic system has changed into a 
system of state capitalism which 
perhaps is only another form of 
socialism run by a dictator. 
The British are drifting into 
some kind of socialism. I would 
like to quote J. B. Priestley, well- 
known English writer and a 
commentator for the British 
Broadcasting System who says: 
“My guess is that conditions 
after the war, during the long 
period of reconstruction, will be 
far more like conditions during 
the war than most people seem 
to imagine. There will, of 
course, be a welcome lifting of 
various irksome wartime restric- 
tions, but we shall be compelled 
to retain elaborate controls over 
industry, and probably put many 
essential services on a basis of 
public ownership. Competitive 
private enterprise, except in 
small-scale luxury trades, will be 
something that we shall not be 

(Continued on page 224) 





N.W.H.A. 
Vice 
Presidents 


E. A. PRITZLAFF 
John Pritzlaff Hdwe. 
Co. 


Charlotte, N. C. 


HARDWARE AGE 





ell be 
2come 
t was 
mmu- 
nto a 
which 
rm of 
tator. 
into 
vould 
well- 
nd a 
ritish 
says: 
tions 
long 
ill be 
1ring 
seem 
, ez 
ig of 
stric- 
elled 
over 
nany 
is of 
sitive 
> im 
ill be 
it be 


“The Future Looks Bright for 
Sporting Arms and Ammunition’ 


B. E. STRADER 


ODAY, we are engaged in 

a great war effort, Rem- 

ington plants, facilities and 
personnel have been expanded 
many fold. In addition to our own 
four commercial plants, we now 
are operating four large Govern- 
ment - owned, Remington - built, 
military ammunition plants. 
Remington personnel today to- 
tals in the neighborhood of 85,- 
000 individuals. Since the start 
of military manufacture in 1940 
more than eleven and one-half 
billion rounds of various calibers 
of military ammunition have 
been produced by the company 
and shipped to the four corners 
of the globe. In addition, hun- 
dreds of thousands of military 
rifles, as well as shotguns, rim- 
fire rifles and ammunition, traps 
and targets, have been supplied 
for military use. This great 
war production effort is now in 
full swing, some of the new 
plants having produced cart- 
ridges within six months after 
the breaking of ground for their 
construction. 


Post-war prospects are excellent and there is 
every indication that there will be greatly in- 
creased interest in hunting as well as in inani- 


mate target shooting. 


By B. E. STRADER 


Director of Sales, 
Remington Arms Co., Inc. 


Manufacturers’ Wednesday 
Post-War Plan 


Today we look to the future 
with confidence of total victory. 
With that in mind we already 
are deep into plans for that day 
when we will step from total war 
to total peace. 

It is our feeling that the post- 
war sales prospects for sporting 
arms and ammunition are excel- 
lent. Periodically we forecast 
Remington sales of these items, 
and recently completed a sales 
forecast extending five years 
into the post-war period. It 
may interest you to review the 
indices which were used in ar- 
riving at that forecast which an- 
ticipates sales well in advance of 
previous normal levels. 

First, of course, the general 
business outlook for the period 
immediately following the war is 
most encouraging. You have 
just listened to Mr. Benton, vice- 
chairman of the Committee for 
Economic Development, tell you 
of this. 

In attempting to forecast 


‘The general business outlook for 
mediately following the war is most encouraging.” 
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Remington’s post-war sales posi- 
tion we have used some of the 
excellent data of the Committee 
for Economic Development, such 
as the graph, shown herewith, 
depicting Gross Output of 
Goods and Services in billions 
of dollars for 1940, 1941 and 
1942, together with an estimate 
for 1943 and the post-war goal. 

The figure of 135 billion dol- 
lars may or may not be too opti- 
mistic. However, if the nation 
is to reach this post-war goal of 
135 billion dollars, a gross out- 
put which compares with slightly 
over 100 billion dollars in the 
last normal business year in 
1940, it is obvious that there 
must be a large increase in gen- 
eral business. Some of this in- 
crease naturally should be en- 
joyed by manufacturers making 
lines that are sold through you. 

In arriving at a reasonable 
figure for Remington to shoot at 
as its fair share of this increase 
in volume, we examined further 
the details of what goes to make 
up the total dollar volume of con- 
sumer expenditures. 


the period im- 
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The chart on Consumer Ex- 
penditures Estimates for 1935- 
1936 is taken from a report of 
the National Resources Plan- 
ning Board and is based on a 
survey of 60,000 families made 
in 1935 and 1936. It is the first 
direct factual data made avail- 
able on how people spend their 
money. Expenditures for sport- 
ing arms and ammunition fall 
under the recreation heading, 
naturally, and these products 
must compete for the individ- 
ual’s money with such other 
strong attractions as movies, 
baseball, radio, etc. 

Note that in this survey .4 per 
cent of consumer expenditures 
in 1935-36 were for sports and 
games, a total expenditure of 
197 million dollars. 


Consumer Expenditures 
in Post-War Period 


The chart on Estimated Trend 
of Consumer Expenditures at- 
tempts to translate the break- 
down of consumer expenditures 
you saw in the last one into post- 
war terms. We have taken into 
consideration the forecast trend 
towards a higher national in- 
come compounded with an ob- 
jective trend towards the elimi- 
nation of low-income groups. 
Based on these trends and 135 
billion dollars of gross output 
for goods and services in the 
post-war period, we find recrea- 
tion’s share now stands at 4 per 
cent as against .4 per cent and 
at $3,644,000,000 in total, an in- 
crease of 121.8 per cent over 
1935 and 1936. 

As I said before, sporting 
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arms and ammunition must com- 
pete with all other sports and 
games for this expenditure. We 
feel, however, that we are in an 
exceedingly favorable position to 
obtain perhaps more than our 
proportionate share of the in- 
crease. 


Game Outlook 


It has often been said that if 
you will give the public game to 
shoot at, sales of sporting arms 
and ammunition will take care 
of themselves. There is no 
doubt that the game supply is 
the most important factor influ- 
encing sales of these products, 
and I am glad to say that the 
game outlook is a most encour- 
aging one. 

In the field of inanimate shoot- 


ing the future is also bright. 
Many civilians have been intro- 
duced to rifle shooting through 
various civilian defense organ- 
izations. Literally millions of 
men inducted into our armed 
forces have learned to know and 
use rifles. Hundreds of thou- 
sands of candidates for the na- 
tion’s air forces have experi- 
enced skeet and trap shooting 
during their training period. 
This should provide a large post- 
war reservoir of shooting- 
minded prospects for the shoot- 
ing sports, provided proper pro- 
motion is directed to them. 

There are still other factors 
which lead us to believe that 
sporting arms and ammunition 
will obtain a better-than-average 
share of the forecast increase in 
the national income. However, 
these few I have mentioned 
should be adequate to show the 
trend. 

We at Remington naturally 
expect to take every step neces- 
sary to see that we obtain a sat- 
isfactory share of the forecasted 
increased sales of sporting arms 
and ammunition. It was a con- 
siderable problem, as you can 
readily appreciate, for Reming- 
ton to convert from peace-time 
activities to an all-out war ef- 
fort. However, it will be an 
almost equally difficult problem 
to convert back again from war 
to peace-time operations, par- 
ticularly since our war-time op- 
erations are on such a tremen- 
dous scale. 

In order that this reconversion 
to peace shall be accomplished in 


a most efficient and orderly man-. 
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ner, nearly a year ago we in- 
augurated at Remington a post- 
war planning committee, consist- 
ing of the heads of the several 
departments of the company’s 
business. <A post-war planning 
section, consisting of a manager 
and several coordinators, was es- 
tablished under the supervision 
of this committee. This group 
has worked in close cooperation 
with all divisions of the com- 
pany in organizing and coordi- 
nating post-war plans covering 
every phase of the company’s op- 
erations. 

I will not take your time to go 
into all the details of our post- 
war planning activity as the sub- 
ject is an extensive one. How- 
ever, you will appreciate that 
such basic matters must be con- 
sidered as the line to be manu- 
factured; how it is to be pack- 
aged, distributed, sold and ad- 
vertised; what manufacturing 
facilities are to be used; what 
personnel is to be selected for 
carrying on the various opera- 
tions — sales, manufacturing, 


_ treasurer’s, etc.; what provisions 


are to be made for financing the 
operation, as well as many other 
subjects. 


Sales Planning 


The sales department’s part of 
this work has been a very in- 
teresting one. Suffice it to say 
that we have carefully examined 
our methods of distribution, our 
field sales operations; our terms, 
policies, field personnel and in- 
ternal organization. We have 
also carefully reviewed our line, 
made simplifications where pos- 
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sible, and improvements where 
indicated; examined our packag- 
ing materials in the light of 
necessary revisions and modifi- 
cations. 

Advertising material, dealer 
helps, catalogs, price lists have 
been revised and brought up to 
date. Additional selling aids 
have been designed. Complete 
plans have been outlined for our 
national advertising program. 


Many of you have expressed 
interest in whether or not we 
are considering the manufacture 
and distribution of new lines, as 
distinguished from those di- 
rectly associated with sporting 
arms and ammunition. This 
subject has been thoroughly de- 
veloped. It is our current feel- 
ing that we will be far too busy 
taking care of increased de- 
mands for our present products 
to undertake the addition of new 
lines at this time. 

With a background of 127 
years of service to the Ameri- 
can sportsman, our first objec- 
tive will be to provide him, 
through you, with the finest line 
of sporting arms and ammuni- 
tion that our engineers can de- 
sign and our operating depart- 
ments produce. 

Again I say the future looks 
bright for sporting arms and 
ammunition. The general busi- 
ness outlook is excellent. The 
nation’s game supply is on the 
increase. A vast new reservoir 
of prospects for the shooting 
sports will be available when 
peace returns again. 

We at Remington plan to be 
ready to help you to get your 
share of the increased sales vol- 
ume expected in the post-war 
years. 





Arthur D. Whiteside Withholds 
Hardware Convention Address 


NE of the highlight fea- 
tures of the New York 
hardware convention was the 
Monday night address of Arthur 
D. Whiteside, WPB vice-chair- 
man in charge of Civilian Re- 
quirements. His contribution 
was clearly on the encouraging 
side and made a most favorable 
impression on the large crowd of 
hardware producers and distrib- 
utors who were present. Unfor- 
tunately, at press time, Mr. 
Whiteside declined to release for 
publication the transcript of his 
remarks or a summary of them 
but may later issue a statement. 
The talk of Herbert L. George 
was also held up by WPB until 
the eleventh hour but was finally 
released in time to catch this is- 
sue—but at the late hour its re- 
vised version was approved the 
best possible location for this 
message is pages 166 and 168 of 


this issue. , Mr. George was also 
encouraging and very informa- 
tive. Both his talk and that of 
Mr. Whiteside merit “up front” 
positions. 
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Steps Which Can Be Taken to Improve the Position of 


the Wholesaler and Retailer in the Post-War Period 





OSCAR J. KOEPKE 


FTER all, wholesaler-retailer 
distribution is a partner- 
ship affair. We have to work to- 
gether just like the manufac- 
turer has to work with the 
wholesaler, and he needs to work 
more closely with the whole- 
saler. I cut an article out of a 
New York paper coming over 
here on the subject of Retail 
Training to be given after the 
war. A State educational insti- 
tution, according to the article to 
be known as the New York State 
Institution of business which 
will provide basic instruction in 
retailing for secondary grade 
schools, is to be established after 
the war. It goes on to say that 
this institution will provide 
basic instruction in retailing. 
It also mentions a State Agricul- 


tural School at Princeton Uni- 


versity and many technical 
schools that enable persons in- 
terested in these fields to enter 
them with a head start. 

There has been nothing of this 
sort done for retailing. There- 
fore, I favor something of this 
type for educating the dealer 
and, perhaps, the wholesaler. 

The next thing is that whole- 
salerg should help. dealers to 
properly price their merchan- 
dise. A dealer in the past has 
added 50 or 60 per cent to the 
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By OSCAR J. KOEPKE 


Corpus Christi Hardware Co., 
Corpus Christi, Tex. 


cost of his goods. straight 
through, yet there are many 
items that cannot produce such 
high margins of profit. I be- 
lieve in having a suggested list 
price on every item we sell. 

I believe a dealer should do 
a better job of shouting his 
wares to the housetops. The 
consumer at times does not know 
the hardware dealer is in busi- 
ness. 

A dealer, too, should make a 
real effort to make his store 
more popular with the potential 
customer. Today customers buy 
many of the popular selling 
items in variety stores rather 
than in hardware dealers’ stores. 

A wholesaler in this city told 
me yesterday he checked on this. 
He had three types of dealers 
come to his office, a drug dealer, 
variety store dealer and a hard- 
wore dealer, The hardware 
dealer purchased $200, the drug 
dealer $400 and the variety store 
dealer $700. That is indicative 
of the trend, I think. 


Problems the Same 

The wholesaler’s problems are 
the same as the dealer’s prob- 
lems. The wholesaler in the fu- 
ture, I believe, should be on a 
more friendly basis with the 
manufacturer. This war period, 
I think, has caused many whole- 
salers to feel rather unkindly 
about the policies in respect to 
shipments that many manufac- 
turers have followed. It is sug- 
gested that the manufacturer 
should learn the problems of the 
wholesaler, and attempt to keep 
the wholesaler on a better price 
basis as compared with chain 
stores and mail order houses. 


That is a tremendous problem, 
and there must be some solution. 

Better values must be offered 
to the consumer through the 
manufacturer, the wholesaler 
and the dealer. There are so 
many new manufacturers with 
something different or new. Al- 
most all of them, it seems, are 
coming out with new products, 
products that have never been 
made in the past. I know of one 
item which now retails for 
$23.55. A new item similar to 
it will retail for $4.95 and is bet- 
ter than the article seiling for 
$23.55. 

New lines also should be dis- 
tributed through the wholesale 
hardware dealer, for I believe 
wholesalers have done a good 
job in this war period. 

Perhaps some savings in dis- 
tribution costs can be achieved 
through better packaging. A 
study on this problem by whole- 
salers and manufacturers should 
be worth while. I am told that 
there is one outstanding whole- 
saler who is going to have a new 
plan of packaging and that this 
is going to cut his cost down tre- 
mendously. If he can do it, I 
believe all the rest of us should 
attempt to do it. 

Wholesalers should offer deal- 
ers a best-quality line and a 
next-best-quality line. Two 
qualities. 

Plans should be made now in 
the industry to launch an adver- 
tising campaign, to publicize the 
hardware dealer. I believe if 
such a campaign could be put 
on to remind the potential cus- 
tomer to trade in the hardware 
store, the results would be far- 
reaching. 
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Changes We Are Planning in the Lines 
We Will Distribute After the War 


By E. P. HALLOCK 


California Hardware Co., 
Los Angeles, Calif. 


/E are, or have been when 
the lines were available, a 
definite factor in the distribu- 
tion of hardware supplies, tools, 
housewares, wheel goods, elec- 
trical appliances, china and 
glassware, sporting gocds, paints 
and paint accessories, mill sup- 
plies, and iron and steel. With 
this coverage, we do not antici- 
pate adding many new lines 
after the war. 

We have during the emer- 
gency added only the items 
which fitted into our lines and 
most of these changes were in 
items we had always stocked, 
but made for emergency mate- 
rials. In other words, we have 
confined our energies to ‘the 
hardware business which we 
know something about and have 
not ventured over in the other 
fellow’s backyard to buy furni- 
ture, work clothes and other 
lines outside the hardware field, 
with which we were unfamiliar 
and which were foreign to our 
set-up. We are keeping’ our 
stocks clean so we will not have 
to close out lines after the war. 

The tremendous development 
in manufacturing processes 
through necessity during the 
war has and will produce new 
materials and finishes and these 
methods and materials will be 
used in the manufacturing of the 
wares which you and I will sell 
in the post-war period. War- 
time finishes will disappear and 
we shall see competition among 
manufacturers to doll up their 
lines with deluxe finishes and 
styling, improving the eye value 
of all items, stimulating and ac- 
celerating sales and turn-over in 
which we aré all interested. We 
will have chrome-plated steel 
goods, garden hose will be back 
in- pastel colors, streamline mow- 
ers, new builders’ hardware de- 
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signs and finishes, plastic butts 
and hinges, just to mention a 
few of the changes we look for. 
Before World War II we had 
completed plans for a new steel 
warehouse doubling the capacity 
of our old one and as soon as we 
secure the go ahead signal, we 
shall complete our plans and 
become more active in the dis- 
tribution of heavy materials. 
The greatest of these changes 
will, in my opinion, occur in the 
houseware line. Glass will be 
used more extensively in cook- 


-ing ware. Plastic will play an 


important part in the develop- 
ment of alk types of kitchen tools 
and equipment. 

In our sporting goods depart- 
ment, we stock a complete line 
of salt and fresh water fishing 
tackle and we will extend this 
line to include commercial fish- 
ing gear. In this department we 
stock leather goods, baseball and 
football equipment, luggage, sil- 
verware, golf clubs and balls, 
toboggans, sleds, skiis, tennis 
and badminton equipment and as 
this dcpartment, before the war, 
had developed into major propor- 
tions, all of these items will be 
expanded when the opportunity 
to buy is available. We will also 
add to this department archery, 
athletic shoes, and many other 
items that have play value. 

In regard to china and glass- 
ware and gift items, when the 
war is over, the European mar- 
ket, what is left of it, will be 
open and as the Amcrican pub- 
lic is very susceptible to foreign 
goods, this type of merchandise 
will be a factor to consider in 
the merchandising of this line. 
As far as the domestic market is 
concerned, we are well covered 
in this field. 

In finish hardware, the bore- 
in lock and plastic materials will 
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play an important pari in the 
changes that will develop in this 
line. 

Time has taught us that the 
producers of tools and hardware 
supplies, we represent, have al- 
ways kept apace with the times. 
In war-time, they have shortened 
their lines and used war-time 
finishes and we feel that when 
the time is ripe they will 
lengthen their lines using the 
new materials and have for us 
the latest in quality, design and 
deluxe finishes. 

We shall as in the past con- 
tinue to make suggestions to our 
manufacturers as to what pat- 
terns and finishes in all lines 
meets the demand in our area 
and encourage larger assort- 
ments and volume. 

We know that the changes in 
the diversified lines that we now 
carry, which are bound to come 
after the war, form an interest- 
ing pattern for the future and 
will tax our capacity and furnish 
us with sufficient dollar volume 
and we shall await with eager- 
ness and an open mind these 
changes so that we may continue 
to supply hardware dealers in 
our territory with the latest up- 
to-the-minute merchandise and 
industrials with the most recent 
developments in materials and 
supplies. 









Plans We Are Making to Operate More 
Efficiently and Economically After the War 


By WALTER W. BRONSON, II 


The Bronson & Townsend Co., 
New Haven, Conn. 


LTHOUGH the subject of 
this discussion has been 
phrased in the future, 80 per 
cent of our post-war plans for 
more efficient and economical op- 
erating are already in effect; 
therefore, this brief discussion is 
for the most part in the present 
tense. We feel that the post-war 
economy in many important re- 
spects is already a reality. 

Our business is a consumer 
goods business. We have no mill 
supply department. Within six 
months after Pearl Harbor, we 
convinced ourselves that we 
could successfully go through the 
war sticking exclusively to con- 
sumer goods business. Immedi- 
ately following this decision, we 
turned the major part of our at- 
tention toward the future— 
toward the post-war period—and 
rather quickly came to accept 
this premise, namely, that dis- 
tribution of large unit lines costs 
too much, and, this too-high cost 
is caused by the intermixing of 
low-unit high-cost lines with 
large-unit low-cost lines in the 
same operation. We do not be- 
lieve that these two types of op- 
eration can be successfully inter- 
mixed, at least not in wholesale 
organizations with a volume of 
less than approximately $5,000,- 
000. If a complete departmenti- 
zation can be arranged, it might 
be possible to combine the two, 
but even then, it would be ques- 
tionable since probably the most 
important section to be depart- 
mentized is the sales force. In 
any case, we have given little 
consideration to this possibility 
since we are certain that our lit- 
tle $1,000,000-$2,000,000 busi- 
ness could not successfully do 
this. 

The results of our putting into 
effect a program of large-unit 
low-cost operating are very 
striking. First, let me outline 
what we have done: 

1—We have eliminated almost 
all of the low-unit, high-cost 
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lines from our stock and are re- 
vamping our warehouse to more 
efficiently handle the high-unit, 
low-cost lines which we will per- 
manently distribute. * 


Notable Reductions 


2—We have reduced the total 
number of items carried to below 
2500. Secondly, let me outline 
what this seemingly simple 
change has accomplished for us: 

1—It has reduced our operat- 
ing overhead by between 8 and 
9 per cent through a basic sim- 
plification wHich we never before 
had thought possible. This re- 
duction in expense has been ap- 
parent in almost all phases of 
our operation, and has opened up 
to us new possibilities in the field 
of low-cost distribution which in 
past years we have had to pass 
by. These lower costs make 
available to us new lines and 
products which formerly could 
not be handled at a profit by our 
type of distribution. 

2—It has increased our volume 
through stepping up the line 
value of our salesmen’s orders to 
a level almost twice as high as 
our best previous record, cutting 
down the time of each salesman’s 
calls and enabling him to cover a 
larger territory despite travel 
difficulties, enabling us to do a 
better and more careful mer- 


chandising job on the few impor- 
tant lines we handle instead of 
spreading out our effort over too 
broad a field, and increasing 
greatly the effectiveness of our 
buying efforts due to the concen- 
tration of this effort on a limited 
number of lines. 

3—It has simplified our ware- 
housing operation and has speed- 
ed up our dollar and cent output 
greatly. The problem of training 
warehouse employees has been 
cut more than in two since it 
takes men less than half the time 
formerly required to become 
familiar with our stock and 
warehousing system. I do not 
need to point out what a help 
this has been to us during the 
last space of time when we have 
been confronted with a very try- 
ing labor turnover in our ware- 
house force. 

4—It has simplified our office 
routines and records just as 
strikingly as was the case with 
our warehouse procedure. Our 
perpetual inventory (and may I 
say at this point that this per- 
petual inventory system, which 
has been a part of our business 
for 30-odd years, has been the 
greatest single factor in our suc- 
cess during the war period) has 
been so simplified that it can be 
operated with less detail work on 
an almost letter-perfect basis. 
All of the detail work centered 
about billing, pricing, price and 
cost records and cost-accounting 
has been cut in two, as has also 
the work on our Accounts Pay- 
able Ledger. 

5—It has improved our manu- 
facturer relationships since, due 
to the concentrated sales and 
merchandising effort that we 
place behind the few lines we 
handle, the volume of business 
done with each manufacturer 
even though we are a small 
wholesaler runs high. Our $1,- 
000,000-$2,000,000 volume, after 
all, is done on less than 2500 
items while most of our competi- 
tors, some of whom do two, three 
or more times our volume carry 
20,000 to 40,000 items. 

6—It has enabled us to have 
as our traveling representatives 
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Editor’s Note: 

We submit the following table of values of manufactured hardware and affiliated 
lines, compiled by Oliver Brothers, Inc., for their clients and reproduced by us because 
of the valuable data given and which we know will be welcomed by our readers. 

This table of values applying to manufactured hardware will, we are sure prove 
to be a valuable supplement to the table of values of iron, steel, wire and metal materi- 
ials—Editor, Hardware Age. 































































































Comments: The prices shown in this table of manufactured hardware and affili- 
ated lines represent the price fluctuations over the period indicated, and we believe will 
be interesting to hardware merchants. Some manufacturers of special brands may 
have obtained prices different from those indicated. 
Col. No. 1 2 3 - 
Be ke fe | | 
Item Dec. March | July 
No. MATERIAL Unit 1913 1915 1917 
1 | Steel railroad spikes, % x 514 100 Lb. 1.60 | 1.35 | 6.00 | : 
2 Track bolts, square nut, 34 x 314 oo. ed ple nel 100 - 2. 16 1.70 7.00 ; a 
3 | Crow bars, 10 to 40 Ib. 100 Lb. 1.90 | 1.65 | 6.60 | ' 
4 Striking hammers, Oregon pattern, 6 Ib.. ny pe chap too — 4.74 3.54 10.80 1 
6 | Railroad picks, 6 Ib. ~ Doz. | 2.43 | 1.87 | 7.29 | § 
6 Machine bolts, °% x 4 100 Pcs 1.51 1.32 4.97 F 
7 Hot pressed nuts, square, blank, 14 in. Since “Apts dy 92, — g 2.60 2.20 6.50 | 
8 | Iron turnbuckles, 1 in. with stub ends "100 Pes. 27.80 | 26.34 | 57.20 | 5% 
9 Spring cotters, steel, 6 x1\% - 1000 Pes. ; 0 44 : 0. 41 0.96 7 ; 
10 Small black rivets, 4 x1, in kegs. ree ; 100 Lb. : “2.56 “2.40 8.21 4 
11 Upholsterers cut tacks, No: 4, | blued, in bulk... 0 - 400 Lb. _ 8 5.20 ; 4.96 - 16. 25 i 1 
12 Wood screws, flat head, ‘iron (new list prices Jan. 3, 1928) atk taal n* Per Cent Off List a 0.926 “0.9198 0. 784 ( 
13 Shovels, plain hack, No. 2, c grade . it ; Doz Sapte) 4.31 3.90 8. 50 11 
14 | Ball tip, loose pin, steel butts, 314 x 3%, plated. | DowPr. | 0.68 | 0.61 | 1.78 | 1 
15 Wrought brass butts, 2 in. narrow : Gross Pr. rd 3.38 < “3.80 T. 17 4 
16 Stillson pattern wrenches, 10 is in., wood handle - Doz. , 4.87 ; 4.75 9.00 1 
17 Monkey wrenches, knife handle, 10 Ae = Doz en “4.32 4.32 10.49 1 
18 Files, “10 in. flat bs bastard. " Ceieiceiinmae - a... aan en 2 ee 
19 Carbon ‘twist d drills, 1 4 in., round straight shank, Jobbers Lengths a Dez. secs 0.85 0.79 1.42 4 
20 Chisels, plain handle and edge, 1 in. socket fenabe. Doz 1.97 1.97 4.01 4 
21 Soldering coppers, 3 lb. base Lb. 0.201% 0.19 0.42 ( 
22 Post- hole diggers, Eureka pattern. Doz 6.00 5.00 . 9.00 ; 19 
23 Car : movers, Badger Doz. 24.00 25.00 27.50 e. 3¢ 
F 24 : ‘Wire rope, crue. cast sti steel, 6 strand, 19 wire, 5 », 54 in , diameter . 100 Ft. , 4.72 4.41 11. 90° 11 
26 : Poultry 1 netting, 2-in. mesh, 19- -gage wire, galvanized after woven Roll of 60 600 Sq. Ft. 1.97 1.69 3. 47 4 
26 | Wire screen cloth, 12 mesh, black, less than carload. 100 Sa. Ft. 1.10 | 0.90 | 1.75 | 1 
97 . Galvanized water pails, 10 at. , light pa pattern, ‘less than carload. ; Gross r 18.14 33. 60 4 
28 Baameled cast iron sinks, flat. rim, 18 x 30.. om hae Each 1.80 1 80 3.35 4 
29 Finished brass compression bibbs, standard pattern, for I 3 P. 5 % in. Doz. 3.67 3.59 v. 18 § 
; 30 Axes, unhandled, first quality standard grade, single bit, bit, base Doz 6.75 3. 50 11 50 13 
31 | Plain tin wash basins, 13 in., stampedt..... Gross | 6.03 | 10.44 | 10 
32 - Circular spring balances, 30 Ib. x oz. a el a8 Each o : 6.00 - 1. 50 ‘ 
b 33° Lawn mowers, 14 in., ball- bearing, medium grade, 4 Blade ad Each 2.90 y 3.60 5 
Col. No. 1 2 3 
*Prices previous to June, 1926, were on American Cut Tacks now discontinued by most manufacturers. O.P.A. In many cases this wé 
op ya 9” qubpedtecatandeaeuoreiebeisden z gir Instance aliy aisooatio 
@ Ceiling prices established by Government Price Administrator in 1941; or later in 1942 or 1942 by production. 
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100 East 42nd St., New York City 17, N. Y. 
TABLE of MARKET VALUES of MANUFACTURED 
DECEMBER, 1913, TO SEPTEMBER, 1943 


Published by Hardware Age, Issue of October 28, 1943 
Compiled by OLIVER BROTHERS. INC., New York and Chicago, U. S. A. 




































































































































































2 3 4 5 6 7 8 9 10 11 12 13 14 15 16 17 
@ ike te | | 
March | July Nov. Jan. Sept. March Sept. Dec. Dec. Dec. Dec. Dec. Dec. March Aug. | 
1916 | is17 | 1918 | i920 | 1920 | 1922 | 1922 | 1923 | 1924 | 1926 | 1926 | 1928 | 1929 | 1933 | 1993 | 
1.35 | 5.00 | 3.90 | 3.60 | 6.00 | 2.10 | 2.80 | 3.15 | 2.80 | 2.80 | 2.90 | 2.80 | 2.80 | 2.15 | 2.40 | 
70 | 7.00 | 4.90 | 6.60 | 7.60 | 3.00 | 4.05 | 4.00 | 3.75 | 4.00 | 4.25 | 3.81 | 3.81 | 2.86 | 3.41 | 3.1 
65 | 6.60 | 7.60 | 6.26 | 7.26 | 4.60 | 4.75 | 6.75 | 6.25 | 6.76 | 6.26 | 6.89 | 5.89 | 6.89 | 6.00 | 
64 | 10.80 | 10.80 | 9.23 | 10.80 | 6.41 | 7.20 | 8.75 | 8.10 | 8.75 | 8.10 | 0.70 | 0.70 | 0.70 | 0.68 
.87 | 7.29 | 9.00 | 7.69 | 8.65 | 4.86 | 6.40 | 6.20 | 5.71 | 6.10 | 6.00 | 5.70 | 5.70 | 6.70 | 6.70 
32 | 4.97 | 3.83 | 4.05 | 5.33 | 1.68 | 2.81 | 2.43 | 3.04 | 3.04 | 3.04 | 3.393 | 3.33 | 2.49 | 3.00 
20 | 6.50 | 6.60 | 6.50 | 8.50 | 3.25 | 5.10 | 6.20 | 4.95 | 4.95 | 4.95 | 0.655 | 0.555 | 0.41 | 0.50 
.34 | 67.20 | 67.20 | 61.60 | 70.40 | 39.60 | 48.40 | 39.80 | 41.80 | 49.60 | 565.00 | 56.00 | 55.00 | 39.60 | 55.00 | 55.0 
41 | 0.96 | 1.02 | 0.78 | 1.16 | 0.62 | 0.65 | 1.05 | 0.68 | 0.75 | 0.76 | 0.78 | 0.78 | 0.78 | 0.78 
40 | 8.21 | 7.20 | 7.20 | 8.80 | 3.70 | 6.44 | 6.10 | 4.96 | 4.10 | 4.10 | 4.92 | 4.32 | 3.90 | 4.10 
96 | 16.25 | 16.10 | 17.16 | 18.15 | 11.75 | 12.75 | 12.40 | 14.30 | 14.65 | 11.255 | 11.33 | 9.91 | 6.45 | 8.10. 
9198 | 0.784 | 0.784 | 0.82 | 0.784 | 0.8847| 0.8577] 0.8335] 0.835 | 0.87 | 0.8819 | 0.645625| 0.6288] 0.8108 | 0.6794: 
90 | 8.60 | 11.61 | 10.90 | 12.90 | 9.90 | 7.41 | 9.16 | 9.16 | 8.47 | 8.47 | 8.28 | 6.62 | 7.46 | 7.45 
61 | 1.75 | 1.75 | 2.20 | 2.20 | 1.65 | 1.65 | 1.90 | 1.70 | 1.44 | 1.44 | 1.67 | 1.64 | 1.58 | 1.92 
80 | 7.17 | 7.81 | 7.02 | 7.02 | 6.49 | 6.33 | 7.20 | 7.20 | 7.20 | 7.20 | 7.20 | 7.20 | 5.84 | 6.48 
75 | 9.00 | 10.00 | 10.00 | 11.81 | 8.78 | 8.78 | 9.00 | 7.60 | 7.60 | 7.60 | 4.86 | 5.13 | 3.25 | 4.63 
32 | 10.49 | 11.66 | 11.88 | 13.20 | 7.13 | 7.12 | 9.62 | 9.62 | 9.62 | 9.62 | 9.62 | 9.14 | 5.94 | 5.94 
13 | 2.09 | 2.73 | 2.39 | 2.66 | 1.70 | 1.89 | 1.75 | 1.89 | 1.89 | 1.89 | 1.89 | 1.89 | 1.89 | 1.89. 
7 | 1.42 | 1.46 | 1.39 | 1.39 | 1.08 | 0.73 | 0.97 | 1.11 | 1.11 | 12.11 | a2. | 1.22 | 1.11 | 1.11 
7 | 4.01 | 4.70 | 5.35 | 5.35 | 5.49 | 5.49 | 6.35 | 6.35 | 5.34 | 5.34 | 6.35 | 5.35 | 6.35 | 5.35 | 6.3 
19 | 0.42 | 0.48 | 0.29 | 0.2914] 0.18%] 0.19%] 0.19 | 0.213,| 0.21 | 0.203] 0.233%, | 0.26%] 0.12% | 0.16 | 0.1 
00 | 9.00 | 12.60 | 13.00 | 17.00 | 10.00 | 10.00 | 11.60 | 11.560 | 11.60 | 11.60 | 11.60 | 11.50 | 11.60 | 11.60 | 10.04 
00 | 27.50 | 36.00 | 34.80 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.04 
41 | 11.90 | 11.65 | 9.28 | 9.28 | 7.81 | 7.81 | 8.62 | 8.62 | 8.62 | 8.62 | 8.62 | 8.62 | 9.71 | 9.71 | 9.7 
69 | 3.47 | 4.13 | 4.13 | 4.13 | 3.61 | 3.61 | 3.76 | 3.63 | 3.33 | 3.08 | 3.13 | 3.01 | 2.48 | 2.48 | 2.6 
90 | 1.75 | 1.95 | 2.05 | 2.05 | 1.80 | 1.80 | 1.95 | 1.80 | 1.70 | 1.60 | 1.71 | 1.42 | 1.96 | 1.44 | 1.6 
14 | 33.60 | 45.97 | 40.32 | 50.40 | 22.98 | 22.98 | 24.19 | 25.53 | 26.88 | 24.84 | 23.04 | 24.12 | 18.12 | 21.87 | 21. 
80 | 3.35 | 4.46 | 4.55 6.00 3.85 3.85 | 4.05 4.05 4.05 | 4.06 | 4.05. 4.15 2.35 38.66 3. 20 
59 | 7.18 | 8.60 | 9.68 | 10.77 | 6.67 | 6.30 | 6.80 | 6.98 | 5.98 | 6.30 | 5.99 | 56.95 | 5.25 | 6.75 | 6. 
50 | 11.60 | 13.50 | 14.50 | 16.00 | 12.00 | 11.00 | 10.75 | 12.00 | 10.60 | 12.00 | 13.00 | 13.00 | 9.60 | 8.80 | 9.6 
03 | 10.44 | 10.44 | 17.16 | 17.16 | 13.90 | 13.90 | 13.90 | 13.21 | 13.21 | 12.20 | 12.20 | 9.72 | 9.60 | 9.24 | 9.4 
00 | 7.50 | 8.00 | 9.00 | 9.00 | 7.60 | 7.60 | 7.6914| 7.604| 7.6934 | 7.6934 | 7.6914 | 7.69%4| 6.60 | 6.60 | 6. 
9 | 3.60 6.00 | 6.60 | 7.60 | 6.40 | 6.40 | 7.00 | 6.40 | 6.40 | 6.40 | 6.00 | 5.60 | 3.75 | 3.60 4.1 
2 3 4 5 6 7 + 9 10 11 12 13 14 15 16 
many cases this was automatic by fixing price ceilings at selling price in effect March, 1942, a Price ceiling, March, 1942. 
ae dnesd an of ae Se Oe Orne to, Sekt eeutacture | 


> generally discontinued as of March, 1942, %” figures show lower price because of greater 
l. 


of Inly 31, 1942. 


A 5 per cent increase was allowed. 
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FACTURED HARDWARE vile 
TEMBER, 1943 -.. 
October 28, 1943 availabl 
ork and Chicago, U. S. A. 
15 16 17 18 19 20 21 22 23 24 25 26 
March Aug. March July Aug. July | July | June | June | June | June Dec. 
1933 | 1933 | 1934 | i934 | 1935 | i936 | i937 | 1938 | 1939 | 1940 | 1941 | 1941 
| 2.15 | 2.40 | 2.40 | 2.40 | 2.40 | 2.60 | 3.00 | 3.00 | 2.90 | 3.00 | 3.000 | 3.000 
2.86 | 3.41 | 3.81 | 3.81 | 3.81 | 3.81 | 4.92 | 4.22 | 4.31 | 4.15 | 4.150 | 4.760 
5.89 | 6.00 | 6.00 | 6.00 6.00 6.00 6.30 | 6.30 | 6.15 | 6.25 | 7.67 | 7.67. 
0.70 | 0.68 | 0.58 | 0.68 | 0.68 | 0.68 | 0.60 | 0.65 | 0.69 | 0.63 | 0.70 | 0.70 
6.70 | 5.70 | 6.70 | 6.70 | 6.70 | 5.70 | 6.16 | 6.73 | 6.05 | 6.39 | 7.58 | 7.58 
2.49 | 3.00 | 3.33 | 2.70 | 2.86 | 3.16 | 3.42 | 2.78 | 2.58 | 3.05 | 3.29 | 3.29 
0.41 | 0.50 | 0.655 | 0.45 | 0.475 | 0.527 | 0.67 | 0.43 | 0.44 | 0.44 | 0.67 | 0.67 
39.60 | 55.00 | 55.00 | 65.00 | 55.00 | 55.00 | 55.00 | 55.00 | 45.00 | 47.30 | 55.00 | 60.50 
0.78 | 0.78 | 0.82 | 0.80 | 0.80 | 0.76 | 0.95 | 0.84 | 0.95 | 1.05 | 1.05 | 1.05 
3.90 | 4.10 | 4.92 | 4.66 | 4.66 | 4.66 | 4.80 | 5.05 | 4.79 | 6.04 | 6.92 | 5.32 
6.45 | 8.10 | 9.30 | 8.37 | 7.16 | 7.63 | 9.16 | 9.16 | 9.30 | 9.30 | 10.65 | 10.65. 
0.8108 | 0.6794} 0.63577] 0.72631) 0.7494 | 0.7825;| 0.7000 | 0.78321 0.7338 | 0.7346 | 0.6337 | 0.6337 
7.46 | 7.46 | 8.75 | 8.75 | 8.75 | 8.75 | 9.60 | 9.60 | 9.60 | 9.60 | 10.00 | 10.25 
1.63 | 1.92 | 1.78 | 1.97 | 1.97 | 1.86 | 2.38 | 2.06 | 2.15 | 2.02 | 2.67 | 2.67. 
5.84 | 6.48 | 6.48 | 6.48 | 6.48 | 6.48 | 7.20 | 6.48 | 6.83 | 6.83 | 5.83 | 5.83 
3.25 | 4.63 | 6.86 | 3.92 | 3.92 | 6.13 | 6.80 | 6.38 | 4.86 | 4.60 | 6.12 | 6.80 
5.94 | 5.94 | 6.42 | 6.93 | 6.93 | 7.70 | 7.70 | 7.70 | 7.70 | 7.42 | 8.75 | 10.90 
1.89 | 1.80 | 1.89 | 1.89 | 1.89 | 1.89 | 2.36 | 2.36 | 2.36 | 2.86 | 2.36 | 2.36. 
1.11 | 1.21 | 1.93 | 1.93 | 1.93 | 1.93 | 1.43 | 1.42 | 1.43 | 1.43 | 1.48 | 1.43 
5.35 | 5.35 | 6.35 | 5.35 | 5.35 | 5.35 | 5.65 | 6.65 | 6.665 | 5.65 | 6.94 | 6.27 
0.12% | 0.16 | 0.15%] 0.16%| .16 17 221, | 117 18 20 25 25 
11.60 | 11.60 | 10.00 | 11.25 | 11.25 | 11.26 | 11.26 | 11.75 | 11.75 | 11.00 | 11.00 | 14.00 
48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00e 
‘9.71 | 9.71 | 9.71 | 8.81 | 8.81 | 8.81 | 9.33 | 9.393 | 8.81 | 8.81 | 9.27 | 9.27 
2.48 | 2.48 | 2.64 | 2.09 | 2.32 | 2.66 | 2.80 | 2.72 | 2.63 | 2.71 | 3.12 | 3.12 
1.36 | 1.44 | 1.66 | 1.29 | 1.32 | 1.49 | 1.60 | 1.476 | 1.33 | 1.60 | 1.53 | 1.53 
18.12 | 21.87 | 21.96 | 20.78 | 21.87 | 24.86 | 31.68 | 24.40 | 25.08 | 26.40 | 30.24 34.20 
2.35 | 3.65 "300 | 9.00 | 3.18 3.15 3.15 | 3.15 | 3.12 | 3.27 | 3.42 4.76 
5.25 | 6.75 | 6.25 | 6.60 | 6.81 | 6.64 | 5.88 | 6.06 | 6.02 | 6.27 | 6.48 | {$285 
9.60 | 8.80 | 9.60 9.60 | 9.60, 9.60, 10.80 | 12.00 | 12.00 | 12.00 | 12.32 | 12.75 
9.60 | 9.24 | 9.48 | 9.04 | 9.86 | 9.84 | 10.92 | 10.92 | 10.92 | 9.96 | 9.48 | 9.480 
6.50 | 6.60 | 6.60 | 6.60 | 6.60 | 6.00 | 6.00 | 6.00 6.00 | 6.00 | 6.60 | 6.00 
3.75. 3.60 | 4.10 | 4.10 | 3.60 | 3.85 | 4.30 4.30 | 3.85 | 3.86 | 4.05 | 4.50 
15 16 17 18 19 20 21 22 23 24 25 
Si E Denotes ceiling price. : 
inse housing, manufacture of enameled sinks was ordered stopped as w@ Discontinued for the duration of the war t 





Compiler’s Note: 

We have reduced lists and discounts to unit prices or unit quantity prices as the case may be, and in 
doing this we have taken into consideration the fact that the list prices on some items have been changed 
from time to time and the net prices shown are based upon the lists and discounts in effect on the dates 
given. The figures opposite the subject Wood Screws represent the discounts reduced to a unit percentage. 
The prices shown represent what would be recognized as a reasonable wholesale price allowed by the 
manufacturer to the wholesale merchant (the jobber). 

The lowest average prices will be found in column under “March, 1915,” although lower prices on some 
commodities are to be found in other columns. 

The highest prices are to be found distributed between July, 1917, and September, 1920. Many of the 
highest prices were put into effect after the war had ended, during 1918, 1919 and 1920. 

During 1942 and 1943 a number of these items were greatly reduced in range of sizes and grades 
permissible but this does not necessarily affect the prices. Some of the items shown here are, of course. 
available only on priority ratings in effect at time of purchase. 


OLIVER BROTHERS, Inc. 

































































26 26 27 28 New York-Chicago 
June Dec. Sept. Sept. Item 
1941 1941 | 1942 1943 | MATERIAL No. 
3.00@ | 3.00@ | 3.00@ | 3.00@ | Steel railroad spikes, % x 514 . e 1 
4.15@ | 4.76@ 4. 15e 4.75@ | Track bolts, square nut, 34 x 34 | 2° 
7.67 | 7.67 | 7.67@ | 7.67@ | Crow bars, 10 to 40 Ib. = 
0.70 0.70 0. 70@ 0.70@ | Striking hammers, Oregon pattern, 6 lb. 4 ) 
7.58 | 7.58 | 7.68@ | 7.58@ | Railroad picks, 6 Ib. "a 
3.29 | 3.29 | 3.29@ | 3.29@ | Machine bolts, 5¢x4.. 6 
0.57 0.57 0.57@ | 0.57@ Hot pressed nuts, square, blank, Vo in 7 
655. 00 60.50 60.50 | 60.50@ | Iron turnbuckles, 1 in. with stub ends 8 : 
1.05 1.05 . 1.05@ 1.05@ | Spring cotters, steel, 6 x 14 f 9 ; 
6.32 | 5.32 | 5.040 | 6.04@ | Small black rivets, 14 x 1% i in kegs 10 
10.55 a 10. 55 10.55@ 10 55e Upholsterers cut tacks, No. 4, blued, in bulk* : 14 
~ 0.6337 0.6337 0.63370 0.6337@ Wood screws, flat head, iron (new list prices Jan. 3, 1928) 12 
10.00 | 10.25 | 10.25@ | 10.25@ | Shovels, plain back, No. 2, C grade... i 13 
2.67 “9. 67 2.67@ | 2.67@ Ball tip, loose pin, steel butts, 34 4X 31% 4s, plated i 14 
"6.83. 6.83 5.836 | 5.83@ | Wrought brass butts, 2 in. narrow 16 
6. 12 6.80 a 2 6.806 | 6.80@ | Stillson pattern wrenches, 10 i in., wood handle 16 
8.75 10.90 y 11.00@ | 11.00@ Monkey wrenches, knife handle, 10 in. 17 
"2.36. | 2.36 | 2.36@ | 2.36@ | Files, 10in. flat bastard... 18 
1.43 1.43 1.43@ 1.43@ | Carbon twist drills, 14 in., round straight shank, Jobbers Lengths , 19 
5.94 6.27 6.27@ 6.27@ Chisels, plain handle and edge, 1 in. socket firmer 20 
26 .25 256 .25@ | Soldering coppers, 3 lb. base 21 
11.00 ; 14.00 14.00@ | 14.00@ | Post-hole diggers, Eureka pattern 22 
48.00 48.00@ 48.00@ | 48.00@ | Car movers, Badger... 23 ; 
z 9.27 9.27 , 9.27e & Wire rope, cruc. cast steel, 6 strand, 19 wire, , 5% ue diameter. 24 
3.12 } 3.12 3 12e 3.12@ Poultry netting, 2-in. mesh, 19 )-gage ¥ wire, galvanized a after woven 25 
1.53 1. 63 sme 1.5714@ | Wire screen cloth, 12 mesh, black, less than carload 26 
30 24 34. 20 34.20@ 34 208 Galvanized water pi pails, 10 at., light pe pattern, | less than ¢ carload | . 27 
3.42 4.76 5.35 ® ; Enameled | cast iron si sinks, flat rim, 18 x 30 28 
6.48 ease a fessee Finished brass compression bibbs, standard pattern, fe for I. P. Ki in...| 29 
12.32 ~ | 12.75 | 12.756@ | 12.75@ Axes, unhandled, first quality standard grade, single t bit, base. M4, 30 
9.48 | 9. 480 9. 48@ — Plain tin w wash basins, 13 in., stamped CAV eRe. 31 i 
6.60 | 6.00 | 6.00@ 6.00@ | Circular spring balances, 30 Ib. x oz. | $2 
4.05 | 4.60 | 4.35@ © | Lawn mowers, 14 in., ball-bearing, medium grade, 4Blade.........| | 33 
35 26 27 28 
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not the usual type of “order-tak- 
ing” salesman, but instead a lim- 
ited group of specially trained 
merchandising men whose job 
extends beyond the mere selling 
of the merchandise to a dealer. 
Our salesmen’s job is not only to 
sell to the dealer, but also to help 
the dealer in the merchandising 
of his lines from the consumer 
angle. 

7—It has, through the elimi- 
nation of large masses of detail 
work, cleared the way for our ex- 
ecutive force to spend its time on 
constructive current post-war de- 
velopments which we feel are 
most important. This is espe- 
cially so, since when the war is 
over all branches of business will 


be so tied up with the problem 
of converting to a peace economy 
that proper attention cannot at 
that time be given to the plan- 
ning of local distribution. 

All of this post-war planning 
has already been put into effect. 
The next step is for us to decide 
how to pass along to the dealer 
and ultimately to the consumer, 
our saving in the cost of distri- 
bution. There are many prob- 
lems to be overcome in any plan 
to pass this saving on to our 
deaiers. It undoubtedly will take 
some form of lowered prices. 
Our present plan is to establish 
a system of multiple unit pricing 
which involves a series of price 
reductions based on the unit of 


purchase. This will help those 
dealers most who place their or- 
ders with us in multiple units in 
full recognition of our mutual 
needs. Obviously, those who buy 
in the most economical units will 
gain the most through these low- 
er prices which result from such 


a pricing program. 


A basic plan of lower costs 
made possible by the thorough- 
going simplification of all lines 
and all operating procedures 
coupled with a specialized job of 
merchandising large-unit items 
is our answer to post-war com- 
petition, but it is 80 per cent in 
effect now and within six months 
will be 100 per cent in effect. 


Plans We Are Making to Operate More 
Efficiently and Economically After the War 
By W. H. TERSTEGGE * 


Stratton & Terstegge Co., 
Louisville, Ky. 


AM going to talk mainly 

about our problem, because 
that is the one with which I am. 
most familiar. 

We have about 15 separate 
buildings; they are quite old. We 
have taken occasion during the 
past year already, to put in new 
floors; we have ripped out a 
number of old bins that had been 
there for years and were not the 
proper size. We have put in 
ramps. We have put in some new 
equipment in our office, as hard 
as it is to get office equipment. 
For instance, we put in an El- 
liott Fisher Machine on our pay- 
roll work and are doing every- 
thing we can in the way of me- 
chanical time savers to be ready 
for full business after the war. 

There is no question in my 
mind but what we are going to 
have what may appear to be the 
high wages today after the war, 
and I think we are going to have 
to make every effort to see that 
we do not lose time in the han- 
dling of merchandise either in 
the office or in the warehouse. 

We have found, due to the 
present necessity, that we could 
operate some of our departments 
differently than before. We had 
men leave us, men drafted, and 
found we could operate some of 
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our departments with fewer em- 
ployees than formerly. We have 
tried to get records under these 
conditions of the volume indi- 
vidual employees can handle, be- 
cause we are going to make 
every effort after the war to see 
that the same amount of work is 
handled by as few men as it is 
being handled today. That also 
applies to our office. 

I know many of you have the 
same problem. You cannot get 
enough office help. We therefore 
changed our office routine and 
get the work done with fewer 
people than before. The present 
conditions in our case have been 
perhaps a blessing in disguise. 

I believe many of you men will 
have the same experience if you 
will just take the trouble to go 
through your various depart- 
ments. Make memoranda of how 
many employees you have in your 
shipping department, your vari- 
ous warehouses, and so on. Note 
how many employees it takes to 
get out your invoices, count the 
number of invoices you are get- 
ting out, and you will have an 
awfully good record to go on af- 
ter the war is over, as to what 
can be done. 

I hear so much these days 
about inefficiency, and it looks 
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like we have a lot of it, but by 
pushing the help I find you can 
get an awful lot out of the pres- 
ent-day help if you are willing 
to give care to it. I have had 
trouble in some departments 
where the foreman seems to 
think he has inefficient help. But 
you have to push the foreman, 
because you can get work out of 
a man if you push him. 

We have changed a little in 
our warehousing. Having so 
many buildings, we found we 
could cut down the number of de- 
partments. Now a great many of 
you may not have that problem, 
but it has been a serious one 
with us. With so many buildings 

(Continued on page 282) 
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R. E. PRITCHARD 


Moar TWAIN 


said of the weather, “everybody 
talks about it, but nobody does 
anything about it.” I sometimes 
wondcr.to what extent the same 
is true of post-war planning? 

Business has always planned 
ahead as intelligently as it knew 
how and may fairly be presumed 
to be doing the same thing at the 
present time. But heretofore it 
has not publicized its future 
planning. 

I hope that the present em- 
phasis on post-war planning will 
not raise wide public expecta- 
tions that wil react unfavorably 
on business itself, if those ex- 
pectations are not realized. 

Certainly there are many fac- 
tors which are going to be be- 
yond the control of business in 
the post-war period, such as 
deficit financing and _ inflation, 
control and regulation of prices 
and supply of materials, control 
and regulation of unions, foreign 
trade and foreign investment, 
and taxes. 

We can all identify several 





Our Post-War Plans 


At the Wednesday 
Joint Session 


| pecerapitt er planning discussions have not 
yet crystallized into concrete overall plans, 
however, this will be accomplished in the very 
near future. The most useful and acceptable 
kind of planning will be that which will enable 
us to offer our customers the best possible prod- 
ucts at the lowest possible prices. 


By R. E. PRITCHARD 


President, 
The Stanley Works 


schools of thoug who have 
plans for a bright™new post-war 
world. If one or all of these plans 
are tried and fail, business which 
has advertised and talked itself 
into the front rank of post-war 
planners, will be charged with 
the failure. This, at least, is one 
thing which all other planners 
have in common. 

At the Stanley Works we have 
been working on post-war plans 
since the beginning of this year. 
We brought into our business a 
young man of good intelligence 
to work on our post-war plan- 
ning. He has had experience in 
selling, research and product de- 
sign and is blessed with a fertile 
imagination. 

He was freed of all other re- 
sponsibilities, except post-war 
planning and about the only 
guide that was given him at the 
outset was that post-war plans 
that enabled us to offer our cus- 
tomers the best possible products 
at the lowest possible prices was 
likely to be the most useful and 
acceptable kind of planning. 

We relied upon this man to 
work up plans and to suggest 


new ideas for discussions as to 
our products, processes, mate- 
rials and employment problems 
and also as to markets, methods 
of selling and advertising. We 
also rely upon him to question 
pretty much everything which we 
have come to take for granted 
during the past 100 years that 
we have been in business. 

On the other hand, we depend- 
ed upon key men of long experi- 
ence in our business to judge of 
his ideas and to sift the good 
from the bad among his pro- 
posals, and we depended upon 
this same group to suggest sub- 
jects for further investigation 
and study by him. 

As a method of operation we 
organized several committees, 
one on sales, composed of our 
sales managers; one on products 
and materials, composed of de- 
velopment and design engineers, 
laboratory specialists and quali- 
fied production personnel: and 
one on employment on which our 
personnel manager and various 
employment managers served. 

These committees met from 


(Continued on page 256) 


“If post-war plans are tried and fail, business, which 
has advertised and talked itself into the front rank 
of post-war planners, will be charged with the failure.” 
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The Future of the War 


WE ARE fighting over Europe an aerial 


war of attrition. 


The war will end in a 


great surprise of some kind impossible to pre- 
dict. The Germans are scared to death of the 
Russians, who are gaining a great victory over 
them. There will be large armaments abroad 
and in this country for a very long time, after 
the war and raw material supplies and man- 
power supplies will be more seriously affected 


than in the past. 


By HENRY J. TAYLOR 
War Correspondent and Author 


ee have been told 


many times, but I can’t help but 
repeat it each time I do come 
home, that our men in the field 
today are the best equipped army 
the world has ever seen. Now, 
without expressing undue pride, 
sometimes it is literally embar- 
rassing when you see our troops, 
our mechanized divisions and 
our outfits as a whole in compar- 
ison with even our Allies. The 
equipment, from mess kits on, 
stands out as dramatically as the 
equipment does in our American 
homes, compared to anything 
there is abroad. Our friends 
have certain specialized equip- 
ment, conspicuously the Spitfire 
airplane in Great Britain, but, by 
and large, when you see the way 
we turn our soldiers out from 
their shoes to the tops of their 
heads, the American products 
that are fighting in this war are 
simply magnificent. 

This war is so immense, the 
factors are so fluid, the move- 
ments are so profoundly—well, 
glacial, really, that the war 
breaks itself into one great im- 
ponderable on its own feet. There 
are, however, a few points that 
emerge that I think may interest 
you. 

The first fact that is emerging 
is that the defensive operations 
that the German army has gone 
into in the air against us may be 
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At the Manufacturers’ 
Wednesday Morning Session 
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and probably will be very long 
and very deadly. Everyone 
knows, of course, that the Ger- 
mans switched their airplane 
production from bombers. to 
fighters about 11 months ago, 
and when they did that they de- 
clared, in a most revealing way, 
that they were forever on the 
defensive. 

Well, that was very good news 
for our General Staff and for the 
combined Chiefs of Staff, be- 
cause it meant that the German 
High Command, O.K.W., as it is 
known, had decided that they 
must fight on the defensive from 
here out. So the conversion to 
fighters was the final declaration. 

While that was good news for 
our General Staff, it was very 
bad news for the United States 
Army Air Corps. It is very much 
the same as though a policeman 
might see a suspicious character, 
follow him down an alley, con- 
front him and start to question 
him. If after some questioning 
the suspicious character drew a 
revolver, it would be a confession 
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of defeat. But it would be very 
hard on the policeman. 

The Air Corps, in its opera- 
tions over Germany now, is meet- 
ing approximately 1400 fighter 
planes a night. These ships, of 
course, have approximately the 
same performance as our own 
fighter craft. No better, but they 
have a ratio of performance of 
about three to one, based on the 
fact that they can fly from their 
home fields and therefore stay in 
the air much longer than we can. 

We are reaching into certain 
sections of Germany with our 
own fighter protection, and with 
our Flying Fortresses which 
have been. dismantled from 
bombers into literally flying es- 
cort ships by the addition of 
armor and taking the bombs out 
and substituting straight gun 
protection for the bombers that 
go with them. So when you see 
a flight of 600 bombers going 
over Germany today, a percent- 
age of those have no bombs at 
all, and are carrying the 50-milli- 
meter machine guns and all the 
equipment you can pack into 
them in order to protect these 
Flying Fortresses. 

The Germans apparently have 
not developed anything funda- 
mental in their defense in the 
air over Germany. The rockets 


‘It is obvious that the Germans 
know they have lost the war.” 
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H. F. SEYMOUR 
Columbian Vise 
& Mig. Co. 
Chairman AHMA 
Executive Committee 


that you read about are not yet 
in large scale production. They 
are effective. We haven’t been 
able to dodge a few of them in 
the air. The effect of the rocket 
is devastating, there is no ques- 
tion about that. We have sim- 
ilar armament of our own, but 
this particular period, which 
seems to be so shocking to so 
many of your friends and mine 
especially in the last raid where 
we lost sixty bombers, is chiefly 
due to the concentration of Ger- 
man fighter craft. 

Now, the outlook for that is 
more promising than appears in 
the newspapers, because basical- 
ly we are fighting over Europe a 
war of attrition in the air. A war 





of attrition, while a dreadful 
thing to read about, is the key 
to victory in this war, according 
to our top-level planners. In 
other words, the strategy of the 
United Nations from the very 
beginning has been to find a way 
by which we could ground the 
Luftwaffe, on the principle that 
until the German air force was 
made approximately as weak in 
the air over the Continent as the 
Germans were able to make the 
French air force weak over 
France at the time the Germans 
blitzed France, that it was im- 
possible to invade the Continent. 

So this movement which is tak- 
ing place now on an accelerated 
scale is in fact an attempt to lit- 
crally and actually ground the 
Luftwaffe. It is succeeding, but 
in a war of attrition it is very 
costly. The whole North African 
campaign had that in mind. The 
Germans never waste their air- 
craft. It is very hard to get the 
Germans to fight in their fighter 
categories unless you have a mili- 
tary objective which they must 
conquer by the use of their air 
force. They use it in a curious 
way, differently than ours. You 
may know that the German air 
force is designed in five so-called 
“luftfloten,” which they despatch 
to the different areas or different 
special engagements, very much 
the same as Admiral Halsey 
might despatch a task force for 
an operation in the Solomons, 
hold his engagement, and then 
pull out. 
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PHILLIP ROGERS 
Millers Falls Co. 
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INGERSOLL 
Ingersoll Steel & 
Dise Co. 


STANLEY WOODWARD 
The Ruberoid Co. 




























L. B. JACKSON 
Wickwire Bros., Inc. 
Member AHMA 
Executive Committee 


For example, I was with the 
3ritish at the battle of Alamein. 
Well, the Germans were formerly 
strong in the air there. When 
our Air Corps reserves came in 
to supplement the R.A.F., which 
was growing in strength, and 
when it became clear to the Ger- 
mans that they had lost their su- 
periority at Alamein, the Ger- 
mans disappeared. They simply 
pulled out. 

Now, it is very significant, and 
you may recall that in that pe- 
riod our forces took and captured 
65,000 men. Well, it is easy to 
say 65,000 men, but it is hard to 
capture 65,000 cows in Montana, 
and those men were captured be- 
cause they were absolutely blind 
in the air. They didn’t have a 
reconnaissance plane up. They 
didn’t have a plane up for their 
artillery, to say nothing of any 
fighting equipment. A month 
later, you may recall the Ger- 
mans showed up in Tunisia and 
there they had air superiority 
over us. 

Well, what had happened? The 
task force had been pulled out of 
the Alamein area and a new 
task force had been sent later on 
into the Tunisian area. They 
stayed there as long as they 
could, and came in very heavily, 
and because they operated as a 
compact operational unit, and 
had the interior lines of com- 
munication and could come 
across from Sicily, they were 
able to come in there in full 
force. And by that I mean in 
rounded force, because that is 
part of the numerical problem, 
the proper proportion of bomb- 
ers, fighter craft and intercep- 
tors, so that they had absolute 
air superiority over us. 
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The tip-off of that was when 
you read that our First Armored 
Division was dive-bombed by 
Stuka dive bombers. Whenever 
you see that any American forces 
or United Nations forces are 
dive-bombed by Stukas you can 
be very certain (and this is one 
of the few certain things in the 
war) that the enemy has at that 
time absolute air superiority 
over us, temporarily, of course. 
That is so because the Stuka and 
the dive bombers of other types 
that the Germans have are so 
slow that unless the Germans 
have absolute air superiority 
they can’t use them. They will 
lose literally and actually every 
dive bomber they have unless 
they control the air. 

The reason is that the dive 
bomber dives as fast as nearly 
any other plane, but the German 
dive bombers are very slow when 
they come up out of the turn, 
and as they come up you can hit 
them with either our anti- 
aircraft fire or with the British 
or American interceptor planes, 
and the Germans are unable to 
use them if our interceptors are 
in the air. So, whenever you see 
that our troops have been dive- 
bombed it means that temporar- 
ily the enemy has it on us in the 
air. 

In the long term German air- 
plane production is being strained 
by these raids and by our mili- 
tary operations as a whole, and, 
of course, especially by the ac- 
tion of our heroic allies, the Rus- 
sians. How long they can stay 
in the air no one knows. 

The figures of German air- 
plane production are absolutely 
unreliable. It is not true that 
we are able to obtain those fig- 
ures with anything like the ac- 
curacy that we would like. Com- 


mon sense rebels against many. 


of the reports that are made 
about how many planes the Ger- 
mans produced in a certain week 
or a certain month or even in a 
certain period. 

It is very difficult to discover 
how many locks or other pieces 
of hardware you’ gentlemen 
would make, even though I 
should have a pass to all of your 
plants and set out in some fash- 
ion to cover the United States. 
The parts have to be assembled, 
and when that is done it is not 
done in the way it might be done 
under those auspices, but in 
great secrecy. 
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JOHN M. HOLMES 
Holmes Hardware Co. 


The production of German air- 
craft should not be especially 
limited. They have the three 
basic requirements with which to 
produce airplanes. They have 
aluminum, coming from the larg- 
est aluminum plants in the world 
at Marseilles. They have skilled 
labor, and they have toolmakers. 

The German air force, how- 
ever, is the key to this war, and 
every move that has been made 
so far in the war, and every 
move that will be made in the 
war in Europe is dedicated to 
the purpose of attracting the 
German air force, getting it into 
the air and killing it, because on 
an attrition basis we can ground 
the Luftwaffe. It is very doubt- 
ful if we can ground them before 
the fall of 1944 at best, and that 
is why there seems to be such 
difference between the thinking 
abroad and the action in the field 
and the impression so many of 
my friends at home have, that 
the war is about over. 

Now, I think, as most people 
do, that the war will end in a 
great surprise, a surprise of 
some kind that is impossible to 
predict. I am sure that the wa 
has been blown up out of a 
straight military phase, the 
logistics phase by which you eal- 
culate that they have so many 
divisions, we have so many ‘divi- 
sions, supply lines are this and 
supply lines are that. It has been 
blown up out of the straight 
military phase into the psycho- 
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The Tracy-Wells Co. 





Cc. R. WATKINS 
Watkins-Cottrell Co. 


logical and political phase where 
anything can happen. 

But on a straight military 
basis the best estimates of the 
United Nations leaders abroad 
are that Germany can withstand 
our attacks until the fall of 1944; 
that she can go through this win- 
ter but probably not through 
next winter. 

The news from the Russian 
front doesn’t help those caicula- 
tions a great deal. The Russians, 
instead of expanding our facil- 
ities for information and obser- 
vation are actually contracting 
them. We have closed our mili- 
tary attache’s office in Moscow 
within the last three days. The 
various American consuls in Rus- 
sia no longer have military at- 
taches who travel among them. 


‘Continued on page 210) 
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The Work of the Industrial 
and Hardware Supplies Branch 





DEAN C. GALLAGHER 


Ag the time the old 


Distributors Branch was organ- 
ized, its operations were of ne- 
cessity limited and included su- 
pervision over two functions. 
These were the administration 
of Order L-63 and to supervise 
the processing of PD-1X forms. 
Recent developments, however, 
have given us a much broader 
scope of operations and problems 
to concern ourselves with and 
find us in the position of break- 
ing the branch into sections. 
Now these sections are not 
broken up merely for the pur- 
pose of processing. They are 
established to do the complete 
job of the Division in so far as 
the particular group is con- 
cerned. We have at the present 
time nine of these sections. I 
will name them for you as I am 
sure you will find them of bene- 
fit as there is a great deal of 
crossing of sections in the hard- 
ware wholesaler field. We have 
in operation today the Automo- 
tive Supplies Section, the Elec- 
trical Supplies Section, the 
Hardware Supplies Section, the 
Industrial Supplies Section, the 
General Supplies Section, the 


66 O ONE can say when the war will be 

over. There are still going to be difficult 
times and we cannot yet announce that ‘busi- 
ness as usual’ is the by-word. We do, however, 
know more about our business than we did 
last year, and are in a much better position to 
advise you and assist you with all of your 


problems.” 


By DEAN C. GALLAGHER 
Assistant Director, 
Wholesale and Retail 
Trade Division, WPB 


At the Jobbers’ 
Wednesday Session 


a 


Plumbing and Heating Supplies 
Section, the Petroleum Supplies 
Section. We have two sections 
that cover the overall operations 
of the Branch. One of these is 
known as the Rating and Direc- 
tive Section, which is charged 
with the duties of supplying 
proper and up-to-date directives 
on material processed on PD-1X. 
Also, we have ‘a Maintenance 
and Constructive Section, which 
is charged with the duties of 
providing maintenance and re- 
pair assistance to wholesalers 
and retailers of all types. Also 
in this section is processed all 
applications for wholesalers and 
retailers needing additional fa- 
cilities. This section also han- 
dles emergency requests from 
wholesalers and retailers of all 
descriptions resulting from fire, 
flood, tornadoes, etc., together 
with emergencies resulting from 
a breakdown of facilities or op- 
erating equipment. 

The hardware wholesalers nat- 
urally come under the jurisdic- 


tion of the Hardware Supplies 
Section and in a set-up as broad 
as the one we operate under, it 
is necessary for us to give our 
section chiefs a broad scope un- 
der which they must function. 
A section chief must, of neces- 
sity, be a man thoroughly fa- 
miliar with the industry, to 
know completely its problems 
and to have the confidence of the 
group he is handling. He must 
be versatile enough also to be- 
come thoroughly versed to ob- 
tain a complete knowledge of the 
operations of the War Produc- 
tion Board. For the past 10 
months, we have had such a man 
in the person of Herbert L. 
George, whose term of service 
expires on December Ist. 

No one man can become ex- 
pert in all the sections’ activi- 
ties and, consequently, we must 
have section chiefs who know the 
industry and be, in general, top 
grade men. The time has long 
passed when you could consider 
your section as a PD-1X super- 
visor. WPB-547, as this is now 
known, is only one means of dis- 
tributing material. It may be 
effective in some cases and not 
the proper instrument in others. 


“The subject of manpower is unquestionably 
the most important problem facing you today” 
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There are in existence today in 
the War Production Board many 
other means of distributing ma- 
terial than by PD-1X and our 
job is to know all methods and 
to implement them. I will dis- 
cuss the present PD-1X outlook 
further in this talk. 

The Wholesale and Retail 
Trade Division was established 
in January under the Division 
of Operations and, as you know, 
a short time ago we were trans- 
ferred to the Office of Civilian 
Requirements. Under the Divi- 
sion of Operations, we were 
more or less an outcast, as we 
were the only division in the 
set-up that did not concern itself 
with production. Under the or- 
der setting up the Office of Ci- 
vilian Requirements, direct re- 
sponsibility was given them over 
policies governing distribution 
of consumer goods and services 
and the order transferring our 
division stated further its juris- 
diction over distribution would 
be transferred to our division. 


Reasons for Transfer 


Those of you who operate in 
the industrial field might well 
wonder why your group was 
transferred to the Office of Ci- 
vilian Requirements. This can 
best be explained by stating that 
it was impossible to split it up 
into the existing industry divi- 
sions and it was also decided 
that distributors should all re- 
main in one division. 

The Office of Civilian Require- 
ments is, under the present set- 
up, more representative of the 
civilian purchaser than the old 
Office of Civilian Supply. It 
claims from the Requirements 
Committee and re-allots to the 
industry divisions material for 
the manufacture of certain ci- 
vilian supplies to the extent re- 
quired for the civilian pur- 
chasers of this country. These 
supplies are designated as OCR 
Class B_ products. An OCR 
Class B product is not neces- 
sarily the entire production of 
an item or the entire output of 
any one producer of that item, 
but it is that portion of the total 
production of the items sched- 
uled for civilian purchasers, as 
opposed to the Army, Navy, 
Maritime or other Claimant 
Agencies. For the fourth quar- 
ter of this year there were only 
46 product groups designated as 
OCR Class B products. For the 
first quarter of next year, the 


OCTOBER 28, 1943 


N.W.H.A. Executive Committee 





I. S. DILLINGHAM 
Bigelow & Dowse Co. 


CHARLES L. WHEELER 
Salt Lake Hdwe. Co. 





R. R. WITT 
Builders’ Supply Co.. 





list has already grown to 120 
product groups and will un- 
doubtedly grow still more as the 
Office of Civilian Requirements 
is able to make more complete 
its analyses of civilian require- 
ments and increase its program- 
ing activities. 

In this general Office of Ci- 
vilian Requirements program, 
shortages are developing in the 
items that formerly were com- 
paratively free. This is de- 
cidedly true in some items of 
textile and very definitely true 
of material made from wood. In 
the hard goods field the outlook 
is much improved. Mr. White- 
side told your Advisory Commit- 
tee at their recent meeting that 
the hardware wholesalers and 
retailers had taken their worst 
raps at the beginning of the war 
period. This is certainly not 
news to you, but it might be 
good news that we think you will 
have more to sell during the 
coming year, especially those 
items necessary to the health 
and the preservation of home 
and farm facilities for the ci- 
vilian and farmer. 

One of the most forward steps 
taken by our division was the 
formation of advisory commit- 
tees. For the benefit of those 
who are not aware as to how 
these committees are set up, I 
will give you an idea how this is 
done: 

First, the dollar volume of the 
industry is taken and, secondly, 
the grouping of firms as to 
small, medium and large. After 





it is determined the percentage 
of the classification to the total, 
it is decided how many of each 
of these classes are to constitute 
the membership. After this is 
done, these are further broken 
down into geographical areas of 
north, east, south, midwest and 
west. You can readily see that 
this is the nearest thing we can 
get to equitable representation. 


Five Functioning 


In our branch we have five of 
these committees functioning. 
These are the Automotive Sup- 
plies, the Industrial Supplies, 
the Electrical Supplies, the Pe- 
troleum Supplies and the Hard- 
ware Supplies. I cannot enough 
begin to tell you the benefit we 
have derived from your commit- 
tee. They have helped us on 
problems of revising our orders 
and forms, manpower, re-distri- 
bution of surplus stocks and 
other major problems. Much 
credit for the adoption of the 
E-6 and other orders can be 
traced directly to the informa- 
tion we have received from Ad- 
visory Committee. At the re- 
cent meeting of your committee, 
Mr. Whiteside asked for the for- 
mation of a task committee to 
submit a formula for equitable 
distribution for goods sold by 
the wholesaler to the retailer. 
This task committee met and 
submitted its recommendation 
which I presented to Mr. White- 
side personally on Saturday. I 
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| T has been said that 
there are two sides to every 
question and a great many peo- 
ple pass that off and say, “Well, 
what difference does it make if 
there are two sides to every 
question, then?” As a matter 
of fact there are three sides to 
every question—your side, my 
side and the right side, and it is 
only because in our democratic 
tradition we have tolerance, free 
discussion, because I am willing 
to listen to your side and you are 
willing to listen to my side, that 
we may both hope to arrive a 
little closer to the center of 
gravity of truth. 


A Difficult Situation 


I have a great deal of sym- 
pathy for the members of Con- 
gress and the members of the 
important committees of Con- 
gress which have struggled with 
the Renegotiation Act and the 
men who have attempted to 
administer it. They were indeed 
confronted with a very difficult 
situation following Pearl Har- 
bor, when with respect to a great 
many items there were no pre- 
vious standerds of cost which 
could be relied upon by either 
the Government or the contrac- 
tor. Then in the light of the 
money that was made in World 
War No. 1, the feeling of an- 
tagonism toward profits in war, 
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The Renegotiation of Contracts 


GREAT deal of profiteering in this war in 
labor, agriculture, manufacturing and dis- 
tributing. Public debt of this country building 
up faster than that of all nations in the world. 
It would be far better to handle excess profits 
through the tax process, than through renego- 


tiation. 


By HON. SAMUEL B. PETTENGILL 


General Counsel, 
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our Congress and these gentle- 
men administering the Renego- 
tiation Act and a spirit of trying 
to preserve unanimity in this 
country, we must have a great 
deal of sympathy for what they 
undertook to do. 

Today, however, the situation 
is largely changed. As a result 
of the year and a half since the 
Renegotiation Act passed we are 
now better enabled to estimate 
costs in the original writing of 
contracts. There are newer de- 
vices and gadgets and inventions 
that are in the field of unex- 
plored costs, and in addition to 
that the tax rate has_ been 
greatly upped since April, 1942, 
when the Renegotiation Act was 
passed, so that the reasons 
which persuaded Congress to 
adopt the Act have largely passed 
from the necessities of the situ- 
ation. And the question now is 
whether an end should be put 
to the Renegotiation Act or 
whether it should be amended or 
whether it should be kept as is, 
or further extended. 

Those of you who are not fully 
familiar with the subject of the 
matter, may be rather surprised 
to know that the Naval Affairs 
Committee of the House of 
Representatives has _ actually 
recommended extension of rene- 
gotiation. They recommend that 
the Procurement activities of the 
Department of Agriculture 
should be brought under the act. 
They recommend that all con- 
tracts entered into by the Trea- 
sury Department such as build- 


ing post offices and Federal 
buildings, etc., should be brought 
in under the act. 

So, on the one side we have 
those who think the act should 
be extended in its application 
and we have the others who 
think that it should be restricted 
if not entirely repealed. 

I spoke a moment ago about 
the desire, the patriotic desire 
not to make a lot of war million- 
aires out of suffering and travail 
and death and lost opportunities 
of millions of young men wear- 
ing the uniform. With that I 
very thoroughly agree. On the 
other hand, that has been largely 
exaggerated and it is one of the 
errors, as I see it of our free 
enterprise system, that we do 
not challenge boldly and con- 
vincingly a great many of these 
demagogic statements that are 
made to destroy faith in our free 
enterprise system and our con- 
stitutional form of government. 


World War “Millionaires” 


For example, it has been go- 
ing around now for 25 years that 
there were 22,000 millionaires 
made by World War No. 1. I saw 
in a magazine only yesterday, 
that statement repeated. But 
only a moment’s computation 
would show that that simply 
could not be true, because if 
22,000 millionaires were created 
in World War No. 1 and each 
made only a million dollars, that 
is a total of 22 billion dollars, 
and’ in view of the fact that 
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“The reasons which persuaded Congress 


to adopt the Act have largely passed.” 


World War No. 1 cost only 31 
billion, it is impossible the 22,000 
men made that amount, net. 

I have no defense however for 
individuals building up their per- 
sonal fortunes on the travail of 
war. The fault is not too much 
on the part of manufacturers. 
There is a great deal of profiteer- 
ing in this war that is very wide- 
spread, in labor and in agricul- 
ture as well as in manufacturing 
and distributing. The very fact 
that we have a gap of 50 billion 
dollars between national incomes 
and civilian purchases, plus 
taxes, indicates that a lot of peo- 
ple are making money in this 
war. As a matter of fact, it is 
probably the greatest squander 
mania that the world has ever 
known. Possibly this war is cost- 
ing 25 to 50 billion dollars a year 
more than it should, to wage an 
efficient contest with those ene- 
mies of ours. Following World 
War No. 1, many committees of 
Congress dealt with this subject 
of excessive war profits, and in 
1930 a committee of 14 men was 
appointed: six members of the 
Cabinet, President Hoover’s Cab- 
inet, four members of the Senate 
and four of the House to report 
on how’ this question should be 
met and dealt with in the event 
that we got into another war. 
And that committee with only 
one dissenting voice recommend- 
ed that in the event we got into 
another war, we should have an 
Excess Profits Tax of 95 per 
cent, not only upon corporations 
but upon individuals, over and 
above their average earnings 
during the previous three years. 
In other words, an excess profits 
tax upon individuals as well as 
upon companies. 


Would Reduce War Cost 


Mr. Baruch who strongly 
urged the adoption of such a pro- 
gram, said at that time that it 
would reduce the cost of war by 
50 per cent. and I believe by an 
even greater figure. He said fur- 
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ther it would eliminate war prof- 
its and inflation; it would pre- 
serve its credit and its economic 
prestige throughout the world; 
its war effort would be conducted 
with less interference with nor- 
mal economic processes and the 
lives of the civil population than 
has ever been the experience of 
any nation in the history of the 
world. That is, it would conserve 
the nation’s resources and pre- 
serve the morale of its people to 
such an extent that it would be 
able to outlive any antagonist in 
a long-drawn struggle. That it 
could pass from a war status 
back to a peace status with a 
minimum of the prostrating eco- 
nomic aftermath that has hither- 
to been the invariable experience 
of every ex-belligerent in a 
great war; that the efficiency of 
the combined military and eco- 
nomic machine that could be de- 
rived from these policies would 
constitute this Nation an instru- 
ment for war effective beyond 
the imagination of any military 
expert even of this advanced date 
—powerful beyond the possibili- 
ties of any antagonist and per- 
haps of any combination of an- 
tagonists. These are some of the 
conclusions of Mr. Baruch. 

Nothing was done about that 
recommendation that was made 
in 1932 by this distinguished 
group of men both in the Cabi- 
net, including the Secretary of 
Labor and members of the Sen- 
ate and the House of Represen- 
tatives. And we came up to this 
war as ill-prepared to deal with 
this huge subject as the com- 
manders at Pearl Harbor were 
prepared to deal with the Japs 
on Dec. 7, 1941. 

So the fault is not entirely 
upon business, by any means— 
or the managers of free enter- 
prise—and it is my judgment 
that the managers of free enter- 
prise, if we are going to go after 
or have a free enterprise system 
in the post-war years, have got 
to stand up and fight and defend 


their legitimate interests and 
put some ot the blame where the 
legitimate blame rests—upon the 
other fellow. 

We have this situation today 
of spending more on this war 
than all of the nations in the 
world put together. We are build- 
ing up the public debt of this 
country faster than the public 
debt of all nations in the world, 
friends and foe alike, is being 
increased, and that is not the 
fault of American business men 
or their stockholders or security 
holders. It is the fault of those 
responsible for the administra- 
tion of the war—a time and a 
half war among other things— 
and a lot of things that have hap- 
pened to make this the most 
squander maniacal war that any 
nation in the world ever fought. 
And we are going to come out of 
it with a debt next July, if the 
war is over then and all of the 
spending is over then, equal to 
two-thirds of all of the wealth 
that we have accumulated since 
Christopher Columbus  discov- 
ered this country 451 years ago. 

So the blame does not all rest 
upon industry by any means. 
And I want to say that I pay 
my tribute to the men in indus- 
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try and in the distributive trades 
who have to put their shoulders 
to the wheel and who have not 
tried to build up huge personal 
fortunes from this war. 'l'ney are 
concerned, as they have a legiti- 
mate right to be, with the posi- 
tion of their companies for post- 
war, for conversion back to 
peacetime processes, so that they 
will have something in the till 
with which to meet the enor- 
mous cost of reconverting back 
to peacetime without having to 
go to the Federal Government 
like blind beggars with tin cups 
in their hands to beg back a lit- 
tle dough from the politicians by 
asking favors. 

They have a right to ask that 
post-war reserves be taken into 
consideration in connection with 
the renegotiation of war profits. 
They, have a right to see to it 
that American business, if we do 
have a depression following the 
war, is able to do what American 
business did following World 
War No. 1, in the depression be- 
ginning in 1930 when American 
enterprise paid out 25 billion dol- 
lars more than it took in in order 
to keep this country’s factories 
open, pay taxes, and employ their 
men. Because American business 
did have that reserve following 
World War No. 1, and the pros- 
perous period of the 1920’s, we 
were able to do in private ways 
more to relieve unemployment 
and suffering than was done by 
WPA, and to that extent made 
it unneccessary for the Federal 
Government to go 25 additional 
billions into debt in order to 
finance the depression. 

I want to say with reference 
to the Renegotiation Act, there 
being two sides to the question, 
that weighing the advantages 
and the disadvantages, the pros 
and cons, the debits and credits 
of the situation, I believe that it 
would be far better to cut rene- 
gotiation off, as there will be 
some adiscussion on Dec. 15 that 
the matter of excess profits, 
where they exist, be handled 
through the tax process. In other 
words that we come back to a 
government by law and get away 
from a government by men. Mr. 
Carter has said, and I honor him 
for saying it, that the renegotia- 
tion statute is dangerous and 
un-American, but he also said 
that in April, 1942, we were 
faced with a dangerous situation 
and we had to adopt a dangerous 
method. I honor him for that 
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statement—but it is an un-Amer- 
ican statute because without any 
standard at all written into the 
law, the profits of one company 
or vcne otner are almost entirely 
at tne aiscretion, judgment or 
even the whim of the renegotiat- 
ing officials. That is more power, 
as was said during the Supreme 
Court packing days, than a good 
man should want or a bad man 
should have, this power of pass- 
ing upon billions and billions of 
dollars without any standards 
written into the law. 


Retroactive 


The Act also was made to ap- 
ply retroactively to contracts en- 
tered into before the statute was 
passed. And if we still have a 
Constitution in this country and 
still have courts that will uphold 
the Constitution and the sanctity 
of profits and property rights, 
the contract is clearly unconsti- 
tutional and I am willing to pre- 
serve just a little, the Constitu- 
tion of the United States. 

It is not likely that, with ref- 
erence to contracts that were en- 
tered into before April, 1942, 
that, net, above what the Gov- 
ernment should collect from 
taxes, renegotiation has brought 
in more than two or three hun- 
dred million dollars, or the cost 
of this war for one day. And I 
would rather lose the cost of this 
war for one day than to start 
any further precedents for un- 
constitutional government in 
this country. 

The Ways and Means Commit- 
tee, the Naval Affairs Committee 








and the Truman Committee have 
made a number of suggestions 
with reference to improving the 
law while retaining it upon the 
statute books, and with most of 
those we can agree: that the ex- 
emption be raised from $100,000 
to $500,000, that the renegotia- 
tion shall be completed within a 
year or 4 months from the time 
it is started and that an agree- 
ment shall be made binding upon 
the government at that time 
when it is concluded, so that 
people charged with the responsi- 
bility of looking forward into 
post-war years will know and the 
bankers will know, and every- 
body will know with some rea- 
sonable degree of certainty how 
much the corporations are worth 
and how much the corporation 
can count upon and plan for re- 
conversion years. 


Must Give Reasons 


It is also suggested that the 
renegotiators should make a 
statement in writing to the com- 
pany renegotiated, as to the 
reasons why, or as to the reason 
why the renegotiators should be 
paid back and get away from this 
Star Chamber stuff, this secrecy 
business, which is a ripe soil for 
scandal. It seems to me that the 
renegotiators themselves who 
are concerned with the integrity 
of their personal reputations 
would welcome an honest dis- 
closure of the reasons, and that 
those reasons be made a matter 
of public record so that one com- 
pany cannot be favored at the 

(Continued on page 268) 
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War-Time and Post-War 


66 E WILL not shirk our definite responsi- © 
bilities to our Government to support 
the war effort, regardless of any sacrifices we 


may have to make.” 
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‘ opening this, our 
thirty-third semi-annual meet- 
ing, or more properly our war 
conference, I would like to bring 
to the attention of our members, 
certain pertinent facts surround- 
ing the conduct of our business, 
that will either hinder or pro- 
mote successful operations. 

We all know while this war is 
on, all lines of business and in- 
dustry must be conducted strict- 
ly in accordance with the rulings 
and dictates of the men in Wash- 
ington who are responsible for 
supplying the needs of our Army 
and Navy and essential civilian 
requirements. Our membership 
subscribe most heartily to the 
program and we will not shirk 
our definite responsibilities to 
our Government to support the 
war effort, regardless of any sac- 
rifices we may have to make. It 
must be recognized, however, 
that verbal support means noth- 
ing. 

The rules and regulations made 
necessary must be followed, re- 
gardless of the detail involved 
and the shortage of manpower 
to keep industry and business 
moving at the highest pitch to 
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increase production and proper 
distribution where the best re- 
sults will be obtained for the war 
effort and the post-war period. 
This is not an easy job for there 
will be no “business as usual” 
for a long time, but I am con- 
vinced that we, on the home 
front, “can take it,” when we 
consider what our boys are going 
through overseas. 


Definite Responsibility 


Each one of us has a definite 
responsibility when our boys 
come home during and after the 
war. We must be prepared to 
allow them to take over where 
they left off when they joined 
the armed forces and to do this, 
it is most important that we con- 
duct our business on more inten- 
sive lines than ever. 

According to our First Lady’s 
statement after her recent tour 
and from letters of my daugh- 
ters who are overseas, our boys’ 
main concern is will they have a 
job when they return? Let’s all 
resolve not to let our boys down! 

Undoubtedly, there are going 
to be great changes after the 
war, both in manufacturing and 
distribution. For example: Plas- 
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tics versus metal—aluminum 
against steel — magnesium 
against aluminum — stainless 


steel versus copper. 

The material shortage, in 
many lines, is opening markets 
for many substitutes which will 
be serious competition later on. 
Distribution will show decided 
changes. There will be mass 
building projects and prefabri- 
cated building units, all of which 
will make it necessary to gradu- 
ally adjust our business to con- 
form with these new changes 
and developments. We also have 
to consider the post-war distri- 
bution of surplus Gevernment 
goods which, if released at dis- 
tressed prices, will demoralize 
certain markets. 

Now, gentlemen, is the time, 
not later, to start putting our 
house in order. Always remem- 
ber the advice of Russell Sage. 
“Buy when the other fellow is 
selling and sell when the other 
fellow is’ buying.” And you will 
never go wrong. 

Do not. be high-pressured into 
purchasing undesirable or exces- 
sively priced merchandise just 
because it is offered during the 
present shortage and be left 
holding the bag when the scene 
changes and improved or cheaper 
merchandise is available. 











Reduce your inventory. Get 
rid of every item of slow-moving 
stock and be ready to stock up 
later on, thereby, absorbing .the 
products that will be turned out 
by the manufacturers who will 
convert back to civilian goods in 
the post-war period and which 
will help provide employment for 
our returning boys. 

I now want to say a few words 
of praise and support to the men 
engaged in the wholesale distrib- 
uting industry. 

For many year, word has been 
passed around that the whole- 
saier is on his way out and that 
distribution can be improved by 
the elimination of the whole- 
saler. A more untrue observa- 
tion, in my opinion, has never 
been made. 

While serving on a wholesale 
distributors industry committee 
for the Department of Labor, I 
was amazed and gratified to 
learn that the latest survey made 
by the United States Department 
of Commerce, Bureau of the Cen- 
sus, indicated that in our United 
States, there are 200,573 whole- 
salers who do an annual business 
of fifty-five billion dollars and 
have an annual payroll of over 
two and one-half billion dollars. 
If these figures are an indication 
of the vanishing of an industry, 
I would like to know how our 
critics reason. 

I believe most of us have been 
too modest in the past. There is 
a definite place in the picture for 
a wholesaler in all lines. 
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I have seen statistics showing 
that 60 per cent of the two mil- 
lion retailers in this country did 
a business of less than $10,000 
each. How, otherwise, could they 
survive without the wholesalers’ 
supply lines and the support of 
the wholesaler who must assume 
many and various roles, includ- 
ing extension of credit, keeping 
large quantities on hand, pur- 
chasing well in advance of sea- 
sonable requirements and many 
other services. 

The functions of a wholesaler 
can readily be likened to the 
“service of supply” of the Army, 





N.W.H.A. Executive Committee 





W. A. PARKER JOHN H. MIZE H. W. CONDE 
Beck & Gregg Hdwe. Blish, Mize & W. W. Conde Hdwe. 
Co. Silliman Hdwe. Co. Co. 
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who practically perform the same 
distribution services for our 
armed forces as the wholesaler 
to the public. The wholesaler 
performs no less service to the 
manufacturers. By making pur- 
chases in carload quantities and 
well in advance of seasonable re- 
quirements, the manufacturers 
can produce and dispose of their 
products economically and be as- 
sured of fuller and more definite 
operations. 

Another indication of the im- 
portance of our industry is the 
fact that many of the Govern- 
ment agencies have drawn upon 
the personnel of the wholesale 
distributors to serve in impor- 
‘ant jobs. From all accounts, 
‘heir experience and knowledge 
obtained over years in their 
business has served well and has 
heen most satisfactory to the ex- 
ecutive heads of these various 
Government divisions. 

So, let’s throw out our chests 
and not allow anyone tell us we 
are not an essential industry, do- 
ing our part for the war effort as 
well as serving the civilians on 
the home front. 





Latest News on 


PRIORITIES 
and 
WAR-TIME ORDERS 
on page 190 
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Let’s say that you, in pardonable igno- 
rance, have blithely stepped up to the 
hosiery counter in a store and asked for 
three pairs of nylons for your wife’s birth- 
day. And the salesgirl has snapped, “No 
nylons,” at you and looked you up and 
down as if to add, “—you dumb cluck!” 


Didn’t make you feel very good, did it— 
or very kindly disposed toward that store? 


How much pleasanter it would have 
been if the salesgirl had said something 
like: “I’m sorry, sir, we haven’t any nylons 
just now because they’re almost impos- 
sible to get. But if you'll leave your name, 
we'll be glad to notify you if we get some.” 


Now, as you know all'too well, there are 
a lot of hardware and sporting goods 
items that you can’t supply today. And 
all day long, and every day, you and your 
clerks have to say no to people who, in 
their pardonable ignorance, ask for the 
impossible. 


A lot of hardware and sporting goods 
stores are using this difficult situation as 
an opportunity to make friends and future 
customers. For it is indeed an opportunity. 
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Have you ever had an experience 
like this?... 


Reniactet DEALER LETTER 


In fact, we believe that a great deal of 


post-war good-will and business is being 
won right now by stores of which people 
say, “I like that store. No matter how 
tough the going gets for them—I know it 
must get pretty tough — and no matter 
how unreasonable my demands probably 
are, they’re always polite and considerate.” 


So here we’ll suggest a thought to paste 


up somewhere so your employees can never 
forget it: 


Politeness now will pay manyfold later! 


Remington Arms Company, Inc., Bridge- 
port, Conn. 


“Looks like Ed is finally giving that dumb clerk the axe.” 









2°29 Y.42 
Sidelines.. 


Uncle Henry says: Never try to sail 
the sea of life by dead reckoning. It’s 
a heap smarter to take a sight now and 


“4 then and find out where you really be. 


* * * 


Did you know that Kleanbore* Hi- 
Speed* .22’s leave the muzzle of a gun 
at 960 miles per hour—faster than 
sound ? 


*Reg. U. S. Pat. Off. 
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IRVING W. CLARK 


, acute need for 


war housing—the accumulated 
need for post-war housing— 
places housing in the category 
of one of the post-war barom- 
eters. This need fur housing, 
both present and after the war, 
is not a myth, but a fact, even 
through published data, appears 
to be astronomical in dimension, 
when weighted with the housing 
records of the thirty’s or even 
the 1924-1929 period—the previ- 
ous all-time high for housing 
construction. 

Reasonable estimates projected 
by authorities place the post- 
war need from 1,000,000 to 
1,400,000 family units annually. 
This appears to be a bare mini- 
mum required for a period of 10 
years or longer after the war, if 
we are, as a nation, to “hold our 
own” in the housing requirement 
field. Think of it!—A need in 
excess of 1,000,000 homes an- 
nually. This is both a challenge 
and an _ opportunity to. all 
branches of the construction and 
of the house building industry. 


Based on Studies 


These figures are not mere 
conjectures picked from the air, 
but are based upon long-term 
' studies, which clearly establish 
certain definite trends and data, 
as: 
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Post-War Prospects for|the 


Feeasouare estimates projected by au- 
thorities places our post-war housing 
needs in excess of 1,000,000 family units per 
year for a period of 10 years or more after the 
war. This is a challenge and an opportunity to 
dealers, distributors, and manufacturers inter- 
ested in the construction and home building 


industry. 


By IRVING W. CLARK 


Westinghouse Electric & 
Manufacturing Co. 
Vice-Chairman, Post-War 
Planning Program for 
the Producers Council 


(1) There are approximately 
a half million net new families 
annually added to the family 
roll within the borders of the 
continental United States. 

(2) The number of persons 
within the most probable mar- 
riageable age bracket of 25-45 
years is at an all-time high— 
due largely to the increased birth 
rate during and following World 
War I. This fact tends to in- 
crease the annual number of new 
families above the normal ratio. 

(3) Again, taken as an aver- 
age for a ten-year period, there 
is another 300,000 to 400,000 
units that are annually razed be- 
cause of total obsolescence—de- 
struction by fire, tornadoes, or 
other catastrophes. 

While these factors add up to 
a total need that would require 
approximately 900,000 new homes 
annually, this is only a part of 
the story. 

The annual need rate has been 
at this high level of 900,000 
units for the period of 1931 to 
1941, while only an average of 
350,000 housing units were built 
per year during the same period. 
A need backlog in excess of 5,- 
000,000 housing units has, there- 
fore, accumulated, which if 
spread over a 10-year post-war 
period. would place the annual 
total housing potential at 1,400,- 
000 homes. 





Large as the new housing need 
potential appears, it is not the 
whole market possibility. 
Throughout this broad land of 
ours, there are millions upon 
millions of existing homes, that 
due to the war and the distress- 
ing economic conditions of the 
early part of the 10-year period 
proceeding the present tragic ca- 
tastrophe, are in urgent need of 
modernization and repair. These 
housing units are basicly well 
built and substantial. They have 
served only a limited part of 
their normal life. Their eco- 
nomic worth well warrants the 
expenditure of sizable sums of 
money, to give to their owners 
and occupants, dwelling units 
that will be modern in terms of 
post-war standards. 


Little Existing Data 


While there is little factual 
data to establish the dollar value 
of this vast market for building 
supplies, materials, and equip- 
ment; a careful check indicates 
that the need potential can equal 
or possibly exceed by from 25 
to 50 per cent the number of 
dollars that will be spent in new 
house construction in any one 
year. In projecting, therefore, 
your programs and plans for the 
post-war period, the moderniza- 
tion and repair market contains 
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a potential for your goods—your 
services that should warrant as 
careful planning and as great an 
effort as that expended on the 
new home market. 

Need, however, is one thing— 
converting that need into actual 
new homes or actual moderniza- 
tion projects is quite another. 
The actual number of units that 
will be constructed, or will be 
modernized or repaired annually 
during the post-war period, will, 
in a large measure, depend upon 
the housing industry’s ability to 
develop a completely coordinated 
approach to the problem. 

This point is of particular im- 
portance, due to the fact that of 
this total annual need potential 
only about 50 per cent, or from 
600,000 to 700,000 units will be 
required annually by net new 
families. This group can be 
termed the “ready made” poten- 
tial. Its requirements can only 
be met by new housing units, or 
by the socially and economically 
undesirable practice of doubling 
up. The balance of the total po- 
tential based largely upon dem- 
olition due to obsolescence, and 
to a lesser degree upon destruc- 
tion by catastrophe, should be 
classed as probably potential. It 
is in this last group that the 
greatest effort will be required 
on the part of you, and you, and 
you—yes, upon the entire indus- 
try’s ability to produce a sound 
practical housing program thaf 
will encourage, not only home 
ownership, but the construction 
of modern housing facilities—at- 
tractive and comfortable living 
quarters within the various in- 
come brackets, with fair return 
to investors. 

Also within this probable po- 
tential, should be included hous- 


ing units for families with an- 
nual incomes of $100 or less per 
month, that will be either sub- 
sidized, in part, or completely 
financed by public funds. 

Again it is of utmost impor- 
tance that careful studies be 
made, not only nationally, but 
by each and every community, as 
to its specific housing require- 
ments, actual and probable, to- 
gether with its Hemands upon 
the permanent public works, and 
commercial buildings. These lat- 
ter include: streets, sewers, 
water systems, utilities, police 
and fire protection, garbage and 
sewerage disposal, schools, 
churches, community centers, 
parks, theaters, stores and offices. 

While a search has been made 
for authentic data to establish 
a concrete relationship between 
new house construction dollars 
and this latter group of elements 
so essential to sound community 
existence—little has been found. 
It is estimated, however, that a 
well-balanced and completely ef- 
fective program of permanent 
public works and commercial 
buildings will require on a na- 
tional average of as much as one 
dollar to one and a half dollars 
for each dollar of new house con- 
struction. 


Influencing Factors 


A quick mental recapitulation 
of the total magnitude of a com- 
plete housing program for the 
post-war period, including new 
housing, modernization and re- 
pair, public works, and commer- 
cial buildings, all of which are 
essential, one to the other, gives 
a clear picture of the tremendous 
opportunity that is knocking at 
the construction and housing in- 
dustries door. 


At the 
Sheet Metal Distributors’ 
Tuesday Session 


There are several factors, some 
favorable and others unfavor- 
able, which will influence the ex- 
tent of these conversions. Fol- 
lowing are the favorable factors: 


High Income 


Most’ economists agree that a 
national income of from one hun- 
dred to one hundred-twenty bil- 
lion dollars will probably be 
necessary to uphold the type of 
economy that our democracy 
after the war will require. With 
an income of this magnitude, 
there should be more dollars 
available for housing and better 
living than ever before in the his- 
tory of our country. 


Accumulated Savings 
and Credit 


During these war years, in- 
debtedness is being reduced at a 
tremendous rate. Several bil- 
lions in credit, is, therefore, 
being accumulated and will be 
ready to be used in the purchase 
of homes, consumer’ durable 
goods and luxuries. To this 
should be added the tremendous 
accumulated savings that are pil- 
ing up in the form of—war 
bonds, savings accounts and 
other investments. The savings 
in 1941 amounted to approxi- 
mately 12.9 billions of dollars; in 
1942, 26 billions were placed in 
the savings accounts of the na- 
tion; in 1943, it is estimated 
that 42 billions of dollars will be 
saved in one form or another. 
This latter amount of savings 
well approaches the total nation- 
al income of our low depression 
year. 


Desire for Home Ownership 


A recent study made by the 
Princeton Bureau of Urban Re- 


‘Put into action a sound, well-developed program and 
insure better American homes in the post-war period.” 


OCTOBER 28, 1943 
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search, produced the following 
interesting data: 

A. In cities of 500,000 or over, 
30 per cent owned their own 
homes, while 61 per cent would 
like to own their own residences. 
This means that of the 70 per 
cent that are at present renting, 
only 39 per cent actually wish to 
continue this form of occupancy. 

B. Again, in cities with a 
population of from 5000 to 500,- 
000, 44 per cent own their own 
homes, while 75 per cent would 
like to, indicating that of the 56 
per cent now renting, only 25 
per cent would like to continue as 
tenants. These figures indicate 
healthy trends toward a desire 
for home ownership, regardless 
of the size of the city—with par- 
ticular stress on home ownership 
in the smaller urban areas. 


Delayed Marriages 


Calculations based on histori- 
cal experience indicate that wars 
have always delayed a very ap- 
preciable number of marriages. 
Indications are that this con- 
flict will develop the same char- 
acteristics as far as this phase 
of our social life is concerned. A 
great “peak” in the marriage 
curve is anticipated in the early 
post-war days. 

As against these favorable ele- 
ments, the following unfavorable 
factors must be given careful 
consideration: 


Lower Incomes 


An appreciable drop in the na- 
tional income would be most dis- 
astrous to a healthy housing 
activity. 


Fear of Unemployment 


Should the specter of pro- 
longed unemployment leer its 
ugly head during the post-war 
period, housing construction 
would be adversely affected. 


Competition Consumer's 
Dollar 


While it appears that the aver- 
age consumer will have more 
dollars for the better things of 
life at the conclusion of the war, 
he will be confronted with in- 
creased numbers of desirable 
items to purchase. The competi- 
tion for his dollars will, there- 
fore, be particularly active, and 
housing to obtain its rightful 
share will have to compete with 
the—automobile, delayed vaca- 
tions, home furnishings and 
other elements that will be seek- 
ing a larger share of “Mr. and 
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Mrs. Homemakers’ ” income, sav- 
ings or credit. 


Inflation 
Like war conditions and fear 
of unemployment—the specter— 
inflation—can be most retroac- 


tive to the housing needs of the 
country. 


Runaway Land Speculations, 
Codes and Labor 


Most of you can remember the 
disastrous effects of several 
speculative land booms through- 
out our country. Every effort 
must be made to prevent or min- 
imize land speculation. 





HENRY HOEYNCK 
Shapleigh Hardware Co., Executive 


Committee, Nat. Ass'n of Sheet 


Metal Distributors 


The “stranglehold” in many 
communities placed upon hous- 
ing and the construction indus- 
try by ill-advised building codes 
is a factor that needs the im- 
mediate attention of the entire 
coordinated effort of the housing 
and construction industry. 

While construction labor hour- 
ly rates have appeared to be bad- 
ly out of line with other labor 
classes, the actual annual net re- 
turn to the building trades has 
been in many cases far below 
that of less skilled occupations. 
With the advent of a well-bal- 
anced continuous housing pro- 
gram over a period of years, it 
is anticipated that a mutual so- 
lution to this complex problem 
from both the angle of manage- 
ment and labor may possibly be 
found by the steady employment 
of construction labor on a guar- 
anteed annual income basis. 


Revolutionary Housing 
Developments 


The tremendous amount of in- 
terest being shown in the revolu- 





tionary developments of housing 
and housing equipment of “some 
time in the future” may develop 
a complex on the part of the 
purchasing public to wait until 
some of the “dream” factors are 
actually produced. This may 
greatly retard the market at a 
time when a pronounced activity 
will have the greatest economic 
value. A sound consumer pro- 
gram to off-set such a reaction 
is essential and can be activated 
without in any way hindering 
the future development of the 
many new products and mate- 
rials that the accelerated pro- 
grams of all consumer goods 
manufacturers will undoubtedly 
produce. 

Some of these factors are local 
and will require the coordinated 
attention of construction indus- 
try, of which you are a part in 
each and every community in 
these United States. Others in- 
volve the entire national eco- 
nomic structure as developed by 
the war and the policies of the 
Government as they will apply 
to the post-war period. All of 
them, however, are factors that 
can be influenced, or positively 
assisted, through organized co- 
operative effort in a positive di- 
rection. 

It behooves each and every 
element of the housing industry, 
including producers of building 
supplies, material, and equip- 
ment, the elements of distribu- 
tion, the architect, the engineer, 
the contractor, public officials 
with code and zoning responsi- 
bilities, housing authorities, both 
federal, state and national, and 
labor, to develop a program that 
will encourage and stimulate the 
favorable factors and control as 
far as possible the unfavorable 
elements. 


Probable Constructors 


Much has been written, and a 
great deal said, regarding the 
types of construction that will 
form the pattern of post-war 
housing. Will pre-fabrication be 
the dominating factor—will the 
merchant builder control the 
scene—will the general contrac- 
tor with his mass production, 
war experience in housing, con- 
tinue in the picture? These are 
important questions—each gov- 
erned by many factors. 


Prefabrication 


Prefabrication is not new in 
the housing field—in fact, we 
have had prefabrication of com- 
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This huge transport is the former luxury liner “SAmerica,” Queen of our 
peace time merchant marine. Chartered for the Navy in 1941 and renamed 


"U, S.’S. 


parts of the globe. Transports use tons and tons of Rope—for Mooring 
Lines, Boat Falls, Cargo Nets, Landing Nets, Rigging and dozens of other 
jobs. Help us to make it possible to keep these ships supplied. Urge your 


customers 
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“TRANSPORT” 


PAINTED BY WORDEN WOOD 















West Point,” she is now carrying troops to the battle fronts in all 
ying P 


to conserve their Rope and reorder only when absolutely necessary. 


® The illustration is from the “AMERICAN” SERIES OF UNITED STATES 
NAVAL VESSELS. Write for a full color reproduction suitable for framing. 









AMERICAN MANUFACTURING COMPANY 


NOBLE and WEST STS., BROOKLYN, N. Y. 


ROPE TWINE PACKING OAKUM 


WESTERN FACTORY: 


ST. LOUIS CORDAGE MILLS 
ST. LOUIS, MISSOURI 
SALES OFFICES: Baltimore, Boston, Chicago, Houston, New Orleans, Philadelphia 
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ponent parts of a home ever 
since the advent of the wire nail. 
Slowly over a period of years, 
we have seen the change from 
the pile of brick and lumber on 
the building site to where parts 
of the house are now delivered 
in a semi- or completely-fabri- 
cated state; as for instance, win- 
dows and doors are now deliv- 
erd completely hung and ready 
to put in place with a minimum 
of field labor. Kitchen cabinets 
are now a manufactured product 
completely assembled and fin- 
ished, as compared to the days 
of carpenter-built cabinets on 
the job. Many plumbing items 
are now delivered in a completely 
fabricated state to the project. 
This type of development wil] 
continue to expand. 

The word—‘Prefabrication”’ 

should, however, be used to 
identify the “manufactured 
housing unit,” where the com- 
plete structure is produced in a 
manufacturing plant in the form 
of finished panels—which are 
placed in a truck and delivered 
to the building site—where erec- 
tion is a matter of a few hours 
to two or three days. It is esti- 
mated .that the manufactured 
housing industry now has a ca- 
pacity of approximately 125,000 
units annually. Manufactured 
houses will undoubtedly be an 
important factor in the post-war 
era. 


The Merchant Builder 


The “merchant builder’ usual- 
ly operates on the basis of pur- 
chasing and developing complete 
housing communities. He builds 
from 25 to several hundred units 
annually, and has constructed a 
major part of the country’s 
housing over the past decade. 
He will be a most important fac- 
tor in the post-war housing 
effort. 

Many merchant builders em- 
ploy semi- prefabricated mass 
production methods to their 
building programs. They have 
been a mainstay in housing de- 
velopment through—depressions 
—and recovery years, during 
which they have faced continual- 
ly rising construction costs with 
a rapid decrease in the price of 
the finished product, as deliv- 
ered to the consumer. This latter 
fact, has had a tendency to 
cause a high mortality rate— 
particularly among the small 


builders, as a reasonable net re- 
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turn appears to be predicated 
upon a volume business. 


General Contractor 


The war has brought the large 
general contractor into the hous- 
ing field. Hitherto, this type of 
organization has concentrated 
entirely upon large, commercial, 
industrial and heavy construc- 
tion projects. Government hous- 
ing has been a most interesting 
and profitable outlet for their 
highly-skilled organizations in 
the technique of mass construc- 
tion problems. There are indica- 
tions that the post-war period 
will find many of these larger 
contractors permanently in the 
housing picture in a very sub- 
stantial way. 


Price Trends 


That the great bulk of this 
potential housing market appears 
to be definitely in the low-priced 
bracket, is indicated by sub- 
stantial economic data. Reliable 
sources indicate that at least 70 
per cent of the total number of 
houses actually built will be with- 
in the price range of from $3,- 
000 to $6,000. To many of you, 
the $3,000 home may seem to 
represent minimum shelter in 
terms of the housing of the last 
decade. Developments, however, 
in the past five years, and par- 
ticularly, of the last two years, 
make the $3,000 home not only 
a possibility, but an actual fact. 
The finished product is—from 
the standpoint of equipment, ap- 
pearance and_livability—com- 
parable to houses of considerably 
greater cost of ten years ago. 





When the war is over, the cru- 
cial problem of all industry will 
be one of re-conversion with 
minimum unemployment. This 
means that the manufacturer 
must get back into the produc- 
tion of the things that he was 
making when the clouds of war 
descended. The tools—the tech- 
niques—the materials—the pro- 
duction lines can be more easily 
converted to 1942 products than 
to wait for new tools—new tech- 
niques—new materials that en- 
tirely new products would re- 
quire. It is, therefore, only 
sound, sensible thinking to an- 
ticipate that the equipment and 
materials will be the same or 
similar to those with which we 
built in 1942. To be sure, these 
may carry a new dress, but fun- 
damentally, 1942 products should 
be anticipated. 

Please do not misunderstand 
me—nor classify these remarks 
as reactionary. I believe that 
many of the elements and mate- 
rials and products that we have 
seen displayed across the pages 
of our forward-thinking publi- 
cations and have heard ex- 
pounded from the stage and 
press, as “items of tomorrow” 
will eventually become a fact. 

Product and equipment his- 
tory, however, has been one of 
organized improvement year 
after year, through research and 
development—step by step. New 
materials require new _ tech- 
niques, neWe machinery, reason- 
able periods of testing before the 
reputable manufacturer is pre- 
pared to place them on the mar- 

(Continued on page 262) 





Newly Elected A.H.M.A. Executive Committee 


E. N. GOSSELIN 
Phoenix Mfg. Co. 
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Stanley Tools 





FRANK L. CAMPBELL 
Fayette R. Plumb, Inc. 
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Where Tomorrow? 


Training completed — final barracks inspection 
coming up in a matter of minutes. And tomor- 
row... where? Will it be Alaska or Australia 
. - » Burma or Berlin? 


S, Mr. Hardware Dealer, think of this soldier — 
and the millions like him — wondering about to- 
morrow. It’s a hard road ahead, this road to Victory, 
and they deserve the best we here at home can give 
them. That’s why it has been made our chief respon- 
sibility to give first priority to padlocks for use by the 
armed forces on nearly every kind of war equipment 
imaginable. 


We do sincerely hope, however, that before many to- 
morrows are passed we shall again be allowed to give 
first priority to you. 


Master Padlocks 


LAMINATED «© WROUGHT STEEL * DOUBLE CASE 
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J. H. RASMUSSEN 


HERE are two sec- 


tions of our and other manufac- 
turers’ post war programs which 
are highly controversial, and be- 
cause my company’s reasoning 
is probably typical of one of the 
two schools of thought, I will 
confine my remarks to these be- 
cause I believe those sections 
may be of greatest interest to 
you. 

The first controversial subjects 
is “The Product Program.” 

Some manufacturers believe in 
a high degree of specialization— 
concentrating on one or two 
products. Others, including our 
company, have elected to produce 
what might be termed a complete 
radio and major household ap- 
pliance line. 

The second controversial sub- 
ject is—the system of distribu- 
tion program, in other words, 
factory branches or distributors. 

Some manufacturers have de- 
cided to handle all or a substan- 
tial portion of their distribution 
through factory branches. Some 
time ago we announced that 
there would be no change in our 
program—that we believe in the 
independent distributor. 

Let me give you just a little 
of the background of our com- 
pany so that you can _ better 
understand why we arrived at 
these two decisions. 

We started, as a radio manu- 
facturer, 23 years ago. For a 
great many years we held a lead- 
ing position in that industry. In 
1932 we entered into the electric 
refrigerator business. Bv 1936 
we were securin? over 9% of 
the industry volume in units. 
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Our Post-War Plans 


Lh MAKING our post-war product plans, we 
must think in the terms of employing 8,000 
people instead of 1,800. We expect to develop 
new products, new markets, and to continue 
to produce those items for which we are well 
known. The resultant diversified product pro- 
gram will lead eventually to some savings in 
distribution and production costs. 


By J. H. RASMUSSEN 
The Crosley Corporation 


At the Wednesday 
Joint Session 


Then, in 1937, we had a big flood ° 


in our area, which was followed 
by a serious fire in one of our 
important factories. As a result, 
we were knocked out of produc- 
tion and our business suffered 
tremendously. 


Sales Peak in 1941 


This resulted in a loss in 
volumes and in industry position 
for several years—it wasn’t until 
1940, when our new organization 
took over that we started to re- 
gain our position, In 1940, our 
sales were over 16 million. In 
1911, they reached an all-time 
peak of 27 million. 

Then our country was forced 
into war. Fortunately, our ex- 
pansion program of the previous 
two years made it possible for us 
to quickly become one of the 
large war producers. Our volume 
in 1942 was 43 million—it was 
42 million in the first six months 
of this year. 

We have grown even faster, of 
course, than we would have 
grown had it not been for the 
requirements of the war produc- 
tion program. We are now pro- 
ducing per month what we pro- 
duced in a year just a short time 
ago. To do this, we have had to 
enlarge our factories. All have 
heen modernized, we purchased 
our own tool and die plant. We 


have over 300 people in our engi- 
neering department, instead of 
40. Five million dollars’ worth 
of new machinery and equipment 
has been installed—and so on. 

The point I have been coming 
to—is this. In making our post 
war product plans, we must 
think in the terms of employing 
over 8,000 people instead of the 
1,800 we had back in 1939. 

Also, because we have elected 
to go the independent distributor 
road—we must think in the 
terms of providing the most 
efficient type of program for the 
independent distributor. 

Before the war, our products 
were home radios, refrigerators, 
washers and ranges. We did 
only a small volume on the latter 
two. 

We agree with those who be- 
lieve that there is a great pent- 
up demand for radio and appli- 
ances. We believe that the 
volume will be even larger, for 
at least a short time after un- 
limited production starts, than 
it was in 1941. Like practically 
every other major manufacturer, 
we propose to do more business 
on the products we formerly sold, 
because the market will be 
larger, and because we are pre- 
paring to secure a larger per- 
centage of the total business. 

Let’s say that as a result of 
these two factors, we are able 
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| HERE WE GO/ 


Dealers hit the Profit Jackpot as Mighty 
Radio Campaign swings under way for 


CHIMNEY SWEEP 
Z7 S 
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Tre BIG PUSH IS ON! Over more than a score of powerful 
radio stations, millions are getting the story of CHIMNEY SWEEP 
Soot Remover. Nationwide co-operative newspaper advertising, 
plus dominant displays and direct-mail are combining to ZOOM 
sales. Add to this bold headlines proclaiming the growing FUEL 
SHORTAGE and you can see why CHIMNEY SWEEP can't miss 
—why this will be a season you will long remember. 


Here's what to do to get your share of profits: Have CHIMNEY 
SWEEP easily accessible, where customers can see it, select it, 
buy it. Jog your customers’ interest with our colorful displays. 
Take advantage of our Free Mat Service for advertising in your 
local newspaper. 


ACES AND F 


Already Dealers are reporting amazing turnover 6f the 3 Ib. 
Standard $1.00 can of CHIMNEY SWEEP—the size more peo- 
ple are buying. If you have not yet stocked CHIMNEY SWEEP 









order one of the Special Deals featured below. Either assort- RUSH! While they last... 
ment sets you up for Quick Profits at a small cash outlay. 
But you must HURRY. 2 SPECIAL PROFIT DEALS! 





Telephone your Jobber NOW! 






No. 948 INTRODUCTORY OFFER 
Here is what you get—all in one carton: 





















i. 1 doz. 12-oz. cans — Retail valve.....,.......... $3.48 
ALL-OUT RADIO 2. Ys doz. 48-oz. cans — Retail value................ 6.00 
ADVERTISING , Total Retail valve....c.cccccsscessscsssesee rae 
WITH THIS DEAL.. YOUR PRICE ONLY 
Starting in October CHIMNEY SWEEP su 3. FRE Colorful Counter Dis- e 
the biggest pr gn ever given a ploy Cord, Window 69 
mover — over the greatest caheo-matine pee -¥ alee Streamers and Circu- 
in a ae Y a will be featurd on impor- lors to help you sell! 
# Stations in NE ILABELPHIA, Boston, 
pirrsbuRcH. CLEVELAND. _-* . Others include: 








KGIR..... Butte Ne. 1896 KEY DEALER ASSORTMENT 

KPFA.. Helena Here is what you get in two specially packaged cartons: 
KRBM. Bozeman 1. 2doz. Trial size 12-0z. cans—Retail valve...... $ 6.96 
KGA. Spokane 2. 1 doz. 48-9z. cans— Retail valve...... 12.00 





















KOMO..... Seattle Total Retail Value.....................-.. $18.96 


Portland, Ore. DEAL 
* FREE PTH ets ar YOUR PRICE ONLY 
Window ‘. 


ve itey cor, tect, cat f 4.38 


ing Enclosures and an assortment of 







Mat Proofs with a prepaid order 
cord for same. 





G. N. COUGHLAN CO. west orance wis’ 
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“Our considered opinion is that independently owned 
and operated distributors will deliver a better over- 
all service to the trade and to the consumer.” 


to double our business. We stiil 
would not employ the 8,000 we 
now employ. True, some of the 
women and others who are now 
turning out war goods in our 
plants will return to housekeep- 
ing and their normal occupations 
when the war is won. But, we 
have 1,250 people in the armed 
services and we must be pre- 
pared to re-employ them when 
they return from the war. 

None of us here want big un- 
employment again. There are 
only two places people can be 
employed—in private industry 
or in government. I’m sure you 
and we agree that we want the 
employment to be in private 
industry, rather than in some 
form of W.P.A. 

So, we come to the conclusion 
that if we are to employ 8,000 
people, we must develop markets 
we haven’t formerly been in, and 
that means we must produce new 
products. Some of these prod- 
ucts which will be new to us will 
also be new to industry, or prac- 
tically new, because the market 
had hardly been scratched. 

We will continue to produce 
home radios and television when 
it comes. We will produce elec- 
tric refrigerators and, being in 
the refrigerator business, it is 
logical that we enter the room- 
cooler field which was just be- 
ginning to come into its own, in 
1941. There will be a big de- 
mand for frozen food cabinets. 
Again that’s a field we fit into 
because we are in the refrige- 
rator business. 


Enlarged Activity Planned 


We plan on enlarged activity 
in the gas and electric range 
business. Also in the washer and 
ironer business, including an 
automatic washer. We are very 
much interested in an electric 
dishwasher. We think that’s go- 
ing to be a big field, when we can 
develop one that really does the 
job and at a price people will 
pay. A housewife spends three 
times as much time washing 
dishes per week as she does 
clothes. 
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Those are some of the prod- 
ucts we are carefully studying, 
but there are others. All are of 
the package type. All fit into 
your and our type of distribu- 
tion. 

Our mangement group is 
young, it’s ambitious, we have a 
great zest for the radio and the 
appliance industries. All of us 
have spent many years in this 
business. We know, from experi- 
ence, the penalties that are paid 
when a manufacturer puts a 
product into production which 
should still be on test in labora- 
tory and in your and my home. 

We know, only too well, how 
much it costs the manufacturer, 
the distributor and the dealer in 
money, grey hair and good will 
when a product is put into pro- 
duction before it’s really ready. 


War-Time Progress 


We, like many other manufac- 
turers, have engineering, pro- 
duction and quality divisions, 
which have accomplished the im- 
possible since Pearl Harbor. 
However, this diversified product 
program is not an overnight pro- 
gram. We will not start produc- 
tion on all these products the day 
the war ends. It may be a five 
or ten year program. We will 
manufacture first those items we 
formerly produced. We will add 
the new items one at a time as 
we are sure they are ready for 
production, and when we know 
that our distributors are ready 
to absorb them in their program. 

We believe that we can main- 
tain our employment during the 
transition period when we still 
are producing war materials and 
are getting back on civilian pro- 
duction. But, we will require 
the addition of these new prod- 
ucts to maintain our employ- 
ment, when the unusual volume 
which will result from the pent- 
up demand starts back to nor- 
mal, and when we are no longer 
producing any military ma- 
terial. 

So, maintenance of employ- 
ment is reason number one for 


u diversified radio and home 
appliance line. 

Reason number two will also 
be very close to the hearts of 
distributors who agree with our 
school of thought. 

In and out of Washington 
there are people who believe that 
the cost of distribution in our in- 
dustries must go down tre- 
mendously. We do not agree 
with them. These people are 
thinking about distribution 
costs, not only on your and our 
products, but on many others, in- 
cluding food. Consequently, 
some believe there must be a 
revolutionary change in the 
American methods of distribu- 
tion in the Post War Period. We 
do not think that a drastic 
change is required; we do not 
believe that it will occur. 

We do not oppose change, how- 
ever radical it may be, if that 
change is in the public interest. 
We believe in progress—we seek 
it. We believe there can be im- 
provement in our system of dis- 
tribution just as we _ believe 
there can be improvement in our 
products and their production 
processes. But we do not be- 
lieve that the fundamentals of 
our distribution system are basi- 
cally unsound—nor that an ex- 
treme change would be of benefit 
to the public. 


A Progressive Industry 


We are not “horse and buggy.” 
The radio and appliance industry 
is among the most progressive in 
America. Distribution costs in 
our industry have been reduced 
considerably during the past 10 
years. They are low now, much 
lower than in many other indus- 
tries. But, if working together 
we can learn how to make a fair 
profit at a reduced cost of distri- 
bution from the factory, from 
the distributor and from the 
dealer, and still give efficient 
service; then we will be pre- 
pared to make a still further 
contribution to industry and con- 
sumers alike. Distributor profits 
are not too large; costs must be 
reduced before we can start talk- 
ing about reducing margins. 
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Frankly,” says Mr. I. Tenin of 
Chicago’s Twelfth Street Store, “I 
was scared when I ordered six Cool- 
erators as an experiment. 

“But right from the start the new 
Coolerator caught on and now I 
order them twenty-five at a time. I 
took on Coolerator in the first place 





“Make your Coolerator display important,’’ ad- 
vises Mr. Tenin—and takes his own advice by 
usually showing 6—never less than 3. 


Coolerator is distributed exclusively 


. Birmingham 3, Ala. 
Pittsburgh 22, Pa. 
Columbus 15, O. 
Cleveland 1, O. 
Providence 2, R. I. 

. Buffalo 3, N. Y. 
Binghamton 25, . Y. 
. Syracuse 1, N. Y. 


Alabama Appliance Co., Inc.. 
Anchor Distributing Co. 
Appliance Distributing Co. 
Arnold Wholesale Corp. 
Ballou, Johnson & Nichols. ... 
W. Bergman Co., Inc. an 
Broome Distributing Co.. 
Broome Distributing Co... . 
Buhl Sons Company........... Detroit 31, Mich. 
Cain & Bultman, Inc. . Jacksonville 1, Fla. 
Ebner Ice & Cold Stg. Co.......... Vincennes, Ind. 
Electrical Equipment Co.......... Phoenix, Ariz. 
Farrar-Brown SG ....-Portland 5, Me. 
int Distributing Co.. Salt Lake City 11, Utah 
Griffith Distributing Corp. . Cincinnati 6, O. 
Griffith Distributing Corp.. a 4, Ind. 
Holcomb Gunn, Inc. : Little Rock, Ark. 
Hanover Ice & Coal Co., Inc banon, H. 
Otis Hidden Company . . Louisville 2, Ky. 
Huntington Whol. Furn. Co....Huntington, W. Va. 
Interstate Electric Co...... .Shreveport A, La. 
Jenkins Music Company... ... . Kansas City 6, Mo. 
Jenkins Music Company. ..Oklahoma City 2, Okla. 
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Mr. |. Tenin, Manager and Buyer of Home Furnishings Department, Twelfth Street Store, Chicago. Mr. 
Tenin has been associated with this prominent Chicago store for 33 years. 


because I needed something to sell. 
But when people started taking them 
away I knew we had a real volume- 
producing item. 

“T believe there are two reasons 
for our success with Coolerator— 


1. Coolerator delivers remarkable re- 
frigeration, and good refrigeration 
was never so important as it is 
today. Once people have experi- 
enced the advantages of washed 
air refrigeration they tell their 
friends about it. 


2. We sold our salesmen on Cooler- 
ator. We know from experience 
that salesmen can’t sell what they 
don’t like—and by the same tok- 
en can sell what they do like. Our 
salespeople are enthusiastic about 
Coolerator. 


“I GOT THE 
SURPRISE OF MY LIFE 
WHEN I TOOK ON 


COOLERATOR” 












The famous Twelfth Street Store is within a block 
of where the Chicago fire started and was the hub 
around which Chicago started to grow. 


“This combination has resulted in 
steady refrigerator business. We’ve 
nothing but compliments and no 
trouble. And we expect a propor- 
tionately good volume in sales dur- 
ing the winter months. In fact I 
believe that sales will increase in 
direct ratio to the rate at which 
prospects are exposed to Coolerator 
and its better refrigeration.” 


Coolerator 


WASHED AIR REFRIGERATOR 
THE COOLERATOR COMPANY, DULUTH, MINNESOTA 


St. Louis 1, Mo. 

.. Wichita 2, Kans. 
.Rochester 8, N. Y. 
. Baltimore 2, Md. 

. Los Angeles 54, Cal. 


Jenkins Music ann 
Jenkins Music ew 
Kemp Equipment Co.. 
Lincoln Sales Corp.. . 
Listenwalter & Gou h, Inc.. 


cGranahan Distr. Co. Toledo 2, oO. 
Marshall- Wells OO ae Billings, Mont. 
Marshall-Wells Company. . ...Duluth 8, Minn. 
Marshall-Wells Company........ Portland 8, Ore. 


Marshall- Wells Company. . Sdn ae .Seattle 14, Wash. 
Marshall- Wells Company. . " ‘Spokane 2, Wash. 
Oscar Mayer & Company...... Madison 3, Wisc. 
Mississippi Valley Furn. Co.. .Memphis 2, Tenn. 
Motorola Distributors, Inc. . . .Boston 15, Mass. 
seerthapanern Distributors, Inc... . Boston 15, Mass. 
**G. W. Onthank Oy . Des Moines 9, Iowa 
Peirce- Phelps, Inc.. pee Philadelphia 23, Pa. 
.L. ies. ... Nashville 3, Tenn. 
Roskin Bros., Inc.............. . Albany 4, N. Y. 
Roth Appliance Distrs., Inc. Milwaukee 4, Wisc. 
Sampson Electric Co.............. Chicago 16, II. 
Tom Savage & Son............... Denver 2, Colo. 
Schoellkopt | Company, The . Dallas 2, Texas 


by the following firms. For particulars, write or wire the distributor in your territory. 


Asbury Park, N. J. 

. Knoxville, Tenn. 
Chattanooga, Tenn. 

. Charlotte 1, N. C. 

. Washington 5, D. C. 
Hartford 1, Conn. 

. Memphis 2, Tenn. 
Houston 1, Texas 
San Antonio 6, Texas 
San Francisco 3, Cal. 


Seaboard Ice Company 
Southern Furniture Sales Co. 
Southern Furniture Sales Co. 
Southern Radio Corporation. . 
Southern Wholesalers, Inc.. 
Stern & Co. (Stern Bldg.).... 
Stratton-Warren Hdw. 
Straus-Frank Company. . 
Straus-Frank Company ; 
Thompson & Holmes, L’ td. 
Times Appliance Company. ...New York 10, N. Y. 
R. B. Wall Company....... . Wilkes-Barre, Pa. 
Walther Bros. Co........... .Montgomery 2, Ala. 
Walther Bros. Co....... New Orleans 13, La. 
J. A. White Dist. Co _ Grand Rapids 2, Mich. 
Wisconsin Ice & Coal Co.. Milwaukee 2, Wisc. 
Wyatt-Cornick, Inc. ........Richmond 16, Va. 
The Vamoey Ce., IM6.......cccccccess Atlanta 3, Ga. 
Zork Hardware Company......... El Paso, Texas 


** Warehouses at . ‘omen Minn., Davenport, lowa 
and Sioux Falls, S. 
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We believe that with a full line 
from one factory, under one 
name, it will, after a time, be 
possible for distributors to make 
a fair margin and still to reduce 
some of their operation costs. 


Corodinated Program 


This will permit a co-ordinated 
program. A program which will 
not entail the many ramifica- 
tions and inefficiencies which 
have been so prevalent in the 
past. You know how much time 
has been wasted by you and your 
organizations because of the con- 
flicting programs of the several 
radio and appliance manufac- 
turers you may represent. 

You and we know that manu- 
facturers’ representatives and 
your own spend a considerable 
portion of their time traveling 
from one customer to another 
and in engaging in the usual pre- 
liminary pleasantries on arrival. 
Their actual selling time is only 
a few hours each day. With a 
full line, under one name, tho e 
salesmen will spend a much 
greater percentage of their time 
in selling and a much smaller 
percentage in traveling and 
pleasantries. Their efficiency 
will go up—their cost will go 
down. 

With a diversified line, you 
and we will be ringing the cash 
register the year around. There 
will be all-year items and there 
will be seasonable items. The 
all-year items will be pushed all 
year and the effort on the sea- 
sonable items will be in relation 
to the season, not against the 
season. This will eliminate the 
requirement for “against the 
tide selling.” It will reduce sell- 
ing costs and still everyone will 
be happy. 

If time would permit, many 
additional important advantages 
could be enumerated. 

All of us have been interested 
in the increasing percentage that 
mail order companies and chain 
stores have been securing in the 
radio, refrigerator, range, 
washer and other industries dur- 
ing the past few years. 

We all have heard of the big 
programs that chains who 
haven’t formerly been in the 
business are going to put in 
operation when production is re- 
sumed. 

There has been a great deal of 
conversation and speculation on 
what big rubber and oil com- 
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panics are going to do in our 
fields when production starts 
again. 

I have talked with these people 
and I can tell you that there is a 
great deal more going on than 
conversation. They have the re- 
sources. They have the desire 
to get a big percentage of this 
business. They have been and 
are accumulating the organiza- 
tions with the know-how to do a 
job. They won’t be amateurs. 
They will be professionals. The 
advantages they enjoy, including 
large volume, have made it pos- 
sible for companies of this type 
to perform the selling and ser- 
vicing functions which the manu- 
facturer, the distributor and the 
dealer normally perform, at a 
lower cost than prevails in our 
type of distribution today. 

The advent of this new com- 
petition is another reason for 
our diversified product program. 
We will be developing a plan 
which will lend itself to a lower 
cost of distribution which may 
some day be required. ... We 
are preparing for a type of com- 
petition which may be much 
stronger in the near future. 

The second controversial sub- 
ject mentioned was _ factory 
branches versus distributors. In 
closing, I should like to quickly 
review the reasons why we have 
decided in favor of distributors 
instead of factory branches. 

This is not a subiect which is 
new to the Crosley Corporation. 
We have operated branches in 
several sections of the country, 
some for more than twelve years. 


We presently operate three 
branches located in New York, 
Chicago and Cincinnati. Several 
members of our top management 
have also had wide experiehce 
with other corporations in both 
branches and distributor oper- 
ations. We have been actively 
studying this phase of our busi- 
ness in our Post War Planning 
Program for more than a year. 


Better Service 


Our considered opinion is that 
indepengently owned and oper- 
ated distributorships will deliver 
a better overall service to the 
trade and to the consumer. 

The American system of free 
enterprise exists today because 
of the major contributions that 
small business has made to “Our 
way of life.” In our opinion, 
small business has been and will 
continue to be a powerful force 
in the shaping of the future of 
this country. 

From a strictly trade stand- 
point, we believe that distributor 
management which has money 
invested in the business will 
render a better service. There 
is more “at stake.” Final au- 
thority, as well as responsibility, 
is within the distributorship, 
not at some distant headquarter 
point. 

A home owned indevendent 
distributor has a mor intimate 
knowledge of local conditions. A 
home company will be more cog- 
nizant of and responsive to the 
problems of all dealers—small 
and laree. 

(Continued on page 273) 





AH.M.A. Executive Committee 


FRANK A. BOND 
The McKay Co. 


R. H. GATES 
Turner, Day & 
Woolworth Handle Co. 





HARRY B. CURTIS 
Bridgeport Hdwe. 
Mig. Co. 
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“How To Do It” 
Information For 








Crescent Tool Users 













































No.15 .... PICKING THE 
PROPER TOOL FOR THE JOB 


Here is another in the series showing how to use the 
right tool properly for a particular job. Following such 
a procedure inevitably saves time and results in a more 
workmanlike job. 


























Where the work calls for numerous, properly formed 
loops or bends in light wire, use CRESCENT ROUND 
NOSE PLIERS. The round, — jaws permit loops 
and bends of varying radii. Example: Forming wire 
loops in small lot production. 
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— 
In production work, where light wire must be cut 


often as part of a work sequence, use CRESCENT 


[ DIAGONAL CUTTER WITH SPRING. The small 











spring keeps the 7 apart and ready for the next cut. 


Example: Assembling radio tubes. 



































For the majority of electrical connections (other than 
heavy), use CRESCENT LONG NOSE SIDE CUTTING 
PLIERS. The long nose of this plier will reach into 
tight places, and cut wires as well. Example: Making 
telephone connections. 





MAIL THE COUPON FOR FREE REPRINTS 


This is No. 15, in Crescent’s TOOL NOTES Series. 
These informative advertisements providing practical 














Hand tools can be overloaded. For cutting heavy in- information for users of hand tools, are available either 
sulated wire use CRESCENT LINEM AN’S SIDE uunched to fit a standard 3-ring binder or suitable for 
CUTTING PLIE RS — they're designed to meet the Pulletin board and classroom use. Coupon request will 
toughest assignments. Jaws of lighter pliers can be receive prompt attention. 

sprung or broken on “over-capacity” work. Example: 

Cutting heavy, insulated wire. CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 












: Crescent Tool Co., Jamestown, N. Y. F-5 
£ R E S C E | [ | 00 L S Please send your “TOOL NOTES” Series 
, ] for Bulletins (| for 3-ring binder 
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The Manpower Situation 


T= situation we are facing is dictated by 
those we are fighting not by our personal 
desires. There is not sufficient manpower for 
all needs. We cannot be complacent about 
the situation. Local assistance needed for solv- 
ing local problems. Discusses employment of 
women and children where needed. 


By BRIG. GEN. WILLIAM C. ROSE 
Chief, Executive Service, 
War Manpower Commission 


at the Tuesday 
Joint Session 


— 
W HEN | talk of the 


manpower situation to you and 
discuss manpower problems, I 
know perfectly well that you 
have been living with it for 
too long and I wish it were pos- 
sible for me to come before you 
and say that there is a happy 
ending in the immediate future. 
I can’t, because there isn’t. There 
isn’t a happy ending in the im- 
mediate future and nothing that 
you or I can do can change that 
particular situation. It is dic- 
tated by those that we are fight- 
ing and not by our own personal 
desires. 

If our problem was one of all- 
over manpower balanced against 
all-over supply it would not be 
quite so difficult; but even there 
we would have grief because in 
the current emergency the over- 
all supply has dwindled to a point 
where we are confronted with an 
actual labor shortage. And more 
particularly, shortages in par- 
ticular skills. For example, in 
one place we want trained ship- 
yard workers; in another we 
want airplane mechanics. In a 
third we want non-ferrous min- 
ers and in a fourth, lumbermen. 


In a fifth we want the strong 
back of the adult male for lifting 
in foundries, etc. 


Added Problems 


Added to this problem of sup- 
ply is a problem of regulation 
and restriction. Regulation is 
difficult because by its very na- 
ture anything that restricts what 
you or I do is of great concern to 
each of us. We can stand phy- 
sical privations. We can stand 
rationing and we can stand go- 
ing without our car and going 
without the reoreational things 
over the week end or in the sum- 
mer and take a good deal of sat- 
isfaction in that. We point with 
pride and say we can endure 
hardship just as our people did 
before us; but when you start 
telling a man or woman where 
he or she may work, that is a 
horse of another color. Yet mo- 
bilization and utilization of the 
nation’s manpower means exact- 
ly that. Those of us who attempt 
to do it do not expect to be popu- 
lar. It makes no difference what 
occupations are on our essential 
list. If my activity is not on 
there, the list is wrong. The 








BRIG. GEN. W. C. ROSE 


method of setting it up is wrong. 
The individuals who prepared 
the list are incompetent and un- 
reasonable. If the Selective Ser- 
vice System puts a man in the 
Army when he feels he should 
not be, or if after getting into 
the Army the Army puts him in 
a position where he feels he is 
not using his basic qualifications 
to the best advantage, both the 
Selective Service and the Army 
are wrong. And no amount of 
convincing will change his mind. 

Now, supplement this over-all 
regulation and restriction with 
individual handling and the solu- 
tion becomes even more complex 
because we now invade a field 
with action which is diametrical- 
ly opposed to that to which we 
have been occustomed. To indi- 
cate where a man shall work 
when it is traditional with him 
and his ancestors to work where 
and when he pleases, is resented. 
To tell a man that he must leave 
an activity or the owner that he 
must curtail an activity because 
of the war effort, when the work 
of the individual or of the owner 
has from time immemorial con- 
tributed to our support and to 
his economic well-being, is a 


“We are as sincere as we can be when we say we have 
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got to have your help to handle this situation.” 
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MR. RETAILER: Right in your town, the folks 
who read the American Weekly, Esquire, The 
American Magazine and other favorite national 
publications, such as Life, Redbook, Cosmopoli- 
tan, Time, American Home—already have seen 
this striking SONORA advertisement. 


IT’S AD NUMBER TWO in a compelling 
campaign of full page, full color demand builders 


THE ONLY NATIONALLY ADVERTISED JOBBER-DEALER RADIO 
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task. Yet the dictates of this 
war that we are fighting makes 
it necessary that we resort to 
just exactly those expedients. 

Another complication and that 
refers again back to Selective 
Service, is as between two men. 
We presume to tell one that he 
shall remain and contribute to 
the war in a civilian capacity. 
And we tell his neighbor and 
long-time associate and friend 
that he must give up everything 
that he has worked for, accumu- 
lated and trust to chance and go 
into the Army. 


Cannot Be Complacent 


All these and many other con- 
siderations make up what we 
familiarly call the manpower 
problem. It is a matter of sim- 
ple arithmetic, that if all your 
activities receive all of the man- 
power which you estimate that 
you need, there is not enough 
manpower to go around. But we 
are up against a war. It is a 
global war. It is the most colos- 
sal and stupendous thing of its 
kind this world has ever seen, 
and God knows I hope we will 





never see another. But we are 
in it to win, and we know that 
we can count upon your support 
to the limit. We should not be 
too discouraged however, because 
we have really done a stupendous 
thing, since Pearl Harbor. 

Since Pearl Harbor we have 
raised or will have raised by the 
end of the calendar year, an 
Army and a Navy of almost 11 
million men. We will have put 
into essential activity, that is to 
say activity directly producing 
munitions or contributing to the 
operation of the war effort, 18 
and a half million people. We 
have preserved to agriculture 
almost nine million, on a year- 
round basis, and we have recent- 
ly supplied farms with three mil- 
lion people during the peak 
season of planting and harvest- 
ing. 

In addition we have preserved 
the civilian economy, on a spar- 
tan yet at a considerably better 
level than any nation today en- 
gaged in this war. 

But the half is not yet told. 
In the next six months—and this 
sounds stupendous, the present 
requirements are for two million 








Dresses Helped 


{OUR different brands of dolls, 

in at least 10 different prices 

and types were displayed in this doll 
section at the Charles W. Walmer 
Hardware Co., in Wilkinsburg, Pa., 
last Christmas. They were offered 
at prices ranging from $1.95 to $4.95 
with the best sellers priced at $3.50. 


Sell These Dolls 


A few dolls are normally displayed 
throughout the year. Jack Walmer 
says, “The doll’s clothing is the big 
appeal. We have four brands of 
dolls, one nationally known and 
asked for by name.” Wooden toys 
and Christmas wreaths were the 
items shown above the dolls. 





Plenty of dolls were on display at Walmer’s and their 
clothing was the thing that helped attract customers. 











additional workers in essentia! 
war activity and contributing 
activity to the war effort, plus 
replacements for every man 
taken into the armed forces. And 
don’t think for a minute that 
that is going to materially de- 
crease. 


Markets in Four Groups 


In order that we might handle 
the situation in an intelligent 
manner we have classified the la- 
bor market areas of the country 
into four groups, depending upon 
the stringency of the labor situ- 
ation in each. 

In group 1 are those areas in 
which there is now an acute la- 
bor shortage, best known as the 
whole west coast at the present 
time, that is the three coastal 
states you have heard much of in 
the papers, the so-called West 
Coast Plan. You have something 
similar to that in Buffalo and in 
Indianapolis, and throughout the 
country in those locations where 
it is necessary to parcel out or 
allocate the available workers. 

In Group 2 are those areas in 
which there is now a stringent 
labor situation or in which one 
is expected in about six months. 

In Group 3 are those where a 
stringency is anticipated in six 
months or more, and in Group 4 
are the fortunate ones, where, 
based on present information, we 
do not expect any particular 
shortage. 

Let me point out to you, how- 
ever, the difficulty which results 
even from that classification. In 
a study made in July we found 
that for the next six months in 
Group 1 we wanted over a mil- 
lion workers, and that we had 
about half a million. In Group 2 
we wanted about 1,200,000 and 
we had a million. In Group 3 we 
wanted five hundred some odd 
thousand and we had 800 plus. In 
Group 4 we had about twice as 
many as we actually needed for 
essential activity. Always bear 
in mind we have to deal with ma- 
terials in terms of things neces- 
sary to the war effort. Now bal- 
ance those figures and you will 
find a surplus of several hundred 
thousand in that particular pe- 
riod. But unfortunately in 
Groups 1 and 2 we need 600,000 
plus, and we haven’t got them 
there. The rub lies in getting 
them to go to the place where 
they are needed. Some of them 
in their present locations have 
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Motor-driven air compressors are 
assembled and mounted on U.S. 
Army trucks at Lindemann & 
Hoverson. Steel cases for truck 
tools and parts are also made 
and installed on motor trucks 
in this pioneer stove manufac- 
turing plant. 

Pins for tank tracks, small anti- 


aircraft shells, steel cases 
for electrical control ap- 
paratus and metal contain- 
ers for bomb parachutes 
are other L & H wartime 
products. Cartridge belt 













precision is 
being achiev- 
ed that will be 
apparent in 
improved 


L & H post- 


webbing comes from L&H looms war products. In your plans 
that used to weave stove wicks. for peace, keep L&H in mind. 
In thus serving Uncle Sam,anew It will be a good line to tie to. 





A.J. Lindemann & Hoverson Co. 


MILWAUKEE ¢ Since 1875 + WISCONSIN 


KEROGAS MANUFACTURERS OF ELECTRIC RANGES...ELECTRIC WATER HEATERS 
— GAS RANGES...OIL STOVES...PORTABLE OVENS...OIL HEATERS...WICKS 





ALCAZAR 





grown roots; they have their 
homes, families and their asso- 
ciations, and certain investments 
perhaps that they feel they 
should be able to watch out for. 
Others are willing to go if their 
families can accompany them. 
Still others make no complica- 
tions, but even then our grief is 
not over because in the place of 
need there is inadequate housing 
or inadequate transportation or 
both, or there are not feeding 
facilities. 

You have heard much of the 
manpower “muddle.” You have 
heard much of the dissenting and 
disturbing and _ contradictory 
statements of people speaking 
for the manpower authorities. If 
you will check the official record 
I think you will always find the 
statements have been in con- 
formity or in consonance with 
the known needs at the time the 
statements were made. 


Cannot Be Complacent 


I would like further, and I 
don’t see why I should spend so 
much time painting this picture 
any more gloomy than it is, but 
I would like to state further that 
notwithstanding all these diffi- 
culties we cannot be complacent. 

This war is not yet won. It is 
true that we have had some suc- 
cesses, blown up, perhaps, above 
their actual value and some wish- 
ful thinking by the imagination 
and wishful thinking of people 
who reported them, but if you 
will think back of the reports 
of the Salerno Beachheads you 
will see what I mean. 

For the Army and Navy, based 
on present strength and ignoring 
completely additional expansion 
beyond Dec. 31 of this year, 
there will be required at least 
half a million men a year to take 
care of what we call normal at- 
trition. In addition to that there 
will be a requirement for casual- 
ties suffered. Make no mistake. 
further operations against the 
Germans and the Japanese will 
bring us many casualties 
brought about by stern battles. 

Our objective is the establish- 
ment and maintenance of a 
strong manpower program and 
administration on the local level 
so that complete mobilization 
and utilization of human effort 
will be obtained in terms of the 
war effort. This is the keynote 


of our planning and our think- 
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order to carry that out we have 
devised a six-point program. 

The first and obvious one is 
the accurate determination of 
requirements. The second is the 
corollary, equally accurate deter- 
mination of demand—I reversed 
myself—first requirements and 
then supply. 

Now the supply is not so easy 
as the requirements, because in 
counting human beings you can’t 
make them stay put. And if you 
count the same people for agri- 
culture and then for industry, 
Selective Service comes along 
and takes him anyway, the com- 
putations are thrown out. Hav- 
ing determined demand and sup- 
ply there is then the fixing of 
the plans and procedures for put- 
ting the right man at the right 
place at the right time, and for 
the period needed to carry on the 
war effort. 

Then next is a development of 
the organization to carry out 
that particular plan or program, 
and there I would like to impress 
upon you something that is fun- 
damental within our thinking. 
We do not want you to think 
that the organization for han- 
dling the nation’s manpower is 
in terms of the War Manpower 
Commission, because we know 
perfectly well we are unable to 
handle it without the assistance 





of management, labor, the state, 


local, and other governmental 
officials. And that is fundamen- 
tal. 


We Need Your Aid 


And it is fundamental with 
us that we must count on your 
assistance and on the assistance 
of the agencies I have enumer- 
ated in making effective those 
plants and procedures. 

There then develops the fifth 
point of determining where ac- 
tion can be taken in order to 
accomplish our objective. There 
I think you will find that our 
philosophy is somewhat at vari- 
ance with what you have been led 
to believe is fundamental or 
rather customary in governmen- 
tal procedure. 

We know, that you can’t solve 
manpower problems by long dis- 
tance treatment. They have got 
to be worked out in the particu- 
lar locality and in the particular 
plant in which the problem ex- 
ists. And by the same token in 
working out those solutions we 
have to have the assistance of 
you who are living with the prob- 
lem and who are familiar with 
the problem in all its details and 
can see the practical steps neces- 
sary to solve it. We would like 

(Continued on page 277) 





Glassware Catches the Eye at Last Christmas 
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There was a counter devoted entirely to glassware at The Ridgewood Hard- 


ware Co., Ridgewood, N. J. 


Candlestick holders, ash trays, glass dinner 


bells, salt and pepper sets, salad bowls and other cut glass items were 
featured. The red and green candles and the artificial Christmas tree, on the 
top of the shelf of the counter. added holiday color to the display. 
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# LEAKPROOF BATTERIES 
Cau take ct! 
0 


*‘We misplaced our Leakproof Batteries 
























only to find them months later outside 
in the childen’s sandbox where they 
had really taken a beating. We 





put the batteries in the flashlight 
and they still worked perfectly.” 
—Mrs. Darlene Sease 
Des Moines, lowa 






*We make the automatic Electric Floating Water 
Light used extensively by the U. S. Maritime Com- 
mission. Init we use Ray-O-Vac Batteries exclusively.” 


A. EK. F. Water Light Corp., New York 





“In this Embarkation base, we MP’s use The Batteries Your Customers Will Ask For 
our flashlights a lot. The batteries | am Right now all Ray-O-Vac Leakproof Batteries are going 
still using were made for the Army back to our armed forces where they are proving their supe- 
in August 1941 and they still deliver a riority in the toughest types of service, in every climate, 
brilliant beam.” under the hardest conditions. When our fighting men 

Alfred Bender, Aux. M.P., Brooklyn return you may be sure they will ask for Ray-O-Vac! 
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The Situation With Respect to 
Iron and Steel Products 


ASEMENT of the sheet situation is remote, 

pipe situation is bad, and the supply of 
fence, barbed wire, and netting available for 
civilian requirements is still far from satisfac- 
tory. CMP is sound and is working satisfactor- 
ily in spite of the fact that estimates of require- 
ments have exceeded estimates of demand 


every quarter. 


By J. R. STUART 


Chief, Warehouse Branch, 
Steel Division, WPB 


| an look at the pro- 


gram which the WPB has out- 
lined for you in order to make 
sure that you cid get a little bit 
of steel. In the first place it 
should be recognized that it is a 
part of the over-all controllers 
plan. While those of you in the 
warehouse business may be fa- 
miliar with the controlled mate- 
rials plan as embodied in CMP 
Regulation No. 1, only .in a rath- 
er general way, I am sure your 
producer friends are familiar 
with it in a more particular man- 
ner. But the warehouse plan is 
a part of the controlled mate- 
rials plan and must be remem- 
bered along with all of the other 
rules that you are subjected to 
by the other general regulations. 

Now if the controlled mate- 
rials plan works—and, gentlemen, 
it is working—the supply and de- 
mand situation in steel, particu- 
larly from the standpoint of the 
producer, should present very lit- 
tle problem, because in the first 
place the WPB invites from the 
claimant agencies their estimate 
of requirements for a calendar 
quarter, for the immediate calen- 
der quarter, and for succeeding 
quarters. 

The estimates are submitted 
not only in terms of carbon and 
alloyed steels but in terms of 
product. In tabulating those esti- 
mates it is therefore possible to 
obtain in advance a pretty good 
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idea of how many plates, how 
many sheets, how many hot 
rolled bars and how many of each 
other product will be required to 
do the job in the succeeding 
quarter. 

Very frequently, and indeed 
during every quarter to date, the 
estimates of requirements have 
exceeded what the estimated de- 
mand would be. That being the 
case, the requirements commit- 
tee which has the job of deciding 
for each agency who gets what 
and how much must pare down 
the required estimates for each 
agency. Once the estimates are 
pared down the total of tickets 
against the steel supply will not 
exceed the amount of steel avail- 
able. It does exceed it, about 
10 per cent, but that is because 
in placing the orders there is a 
certain amount of attrition, and 
this extra overload makes up for 
estimates submitted in excess of 
extra requirements. 


The Plan Is Sound 


But by and large, the con- 
trolled materials plan is very 
sound and with the advanced es- 
timate of requirements by prod- 
ucts, the steel industry is obvi- 
ously then in position to plan 


x * * 
At the 


Sheet Metal Distributors’ 
Tuesday P.M. Session 





J. R. STUART 


production of each product in 


sufficient quantity to meet the 
demand. The demand, of course, 
being measured by orders which 
will originate after the claimant 
agencies have passed out their 
allotments. The only problem 
that arises is where the demand 
for individual products is in ex- 
cess of the industry to produce. 

We must have at the present 
time one or two problems in that 
field. Unfortunately for most of 
you, the biggest problem today 
is in the field of flat-roll products 
and the sheet and plate situation 
is critical. It probably will con- 
tinue so for at least another cal- 
endar quarter, and perhaps long- 
er than that. 

I am sure most of you are 
familiar with the job the steel 
division did in trying to convert 
strip mill facilities into rolling 
gauge plate, and to the extent 
that that was done the ability of 
the mills to turn out the products 
you most need was cut down. 
That program has continued. It 
will be relieved somewhat in the 
first quarter with the introduc- 
tion of new capacity for the roll- 
ing of plate. However, we have 
been given full warning that the 
plate demand for the first quar- 
ter will also go up, so I cannot 
hold out much hope for you for 
an easement on the sheet situa- 
tion. There will come times. in 
fact there are a'ready signs that 
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Temporarily earmarked for export . . . 








We can’t tell you where all of the 
Conservator units that we are 
turning out go—except that they 
will keep service men snug and 
warm in distant places where only 
the best heater in the world can do the 
job. We are proud of the fact that the 
Conservator was chosen after ex- 
haustive tests proved that it gives 
50% more heat than other compar- 
able coal heaters, and actually de- 
livers between 55,000 and 60,000 


THESE FEATURES WILL 
SELL MILLIONS! 


1. Requires attention only once every 
several days in average weather. 
2. Burns coal efficiently—only a fine 
ash remains, which falls into removable 
container in dust-tight compartment. 
3. Ashes need be removed only once 
every few days in normal weather. 
4. A most economical coal heater 
—teduces heating bills. 

5. Will burn all winter without re- 
kindling. 

6. Burns anthracite, bituminous coal, 
or coke—all domestic sizes. 
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1. It is a circulating heater—not a 
tadiant type—heats the whole house 
while maintaining a comfortable tem- 4 
perature in room where it is installed. \ hs 
8%. The only coal heater with auto- SY 
matic thermostatic damper control. ‘I 4 
9. Attractively finished in black porce- \% | {| 

' | 








lain enamel to assure long life. Easy IL 

to keep clean and shining. No stove S 

polish needed. 

10.Pays for its cost in a single season 

by savings in fuel bills, compared to 
cost of using oil or gas. 
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BTU per hour! 

The Conservator has won the 
approval of the Anthracite In- 
dustries Laboratory, where tests are 
being conducted that will set new 
standards for space heaters. Watch 
for future announcements of the re- 
sults of these tests! 

Fortunate indeed are those dealers 
who stocked up on the Conservator 
before present regulations on pro- 
duction and sales were set up. They 
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faloric's output of the amazing CONSERVATOR 
that revolutionized the principle of space-heating 





have a big start ina future market that 
will sky-rocket Conservator sales in- 
to the millions. For the Conservator 
marks a new era in space-heating—no 
other heater can match it in all-around 
efficiency and ease of operation. 

Weare striving to step up produc- 
tion so that we can take care of gov- 
ernment needs and still supply some 
civilian demands through far-seeing 
dealers who are actively merchan- 
dising the Conservator. 


CONSERVATOR COAL HEATER NEW DRAFT PRINCIPLE 


A. The Conservator operates on a new draft principle. Measured primary 
air enters at control (A), is preheated below grates and part is used to 
burn coal at grate level. The balance is carried through a tube to top of 
stove where it drives volatile elements down through magazine. 


The volatile elements enter combustion chamber outside of the firebrick 
where they are mixed with a measured amount of secondary air superheated 
after entering at (B). The mixture is ignited through louvres in the fire- 
brick and burns completely. 


C. Room air is drawn into the heater casing at (C) and ejected at the top, 
forcing circulation of warm air throughout the house. 


ONSERVATOR 


DEVELOPED AND MANUFACTURED BY 


CALORIC GAS STOVE WORKS 


TRENTON & TIOGA STS., PHILADELPHIA, PA. 
LICENSED UNDER CONSERVATOR PRODUCTS CO. « PATENTS PENDING 
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they are here in one or two in- 
stances, where some producers 
are making more steel than they 
have orders to fill. That is not 
an alarming situation because 
all you have to do is open up the 
flood gates of civilian products 
and of course the orders begin to 
roll in once more, but it isn’t 
quite that easy a job because if 
you reopen the flood gates for 
metal furniture, office furniture, 
refrigerators, automobiles, etc., 
you immediately open up addi- 
tional demand for the products 
of which we have less, namely, 
sheets. So you have to be selec- 
tive in the products you open up, 
and that process is going on at 
the present time. 

You have probably seen ease- 
ments from time to time on new 
products where easement will be 
authorized in order to keep the 
mills operating at maximum ca- 
pacity. I want to outline for you 
now the position of the ware- 
house industry with respect to 
its merchant trade products, and 
I shall confine most of my re- 
marks to that field because I be- 
lieve most of you are interested 
in those. 


Pipe Problem Disappeared 


The pipe problem has virtually 
disappeared as far as warehouses 
are concerned. In fact the mar- 
ket has become such that we have 
taken off the warehouse load di- 
rectives, and there is no reserve 
tonnage for individual ware- 
houses for pipe. There is, how- 
ever, a small reservation of lap- 
weld, of seamless and of electric 
weld pipe for warehouses on an 
over-all basis, but not for indi- 
vidual customers. 

Statistically the pipe situation 
looks bad for the jobber if you 
compare it with the base period. 
We are getting perhaps two- 
thirds as much pipe as we got 
then, but even so, it is doing a 
job because the building activity 
has ceased and inventories are 
quite comfortable. On wire prod- 
ucts the problem is critical with 
respect to netting. We don’t have 
all the fence we need and can’t 
get all the barbed wire you need. 
I think you will agree you are 
getting all the nails you can use. 
In fact we cut the production of 
nails in recent months because 
the demand was dropping, and 
there was no point in accumulat- 
ing over stocks in the hands of 
the producers. 

Tin and terneplate is a small 
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product when measured in terms 
of the jobbing business. I don’t 
think we need comment on it ex- 
cept to say the situation is about 
unchanged.- Tin plate production 
will be up in the first quarter, 
but that is a usual thing, and I 
can’t say that it will mean more 
tinplate for the jobber, however. 

I do want to mention the sub- 
ject of galvanized sheets because 
that is perhaps closest to your 
heart as sheet metal distributors. 
Our base period for the distribu- 
tion of sheets happens to be the 
year 1940. That was a normal 
building year for the most part. 
The industry took 46 per cent 
of the total amount produced. 
By industry I mean the jobbing 
industry. Today the warehouses 
are getting about 35 per cent of 
the total amount produced. Now 
that should not be alarming for 
the reason that a great bulk of 
the tonnage is moving out on 
orders submitted by the services 
and they of course have to be 
met. In terms of tonnage it looks 
pitiful. 

Now on the subject of M 21 
(b2)—that is the order as you 
well know which is supposed to 
replace your stock or provide a 
manner in which all warehouses 
can get stock replacement. The 
order in itself is nothing more 
than a formula. 

Our biggest problem to date 
has been to get the warehouses 


to read the order. Perhaps the 
president of the company reads 
it, but certainly the operating 
men do not, and I think it should 
be impressed upon everyone that 
the success of your organization 
in replacing its stock will depend 
not only upon the act or knowl- 
edge of one man but upon the 
combined knowledge of several 
who have to do with the purchas- 
ing of iron and steel products. | 
cannot urge you too much to read 
these orders as they come up. 
Study them, talk to your produc- 
er and if you have questions or 
if you feel you would rather 
come to Washington and talk 
about them, Jim Fitzgerald is the 
man to see. I think it is econom- 
ically important that you ac- 
quaint your dealer accounts with 
the regulations of these orders 
and explain to them as simply as 
you can how we replace their 
stocks. 


Warehouse Load Directive 


To implement the order we 
have devised what we cail ware- 
house load directive. It would be 
foolish on our part, I think, to 
hope that each warehouse got its 
fair share of steel if we put the 
market on an uncontrolled basis. 
For example, with the produc- 
tion of so many tons of galvan- 
ized sheets monthly for ware- 
houses, and a potential demand 








Toys Provide Their Own Holiday Atmosphere 





Except for garlands strung from the fluorescent lamp display in back 
of this window, this display at the Kirchner Hardware & Model Supply 
Co., Youngstown, Ohio, depended on toys for Christmas atmosphere in 
this showing. A wide variety of toys was interestingly shown at several 
different levels in this broad open back window last year. 
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Something to Sell When 
the Going Is Tough! 


Nationally advertised—Widely distributed—Satisfied customers in all parts 
@ € D ak i T £ « of the country as a result of years of successful use in homes and on farms. 


MANY USES 
BED BUGS 


Kills household and farm pests such as red mites, bed bugs, roaches, 
RASS GS SE SUG, FLERS, ants and similar insects. Also outstanding as a disinfectant for poultry 
TICKS, CATTLE LICE, TER- on.3¢ . : . 
MITES, ANTS, ROACHES houses, farm buildings and the like. A good year round selling item. 


AND SIMILAR PESTS ASK YOUR JOBBER OR WRITE 
a a 














well in excess of that for ware- 
house account, without some reg- 
ulation on the placement of or- 
ders with mills, the individual 
warehouse who happened to come 
in late with orders under the 
controlled materials plan would 
be out of luck. 

Recently, we approved a ware- 
house directive on galvanized 
sheets for the first quarter and 
succeeding quarters. until 
changed. I want to go over that 
record with you because I think 
not only producers will be inter- 
ested but their customers as well. 
The purpose of M 21 (b2), aside 
from getting tonnage on an over- 
all basis, is to secure equitable 
distribution. The warehouse load 
directive instructs the producer 
to reserve tonnage each quarter 
for each warehouse which it 
served during the base period. 

Now on some products you 
don’t have to buy but, if you elect 
to buy from your base supovlier, 
you count on the receipt there 
for the new tonnage you need. 
And this directive instructs the 
mills to set aside for each ware- 
house that it serviced during the 
base period 10 per cent of the ton- 
nage it delivered to that account 
during the base period for deliv- 
ery in each calendar quarter. In 
other words, in the course of a 
year’s time if this directive is 
unchanged, you would have re- 
served for you 40 per cent of 
what you bought in 1940. That 
seems a small amount, but when 
you measure that against the to- 
tal available for warehouses, 
based on a day’s production, it 
is a very substantial part of the 
total and that is the way we 
want it to be. We have provided 
for the small jobber who buys 
only one cara year, as in other 
directives, so shipments can be 
made on minimum carloads as 
far as possible. There is a sched- 
ule setting up, for example, any 
one whose base tonnave is 50 
tons—he is entitled to have the 
producer hold off for him during 
one calendar year, one minimum 
carload. 

If your base tonnage was be- 
tween the bracket of 150 and 200, 
you would have four minimum 
carloads held during the year, 
one of which, only, could be ob- 
tained during each quarter and 
anybody over that would have 
a flat 10 per cent for the quar- 
ter, of reserves. 

Directives work it this way. 
We have from each producer now 
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a statement or estimate of his 
total base tonnage on each mer- 
chant trade product. We find, 
for example, in terms of galvan- 
ized sheet it takes so many tons 
a month to serve the warehouse 
industry on the basis of received 
galvanized sheet and roofing in 
1940. But we can’t have that 
much today to relate a tonnage 
available to warehouses to the 
1940 basis and arrive at a per- 
centage figure. That percentage 
is the one which we use in de- 
termining the amount that is set 
aside for each warehouse, and if 
the mill follows the instructions 
carefully there will be little ex- 
cess tonnage available for any 
other warehouse except that spe- 
cifically set aside for the indi- 
vidual. There will be a small 
amount, but not much, and that 
small amount of tonnage is avail- 
able for the first come first serve 
type of bargaining. 


An Example 


Suppose, for examplé, produc- 
er A was instructed to reserve 
for warehouses each quarter a 
tonnage which amounted to 100 
tons for the quarter, and they 
are told not to schedule more 
than 1200 tons for warehouses 
in this directive. They are fur- 
ther instructed to divide that to- 
tal into three parts and as nearly 
as possible to schedule one-third 
of that amount in each month of 
the quarter. In our illustration 
that would amount to 400 tons. 

The producer is instructed to 
enter orders on the basis re- 


ceived. That is, the first ware- 
house ordering has the claim 
against the tonnage in the first 
month but only to the extent of 
the total amount reserved for 
him for that quarter and by ar- 
rangement with his producer 
that tonnage can be prorated 
over the three months instead of 
scheduled in one month if they 
so desire. 

When the 400 tons of reserve 
tonnage has been booked up the 
producer closes his reserve sched- 
ule for the first month and the 
next orders coming in are sched- 
uled in the second and in the 
third month, so that toward the 
end of the quarter there should 
still be reserve tonnage available 
for those who don’t come in on 
the first day of the quarter. 

I want to mention a further 
change in CMP regulation No. 4 
because I know it affects you. 
If you recall, CMP regulation 
No. 4 is the order which details 
the manner in which warehouses 
can sell steel to persons who buy 
for consumption. M 21 (b2) is 
an order which tells you how to 
sell to dealers and other ware- 
house men. 

Included as part of CMP regu- 
lation No. 4 is a paragraph 
which is probably common 
knowledge to most of you now 
and which we refer to as para- 
graph D-4. In that paragraph we 
attempt to make available to the 
thousands of small buyers of 
steel, small quantities without 
any paper work, and up until 

(Continued on page 279) 





Display Helped Sell Dolls Last Christmas 





The Waite Hardware 
Co.’s branch at 189 
Front St., Worcester, 
Mass., showed dolls 
and stuffed toys on 
this set back unit, 
limiting the decora- 
tion to the Christmas 
scene at the top of 
the unit. There was 
a wide variety of 
dolls heré with good 
sized stuffed toys 
taking their bow 
from the lower shelf. 
Although not show- 
ing in this picture, 
umfinished book- 
cases, of different 
styles, were used 
nearby for showing 
smaller stuffed toys. 
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CONSERVING OIL AND 
MOTOR REPLACEMENT PARTS 
IS A VITAL WARTIME NEED! 


Faultless motor oil filtration is the key to a num- 
ber of our biggest wartime transportation prob- 
lems. We must ‘‘Keep ’em Rolling” . . . we must 
reduce “lay up” time and save repair parts... 
we must conserve oil! 

WIX Filterefils fit this picture like a glove. 
They’re engineered to do an outstanding job— 


do it longer and—do it at lowest cost. 


To you, as a merchant, they represent the 


ee | ee i 


answet to today’s streamlined merchandising 
needs. WIX Filterefils service all popular oil 
filters — ONE LINE covers your demand — no 
stock duplication—no confusion—no lazy items 
on sleepy shelves. 

Ask your jobber to give you the facts about 
WIX Filterefils today! 





WAREHOUSES: [NEW YORK\!- CHICAGO - KANSAS CITY, MO. - MINNEAPOLIS - D LAS I 105_ANGFLES SAN FRANCISCO 


CANADIAN FACTORY: WIX ACCESSORIES CORP. LTD., {151 Bay /St., Toront?, Ontario’ 











WALTON C. GROCE 


L. the early stages of 


our war production effort it was 
inconceivable to most of us that 
the United States could run 
short of any kind of war mate- 
rial. Most of us believed that we 
could take this war production 
in stride without seriously upset- 
ting our civilian economy. We 
were soon rudely awakened. Crit- 
ical shortages in many strategic 
materials soon developed, par- 
ticularly with respect to steel, 
copper, and aluminum. 

To meet this tremendous pro- 
duction program in the face of 
those shortages industry needed 
two things. 

First, it required realistic end- 
product programs that could be 
produced within the available 
supply of raw materials. 

Second, industry needed bal- 
anced flows of materials and 
component parts to assure pro- 
duction of programmed end 
products according to _pre- 
arranged time schedules. 

To take care of these two fac- 
tors the Controlled Materials 
Plan was introduced as an indus- 
trial war weapon. Just as our 
combat weapons such as aircraft, 
tanks, ships, guns, etc., are sub- 

‘ject to development and changes 


The Controlled Materials 
Plan Today 


T HE basic operating principles of CMP are 
established and, as industry enters the sec- 
ond quarter of complete operation under the 
plan, it is safe to say that it is working in a suc- 


cessful manner. 


Its policies and procedures 


will continue to be established in Washington, 
but the carrying out of these policies will be 
delegated to the field offices to the greatest 
possible extent practicable. This policy should 
be a time-saver for American industry. 


By WALTON C. GROCE 


Deputy Chief, 
Education and Inquiry Branch, 


Controlled Materials Plan 
Division, WPB 


in specifications to incorporate 
the results of the lessons we 
learn under actual combat condi- 
tions, so CMP has been modified 
to reflect the experience we have 
gained in actual operations. 

The development of CMP can 
be said to have gone through the 
two stages characteristic of the 
development of any major pro- 
gram in any large business. One 
—a “growing pains” stage; two 
—a simplification and refinement 
stage. 

Then let us consider them in 
order — first, the “growing 
pains” stage: 

In November, 1942, the Con- 
trolled Materials Plan was for- 
mally announced to industry. It 
was to be the over-all instrument 
for coordination of the distribu- 
tion of steel, copper, and alumi- 
num to pre-determined end prod- 


S'S 4 


At the Manufacturers’ 
Wednesday Session 


uct programs. Procurement pro- 
grams for various products were 
submitted in advance by the 
various Claimant Agencies. They 
were adjusted on the basis of 
over-all requirements and rela- 
tive urgency by the WPB Re- 
quirements Committee to the 
degree necessary to bring the 
fulfillment of these programs 
within the available supply of 
steel, copper, and aluminum. It 
was assumed that in bringing 
these programs within “do-abil- 
ity” with respect to the three 
controlled materials, that the re- 
quirements for other materials to 
fill these adjusted programs 
would be within the available 
supply. 

Industry’s first reaction to the 
plan was unfavorable. At first 
leaders saw it as little more than 
more paper work. However, on 
closer study it became evident 
that CMP was basically sound, 
that it was practical, and that 
with the assistance and coopera- 
tion of industry it could be made 
to work and operate efficiently. 
But there were “bugs” in the 
plan as originally released. 

Industrial leaders approached 
WPB officials in charge of CMP. 
Many conferences were held, 
with the result that before CMP 
went into even partial operation, 


“The demand upon American industry willincrease. We 
must replace battle damage and build reserve stocks” 
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For EXCELLENCE in PRODUCTION 


te We take pride in informing our many customers and friends that the work of National ye 
Enameling and Stamping Company employees has merited the Army-Navy “E” 
Award at two of our plants. First to receive the Army-Navy “E” for excellence in pro- 
ducing war materials was our Granite City Illinois division on May 26, 1943. The 

xP second award was made to our Milwaukee division on September 23, 1943. Proudly +> 
the “E” burgee flies from the flagstaffs of these two famous factories — a tribute to 
our employees, and a public recognition of their skill and excellence of workmanship. 


ys NATIONAL ENAMELING & STAMPING COMPANY - Milwaukee, Wis. me 


Back the rbttack-Guy Wore War Conds 


x a 











SAMPLES SAMPLES 
DISPLAYED AT DISPLAYED AT 
1462 Merchandise Mart 200 5th Avenue 

CHICAGO NEW YORK 
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it was amended to provide that 
allotments should be made on a 
quarterly basis. This change was 
practical. It did much to make 
CMP workable. 

It was soon recognized that in 
order for industry to do an effec- 
tive job of materials purchasing 
and production scheduling, it was 
necessary to provide advance al- 
lotments which could be used as 
the basis for placing orders for 
material and planning produc- 
tion for a reasonable advance pe- 
riod. The use of allotment num- 
bers as an uprating device was 
abandoned beginning July 1, 
1943, since this proved to be un- 
necessary and impractical. The 
use of allotment numbers now is 


for purposes of _ identification 
only. 
However, the fundamental 


principles on which CMP was 
based have remained unchanged, 
namely, the bill of materials ap- 
proach to material requirements 
for programmed end products, 
the vertical allotment principle 
as applied to the allotment of 
controlled materials for the pro- 
duction of Class A products, and 
the principle that no more steel, 
copper, or aluminum would be al- 
lotted for all programs for a 
given quarter than the estimated 
supply of these materials. 

Today, the basic procedures of 
CMP have more or less jelled. Its 
basic operating principles are 
established. As we enter the sec- 
ond quarter of complete opera- 
tion under the plan, it is safe to 
say that it is successful. Indus- 
trial acceptance at this time is 
generally enthusiastic. National- 
ly, CMP is working. 


Each Has Own Problems 


It is true that each particular 
industry has its own problems 
in connection with the plan. It 
would be impossible to meet all 
of the problems which various 
individual plants face through 
general controls which affect all 
industry. But, by and large, the 
over-all plans controlling mate- 
rials distribution today are work- 
ing effectively. 

During the past six months a 
major part of my job has been to 
travel all over the country, hold- 
ing meetings with groups of in- 
dustry representatives for the 
purpose of discussing their oper- 
ation under CMP, and of answer- 
ing questions regarding CMP. I 
have participated in these meet- 
ings in some 50 major cities. 
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During the early part of this pe- 
riod there were many new prob- 
lems and questions which arose 
and which were brought back to 
Washington for solution and an- 
swers. More recently, however, 
questions involving major policy 
have almost entirely disappeared 
and questions were almost whol- 
ly confined to specific and indi- 
vidual problems relating to par- 
ticular products or plants. The 
consensus of opinion at all of 
these meetings has been that 
CMP is doing the job for which 
it was designed. 


Recent Changes 


More recent changes in CMP 
include the freezing of the Class 
B product list, and the elimina- 
tion of permission previously 
granted to Claimant Agencies to 
require complete bills of mate- 
rials—that is bills of materials 
which included controlled mate- 
rial requirements for Class B 
component products to be incor- 
porated in end products. Instead 
a Central Bill of Materials Index 
File has been established to 
which claimant agencies can re- 
fer for data on controlled mate- 
rials required for Class B prod- 
ucts needed in their procurement 
programs. 

The special allotment proce- 
dure has been extended to oper- 





ate during the first and second 
quarters of 1944, rather than 
only during the third and fourth 
quarters of 1943. 

CMP Regulation 1 was amend- 
ed and re-issued on October 4, 
incorporating several needed 
changes, among them a modifica- 
tion of rules relating to time for 
delivery of authorized controlled 
material orders and a complete 
revision of the small order pro- 
cedure designed to liberalize and 
make it more practical. 

All of these changes represent 
improvements. They have finally 
brought the plan to the point 
where additional changes will 
not be made, unless there is real- 
ly some substantial benefit to be 
derived from making them. In 
other words, CMP as it stands 
today, is the plan under which 
American industry will operate 
for the duration. It will remain 
as it is today, unless WPB can 
substantially aid industry and 
the war effort through modifica- 
tions. 


Constantly Striving 


However, administratively, 
CMP officials in Washington are 
constantly striving for improve- 
ment and simplification. Continu- 
ous effort is being made to bal- 
ance allotments with actual re- 
quirements for steel, copper and 
aluminum going into products 





Stress Gift Possibilities of Hampers 





Hampers for Christmas gifts, practical as well as decorative, were 
suggested in this display in the Bryan Hardware store in Westfield, 
Mass., a city of about 19,000. Advertised once in a local newspaper 
as a gift item, these hampers were offered at prices ranging from $3.25 
to $6.50. Placing a Christmas gift package on the top of the display 
suggested the idea in the store. 





HARDWARE AGE 












second 
r than 
fourth 


amend- 
Ober 4, 
needed 
odifica- 
me for 
trolled 
mplete 
or pro- 
ze and 


resent 
finally 
point 
s will 
S real- 
; to be 
n. In 
stands 
which 
perate 
emain 
B can 
r and 
lifica- 


ively, 
n are 
rove- 
itinu- 
» bal- 
il re- 
r and 
ducts 





YOUR CAR 


GIVE IT 


// 


AND SA\ 


Easy to do; 
you needisS 
Simoniz Klee. 
don't cost mu 
them for your ca 


7 


BIG FALL 


SIMONIZ DRIVE 


More housewives and motorists are al- 
ready coming into dealers’ stores insist- 
ing on Simoniz, the Simoniz Kleeners 
and Self Polishing Simoniz for Floors. 
The Big Fall Simoniz Drive is on the 


move.’ Hard-hitting advertising in news- 
papers, magazines and over the radio. 
You should have a good stock on hand. 


Better 


order more now! 


THE SIMONIZ COMPANY «+ CHICAGO 


Newspapers Used in Fall Simoniz Campaign 


Atlanta. . Journal 
Knickerbocker News 
Herald 

Herald 

Reporter News 

Arlington, Va ‘ un 
Baltimore News-Post-Sun 
— News-Age-Herald 


ton 
Globe—Herald—Traveler—Post 
Record - American 
Bronx Borough, N. Y 
Bronx Home News 
Brooklyn Brooklyn Eaglé 
Buffalo News’ 
Billings Gazette 
Butte Montana Standard Post 
Chicago News 
Cleveland Press 
Cincinnati Post 
Columbus Dispatch 
Cumberland 
Cumberland News- Times 
Clarkesburg Exponent-Telegram 
Cairo, til Citizen 
Dayton News 
Post 
Register-Tribune 
jews 
Times Herald 
rie Erie Times 
Evansville Press 
Florence Florence News 
Grand Rapids Press 
Hackensack. . Bergen Evening Record 
Hartford Hartford Times 
Hempstead Town, L. |! 
Nassau Review Star 


Woman's Day 


OCTOBER 28, 1943 


Houston Chronicle 
Harrisburg News -Patriot 
News 
Jersey City Jersey Journal 
Jacksonville Florida Times Union 
Joplin Globe - News-Herald 
Kalamazoo Gazette 
Kansas City Star-Times 
Little Rock Arkansas Democrat 
Louisville Courier-Journal -Times 
Long Island City 
Long Island Star-Journal 
Los Angeles 
Examiner -Herald-Express 
Lexington Herald-Leader 
Lansing State Journal 
Manchester Union Leader 
Miami News 
Milwaukee Journal 
Minneapolis 
Star-Journal-Tribune 
Morristown Morristown Record 
Montgomery Advertiser - Journal 
Middlesboro, Ky ws 
Newark Newark News 
Norfolk 
Ledger-Dispatch-Virginian-Pilot 
New Orleans. .Times-Picayune-States 
New Haven Register 
New London, Conn Day 
New York 
Staatz-Zietung and Herald 
World-Herald 
Paterson News 
Peoria Journal-Transcript 
Perth Amboy ws 
Philadelphia Bulletin 
Pittsfield Berkshire Eagle 


Pittsburgh. .... Press 
= Peies Courier-News 


tland, 4 
Express-Press-Herald 
Portland... .. Oregon Journal 
Providence ° Bulletin 
mix 
Rochester 
Richmond, Va. 


Tribune-Telegram 
Dispatch-Pioneer Press 


Chronicle- Spokesman-Review 
Springfield, Mass. 
Union-Republican-News 
Seattle... .. Post-intelligencer-Times 
Herald Journal 
Light 


Lou 
San Francisco 
Tacoma 
Toledo Blade 
Topeka Capital-State Journal 
Tribu 

Star Tribune 

ucson Star-Citizen 
Union City, N. J.....Hudson Dispatch 
Wilkes-Barre 

Record -T imes- Leader- News 
Winston-Salem Journal-Sentine! 
Washington, D. C..... Post-Star-News 
Wichita acon 
Worcester Telegram Gazette-Post 
Yonkers Westchester Group 
Youngstown Vind icator-Telegram 


Tampa 
Terre-Haute 


, Western Family and the big Pacific Coast Sunday group. 








Yes, use same Simoniz 
and Kleeners so famous 
Tar: Gare.” 











programmed by claimant agen- 
cies and WPB industry divisions. 
In addition, the War Production 
Board Requirements Committee 
is trying constantly to improve 
its allotment procedure. 

I notice in one of the bulletins 
which your association sent out 
concerning this conference that 
I am scheduled to discuss the de- 
tails of CAP, which the bulletin 
says stands for “Coordinated 
Adjustment Procedure.” 

This procedure, circulated 
within the War Production 
Board for discussion, was aimed 
at the fundamental problem of 
decreasing the total amount of 
paper work which industry is 
called upon to do, and decreasing 
the number of different applica- 
tions for the procurement of spe- 
cific materials and _ products 
which Industry is called upon to 
submit. It was also aimed at a 
solution of the problem of inte- 
grating other materials with pro- 
duction schedules based on allot- 
ments of controlled materials. 

There will be no CAP as a new 
official plan or procedure. How- 
ever, Mr. Batcheller and Mr. 
Krug have jointly announced as 
a policy the drastic reduction of 
special applications and reports 
and have charged the industry 
divisions with developing pro- 
grams to carry out this policy. 

Among the methods to be used 
in attaining this objective which 
have been laid down for the pol- 
icy guidance of the industry di- 
visions are: (1) Termination of 
allocation or special authoriza- 
tion procedures wherever supply 
warrants; (2) Substitution of 
limitation orders or restrictive 
provisions in orders for those 
which now require special appli- 
cations; (3) The incorporation 
of small order exemptions in ex- 
isting orders; (4) Substitution 
of quarterly applications for 
monthly applications; (5) Sub- 
stitution of quotas for special 
applications now required, wher- 
ever consumption and use have 
been established. 

In addition to these methods 
outlined, every effort will be 
made to standardize application 
forms which may still be neces- 
sary, particularly as to end use 
information required. The prob- 
lem of clarifying and simplifying 
end use information require- 
ments of WPB and other war 
agencies is being intensely scru- 
tinized. In some areas, end use 
information is still required, de- 
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spite the fact the Allocation 
Classification System, spelled out 
in Priorities Regulation No. 10, 
has been abandoned. Sometimes 
this information is required for 
very good reason, but persons 
required to supply it do not al- 
ways receive it from their cus- 
tomers. It is with the object of 
clarifying situations where end 
use should and should not be 
used that the present study of 
the problem is being made. 

The implementation of this 
program, calling as it does for 
careful checking of the methods, 
procedures, and forms now in 
use is a tremendous job. Conse- 
quently, the full effects will not 
be felt by industry for some 
time, The process of carrying 


out this program will be continu- 
ous. To the greatest extent pos- 
sible, it will be accomplished 
within the framework of exist- 
ing orders so that the difficulty 
of transition will be reduced to 
a minimum. However, I can as- 
sure you that as a result of this 
announced policy, there will be 
a substantial reduction in the 
number of applications and 
forms which must be submitted 
to WPB. 

Also, as a result of the decen- 
tralization program recently an- 
nounced by WPB, the field offices 
are being given increased scope 
and responsibilities with respect 
to actions under the various reg- 
ulations and orders. I suggest 


(Continued on page 280) 





Makes Humble Padlock Break Into Rhyme 


TT. YPICAL of many products working 

overtime in the war effort, though 
lacking the more glamorous role played 
by guns, tanks, planes and ships, is 
the humble padlock, depended upon in 
hundreds of ways by the armed forces 
and war industries. 

Refusing to let his product be drowned 
in oblivion, and wanting to give workers 
at the Yale & Towne Mfg. \Co. an idea 
of the war-importance of their work, 
General Superintendent A. Douglas 
Dalton was inspired to write the fol- 
lowing poem: 


I Am On y a YALE PapLock 


“Only a padlock” did somebody say, 

Having no part in this war to play? 

“Only a padlock,” I’ve just heard it said, 

Crushed by this war and can’t raise my 
head. 


What folly is spoken! What notions 
abound! 

Because I am modest and don’t make 
a sound, 

Because I’m not glamorous, apparently 
lame, 

I am told I am useless and war’s not 
my game, 


I've quietly worked by day and by 
night, 

And under a bushel I’ve hidden my 
light, 

But since you have sneered at my effort 
and pace 

I'll show you, by Reilly, I am still in 
this race! 


I'll tell you my story—it’s time you 
should know, 

Lest others continue to steal all the 
show. 

I am not just a padlock, as often is told, 

That over the counter is usually sold. 


I am real! I am loyal! Of this war a 
part, 


And I’ve been in the conflict right from 
the start! 


I’ve followed our sailor boys over the 
seas; 

I’ve seen our brave doughboys bring 
Japs to their knees; 

I’ve been by the side of our airmen at 
home; 

I’ve watched the bombs fall on the 
targets in Rome. 


I’ve cursed the foe’s submarine straight 
to its lair— 

Don’t ever tell me that our padlock’s 
not there! 

I am up in the sky and I’m over the 
sea, 

The soldier and sailor say, “Never leave 
me.” 


I guard all their trinkets, their letters 
from home, 

The words from their loved ones I never 
let roam. 

From late in the evening ’til sun’s early 
glow 

I am guarding the Admirals’s papers 
below. 


No task is too menial, no risk is too 
great, 

I work in the service from early ’til late. 

I say then, with honor and full glowing 
pride, 

That I’m not a slacker; I’m well in the 
stride! 


I am asking no quarter; I’ve no reason 
to shirk, 
For I know making padlocks is all-out 
war work! 
—A. Dovuctas DALTON 


As well as padlocks, Yale & Towne’s 
war work includes electronic equipment, 
locks for Army, Navy and Merchant 
Marine, tri-rotor pumps for refueling 
operations, and many precision parts 
for airplanes and guns. 
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se The planes that come diving down to strafe our fighting men are 
not the only winged peril that menaces them. Winged insects carry 
deadly diseases that are taking a heavy toll. 

The Anopheles mosquito can almost instantly inoculate its human 
prey with the germ of the dread malaria. Many fearful tropical 
diseases are insect-borne. Typhoid, dysentery, and anthrax are trans- 
mitted by insects. Even the common housefly is a recognized disease 
carrier—as serious a menace to health as the blood-sucking insects. 
Scientific research has proven the fly carries infantile paralysis germs 
on its filthy body. ° 

America's fighting men must be kept physically fit—in the jungles 
and other insect-infested regions all over the world...in training 
camps. ..in the great war plants. America's homes, too, must be pro- 
tected against insect-borne diseases. One good form of protection is 
Red Edge Screen Cloth. The amount we can make for civilian use is 
limited. Your co-operation in making it go as far as possible will help 
a lot in the campaign to prevent epidemic disease. 


REYNOLDS WIRE CO. ° DIXON, ILLINOIS 








RED EDGE 
Self-Measured Screen Cloth in the Round Package 
Screen cloth for civilian use is now manu- 
factured only in widths of 24, 26, 28, 30, 
32, 36, 42 and 48 inches—in 12 and 
16-mesh Black (painted) and 16-mesh 
AluminA (electro-pla with zinc) for 
the duration—subject to further limitations 
if necessary. 
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\ Vi all heard the story 


of the best trap and the 
beaten track the world would beat to 
the door of its maker. 


mouse 


Few of us. 
however, heard the story of how a 
jeweler in Medina, Ohio, 80 years 
ago, became interested in bees as a 
hobby and built up a great business. 
The world came to his door to buy 
bees, hive equipment, queen bees, 
honey, wax, wax candles, and even 
wooden toys, the latter a by-product 
of the business. It is a humanly in- 
teresting story as told to us by D. C. 
Babcock, of The A. I. Root Com- 
pany, Medina, Ohio. 


How It Started 


Shortly after the close of the Civil 
War, A. I. Root, who was then oper- 
ating a small jewelry store on the 
square of Medina village, observed 
a swarm of bees flying overhead. He 
watched them for a few minutes and 
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turning to a workman standing near- 
by made the comment that he wished 
he had them, that he would like to 
“play” with them. The farmer re- 
marked that he would get them for 
one dollar, so Mr. Root tossed out a 
silver dollar and told him to go 
ahead. The workman returned with 
the bees in an old soap box and that 
night Mr. Root took them home. His 
neighbors told him that if he would 
forget the bees and pay attention to 
his business he would be better off. 
His inquisitiveness, however, com- 
pelled him to search the farm maga- 
zines for information and, failing 
there, he decided to take the stage- 
coach and go to Cleveland. 

It took two days for him to make 
the 28-mile trip to Cleveland but his 
efforts were rewarded. In a second- 
hand store on Superior Avenue he 
found a book on bees written by a 
Reverend Langstroth. He bought 
the book quickly and became in- 
tensely interested in his hobby. Soon 
he discovered that Mr. Langstroth 








had designed a movable frame and 
that the bee space of approximately 
164/1000 of an inch was very im- 
portant as this space had to be 
maintained at the ends of the frames 
and above the frames and also, to a 
certain extent, between them. Mr. 
Root made a hive according to these 
measurements and convinced his 
neighbors and friends that if bees 
were handled properly, they could 
be made to store a surplus of honey. 
His success soon brought requests 
from neighbors and others to make 
hives of the same type for them and, 
with this local demand as a start, he 
began the manufacture of Root bee 
supplies. He rigged up an old wind- 
mill in the back yard and when the 
wind blew he sawed lumber. He was 
a busy man in those days and on top 
of that he took time to answer many 
letters asking for special informa- 
tion on how to handle bees. 


“Gleanings in Bee Culture” 


In 1873, Mr. Root started printing 
a little paper entitled “Gleanings in 
Bee Culture” which, by the way, 
now claims the largest circulation 
of any bee publication in the world. 
His business grew and naturally his 
interest in beekeeping grew with it. 
He was an enthusiastic churchman 
and one day while attending a state 
meeting in Elyria he listened to a 
number of missionaries tell of their 
work in foreign fields. At the close 
of the session, he asked permission 
to announce that he would gladly 
mail his magazine on bees, free of 
charge, to any missionary present if 
he thought it would be of help. At 
the next session he enlarged his offer 
by stating that the magazine would 
be sent to any missionary friends of 
those present if they would hand in 
such names for the mailing list. 

When he returned home he de- 
cided to make a still larger offer and 
the next issue carried the announce- 
ment that if any of the readers had 
friends who were missionaries in 
any part of the world he would be 
glad to mail the magazine free. The 
names rolled in and there was a 
question at one time as to whether 
or not he would be able to finance 
the postage on all these foreign 
copies. He kept his word however. 
and, before he knew it, the name of 
Root’s became firmly established 
among beekeepers throughout the 
world. 

Mr. Root, the founder, has long 
since been gathered to his fathers, 
but today, The A. I. Root Co. is the 
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So That You 
Can Sell Her 


She is your best customer—the great Ameri- 
can homemaker. Fortunately, there are more than 
30 millions like her. Most important in her life is 
the health and happiness of her family. That’s why 
one of the first things she’ll want after the war is a 
PRESTO COOKER. 











be current national advertising of 
RESTO COOKERS features these 


jor appeals: 
Saves up to 75% cooking time 


Saves precious vitamins and minerals . 


Saves natural food flavors and colors 
Saves money by saving fuel 


The manufacturing facilities of the Na- 

. tional Pressure Cooker Company are now 
vY devoted to war production. Once victory 

we Nis won there will be Presto Cooxers for 


everybody. Meanwhile, owners of Presto 
Cookers are urged to share them. 


REE BOOKLET! 
, interesting, colorful booklet 
“PRESTO COOKING — WHY 
iD HOW”, is being offered to 
of our advertisements ap- 

in leading women’s, general 
farm publications. This booklet 
‘fascinating guide to modern 
It ‘contains many taste- 

ig recipes and full menus. If 
‘ate interested in having a copy, 


TIONAL PRESSURE COOKER CO. 
DEPT. T-4, EAU CLAIRE, WIS. 








J We're telling her now in our greatest national 
advertising program about the wonders of PRESTO 
Cooking, so that you can sell her later. 


NATIONAL 


NATIONAL MILLIO 
COOKER - 





MAGAZINES CIRCULATION 


















New Zp, 


Ree, 























PRESTO COOKER advertisements, many in full color, are appearing in 
a3 GOOD’ HOUSEKEEPING LADIES’ HOME JOURNAL McCALL'S 
WOMAN'S HOME.COMPANION THIS WEEK AMERICAN WEEKLY BETTER 
HOMES & GARDENS... AMERICAN HOME... PARENTS’ MAGAZINE .. . HOUSEHOLD 
HOLLANDS HOUSE & GARDEN HOUSE BEAUTIFUL FARM JOURNAL 
AND FARMER'S WIFE COUNTRY GENTLEMAN . . . SUCCESSFUL FARMING 
and CAPPER'S FARMER 






largest manufacturer of beekeeping 
equipment in the world and has con- 
tributed much to the development 
of the industry. It also has devel- 
oped in its wax department rolled 
candles that are made from sheeted 
beeswax, being the only company in 
the United States making candles 
this way. 

Because of the importance of bees 
in the pollination of fruit and clover 
blossoms, beekeeping has a high 
priority in the war program. With- 
out bees there would be practically 
no fruit crops and, at the present 
time, certain plants such as the 
clovers are very important in re- 
turning nitrogen to the soil which 
cannot be imported with safety. 

Hardware dealers are in such 
close touch with so many out-of-door 
customers that bee hives and bee 
equipment should be a profitable 
department in every hardware store. 
Honey is now selling at 40 cents a lb. 
You can go into the bee business on 
an investment as low as $10.00. If 
you are in a good nectar district 
you should get an annual return of 
$10.00 on one hive. 

If you will write to The A. I. 
Root Co., Medina, Ohio, it will be 
glad to send you its magazine about 
bees and full information about go- 
ing into this profitable line. Natu- 


rally, to build up the business sales- 
men must be posted on bees, their 
habits, and the necessary equip- 
ment. 


Mr. Babcock answered my many 
questions about bees and I don’t 
think I can do better than to quote 
his very interesting answers. He 
writes: 

“We are always glad to give re- 
liable information on bees because 
we dislike very much to read 
statements that are wrong in part 
or as a whole. 

“Various kinds of bees and 
their function. There are three 
kinds of bees in a hive, namely, 
the worker bees or imperfect fe- 
male bees, the drone bees or male 
bees, and one queen. The worker 
bees, of course, gather all of the 
honey, act as guards and nurse 
bees and build the comb from 
wax particles secreted from the 
wax glands in their bodies. In 
fact, they do all the work con- 
nected with the production of 
honey. 

“The drone bees or male bees 
gather no nectar and do no work 
in the hive. Their mouth parts 
are so constructed they cannot 
suck the nectar from the flowers. 
They are created for one purpose 
only and that is to perpetuate the 
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life of the colony and only one 
drone in the entire colony is re- 
quired for this purpose. When 
the virgin queen leaves the hive 
on her mating flight, a number of 
the drones near the entrance fol- 


low her out and because she is 


furnished with powerful wings 
she soon flies away from all of 
the weak drones. Consequently. 
only the strongest drone among 
those that fly out of the hive over- 
takes her and mates with her. He 
dies as a result of the flight and 
the queen returns to the hive, fer- 
tilized for life. The rest of the 
drones live off the honey and nec- 
tar gathered by their sisters, the 
worker bees, until cold weather 
arrives, when they are driven out 
of the hive by the worker bees tu 
starve to death. 


The Perfect Queen Bee 


“The queen bee is the only per- 
fect female bee in fhe hive and 
her one mission in life is to lay 
eggs. She deposits one egg in a 
cell and she has two egg-laying 
periods, once in the spring and 
again in the fall. Both egg-laying 
periods are tapered off at both 
ends. When she is laying heav- 
ily, a good queen may lay as 
many as 1500 to 2000 eggs a day. 
The worker bees, or her daugh- 
ters, feed her by lapping their 
tongues against hers. 

“There are a number of vari- 
eties of bees. The common com- 
mercial bee in the United States 
is what is known as the Italian 
bee. In some localities. we have 
a gray bee known as the Cau- 
casian bee, also some Cyprian 
bees. The wild bee is known as 
the black beé, or the German bee. 

“Profits in bees. This, of course. 
depends upon the beekeeper and 
how thoroughly he follows the 
suggestions by beekeeping au- 
thorities. Of course, weather con- 
ditions and location of his apiary 
may have something to do with 
it. There are years when the bee- 
keeper will not produce much 
more than enough honey to take 
care of his hives as he should 
leave on each hive approximately 
sixty pounds of honey for winter 
food. There are so many things 
that enter into the profits of bee- 
keeping that it is rather difficult 
to state them in this limited 
space. You ask about dealers 
handling bee supplies. We try to 
locate firms with some one in their 
organization who is able to an- 
swer the questions asked and to 
know the hive parts beekeepers 


inquire about. The discount al- 
lowed to dealers on bee supplies 
is considerably lower than on the 
average hardware supplies. How- 
ever, the majority of stores that 
handle bee supplies consider it an 
advantageous line to handle be- 
cause it brings into the store cus- 
tomers from near and far. 

“How to start a hive. The bee 
keeper assembles the hive with 
frames and full sheets of foun- 
dation and orders a three-pound 
package of bees with queen. A 
number of dealers order hives, 
frames, etc., in the flat and as- 
semble them, thus they secure 
larger returns from their invest- 
ment. The bees should arrive in 
the spring of the year, during 
fruit blossom time, if possible, so 
that the bees will be able to col- 
lect large quantities of pollen to 
help feed the young bees after 
emerging from the cells. Bees 
should be examined approximate- 
ly every week during the spring 
months and up to the time of the 
honey flow. 

“How is beeswax produced? 
Beeswax is produced originally as 
scales on the underside of the 
worker bees. The bees build the 
combs from these fine scales. To 
produce this wax on the under- 
side of their bodies, the bees must 
eat large quantities of honey. In 
fact, they eat between 10 and 12 
pounds of honey for every pound 
of beeswax they produce. Com- 
mercial beeswax is secured by 
melting up the combs or the cap- 
pings, cut from the cells in the 
production of extracted honey. 
The pure beeswax is drained off 
and solidified in large cakes and 
shipped to users of beeswax 
throughout the country. Large 
quantities of beeswax are used, 
of course, by the bee supply man- 
ufacturers in producing what is 
known as comb foundation which 
is used in the brood chamber or 
in the supers for surplus honey. 
Heavy foundation is used in the 
brood chamber while a very light 
foundation is used in the supers. 

“The bees have to fly approxi- 
mately 100,000 miles for every 
pound of honey and they consume 
10 or 12 pounds of honey for the 
production of a pound of bees- 
wax so you can readily see that 
it is a wise procedure to furnish 
the bees pure beeswax founda- 
tion on which to build their 
combs. It also insures the build- 
ing of straight combs that can 
easily be removed from the brood 

(Continued on page 253) 
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i the and man-power. Decal nameplates, instructions, inspec- 
tion data, serial numbers, dial faces, insignia, etc., are used 
on tanks, combat and merchant ships, planes and commun- 
ication equipment. They’re durable, washable, and can 
be .reproduced in any color, size or design. No screws, 
bolts or rivets required for application. No sharp edges. 
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R.. AIR work at the 


Mt. Horeb Hardware Co., Mt. 
Horeb, Wis., has increased so 
much during war-time that every 
employee of the company has had 
to learn how to do this type of 
work. This is the only way in 
which the company is able to keep 
up with the growing repair busi- 
ness, 

Ordinarily, much of the work 
would be handled by the sheet 
metal shop men. Today, however, 
they are so busy with regular shop 
jobs they do not have time to take 
care of the small repair work. 

Small repair work in this busi- 
ness consists of soldering and re- 
pairing household utensils such as 
kettles, boilers, cooking pots and 
pans; electrical appliances and 
many other items. Production of 
milk is the chief money crop of 
the surrounding farms and the 
soldering and repairing of milk 
cans, milk pails, strainers, and 
milking machines accordingly rep- 
resents an important volume to 
the firm. 

All employees are taught how to 
do small repair jobs. Roy and 
Howard Beat, the proprietors, in- 
struct them at the present time in 
the art of handling the soldering 
iron and making other simple re- 
pairs. They learn quickly and can 
do many of the more difficult jobs 
(Continued on page 273) 
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Every Employee Must Understand 
How to Make Small Repairs 


Flood of war-time work makes it 
necessary for staff of Mt. Horeb 
Hardware Co. to expand its duties 





A young employee does a smooth job of soldering a leak in a milk 
pail. Good work is very essential in repairing items of this type. 





Even repairing and reconditioning washing machines is not too 
difficult. Most of this work, however, is done under supervision. 
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HEETSAVER WEATHERSTRIP TAPE 


‘“Seals in the HEAT... Keeps out the COLD’’ 



























Roll Call for Progressive Jobbers who are Doing an 
/ Outstanding Job with HEETSAVER Weatherstrip Tape 
Famous Radio Personalities oe 


broadcast the HEETSAVER story 


Ken and Carolyn broadcasting over about a 
dozen New England stations in the YANKEE 
KITCHEN . . . Ed East’s BREAKFAST IN BED- 
LAM over WJZ in New York... Annice 
Ives over Station WFIL in Philadelphia . 

The HOUSEWIVES PROTECTIVE LEAGUE over 
WBBM in Chicago . . . the FRIENDLY OPEN 
HOUSE on Station WGAR in Cleveland . . . 
Bea Baxter on Station KSTP in Minneapolis-St. 
Paul . . . these are just some of the big 





radio personalities who will broadcast the 
, HEETSAVER message to millions of listeners, 
directing their footsteps to your store. Will 
you be ready to supply them? 


AVAILABLE in WHITE, BUFF and BROWN 


Ninn etihttebi tee, cae 5c 


150 foot roll lists 








SOILICIDE LABORATORIES 


MONTCLAIR, NEW JERSEY 


OCTOBER 28, 1943 


The Hardware Wholesaler 


NVENTORIES are low, to a point critical for 
civilian economy, but it is believed that 
there will be a gradual easing off on shortages 


on many lines. 


By HERBERT L. GEORGE 
Chief, Hardware Supplies Section, 
Industrial and Hardware Supplies Branch, 
Wholesale and Retail Trade Division, WPB 


At the Wholesalers’ 
Wednesday Session 


[ 8 UNTIL a few 


months ago very little thought 
and attention was given to the 
production of civilian needs. Set- 
ting up the machinery for a 
tremendous quantity of fighting 
equipment took the greater part 
of the time and energy of every 
division of the War Board. It 
is pretty well agreed that this 
attitude was fully justified, but 
now that the first shock of those 
readjustments have been ab- 
sorbed, a part of our attention 
can be focused on civilian re- 
quirements. 

In the early months of 1942 
inventories of hardware and kin- 
dred lines reached their peak in 
distributors stocks, but from 
that time on there has been a 
steady drain at both the whole- 
sale and retail level. That level 
is dangerously low at the present 
moment to the point where 
many people, including farm- 
ers and civilians in all walks of 
life, are compelled to go with- 
out. The time has arrived when 
the situation has become 
critical in the production of es- 
sential articles to maintain the 
expected food produetion and 
our civilian economy. 


Now that war production is 
well organized, and has virtually 
reached its peak, certain per- 
centages of raw materials may 
be allotted to certain items and 
lines that are sadly needed. I 
truly believe that we can all plan 
on the Office of Civilian Require- 
ments giving every possible as- 
sistance and expect things to 
happen in the near future. 

My encouragement lies in the 
realization on the part of the 
War Production Board that civil- 
ian economy must be preserved 
by assuring materials for ade- 
quate food production by the 
farmer and the safeguarding of 
our distributive system. Surveys 
are being made, and their needs 
are being seriously studied in 
so far as practical without re- 
tarding the war program. Per- 
haps it would be interesting to 
enumerate some of the items and 
lines on which there are pros- 
pects of a greater diversion of 
production for civilian use. 

We have all heard of the laun- 
dry situation particularly in de- 
fense areas. Hundreds of thou- 
sands of people would prefer to 
do their laundry at home if 
washing equipment were obtain- 
able. That brings up the sub- 


and WPB 


H. L. GEORGE 


ject of irons, washing machines, 
wash boilers and other laundry 
items. Irons, I am told, have 
been definitely programmed for 
a quantity that will at least help 
meet a portion of the need. The 
other items I hope will soon 
come in that category. 

Certain items of galvanized 
ware may become more plentiful 
as percentages for civilian di- 
version have been stepped up for 
the fourth quarter and a fur- 
ther increase is promised for the 
first quarter of 1944, Garbage 
cans are first on the list as this 
problem has been attacked from 
a health standpoint as it is 
known that many communities 
are menaced with health prob- 
lems. Tubs and pails are like- 
wise to be produced in greater 
quantities and made available 
for civilian use. 

There are quite a number of 
strictly hardware items on the 
farm machinery order L-257— 
such as haying equipment, 
pumps, poultry items, dairy 
pails, milk strainers and spray- 
ers all of which are now per- 
mitted to be made to a much 


‘I truly believe that we can all plan on the Office 
of Civilian Requirements giving every possible assist- 
ance and expect things to happen in the near future” 
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—~ Formica is practicglly non-break- 
age able. It is easily cleaned with a damp 
nition rag, or with soap and water, with 
prob- a minimum expenditure of elbow 
Ln grease in polishing. 
\ilable 

It holds its color and surface even 
fhe on such overwerked doors as those 
257— between the kitchen and dining room 


ment, of a great restaurant. 
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cao No wonder it so quickly won a 


much place for itself in this important, 


though small, building application. ORMIC y: 


THE FORMICA INSULATION COMPANY, 4066 SPRING GROVE AVENUE, CINCINNATI 32, OHIO 
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greater percentage than on the 
former order L-170. 

The M-330 Order is receiving 
turther treatment through a 
new section set up by Mr. White- 
side’s office. More directives are 
being issued to extend the time 
during which a certain percent- 
age of production is to be set 
aside for civilian use. This sec- 
tion being newly created is just 
getting under way and should 
result in shaking loose some 
added material. 

The E-6 order, which requires 
manufacturers to set aside 20 to 
25 per cent of their production 
of chisels and punches, files, 
screw drivers and wrenches, is 
beginning to obtain results. As 
you know, WPB-547 is the meth- 
od to obtain ratings on these 
tools. 


Similar Orders May 
Be Written 


There is also a possibility of 
other similar orders being writ- 
ten that will govern many other 
lines of tools and hardware 
which will be made available in 
the same manner. 

Perhaps it would be interest- 
ing to know what was accom- 
plished by the M-330 orders so 
far as volume of goods delivered 
to distributors for sale to farm 
outlets was concerned. Data 
gathered from manufacturers’ 
reports to WPB are as follows: 


Chain .. (short tons) 2000 
Cold chisels ....... $110,000 
Drills (carbon)..... 75,000 
iar ae 65,000 
Wrenches (except 
Crescent type and 
monkey wrenches) 3,000,000 
Screw drivers ..... 225,000 
Radio batteries 
(packs) 1,000,000 
Pliers (slip jt.).... $800,000 
Unit cells .... (cells) 10,000,000 
No. 6 igniters (doz.) 1,500,000 


Stockman knives (doz.) 22,000 
Galvanized pails (doz.) 80,000 
Galvanized tubs (doz.) 48,000 
Auger bits ........ $106,000 
EE ree $610,000 
Grain scoops ...... 75,000 
Garden hoes ....... $365,000 
Shovels (Rd. Pt.)... $300,000 


Those are just a few of the 
civilian needs in the hardware 
line that may come in for spe- 
cial treatment in the course of 
time. 

The distributors’ functions in 
getting these supplies passed 
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along in a fair and equitable 
manner are appreciated as never 
before. Authority has been given 
to OCR to govern distributive 
policies and our division is now 
one of the main contacts with 
the War Production Board. 

The Distributors Branch is 
now finally asked to sit in on 
the programming of civilian sup- 
plies production and the deter- 
mination of policies affecting 
distribution. 

The Office of Civilian Re- 
quirements has conducted nu- 
merous surveys that have 
proved the urgent need of quick 
action. Those surveys have been 
made at all levels—the consum- 
er, the retailer, the wholesaler 
and the manufacturer. 

Another factor that is worthy 
of note is the cancellation of 
large ordnance for many sup- 
plies which are known to be 
available without additional 
amounts being furnished. Some 
of these cancellations have al- 
ready taken place and there is 
more to follow in which event 
backlogs of orders will be re- 
duced enabling manufacturers 
to ship a greater percentage to 
distributors for civilian use. 


Inventories Over the Hump 


It is true that inventories are 
down at the wholesale distribu- 
tors’ level, but I believe that we 
are over the hump and there 
will be a gradual easing off of 
shortages on many lines. Since 
the spring of 1941, many dis- 
tributors have been living on 
their feet so to speak and those 
connected with production fully 
recognize that fact and relief 
will be given as rapidly as pos- 
sible. Please do not construe 
that remark to mean that all 
things good are going to hap- 
pen tomorrow, but I am firmly 
convinced that before this group 
of distributors meet again, it 
will not be necessary to retract 
those statements. 








There is a body of 12 men 
who were selected from all sec- 
tions of the country to meet with 
the representatives of the War 
Production Board. These men 
have done an excellent job in 
representing the wholesale hard- 
ware industry throughout the 
past year. Their advice has 
been invaluable in helping us to 
correct many irregularities and 
inequities. 

Thursday of last week our 
third meeting of the year was 
held at Washington. After sum- 
ming up an all-day session, | 
can assure you that the infor- 
mation passed back and forth 
between the committeemen and 
the government representatives 
was very helpful. 


They Always Respond 


In closing I want to person- 
ally thank all of those men who 
have given of their valuable 
time to come to Washington to 
represent the wholesale hard- 
ware industry of the nation. 
There has never been a time 
when those men did not respond 
promptly when given a task, 
and, in some cases, they received 
letters requesting information 
that took many hours of their 
organization’s time to prepare 
the data requested. I know that 
you can count on that group to 
give their best as long as the 
WPB deems it necessary to have 
such a committee. A majority 
of those men are attending this 
conference and I just wanted 
you to know something about the 
good work they have done. 








WILLIAM A. VERNIER 
Superior Safety Furnace 
Pipe Co 
National Association of Sheet 


Metal Distributors 
Executive Committee 
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WINDOW SCREENS, FRAMES 
and VENTILATORS 


NEW YORK OFFICE, NATIONAL SCREEN COMPANY, Inc. 


200 Fifth Avenue ie 
Suffolk, Virginia 





Southern Selling Agents: PETERSON & LOWE, 29 Light St., Baltimore, Md. 
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Shapleigh Hardware Company Celebrates 
Its 100th Anniversary This Month 


The board of directors of the Shapleigh Hardware Company—Left to right. front row: Leonard Matthews, Jr.. James S. 


Driscoll, Alfred Lee Shapleigh, chairman; A. Wessel Shapleigh, president: Eugene L. Johnson. 


Rea: row: Burton F. 


Connoily, T. Frank Wood, Carroll E. Hill, George A. C. Woolley, Stanley Quisenberry, G. Edwin Poindexter, Henry A. 


¢ fe 1943, wit- 


nesses the official 100th anniversary 
of the Shapleigh Hardware Company, 
St. Louis, Mo. It has long been the 
custom for the members of the firm 
to regard 1843 as the year in which 
the company was founded, yet the 
foundations were laid well in ad- 
vance of that year. 

Augustus F. Shapleigh was a jun- 
ior partner in the firm of Rogers 
Bros. & Company of Philadelphia, 
Pa., and it was that firm that sent 
him to St. Louis, with a carefully se- 
lected stock of merchandise to estab- 
lish a branch house. Rogers Bros. & 


Company (established in 1819) was — 


one of the larger wholesale houses 
in the east at that time. Augustus 
F. Shapleigh had spent three or 
more years at sea, following in the 
footsteps of his father who had lost 
his life when his vessel had been 
wrecked off the coast of New En- 
gland. As a result of his mother’s 
urgings, he left the sea and in 1829 
became identified with the Rogers 
organization. He was successively 
promoted until early in 1843 he was 
admitted to junior partnership in 
the firm. 

The year 1843, naturally, was a 
very important one in the history of 
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Hoeynck. 


the Shapleigh company. The branch 
which was established in St. Louis 
was destined to long survive the par- 
ent company. The growth and prog- 
ress of St. Louis had been continu- 
ous from the time of its founding. 
The trade developed up to that time 
was, in a way, spontaneous, coming 
as it did from the territories depend- 
ing on the Mississippi and Missouri 
Rivers and their tributaries as the 
chief means of transportation. The 
city was becoming a production cen- 
ter; it was already a fur center; it 
was located in the midst of a vast 
agricultural area; lead and zinc 
mines were being developed; iron 
had been discovered in paying quan- 
tities; timber seemed to be almost 
inexhaustible. The steamboat era 
was at its height, and it was nothing 
unusual for 400, 500 or even 600 
steamboats to be tied up at the St. 
Louis wharves at one time. With the 
coming of the railroads in the early 
*50’s, another form of transportation 
was added to swell the importance 
of the city. 


Opportunities Appreciated 


Mr. Shapleigh was quick to real- 
ize the opportunities presented. The 
small stock of hardware, which he 


had brought so laboriously over land 
and by river from Philadelphia, was 
housed in a building located" near 
the levee, which was the center of 
all St. Louis activity. It was the first 
wholesale business to be established 
west of the Mississippi, and it was 
welcomed by the traders and small 
dealers who previously had been 


‘obliged to draw their supplies from 


the seaboard. Turnover was rapid 
and the house was thus encouraged 
to expand its lines. 

The old ledger, which is still in 
the possession of the Shapleigh 
Hardware Company, records the 
names of many dealers who became 
customers of the firm almost 100 
years ago. Among the many dealers 
now being served by the company 
are the names of many descendants 
of a considerable number of these 
early connections. 

By 1856 there were other hard- 
ware firms in St. Louis. One of 
them, Child, Pratt & Company, em- 
ployed E. C. Simmons in that year, 
he being only 17 years of age. In 
1864, Mr. Simmons became a junior 
partner of the firm of Waters, Sim- 
mons & Company. In 1872 the firm 
became E. C. Simmons & Company 
with Mr. Simmons as the leading 
member. The traveling forces of 
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These trade names have long 
been recognized and accepted 
as the Hall Mark of Quality and 
Dependability in 


BUILDERS HARDWARE 


They are symbolic of authen- 
ticity in design, beauty and 
durability. 


It is our constant aim to produce 
the very best that is made under 
these trade names in the full line 
of Builders Hardware. 
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both the Shapleigh and Simmons 
organizations covered a large por- 
tion of the middle west, gradually 
expanding their territories, until by 
the end of the century they were 
making personal contacts with the 
retail trade of almost the entire 
United States. 

During the Civil War, A. F. Shap- 
leigh adopted “Diamond Edge” as 
the name for a line of tools. Publi- 
cation of large, well-illustrated gen- 
eral hardware catalogs by both Shap- 
leigh and Simmons in 1880 added 
much to the prestige of St. Louis as 
a wholesale hardware market. 

In 1901, the A. F. Shapleigh 
Hardware Company was reorganized 
and became the Norvell-Shapleigh 
Co. In the first 10 years following 
this reorganization, the business of 
the company was increased until it 
extended into a considerable number 
of foreign countries. The company 
assumed its present name in 1911. 

The company’s largest and strong- 
est competitor, the Simmons Hard- 
ware Co., eventually concluded to 
dispose of its business. An agree- 
ment was reached whereby Shap- 
leigh took over all of the assets of 
the Simmons organization, including 


trade-marks, good will, etc., on July 
1, 1940. 

After the purchase of the assets 
of the Simmons company, the Shap- 
leigh house moved to Ninth and 
Spruce Sts., St. Louis, occupying 
the buildings used by Simmons as 
well as other adjacent properties. 
After the taking over of the Sim- 
mons’ business, a large number of 
their employees cast their lot with 
the Shapleigh house. Stocks were 
combined and the new catalog which 
was issued included practically all 
of the tools, cutlery and other mer- 
chandise bearing the Simmons trade- 
marks. 

Augustus F. Shapleigh, who be- 
came president of the company not 
long after its founding, continued in 
that capacity until 1901, when he re- 
tired and the firm was reorganized 
as the Norvell-Shapleigh Co., with 
Saunders Norvell as president. On 
Jan. 1, 1911, Mr. Norvell was suc- 
ceeded by Richard W. Shapleigh 
and in May of that year the com- 
pany name was changed to the pres- 
ent form. R. W. Shapleigh remained 
president up to the time of his death 
in November, 1933. William G. Yan- 


tis was elected his successor, occu- 





pying that office until his death in 
April, 1942. A. Wessel Shapleigh. 
grandson of the founder, was then 
elected president and is carrying out 
the policies and traditions of the old 
company. Alfred Lee Shapleigh, son 
of the founder and father of the 
incumbent president, was elected 
chairman of the board on Jan. 1. 
1912, which position he still holds. 

The present Shapleigh organiza- 
tion includes 140 men and women 
who have been continuously in its 
employ for 25 or more years and 22 
whose connection with it has extend- 
ed-over a period of more than 40 
years. 

For many years, it has been the 
Shapleigh custom to devote the 
month of October to a celebration of 
the founding of the company. Be- 
cause of the fact that 1943 marks 
the 100th anniversary, it was felt 
that it deserved more than the usual 
observance, and, accordingly, the 
firm prepared a handsomely illus- 
trated story outlining its history. 
This is being mailed to those of the 
company’s friends who have con- 
tributed, in a large way, to its 
success. 


High School Boys Help Alleviate 
Serious Manpower Shortage 


Owego-Murray Co.,Inc.,employs 
them outside of school hours 
and has found them efficient 
in work throughout the store 


H... school boys 


are helping Owego-Murray Co., 
Inc., Owego, N. Y., alleviate a 
serious manpower shortage. Four 
or five boys are employed to do a 
variety of jobs around the store 
during their ‘spare hours after 
school. 

The boys work from 3.30 to 
closing time every afternoon dur- 
ing the school week and spend all 
day Saturday at the store. This 
has worked out most satisfactorily. 
For the most part, they are inter- 
ested in their work, but they must 
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be supervised and kept busy other- 
wise they are easily diverted to 
less irksome activities. 

Some of the jobs the boys do 
well are sweeping and cleaning 
the store, transferring stock, put- 
ting merchandise in stock, open- 
ing shipments, making up show 
cards, running errands, washing 
windows, and helping in_ the 
shops. Some of them are adept 
at selling merchandise and cus- 
tomers are very tolerant of their 
lack of information about the 
goods. It is surprising how 
promptly they learn the stock and 
develop. Others do good work in 





arranging table displays and even 
in installing or helping install 
window displays. 

While these young employees 
relieve the manpower shortage 
some of the time, the store is still 
undermanned during the greater 
part of the day. Fortunately, the 
present sales staff has been able 
to take care of customers and is 
kept busy doing it. There is no 
time for them to attend to the 
routine jobs so these, accordingly. 
are left for the boys. 

The high school boys who sell 
merchandise turn over all of their 
cash sales to the cashier in the 
office who makes change and 
records the sale properly. Turn- 
over among these employees is 
quite high. However, the high 
school cooperates with the com- 
pany and sends other likely em- 
ployees whenever any of the boys 
leave. 
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1943 Consumer Expenditures 
To Exceed $90,000,000000, 


Dept. of Commerce Estimates 


Consumer expenditures for all 
goods and services are now ex- 
pected, upon the basis of revised 
estimates, to exceed $90,000,000,- 
000 in 1943. This rather startling 
announcement was made recently 
by the Bureau of Foreign and 
Domestic Commerce of the De- 
partment of Commerce. 

This would be an increase of 
10 per cent over last year, despite 
the fact that previous estimates 
expected dollar sales at retail 
stores and consumer expenditures 
would be lower in 1943. First 
half figures show an increase of 
11 per cent for 1943 in total con- 
sumer expenditures. 

The only declines in goods ex- 
penditures from pre-war. years 
are those for automobiles and 
parts, gasoline and oil, furniture 
and housefurnishings. Expendi- 
tures for all types of services 
show an increase. Expenditures 
for the miscellaneous class of 
durable goods, which include 
housewares, hardware and many 
others, show a 15 per cent jump 
for the first half of the year. 

Department officials point out 
that the tendency to buy higher 
quality and hence higher-priced 
goods which frequently accom- 
panies growing incomes is an 
important factor in producing the 
large dollar volume, as_ the 
amount of goods flowing to civi- 
lians will not show an increase 
this year. Hidden price increase 
are also given as a possible rea- 
son for the increase. 

The factors which influenced 
the increased dollar output are 
as follows: 

“1. Consumers shifted their ex- 
penditures to a great extent to 
goods that were relatively more 
plentiful. In doing so there was 
a considerable amount of trad- 
ing up. Manufacturers en- 
couraged this trend by empha- 
sizing higher-priced items. 

“2. In such basic commodities 
as food and clothing, production 
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cuts from materials controls were 
not as drastic as was at first ex- 
pected. Furthermore, manufac- 
turers of civilian goods were 
very ingenious in the use of sub- 
stitutes to supplement the reduced 
volume of materials made avail- 
able to them. 

“3. Inventories of 
goods in the hands of business 
were at record levels at the be- 
ginning of 1942, and these have 
been drawn upon more heavily 
than expected to meet the ever- 
growing demands of consumers.” 

Since the cost of living, as 
measured by the Bureau of 
Labor Statistics’ index, will 
probably register about a 7 per 
cent rise over 1942, it is clear 
that consumer expenditures are 
rising faster than the cost of 
living. 

It was also estimated that the 
increased money spent for higher 
prices would close the inflation- 
atv van to the extent of $2,000,- 
00,000 by the end of the year. 


— 


WESTINGHOUSE NAMES 
PHILLIPS MANAGER OF 
PITTSBURGH DIVISIONS 


Thomas TI. Phillips, vice-presi- 
dent of Westinghouse Electric & 
Mfg. Co., Mansfield, Ohio, has 
been appointed manager of the 
company’s Pittsburgh divisions. 
Mr. Phillips. started with West- 
inghouse in 1915 as a tool maker. 
He succeeds A. C. Streamer, who 
was named assistant to the nresi- 
dent with headquarters in Pitts- 
burgh. 


consumers 


STRASS REPRESENTS 
BERNARD EDWARD CO. 


Jerome Strass, manufacturers’ 
representative, 1133 Broadway, 
New York City, has recently 
been named representative in the 
east for Bernard Edward Co., 
manufacturers of glass festoon 
rings, Chicago, Il. 








E. P. ALTEMEIER 


E. P. Altemeier, general man- 
ager, National Enameling & 
Stamping Co., Milwaukee, Wis., 
who was elected vice president 
of the Hardware Golf Associa- 
tion at its 18th annual meet- 
ing and tournament held at the 
Elms Hotel, Excelsior Springs, 
Mo., Sept. 23-25, as reported 
in the previous issue of 


HARDWARE AGE. 


DAN M. BELL & CO. 
ADDS NEW LINES 


Dan M. Bell & Co., manufac- 
turers representative, Texas Bank 
Bldg., Dallas, Tex., has recently 
expanded its line to represent 
the Bridgeport Hardware Mfg. 
Corp.; H. K. Porter Inc.; Wood 
Shovel & Tool Co.; Trimont Mfg. 
Co.; Greenfield Tap & Die Corp.; 
Behr-Manning Corp.; The Co- 
lumbian Vise & Mfg. Co.; Logan 
Engineering Co.; The Hillwood 
Mfg. Co.; Greenfield Steel Stamp 
Works; Landon P. Smith, Inc.; 
Beall Tool Co.; The Haydenville 
Co.; Duro Metal Products Co.; 
National Screw & Mfg. Co.; 
Master Products Co.;  Pro- 
cunier Safety Chuck Co.; and 
Gray-Mills Co. Capt. W. H. 
Torian, who was associated with 
the company is now in the 
Chemical Warfare office, New 
York City. His older brother 
Albert H. Torian is now with 
the comnany. E. C. Oliver, who 
was with Huey & Philp Hardware 
Co., for nearlv 30 years, is also 
associated with Dan M. Bell & 
Co. 





APPELL REPRESENTS 
GUSTAVE LIDSEEN, INC. 
—MOVES HIS OFFICE 


Louis W. Appell, manufac- 
turers’ agent, recently became a 
representative for the pump oiler 
line of Gustave Lidseen, Inc., 
Chicago, Ill., for which company 
his territory includes: New York, 
New Jersey, Pennsylvania, Mary- 


land, Delaware, Washington, 
D. C., Virginia and West Vir- 
ginia. Mr. Appell recently 


moved his office to 11 Warren 
St., New York City. 

He also represents: Standard 
Lock Washer & Mfg. Co., Wor- 
cester, Mass.; Stevens-Walden, 
Inc., Worcester, Mass.; Detroit 
Nut Co., Detroit, Mich.; Mon- 
arch Cap Screw & Mfg. Co.. 
Cleveland, Ohio; Active Screw & 
Mfg. Co., Chicago, Ill.; Inter- 
national Screw Co., Detroit, 
Mich., and Vaco Products Co.. 
Chicago, Ill. 

BIRNBAUM HEADS SALES 

OF UNITED STOVE CO. 


W. M. Birnbaum has recently 
been appointed sales director of 
the United Stove Co., Ypsilanti, 
Mich. Mr. Birnbaum has been 
southern district representative 
of the company for the past 10 
years. At present the United 
Stove Co. is engaged in the 
manufacture of airplane parts, 
but is conducting post-war plan- 
ning on its regular line of stoves 
and_ heaters. 





W. N. BIRNBAUM 
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Glasgow-Allison Co. Name 
Changed to Allison-Erwin Co. 


Glasgow-Allison Co., 209 Fifth 
St, Charlotte, N. C., wholesale 


hardware distributors, recently 





H. J. ALLISON 


changed its name to Allison- 
Erwin Co. The change in-name 
does not represent any change in 
ownership nor in management of 
the corporation, whose officers 
are: H. J. Allison, president; 
J. C. Erwin, vice-president; J. B. 
Caddell, treasurer and E. G. 
Cochrane, secretary. E. S. Brad- 
ford has been appointed head 
buyer of the company’s general 
hardware department. 

Another change announced at 
the same time is the establish- 





J. C. ERWIN 








ment of the Industrial Supply 
Division of Allison-Erwin Co., to 
be located at 222-224 N. College 
St., Charlotte, handling a general 
line of industrial and mill sup- 
plies, etc. This new division is 
successor to what had formerly 
been the Power Tool Department 
of the Charlotte Hardware Co., a 
general retail hardware store 
owned and operated by the 
wholesale hardware concern, at 
218-20 N. College St., Charlotte. 
M. N. LeNeave who developed 
the power tool department under 
the Charlotte Hardware Co., will 
manage the new industrial sup- 
ply division of Allison-Erwin Co. 

In addition to its main ware- 
house and headquarters in Char- 
lotte the company operates 





E. S. BRADFORD 


branch warehouses in High 
Point, Asheville and Goldsboro, 
N. C., and in Greenville, S. C. 
Organized in September, 1906, 
by Robert Glasgow, R. L. Erwin, 
J. C. McNeely, J. S. Neely, E. G. 
Cochrane and others at the Char- 
lotte Hardware Co. the firm took 
over the charter of a company of 
the same name. In 1924 the com- 
pany separated its wholesale and 
retail departments changing the 
name of the parent company to 
Glasgow-Allison Co. but continu- 
ing to operate the retail depart- 
ment as Charlotte Hardware Co. 











HENRY T. BOURNE 


BOURNE NEW SALES 
MANAGER SARGENT & CO. 

Sargent & Co., New Haven, 
Conn., announces the appoint- 
ment of Henry T. Bourne as gen- 
eral sales manager. To accept 
this position, Mr. Bourne has re- 
signed from the War Production 
Board where he was former Chief 
of the Appeals Branch and more 
recently Assistant Deputy Vice- 
Chairman for Field Operations. 

Mr. Bourne returns to Sargent 
& Co. after an absence of 20 
years, during which time he had 
had a wide sales and adminis- 
trative experience. He has spe- 
cialized in merchandising studies 
for a number of manufacturing 
firms and has developed and put 
into operations sales plans that 
have been both unusual and very 
successful, 

Harold A. Parks, former sales 
manager, has been named as 
special assistant to the first vice- 
president of the company. 
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WINTERS HANDLE MOVES 
—CHANGES FIRM NAME 


The plant and office of Winters 
Handle Co., Benton, Ark., oper- 
ated and owned by Fred J. and 
N. M. Venner, were destroyed by 
fire October 8, burning all of the 
company’s semi-finished and 
finished stock as well as much of 
its machinery. Raw material was 
unaffected, however, as that mill 
is located at Tillar, Ark. The 
company has started to rebuild 
its plant and office and it is ex- 
pected that complete production 
will be under way by December 
1, 1943. Some items will be in 
production at an earlier date. 

The company’s new plant will 
be located in Little Rock, Ark., 
permanent mailing address for 
which will be P. O. Box 2339, 
Little Rock, Ark. Temporary 
office address of the company is 
Room 409, Union National Bank 
Building, Little Rock, Ark. 

Management and ownership of 
the company will continue as be- 
fore but the company will oper- 
ate under the name of Southwest 


Handle & Mfg. Co. 





MACKEY PRESIDENT 
WASHINGTON STOVE 


Earle M. Mackey, who has 
served for several years as a 
trustee of the Institute of Cook- 
ing and Cooking Appliance 
Manufacturers, was _ recently 
elected president of the Wash- 
ington Stove Works, Everett, 
Wash. He succeeds his brother 
Robert T. Mackey, who passed 
away in April. Mr. Earle Mac- 
key has served as secretary-treas- 
urer of the company since 1919. 


Commissions for 


Sept., Oct. if No Increase Since Oct. 1942 


The Bureau of Internal Rev- 
enue has granted emplovers 
permission to pay commissions 
due employees for September 
or October where neither the 
rate of commission nor the ac- 
count of any other compensa- 
tion has been increased since 
October 2, 1942. 

The announcement made Oc- 
tober 14 also said that the 
Bureau is considering future 





policy regarding stabilization of 
commissions, bonuses and sim- 
ilar forms of compensation. The 
approval was granted under re- 
vised salary stabilization regula- 
tions issued Sept. 4, which re- 
quired approval before the pay- 
ment of commissions exceeding 
in amount the payments in the 
last accounting period prior to 


October 3, 1943. 
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BOLT SUCCEEDS HIRES 
FOR RUSSWIN TERRITORY 
Roy C. Bolt, 5408 Aberdeen 


Road, Kansas City, Kan., has 
succeeded Frank S. Hires, 323 





until 1929. from 1929 to 1940 
he was with the Illinois Hard- 
ware Co., also in Chicago, as 
builders hardware engineer. In 
1940 Mr. Bolt joined Russell & 
Erwin Mfg. Co., and after a year 
in the Chicago office covered the 
territory of Illinois, Wisconsin, 
and Iowa. After a year in that 
territory he was transferred to 
Kansas City in 1942. Since that 
time he had been associated with 













ROY C. BOLT 


Brush Creek Blvd., Kansas Cicy, 
as factory representative for Rus- 
sell & Erwin Mfg. Co., New 
Britain, Conn. Mr. Hires, whe 
has been associated with Russell 
& Erwin for more than 66 years, 
is a member of the HARDWARE 
Ace Fifty Year Club. 

Mr. Bolt will cover parts of 
Missouri, Kansas, Nebraska, 
Colorado, and Wyoming, for the 
Russwin organization, the terri- 
tory previously covered by Mr. 
Hires. Mr. Bolt, in 1917, started 
in the builders hardware depart- 
ment of Hibbard, Spencer, Bart- 
lett & Co., Chicago, Ill., hardware 
wholesalers, where he remained 
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FRANK 8S. HIRES 


Mr. Hires helping to cover the 
territory that is now assigned 
to him. 


GRAHAM DIRECTS MFG. 
FOR INTERNATIONAL 
HARVESTER 


M. J. Graham, works manager 
in charge of the motor truck 









DEVOE & RAYNOLDS CO., INC., RECEIVES MARITIME 
“M”: Devoe & Raynolds Co., Inc., Malden, Mass., plant re- 
cently was awarded the United States Maritime Commission 
“M” pennant and victory flag for excellence in production 
The company is one of America’s oldest paint manufacturing 
concerns. Charles E. Walsh, Director of Procurement of the 
U. S. Maritime Commission, presented the award, the cere- 
monies being witnessed by over 500 employees and guests. 
De Lancey Kountze, chairman of the board, accepted the 
award on behalf of the company and its employees. Gov- 
ernor Leverett Saltonstall addressed the assemblage on behalf 
of the people of Mass, and Lt. Comm. Edwin Elmer Giles, 
representing the U. S. Merchant Marine, thanked the workers 
for doing their jobs so well. The merit badges were presented 
to Mr. Walsh, Mary Fitzpatrick, and Vincent Harrington, 
who were chosen to represent the employees. Left to right: 
Charles Walsh, Vincent Harrington, William J. O'Callaghan, 
head of company’s marine division; de Lancey Kountze, Gov- 
ernor Leverett Saltonstall, Mary Fitzpatrick, Lt. Edwin Elmer 
Giles, Stanley Harris, manager, Boston sales division, and 
William J. Tonks, superintendent of the Malden plant. 











FIWALE HANDLES 


has recently been advanced to 




















the position of manager of manu- 
facturing for the International 
Harvester Co., Chicago, Ill. Mr. 
Graham has supervised several 
of the company’s most important 
war productions. He has been 
with the company for nearly 37 
years, having started as an office 
boy at the West Pullman works 





group of the Harvester plants, 





in 1906. 




















176 





Mercier accepted the lapel “E” pins for the employees. 
Marshall Mercier, E. R. Marter, supt.; Alfred J. Kieckhefer, Comm. M. A. Sawyer. 





NATIONAL ENAMELING & STAMPING CO., AWARDED ARMY-NAVY “E”: The 
Army-Navy “E” award for excellence in war production was presented to the Milwaukee 
plant of the National Enameling & Stamping.Co., Milwaukee, Wis., recently. Col. J. C. 
Raaen presented the pennant to Alfred J. Kieckhefer, president of the company. Marshall 


Left to right: Col. J. C. Raaen, 










EXPORT SALES FOR 
NATIONAL BRASS CO. 
L. M. Dexter, president of 

The National Brass Co., Grand 
Rapids, Mich., manufacturers of 





Ww. W. LEWIS 


Dexter tubular locks, cabinet 
hardware, etc., announces that 
Fiwale Equipment Mfg. Co., 64 
Reade St., New York City has 
been appointed to handle the 
export sales for the National 
Brass Co., Since April, 1, 1943, 
Fiwale has represented National 
in the Metropolitan New York 
area including territory within 
a 100 mile radius of New York 
City. W. W. Lewis is president 
of Fiwale. 


HARDWARE AGE 
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... BUT NOT AT THE SAME STAND 


_ ARMY needed the big Hibbard, Spencer, 
Bartlett building, at Chicago’s famous 
Michigan Avenue Bridge—for a special Air 
Corps supply service—so we gladly stepped 
aside, found other quarters for the duration, 
and we're carrying busily on! 


Instead of one wholesale plant, Hibbard’s 
now have two entirely adequate merchandise 
buildings. Our general offices—lock, stock 
and barrel—have been transplanted just a 
few blocks down Michigan Avenue, to No. 
18 South. Moving made extra work for the 
entire Hibbard organization, but it was 
something we could do for Uncle Sam and 
we did it, cheerfully! 


Hibbard service is uninterrupted! Sup- 
plies of merchandise reflect war conditions, 
of course, but available quantities are being 
fairly distributed among Hibbard customers, 


and new and profitable retail lines constantly 


are being developed. 


Hibbard’s 8-POINT Jaue Value MERCHAN- 
DISING SERVICE—the most complete merchan- 
dising program for the retail hardware 
merchant—is proving itself an “anchor to 
windward” for Hibbard customers in these 
unusual times. 


We'll be back “at the same old stand” soon 
after the war is over. Meanwhile interesting 
postwar plans for Hibbard customers are in 
the making. Until then... Hibbard merchan- 
dise, Hibbard service, and Hibbard ‘“‘Planned 
Selling” are helping build retail hardware 
profits, just as always! 


IBBARD, SPENCER. RARTLETT & ©, 


18 SOUTH MICHIGAN AVENUE 





CHICAGO 1, ILLINOIS 









* TO CUSTOMERS 
FACED WITH A STOVE 
AND FUEL SHORTAGE 


The present scarcity of new stoves for civilian use, 
plus restricted fuel supply, may put many of your 
customers in a "tough spot" this winter—unless steps 
are taken immediately to prevent it. 


It's really up to us—you as Dealer, we as Manufac- 
turer—to help tide the customer over this critical 
period. 


We're endeavoring to do our part. While producin 
for war needs, we are continuing to supply as ae 
new heating and cooking equipment as we can, for 
civilian use. We're also furnishing Dealers with gen- 
uine ALLEN Parts for needed repairs. 


You'll naturally want to do your part, too. Here are 
some of the ways you can help: 


Help place your customers’ stoves, ranges, and heaters 
in first-class working condition. Urge customers to 

+ check over their equipment, and make all needed re- 
poirs promptly. Use A'LEN Parts for sure results 
and lasting SATISFACTION. 


lastruct customers on the proper use and care of their 
+. appliances . . . how to get the most out of them, 
maintain their efficiency, prolong their life. 


Show customers how to save fuel—vita'ly needed for 
oe both civilian and war requirements. Teferm them 
how to get the most service from the lea: fuel. 


Let every Dealer do these things to the best of 
his ability . . . and we'll lick the stove and fuel 


shortage just as we're licking the Agis! 


Ws 


BUY MORE WAR BONDS— 
AND URGE CUSTOMERS TO 
FOLLOW YOUR EXAMPLE. 


ALLEN 


PARLOR FURNACES* 
PRINCESS RANGES * 
STREAMLINE 
RANGE ETERNAL 





METROPOLITAN PARTY 
AT N. Y. NIGHT CLUB 


In place of the usual annual 
banquet of the Metropolitan 
Hardware Association, which 
was omitted this year because of 
the war, an informal party was 
held at Billy Rose’s Diamond 
Horseshoe, Paramount Hotel, 
New York City, Oct. 6. More 
than 30 dealers and their wives 
attended the party having ring- 
side seats for the floor show, 
“Post War Preview.” The party 
was arranged by John Nielsen, 
Hardware Mutual Casualty Co., 
and secretary of the Metropolitan 
Hardware Association. 


MATTHEWS LOS ANGELES 
DEALER DEPT. MGR. 
FOR FAIRBANKS, MORSE 


R. L. Matthews has recently 








been appointed dealer depart- 
ment manager at the Los An- 
geles, Cal., branch of Fairbanks, 
Morse & Co., 600 S. Michigan 
Ave., Chicago, Il]. Mr. Matthews 
formerly covered the territory in 








R. L. MATTHEWS 
St. Louis for the company. He 
replaces A. W. Wakefield, who 
recently passed away after a 
brief illness. ; 





MANUFACTURING 
COMPANY, INC. 
NASHVILLE, TENNESSEE 

















BARLOW & SEELIG MFG. CO. AWARDED “E”: Barlow & 
Seelig Mfg. Co., Ripon, Wis., was recently awarded the Army- 


Navy “E” at ceremonies in Ripon, Wis. M. A Toussaint, 
vice-president and general manager of the American Ironing 
Machine Co., Algonquin, presided as master of ceremonies 
during the program. When the president of the company ac 
cepted the pennant for the..company, which manufactures 
Speed Queen washers and ironers, he said that the company 
had been cited by the U S. Employment Service, as an out- 
standing example of conversion from manpower to woman: 





power. A year ago there were no women in the factory, 
and now more than half of the production workers are women. 
Many of them have been trained by the company to operate 
lathes, grinders and drill presses, and to handle precise in- 
spection instruments, Col John Slezak, Deputy District Chief 
of the Chicago Ordnance District, presented the award on 
behalf of the Army, and Lt. Comm. F. A. Davis, U. S. Navy, 
presented the “E” pins to the eight employee representatives. 
The company manufactures 20 MM shells and other ammv- 
nition at the present time. Left to right: Monroe Toussaint, 
vice-president and general manager, and H. A. Bumby, presi- 
dent of the company. 


HARDWARE AGE 
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NEW IDEA IN MORALE BUILDING VISITS AT WINCHES- 
TER REPEATING ARMS! Thomas I. S. Boak, works mana- 
ger of Winchester Repeating Arms, New Haven, Conn., re- 
ceived a visit from his son, Lt. Charles E. Boak of the Army 
Ordnance Department, Southwestern Proving Grounds, Hope, 
Ark. Father and son are shown watching Edward Shields, 
who has been with Winchester 58 years, packing the Army's 
new semi-automatic carbine for shipment to the troops at the 


| this useful pocket size book about rules tells 


fighting fronts. 





= 





SULLIVAN JOINS G. E. 
LAMP DEPT., NELA PARK 


Bernard H. Sullivan recently 
joined the administration staff of 
General Electric Co., lamp de- 
partment, Nela Park, Cleveland, 
Ohio, where he will devote his 
time to general sales activities of 
the lamp department. For sev- 
eral years after his graduation 
from the University of St. Louis, 
Mr. Sullivan was connected with 
the Commercial Electrical Sup- 
ply Corp., St. Louis, Mo. In 
1922 he joined the sales staff of 
Westinghouse Electric & Mfg. 
Co., in St. Louis, and was asso- 
ciated with the lamp division of 
that company until recently. He 
held the position of assistant 
sales manager of the New York 
division for three years, was ad- 





BERNARD H. SULLIVAN 


OCTOBER 28, 


1943 





vanced to district manager of 
the lamp division’s southwestern 
division in 1931, was made man- 
ager of the middle west division, 
Chicago, IIl., in 1938, and was 
elevated to the position of gen- 
eral sales manager of that con- 
cern in 1940. 


HAUERWAAS PRESIDENT 
U. S. STEEL PRODUCTS 


John Hauerwaas was recently 
appointed president of United 
States Steel Products Co., sub- 
sidiary of the U. S. Steel Corp. 
The new company was formerly 
the Boyle Mfg. Co. T. McGahan 
was appointed vice-president, and 
manager of sales, and A. E. 
Klieves as vice-president in charge 
of operations of the Boyle Mfg. 
Division. J. A. Connelly was ap- 
pointed general manager, and 
vice-president, and William I. 
Hanrahan, vice-president of the 
Petroleum Iron Works Division, 
U. S. Steel subsidiary. 


BROWN MADE DEPUTY 
DIRECTOR OF WPB 


Richard P. Brown, chairman 
of the board of the Brown In- 
strument Co., Philadelphia, Pa., 
and vice-president of Minne- 
apolis-Honeywell Regulator Co., 
has recently been named deputy 
director of the WPB, Third Re- 
gion. For the past 18 months, 
Mr. Brown has been serving as 
regional consultant to the De- 
fense Plant Corp., subsidiary to 
the RFC. 








OFFER 


THIS NEW, HELPFUL 
HOW-TO-MEASURE 


Just off the eben 


how to measure better. Whether your cus- C 

tomer uses a steel tape or a wood rule, he will find in 16-fact- 
crammed pages many practical hints for doing quicker, easier, 
more a€curate work to precise measurements. Whether he’s an 
experienced worker or a beginner, he is shown by word and by 
picture how to get the most from his measuring equipment, how 
to make it last longer by proper care. 

A checklist covers the simplified wartime line of famous Master 
tules, available today. Contains helpful step-by-step pictures and 
diagrams and easy-to-follow directions. 

Write today on your company letterhead for a supply of “Rules 
for Measurement”, so you can offer your customers practical 
wartime assistance. 


Master Rule Mfg. Co., 815 East 136th Street, N. Y. C. 
Branch: 541 South Spring Street, Los Angeles, Calif. 
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FOR WANT OF AN OILER 
a battle could be lost 


Every aeroplane, tank, jeep, gun and ship needs an 
Eagle Oiler. We are doing our best to see that 
they get them. 

If you can’t get all the Eagle products you want 
now, you'll know that Uncle Sam, like you, knows 
quality—and he comes first. And when that job is 
done, we will be able to fill your orders more 
promptly. 


EAGLE MANUFACTURING COMPANY 
Wellsburg, West Virginia 
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HEN the tremendous tide 

of home building and re- 
modeling begins to rise — it may 
be sooner and stronger than we 
think — foresighted hardware 
dealers will have their plans well 
laid for meeting the needs of 
their market and for securing 
the necessary building materials. 


Youngstown Pressed Steel 
realizes the value of foresightedness from both the 
manufacturer's and buyers’ standpoint and will be 
ready to supply the modern, time-tested Youngs- 
town Kitchens and Cabinet Sinks that make com- 
plete, efficient, and trudgery-free installations 


While the entire production department of 
Youngstown Pressed Steel is completely occupied 
with war materials, the Post-War Planning Com- 
mittee is busy preparing for the responsibilities of 
peace — designing improvements for Youngstown 
Kitchens to be incorporated into the production 
schedule as rapidly as possible without delaying 
delivery. 





Both are symbols of quality products 


Youngstown hitchens 


Youngstown “SERVICE UNIT” Kitchens 
will be worth waiting for! 


YOUNGSTOWN PRESSED STEEL DIVISION 


MULLINS MANUFACTURING CORP. © WARREN, OHIO 


e LET'S FIGHT 




















SEARLE MANAGES 
SIMPLEX RADIO DIV. 
FOR PHILCO 


Lionel M. Searle, for the past 
year manager of the Monroe St. 
plant of the Simplex Radio Di- 
vision of Philco Corp., Sandusky, 
Ohio, has recently been ap- 
pointed manager of the entire 
division. Mr. Searle joined 
Philco in 1933 as a mechanical 
inspector in the factory engineer- 
ing department, where he assist- 
ed in the development of a system 
for classifying obsolete parts and 
materials for reuse. From 1935 to 
1937, he was cost estimator for 
all Philco products. In 1937 he 
went to Sandusky as assistant 
plant manager, and in 1941 was 
named plant manager of the 
Monroe St., plant there. 





OPA APPOINTS VALVE 
& PIPE FITTING COMM. 


Seventeen executives of com- 
panies engaged in the manufac- 
ture and sales of manually and 
motor operated valves and pipe 
fittings were recently appointed 
by the OPA to serve on the 
Valve and Pipe Fitting Industry 
Advisory Committee. Those 
named to the committee are as 
follows: S. L. Barber, vice-presi- 
dent, Taylor Forge & Pipe 
Works, Chicago, Ill.; Ernest 
Cochran, sales manager, Chap- 
man Valve Mfg. Co., Indian Or- 
chard, Mass.; W. F. Crawford, 
president, Edward Valve Mfg. 
Co., East Chicago, Ind.; G. A. 
Daeuble, Jr., vice - president, 
Henry Vogt Machine Co., Inc., 
Louisville, Ky.; J. P. Ferguson, 
sales manager, Reading-Pratt & 
Cady Division, American Chain 
& Cable Co., Inc., Reading, Pa.; 
R. E. Fritsch, vice-president, 
Tube-Turns, Inc., Louisville, Ky.; 
M. L. Hough, president, Darling 
Valve Co., Williamsport, Pa.; 
M. E. Kennedy, president, Ken- 
nedy Valve Mfg. Co., Elmira, 
N. Y.; Bernard J. Lee, Sr., Jen- 
kins Bros., Bridgeport, Conn.; P. 
R. Mork, vice-president in charge 
of Sales, Crane Co., Chicago, 
Ill.; George M. Naylor, president, 
Fairbanks Co., New York City; 
W. O. Swaney, general manager, 
Kerotest Mfg. Co., Pittsburgh, 
Pa.; M. S. Palmer, manager, 
Hancock Valve Division, Man- 
ning, Maxwell & Moore, Inc., 
Bridgeport, Conn.; O. F. Gang, 
vice-president, Wm. Powell Co., 
New York City; Wayne Young, 
president, Ohio Injector Co., 
Wadsworth, Ohio; W. B. Holton, 
Jr., president, Walworth Co., Inc.. 
New York City; and A. G. York. 
assistant to president, Watson- 
Stillman Co., Roselle, N. J. 








H. F. STOTZER 


SERVES ON OHIO SMALL 
BUSINESS COMMISSION 


Harold F. Stotzer, Archbold. 
Ohio, a past president of the 
Ohio Hardware Association, was 
recently appointed by Governor 
Bricker, of that state, as a mem- 
ber of the Small Business Men’s 
Commission. Five businessmen, 
five members of the House of 
Representatives and five State 
Senators are members of the 
commission. 


THOMPSON & HOLMES 
WESTERN DISTRIBUTORS 
FOR “PLYRELM” 


Thompson & Holmes, San 
Francisco, Cal., has been ap- 
pointed western distributors for 
“Plyrelm,” Plymouth Plastic gar- 
den hose, Plymouth Rubber Co.. 


Inc., Canton, Mass. 


HUNTINGTON ASS’T MGR. 
FOR GOODRICH SALES 
AND SERVICE DIV. 


M. G. Huntington has recently 
been appointed assistant man- 
ager of the national sales and 
service division Detroit, Mich.. 
for the B. F. Goodrich Co. Mr. 
Huntington moves from Wash- 
ington, where he has been in 
the company’s Washington office 
of the division for the past year. 

C. W. Wacker, member of the 
original equipment division for 
the past five years, has also been 
made an assistant manager, and 
will continue to contact automo- 
tive accounts in the Detroit dis- 
trict area. K. D. Smith, in De 
troit for the past year for the 
B. F. Goodrich Co., in the na- 
tional sales and service division, 
returns to Washington as B. F. 
Goodrich manager of govern- 
ment sales and services there. 
While Mr. Smith was in Detroit, 
he assisted the Ordnance De- 
partment on a wide variety of 
rubber problems. 


HARDWARE AGE 
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j. G. GRAHAM APPOINTED 
TO WPB COMMITTEE 

|. G. Graham, manager of rail- | 
sales for Oliver Iron & Steel 

Pittsburgh, Pa., has re- | 


wa 
Corp.. 


4 





Potash Co., N. Y. City; J. B. 
Grant, chairman of the board, 
Potash Co. of America, N. Y. 


City; William L. Bradley, presi- 
dent, Bradley & Baker, N. Y. 
City; James P. Margeson, vice- 
president, International Minerals 








& Chemical Corp., Chicago, IIl.; 
and F. C. Baker, 
American Potash & Chemical 
Corp., N. Y. City. 


HEROLD AND LEVY 
JOIN EMERSON RADIO 


Jerome Lee Herold, formerly 
assistant departmental 
Electric 


of General 


Corp., New York City, as chief 
purchasing agent. Maurice L. 
Levy, formerly chief engineer of 
the radio division of Stromberg- 
Rochester, N. Y., 
has also joined Emerson, and is 
manager of the special equipment 





|E. A. STEVENS LEVEL CO. 
TO MARKET OWN LINE 


The E. A. Stevens Level Co., | 


Newton Falls, Ohio, recently an- 
nounced that hereafter the com. 
pany will market its own prod- 
ucts known as the “Stevens Line 
Levels,’ including surface and 
other types of service levels. For 
several years past The Sand‘s 
Level & Tool Co., Detroit, Mich., 
had sold and distributed the 


At the present time the Stevens 
company is devoting its entire 
manufacturing facilities to the 
war effort although planning for 











post war lines for its customers. 
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purchas- 
ing agent of the Electronics De- 


Co., Bridgeport, Conn., has joined | 
Emerson Radio & Phonograph | 







































































Just as Simonds Power Hack Saw 
Blades increase production and re- 
duce cutting costs, so do Simonds 
Hand Blades. Men and women can 

get far more work out of them... 
with far less “elbow grease” and 
fatigue... and with far fewer 
trips to the tool crib for replace- 
ments. 
That's why it will both pay you 
now...and bring you post- 
war business... to fill all rated 
hacksaw orders only with 
Simonds “Red End” High 
Speed Molyhdenum Blades 
... the most blade anybody can 
get for any amount of money. 


SIMONDS SAW and STEEL Co. 


1350 Columbia Road, Boston 
127 So. Green St., Chicago 
228 First St., San Francisco 

520 First Ave., So., Seatcle 
311 S. W. First Ave., Port- 
land, Ore. 


<s\MONDS 


OF METAL-CUTTING TOOLS 















BOUGHT YOUR BONDS THIS WEEK? 





WE'RE IN THE 





with PHOENIX and JUNIATA 
horse and mule shoes 


America’s work animals depend on 
their feet for success, but with un- 
shod or poorly shod feet they are 
unable to fulfill their part in our 
Victory Program. There is always 
a great demand for Phoenix and 
Juniata horse and mule shoes, a 
leader for over 50 years. 

And in these 50 years dealers 
have found that Phoenix is the 
satisfaction line. They are design- 
ed by men who take pride in their 
seeing that each batch 
of open hearth steel is fashioned 
just right in a variety of sizes and 


work ... 


shapes. 














the PHOENIX line— 








PHOENIX TOE CALKS 


Blunt 





Country Pattern 











Get your FREE copy now 
Be sure to ask for your copy of this FREE 
booklet. It’s crammed full of authoritative, 
illustrated information . . 
your customers. When you write, ask about 


distribution plans. 


PHOENIX MANU 


FACTURING 


rse and mule sh 


Includes toe calks, turned heel 
and toed and heeled shoes, sport 
shoes, chain hooks, tractor spuds, 
drop forged welding and slip-on 
flanges znd commercicl forgings. 

Leading jobbers sell Phoenix 
and Juniata horse and mule 
equipment through the regular 
trade channels. 


free to 


. is also 


COMPAN 


id calksin the world 


JOLIET, ILLINOIS 





















JOE WESSIACK 


Joe Wessiack, for 36 years an 
employee of the plant of Con- 
tinental Screw Co., New Bed- 
ford, Mass., is being honored 
in that company’s current ad- 
vertising for his unusual record 
of having never been absent or 
late in all those years. In part 
one advertisement states, “ 
with Joe Wessiack’s unfailing 
spirit of loyalty, responsibility 
and punctuality exemplified by 
every war worker in America 
there would be no need of 
secret weapons to shorten the 
road to victory ... no fighter’s 
life would be needlessly sac- 
rificed because he received too 


| little—too late.” 


DAVIS MANAGES SALES 


| FOR ATLAS ASBESTOS CO. 





H. A. Davis recently has been 
appointed sales manager of the 
domestic and foreign sales de- 
partment of the Atlas Asbestos 
Co., North Wales, Pa. For the 
past 10 years Mr. Davis was as- 
sociated with the Thermoid Co., 
Trenton, N. J., as manager of 
their export division. 


WPB FORMS THREE 
ADVISORY COMMITTEES 


WPB recently formed an Axle 
Industry Advisory Committee 
with government presiding officer 
R. L. Vaniman. The committee 
members are: R. L. Bishop, 
Schuler Axle Co., Inc., Louis- 
ville, Ky.; H. C. Maddux, Tim- 
ken-Detroit Axle Co., Detroit, 
Mich.; L. A. Bixby, Clark Equip- 
ment Co., Buchanan, Mich.; 
Hugh Mixer, Eaton Manufactur- 
ing Co., Cleveland, Ohio; E. J. 
Lucas Kingham Trailer Co., Inc., 
Louisville, Ky.; and H. R. Silver, 


Standard Forge & Axle Co., 
Montgomery, Ala. 
WPB also has formed the 


Domestic Vacuum Cleaner In- 
dustry Advisory Committee with 


*! Cal.; 





government presiding officer F. 








M. Mitchell. The committee 
members are: Henry W. Burritt, 
Eureka Vacuum Cleaner Co., De 
troit, Mich.; B. C. Neece, Lan. 
ders, Frary & Clark, New Britain, 
Conn.; Walter Dietz, Electrolux 
Corporation, New York, New 
York; A. E. Norris, The Regina 
Corp., Rahway, N. J.; C. 6. 
Franz, Apex Electrical Mfg. Co., 
Cleveland, Ohio; J. H. Nuffer, 
Air-Way Electric Appliance 
Corp., Toledo, Ohio; T. Russ 
Hill, Rexair, Incorp., Detroit, 
Mich.; R. J. Simmons, Birtman 
Electric Co., Chicago, Ill.; H. 
W. Hoover, The Hoover Co, 
North Canton, Ohio; and Ralph 
Wilson, Electric Vaccum Cleaner 
Co., Inc., Cleveland, Ohio. 

A Portable Pneumatic Indus 
try Advisory Committee was also 
formed by WPB with govern. 
ment presiding officer Albert A. 
Fox. The committee members 
are: C. Bardwell, Bardwell & 
McAllister, Inc.; Hollywood, 
Louis B. Moore, Grimes 
Manufacturing Co., Urbana, 
Ohio; Robert Casey, Standard 
Aircraft Products, Inc., Dayton, 
Ohio; K. D. Scott, General Elec- 
tric Co., Cleveland, Ohio; 
Charles M. A. Costello, C. Cowles 
& Co., New Haven, Conn.; S. C. 
Stafford, The Adams & West. 
lake o., Elkhart, Ind.; Richard 
F. Eberline, C. M. Hall Lamp 
Co., Detroit, Mich.; Harry F. 
Thorne, Kopp Glass, Inc., New 
York City; B. G. Edelman, E. 
A. Laboratories, Inc., Brooklyn, 
N. Y.; B. Williams. Lights Inc., 
Alhambra, Cal.; William M. 
Garstang, Electronic Laboratories, 
Inc., Indianapolis, Ind. 


LALOR ASS’T GENERAL 
SALES MANAGER FOR 
REYNOLDS METALS CO. 


Morgan D. Lalor has recently 
been appointed assistant general 
sales manager for Reynolds 
Metals Co., Richmond, Va. He 
joined the company in 1940 as 
head of the sales statistical de- 
partment. 


EMERSON ELECTS VICE- 
PRES. AND DIRECTORS 


Charles Robbins, peace time 
sales manager of Emerson Radio 
Phonograph Corp., 111 Eighth 
Ave., New York City, was re 
cently elected a vice-president 
of the company at a board meet- 
ing. Ferdinand Eberstadt, F. 
Eherstadt & Co., New York City, 
was elected a director of the 
company, as was Richard C. 
Hunt, Chadbourne, Hunt, Jaec 
kel & Brown, New York City. 
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rings the cash register more 
and louder because first of all the line is complete 
—a size and type for practically every chain job 
and all the fittings that go with them. 


Equally important is customer acceptance. For its 
safety, strength and dependable performance in 
service, ““Inswell’’ Electric Weld Chain is classed 


as “tops.” 


Too, CM’s years of chain making for industry, 
farm and home carries the added assurance to 
dealers and jobbers alike that here is a manufac- 
turer and a line of chain that can be depended 
upon for cooperation in building and maintain- 
ing a more satisfactory chain volume. 


CALL YOUR JOBBER 


He has the CM catalogs and will help you 
select a fast moving, profitable stock of 
CM “Inswell” Electric Weld Chain. 


MBUS-M°KINNON 
CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 


172 FREMONT AVE. TONAWANDA, N. Y. 
Branch Offices: NEW YORK » CHICAGO + CLEVELAND ip 





OCTOBER 28, 1943 
















































will help YOU 
after the war 


Maybe it hadn't occurred to you that the diversi- 
fied war production which McKinney has added 
to its regular hardware line (the making of parts 
*for numerous war items from aircraft to hand 
grenades and landing mats to tanks) will add 
much to McKinney’s production skill—will help 
make McKinney more broadly known than ever, 
after the war is over. 

Add that to McKinney's 75 odd years of ex- 
perience in meeting changing trends and you 
have the assurance of a more salable line to meet 
competitive postwar markets. 

First consider McKinney for wartime building 


. then talk McKinney and display McKinney 
for building after the war. 






















As with all other bits 
we make, these special 


ELECTRICIANS’ 
AND PLUMBERS' 
BITS 


receive an individual 


“HICKORY TEST” 


Though made of fine, high 
quality steel, tempered for 
long edge life, before it is ap- 
proved, every Russell Jen- 
nings Auger Bit is tested in 
tough hickory. The slightest 
defect is cause for rejection. 


This test is especially valu- 
able with these electricians’ 
and plumbers’ bits, which must 
be effective in all kinds of 
wood. To help their perform- 
ance, they have single spur and 
cutter and coarse screw, which 
insure speedy work, even in 
gummy woods. 


L-101E, Electricians’ Bit — 10/2" over all, 
comes in 10, I! and 12 sixteenths. Extra 
length for extended reach. Extra twist for 
good chip clearance in deep boring. 
J-101E, Electricians’ or Plumbers’ Bit—9'/,' 
over all, comes in I! to 16 sixteanths inclusive, 
also 18, 20, 22, 24 and 28 sixteenths. 


J-101S, Plumbers’ Bit—é!/."" over all, comes 
in 12, 13, 14 and 15 sixteenths 





Your Wholesaler Can Supply You 


AUGER BITS 




















THE RUSSELL JENNINGS MFG. CO., 


CHESTER, CONN. 
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TROUBLE-FREE 
OPERATION 


This is one reason why A-P Dependable Oil 
Control Valves have been consistently 
chosen as standard equipment on the lead- 
ing Oil Burning Appliances — in wartime 
as in peace .. . And reason, also, for their 
complete satisfaction in heating and cook- 
ing service in the nation’s homes and in 
training camps. 


In this reputation you will 
find the promise of a rich- 
er post-war market. Right in tHe HOMES OF THE 
now A-P Research Engi- (Oi! Burning Heaters) 

neers, working closely with 
“post - war planners” in 
Heaters, are making sure 
that A-P DEPENDABLE 
CONTROLS will pay off . IN TRAINING CAMPS 
with the Dividends of De- “"""™* anges’ “°**'"® 
pendability ... Will swing 
accumulated wartime 
progress in new materials, 
new techniques, into post- 
war advantages for YOUR 











IN SHIP GALLEYS 


applications. —— 


THE DIVIDENDS OF A-P DEPENDABILITY 
ACCUMULATE TO YOUR PROFIT 


Automatic Products 
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SHORT NOW BUYER Mass.; and Robert G. Thomp- 
FOR BELKNAP HDWE. son, Lufkin Rule Co., Saginaw, 
Mich. 

The OPA also appointed a 
Consolidated Metal Cutting Tool 
Industry Advisory Committee, 
with government presiding offi- 
cer: Franz T. Stone. The com- 
mittee members are C. W. Bett- 
cher, Eastern Machine Screw 
Corp., New Haven, Conn.; E. 
H. Martindale, Martindale Elec- 
tric Co., Cleveland, Ohio; W. 
FE. Caldwell, Cleveland Twist 
Drill Co., Cleveland, Ohio; D. 
G. Millar, Greenfield Tap & Die 
Corp., Greenfield, Mass.; H. R. 
Conners, Detroit Broach Co., De- 
troit, Mich.; Charles M. Pond, 
Pratt & Whitney, W. Hartford, 
Conn.; W. M. Dalzen, Dalzen 
Tool & Mfg. Co., Detroit, Mich.; 
J. J. Prindiville, Jr., Lapointe 
Machine Tool Co., Hudson, 
| Mass.; Frank W. England, Ili- 
| nois Tool Works, Chicago, IIl.; 

D. H. SHORT Ernest C. Putman, Putman Tool 

Co., Detroit, Mich.; Harry Fuss- 

Louisville, Ky., to succeed Gilpin on, a 6 aa 
Marshall, who recently passed | boloy Co., Detroit, Mich.; W. E. 


Dayton Holloway Short has re- 
cently been appointed buyer of 
department two, Belknap Hard- 
ware & Mfg. Co., wholesalers, 








away. | Loy, Union Twist Drill Co.. | 


Mr. Short was a stock-clerk} Athol, Mass.; J. S. Storrs. 
with the former Gray & Dudley! Tungsten Electric Corp., Union 
Hardware Co., Nashville, Tenn..| City, N. J. 
for two years, after which he was an 
on the road for them as a spe- PHILCO TO PRESENT 
cialty salesman on the automotive NEW RADIO SHOW 
line, traveling in Alabama and | Phil Cc sal ; 
Tennessee. After three years in | se GP ny ag Rete: 3 Peal 
that work, Mr. Short joined Bel-| "0Unced that it is introducing a 
knap Hardware & Mfg. Co., and| "CW “kind of radio program 

: ae ” called “Eyewitness--The News 

1924 begag traveling / called Eyewitne 8 
"a CBR rave ng as 8 2"! Story of the Week” over the full 


tomotive salesman in the same Columbi k 1 Canadi 
M4 " . ‘ 4 -twor anc dian 
territory. Then in 1926 he was| “°.U™ ia network and Vans 
stations, on Friday evenings at 


given a regular territory in mid- | > 15 4 
A . ‘ ao : e. 
dle Tennessee. where he contin-| ‘*42 P- ™ © tern war tim 


wed until 1941. Shortly after | 6:15 p. m. central war time, with | 


that he was appointed sales man- 
ager of the dealer mail order 
department until 1942, when he | 
was transferred to the railroad | 
and government sales department. 


| a rebroadcast at 9:15 p, m. moun- 


most newspaper, magazine and 
radio correspondents all over the 
world will contribute their ac- 
ae counts of what is happening on 


TWO ADVISORY TOOL | consider the greatest story of the 
INDUSTRY COMMITTEES | week will be presented. 
APPOINTED BY OPA 


The OPA recently appointed a 
Precision Tool Industry Advisory | 
Committee, with government pre- | 


siding officer: Franz T. Stone.| UNDER NAME GRAND 
The , committee members are | , HOME APPLIANCE CO. 
Frederick Blackall, Taft-Pierce| James Mitchell, president of 
Mfg. Co., Woonsocket, R. I.; S. | Cleveland Co-Operative Stove 
H. Smith, Smith Tool & En-/| Co., Cleveland, Ohio, has recent- 
gineering Co., Bucyrus, Ohio; | ly announced that the company’s 





CLEVELAND CO-OP. 
STOVE CO. TO MFG. 


W. J. Greene. L. S. Starrett Co.,| manufacture of gas ranges and | 


other home appliances now in 


Millers Falls Co. Greenfield the planning stages for postwar 
at a ?| development, will be carried on 


Mass. ; Paul R. Hatch, Brown &| under the name of Grand Home 
Sharpe Mfg. Co., Providence, Appliance Co. This company 
R. 1; F. C. Tanner, Federal | wij) operate the present range 
Products Corp., Providence, | factory in Cleveland, with David 
R. I.; A. Bradford Reed, Reed | L. Edelmuth continuing in charge 
Small Tool Works, Worcester, | of sales and promotion activities. 


Athol, Mass.; Kenyon Y. Taylor, 











OCTOBER 28, 1943 











‘ | Up behind those clouds may fly a squad- 


tain war time, and 8:15 p. m. | 
Pacific war time. America’s fore- | 


| the battlefronts, and what they 


ea ihe ; Seen # 
. “we ee hes é ix Fs 


PRODUCTION 










ron of bombers or fighter planes. Or may- 
be just as invisible is the trajectory of 
artillery or naval gun fire. 


In these surprises that await the Japs and Nazis 
are parts that devour all the material, facilities, 
manpower and experience that formerly were 
directed to the enjoyment and pursuance of nor- 
mal living. 


The job must be done. We at Hamlin are proud to 
be production soldiers. You, our friends new and 
old who have handled Hamlin Products, have indi- 
cated by your understanding and cooperation that 
you would have us take no other course. 


You'll benefit to remember Hamlin, for out of this 
war will come greater facilities, new ideas and an 
eagerness to serve. Then truly you will again find 
your advantages and profit opportunities in the 
Greater Hamlin line. P 
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METAL PRODUCTS CO., AKRON, OHIO 
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G. Denton Myers, Vice-President 
‘ Of F. E. Myers & Bro. Co. Passes Away 


The hardware fraternity was 
shocked to learn of the passing 
of G. Denton Myers, vice-presi- 
dent of The F. E. Myers & Bro. 


Co., manufacturers of pumps, 





G. D. MYERS 


water systems, etc., Ashland, 
Ohio, on Oct. 16. Mr. Myers, 
who was well known throughout 
the farm operating equipment 


J. W. ABBOTT 


J. W. Abbott, 83, chairman of 
the board of directors of George 
A. Lowe Co., and 
retail hardware, Ogden, Utah, 
passed away recently after suf- 
fering a heart attack. Mr. Abbott 
joined George A. Lowe Co. in 
1879, and in 1890 he was 
appointed general manager of 
the company. In 1924 he was 
elected president and general 
manager of the company, a posi- 
tion which he held until his 
retirement several years ago. 
Since his retirement he had 
served as chairman of the board 
of directors. He was the second 
oldest senior member of Weber 
Lodge No. 6, Masonic order, and 
the oldest living member of 
Knights of Pythias Lodge, of 
Ogden, Utah. He served on the 
trustees’ board of the Utah 
state industrial school for 12 
years, having been appointed to 
the position by both Republican 
and Democratic governors. He 
was also a member of the Ogden 
city council, and acted as mayor 
while Mayor Browning was in 
Europe. 


wholesale 
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industry, and to the hardware 
trade, having been affiliated with 
the company for 56 years, was 
the last of the four Myers broth- 
ers, identified with the firm. He 
was stricken with a heart attack 
while raking leaves at his home. 

He joined the Myers company 
in 1844, and started as a sales- 
man in the middle western and 
southern states. In 1916 he be- 
came identified with the com- 
pany’s office affairs, and in 1923 
he was appointed sales manager, 
to succeed his brother, the late 
F. E. Myers, who had passed 
away. Since 1921 he has been a 
director and vice-president of the 
company. With his brother, A. 
N. Myers, he organized the Union 
Hardware & Supply Co., Cleve- 
land, Ohio, and retained an inter- 
est in that business until a few 
years ago. 

Mr. Myers served for many 
years as a director of the Y. M. 
C. A., and also was president for 





| 








two years, of that organization. 
He is survived by two sisters, 
Mrs. J. E. Speng, Ashland, Ohio, 
and Mrs. Peter Countryman, 
Jeromesville, Ohio. 





J. W. ABBOTT 


Surviving are his widow, two 
sons, a daughter, three grand- 
children and a sister. 





HOWARD H. KIMBALL 
Howard H. Kimball, 63, well 


known and well liked president 
and general manager of Barker, 
Rose & Kimball, Inc., wholesale 
hardware distributors, Elmira, 
N. Y., and a nationally known 
hardware executive, passed away 
recently after suffering a heart 
attack while backing his car out 
of the garage of his- home in 
Elmira Heights. Since 1938 Mr. 
Kimball has been president of 
Barker, Rose & Kimball, Inc. He 
started with the firm when it was 
called Barker, Rose & Clinton, in 
i901, and advanced rapidly to the 
position of salesman. In 1932 he 
became vice-president and gen- 





HOWARD H. KIMBALL 


eral manager of the company. 
In 1938 the name of the firm was 
changed to Barker, Rese & Kim- 
ball, Inc., and he was elected 
president succeeding S. Edward 
Rose, who is vice-president and 
and an active member of the firm. 

Mr. Kimball was a_ former 
member of the executive com- 
mittee of the National Wholesale 
Hardware Association, and presi- 
dent of the New York Associa- 
tion of Hardware Jobbers. He 
was also a past president of the 
Association of Commerce, and a 
member of the Board of Educa- 
tion in Elmira Heights. Promi- 
nent in Masonic activities, he 
was a member of the Ivy Lodge, 
St. Omars Commandery, Knights 
Templar, and Kalurah Temple of 
the Shrine. 

Mr. Kimball is survived by his 
wife, three children, and one 
brother. 


BERNARD MARSHALL 


Bernard Gilpin Marshall, 61, 
buyer and director of the Bel- 
knap Hardware & Mfg. Co. 
wholesale hardware, Louisville, 
Ky., passed away recently after 
undergoing a major operation at 
the Norton Hospital, Louisville. 
He was a nephew of the late Wil- 
liam Heyburn, former president 











B. G. MARSHALL 


of the company. Mr. Marshall 
was affiliated with Marshall-Wells 
Hardware Co., Duluth, Minn., be- 
fore he joined Belknap Hardware 
& Mfg. Co., as a buyer in 1910. 


CHARLES F. FREEMAN 


Charles F, Freeman, 51, well 
known hardware dealer in Bran- 
ford, Conn., and secretary of the 
Connecticut Hardware Associa- 
tion, passed away recently follow- 
ing an illness of three months. 
He was president of Collins & 
Freeman, Inc., Branford, Conn., 
hardware dealers and treasurer 
of the Connecticut Hardware 
Supply Co. 

Active in his chureh, civic af- 
fairs, the Boy Scouts and Ma- 
sonry, he was in much demand as 
an after dinner speaker because 
of his genial personality. He 
was also a successful auctioneer. 

Mr. Freeman was a vestryman 
of Trinity Church, Branford, 
Conn., a member of the board of 
finance of his Masonic lodge and 
was recognized as one of the most 
civic-minded business men in his 
community. 

He is survived by his widow, 
a son, a daughter, a_ grand- 
daughter and three sisters. 





CHARLES F. FREEMAN 
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ITS WATERPROOF 


The dramatic story of Waterproof Ironing is 
now being told to the 26,000,000 electric 
flatiron users. Space in leading publica- 
tions is being consistently used during 1943. 


This new plastic ironing pad saves time, 
electricity and clothes. The Waterproof sur- 
face effects quicker, smoother ironing. 


This (time tested) different ironing aid will 
be ready for your postwar selling as soon 
as we have filled Uncle Sam’s orders for 
plastic clothing. 


THE SUNLITE MFG. COMPANY 
MILWAUKEE 5, WISCONSIN 
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This is a Whitney Hamper. 





In spite of the fact we cannot supply you with 






all you want, it is nationally advertised in 















House Beautiful 































American Home. 


that this increases the number of 


times you 


have to say, “Sorry, Madam. We're temporarily 


out of Whitney Hampers.” But we also realize 






that the more advertising we 






the more Whitney Hampers you will sell in 194V. 
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FLEXIBLE REZISTOR 


A shatterproof high speed steel blade, 
unbreakable in use. Hard, keen teeth sup- 
ported by a tough, annealed back. Also 
made in power machine sizes. 


Le 10” 
24T 





—? 
we 
—* 


A hard tooth, flexible back blade, excellent 
for general maintenance use. Preferred by 
electricians, plumbers, auto mechanics, 
and others whose work requires cutting in 
cramped quarters. Not recommended for 
stainless steel. 


All MILFORD Hand Blades have famous 
e « Duplex Easy-Starting Teeth + « 


MILFORD 


REZISTOR HACKSAW BLADES + PROFILE SAW 


s how to choose 


& Send for this helpful booklet It tel 

ond use hacksaw blades ond explains labor-saving 

methods employed by moster c¢ 

THE HENRY G. THOMPSON & SON CO 
; NEW HAVEN, CONN 


rattsmen 20 pp Ilus 














FLEXIBLE STANDARD 






LMOST our entire output is 
now going directly to the fight- 
ing forces. 


The things we make have nothing 
at all to do with bathroom cabinets 
or with other Lawson peacetime 
products. 


We are not sitting up nights over 
blueprints of postwar products. 
(Our pre-postwar products keep us 
busy enough as it is.) 


We very much regret our inability 
to produce merchandise for you. 
We need hardly add that we will be 
back in the business of manufac- 
turing a complete line of bathroom 
cabinets at the earliest possible 
date. 


But, till the war is over, our job is 
to contribute what we can toward 
winning it. That is what we are 
now doing. And, un- 
fortunately we can 
only do one thing at a 
> time. 


pATHROOM ) THE F. H. LAWSON COMPANY 
§ c A B IN E TS Cincinnati, Ohio 


’ 














127 YEARS OF LAWSON QUALITY 
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HENRY S. KING 


Henry Stauffer King, 93, 
passed away recently at his home 
in Baltimore, Md. He was a 
banker and director of various 
business and charitable institu- 
tions. As a young man he was 
afiliated with his father in the 
former wholesale hardware firm 
of Henry S. King & Sons in Bal- 
timore, a firm which discon- 
tinued business many yeurs ago. 
He organized the Security, Stor- 
age & Trust Co., Baltimore, re- 
tiring from that company as its 
president in 1927. 


WALTER C. SWICKERT 


Walter C. Swickert, assistant 
vice-president of the Wheeling 
Corrugating Co., passed away re- 
cently at the Ohio Valley Gen- 
eral Hospital] in Wheeling, W. 
Va., after an illness of three 
months. He had been connected 
with the company in various 
sales capacities since 1925. He 
managed the Columbus ware- 
house of the Wheeling Corru- 
gating Co., from 1931 to 1933, 
and later the warehouses at 
Chattanooga and Atlanta, Ga. In 
1937 Mr. Swickert moved to the 
general offices in Wheeling where 
he was made assistant vice-presi- 
dent with executive sales duties. 

Surviving him are his wife, two 
sons, a brother, and four sisters. 





ERNEST B. WRIGHT 


Ernest B. Wright, president of 
the Hanlon & Goodman Co., 
Belleville, N. J., paint brush man- 
ufacturers, passed away at Sunset 
Lodge, Lake Clear, N. Y., re- 
cently. Mr. Wright was a former 
Commissioner of Parks and 
Docks in New Rochelle, N. Y. 
He is survived by three sons, and 
two daughters. 





CHARLES P. KRATZMAN 


Charles P. Kratzman, 57, man- 
ager of the Buffalo branch of 
W. A. Case & Son, passed away 
recently at his home in Buffalo. 





He had been in the hardware 
business since his youth and 
joined W. A. Case about 19 years 
ago, after spending several years 
as a salesman for Buffalo and 
Cleveland hardware firms. He 


is. survived by his widow and | 


three sisters. 


CHARLES BARKER 


Charles Barker, Pittsburgh, 
Pa., hardware dealer, passed 
away recently on the way home 
from his hardware store. For 
more than 30 years he had spe- 
cialized in fine tools, and he was 
known over the country for his 
varied stock of tools. Friends 
often dropped into the store in 
the evening and stayed till mid- 
night while he talked about and 
demonstrated tools. For the past 
year he ran the store single 
handed. 


Cc. G. TIMMERBERG 


C. G. Timmerberg, Newton- 
ville, Mass., salesman for Russell 
& Erwin Mfg. Co., New Britain, 
Conn., builders’ hardware manu- 
facturers, passed away from a 
heart attack on October 9 at 
his home. Mr. Timmerberg, who 
was 47 years of age, had been 
with them for several years, hav- 
ing previously been a traveling 
salesman for Shapleigh Hardware 
Co., St. Louis, Mo., wholesalers, 





JOHN TIEBOUT, SR. 


John Tiebout, Sr., former presi- 
dent and chairman of the board 
of directors of W. & J. Tiebout, 
marine hardware, 118 Chambers 
St., New York City, passed away 
recently at the home of his son, 
Dr. Harry M. Tiebout. He had 
been in the marine hardware 
field for 63 years. Mr. Tiebout 
retired just recently from the 
firm which his father had 
founded, and in _ which his 
grandfather, the late William 
Tiebout, was a partner before the 
Civil War. He leaves two sons, 
a daughter, nine grand children, 
and one great-grand-child. 








WPB PUBLISHES 
SALVAGE MANUAL 


Entitled “Salvage Manual For 
Industry,” the manual contains 
245 pages of systematically ar- 
ranged and classified material, 
most of it of a “how-to-do-it” 
nature, on industrial salvage 
practice in all of its ramifica- 
tions. The material is presented 
in 26 chapters, grouped into six 
Major sections. Two chapters 
are on organizing and planning 
the salvage department; three on 
the administrative factors; 12 on 
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the methods of handling metal 
scrap; three on _ non-metallic 
waste; seven case _ histories 
demonstrating exemplary prac- 
tice; 17-page compilation of 
practical hints for handling spe- 
cific waste materials; and a nine 
page index. It is fully illustrated 
and is 6 by 9 in. in size. Tech- 
nical Service Section, Industrial 
Salvage Branch, Salvage Division, 
War Production Board. Pro- 
curable through the Superinten- 
dent of Documents, Government 
Printing Office, Washington, 
D. C: 
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0 gece: 


MODEL NO. 4305 
Dua) Purpose Controller 
A.C. - D. C. Operated 
List Price $27.50 
Shipping Wet. 154 Ibs 


is Dependable Sewice 
ee A SALES FEATURE? 


VV ‘} Dependable service to the farmer is the 
' most important of all sales features. It is 
more important than first cost or “fine feathers.” 

Electro-Line dependability’is built-in —it is built- 
in by careful engineering and controlled produc- 
tion. Many thousands of American farmers are 
benefitting from Electro-Line’s exceptional service 
and economical operation. “ 

You profit doubly with Electro-Line. First, by 
best serving the demand for increased food pro- 
duction and second, by realizing a fair profit 
from the sale of each Electro-Line model. 

Anticipate your requirements as far ahead as 
possible. Cooperate in every reasonable way 
with your jobber. This will relieve the problem 
of distribution at the time of peak demand. 


ELECTRO-LINE FENCE COMPANY 


120 N. Broadway Milwaukee 2, Wisconsin 
SOLD THROUGH JOBBERS ONLY 
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CMP AllotmentSymbolsNeeded 
On Builders’ Hardware Orders 


Failure of distributors to give this 
information, indicating where 
merchandise is gong, increases 
difficulties of manufacturers en- 
deavoring to improve flow of goods. 


Manufacturers of builders’ 
hardware are finding it increas- 
ingly difficult to maintain or im- 
prove the flow of merchandise to 
most distributors because of the 
failure of these customers to pro- 
vide CMP allotment symbols 
indicating where the goods are 
ultimately going. Better co-oper- 
ation from distributors on this 
problem would definitely aid the 


industry, collectively, in _ its 
efforts to improve the overall 
situation. This was brought out 


very strongly at the September 
16th meeting of the Special War 
Industries Section of the Build- 
ers’ Hardware Statistical Associ- 
ation at the [Illinois Athletic 
Association in Chicago, IIl., and 
was based on the findings of an 
industry committee recently re- 
turned from a specal conference 


wth WPB officials. 


In view of current indications 
suggesting some general and 
further relief in the release of 
critical materials for essential 
civilian needs, this Chicago meet- 
ing felt that the requested co- 
operation from distributors is 
especially important and desir- 
able at this time. 

The meeting paid tribute to 
the late Col. L. S. Horner, former 
advisor to the group, and pre- 
pared a special resolution mes- 
sage to be transmitted to his 
family. 

C. Scott Fletcher, vice-presi- 
dent and general sales manager 
of the Studebaker Corp., South 
Bend, Ind., now serving the 
Committee for Economic Devel- 
opment was the featured speaker. 
His timely message on post-war 
planning stressed the need of 
first winning the war in the 
shortest possible time and then 
securing re-employment of dis- 
charged service men and workers 
dislocated by the loss of the 
present war-time orders in many 
factories; the vital need of 
private enterprise proving, in 
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the post-war period that it could 
and would provide the means for 
preventing widespread unemploy- 
ment; selling the American 
people on enterprise and not 
security; making it possible for 
the young to return to school; 
the older to return to retirement 
and the women folks to return 
to their homes. If this is not 


Iron, Steel Product Prices 
On Shipments to Points 
Not Served By Railroads 


A specific basis for computing 
maximum delivered prices on 
iron and steel products sold by 
warehouses which are shipped 
to points not served by rail car- 
rier was established by the Office 
of Price Administration Oct. 
4 in Amendment No. 19 to Re- 
vised Price Schedule No. 49 (Re- 
sale of Iron or Steel Products), 
effective Nov. 1, 1943. 

The amendment adds a new 
provision to the schedule whereby 
methods of computation are based 
upon delivery to points both 
within and outside-what is called 
a “rail price area.” This area, 
within which material must be 
delivered at the buyer’s destina- 
tion without additional charges, 
is defined as one having a 15 
airline mile radius from the near- 
est rail station. The definition 
was framed after discussions by 
the OPA with members of the 
industry. 

Maximum delivered prices for 
oil country tubular goods are 
not affected by the amendment, 
and still remain on an f. o. b. 
warehouse basis, as provided in 
the schedule. 

Other changes in the schedule 





accomplished, he said, we must 
realize that we face mass unem- 
ployment which will inevitably 
bring about mass governmental 
employment with which we ean't 
avoid severe regimentation which 
elsewhere has led to dictatorship 
and totalitarian government. Mr. 
Fletcher stressed the need of the 
smaller as well as the larger 
companies realizing these basic 
facts and co-operating to prevent 
the upset that widespread post- 
war unemployment would im- 
pose upon the entire nation. 

The Speciak War Industries 
Section of the Builders’ Hard- 
ware Statistical Association new 
has about 90 members out of a 
possible 134 manufacturers who 
are eligible, as are all producers 
subject to the rulings of WPB’s 
L-236. 


which are made by the amend- 
ment include the deletion of ref- 
ences to non-zoned areas no 
longer in existence and minor 
changes in wording for purposes 
of clarity. Previous amendments 
to the schedule have divided the 
entire country into zones for 
the pricing of heavy steel prod- 
ucts. 

By adding this provision sum- 
marizing the additions and de- 
ductions that are to be made to 
a price figured at a particular 
point, OPA believes that the 
many buyers purchasing iron and 
steel products from warehouse 
sources as well as sellers will be 
materially assisted. 

The amendment deals with the 
necessary adjustments arising 
from delivery to a buyer who 
pays all or part of the delivery 
costs from the shipping point 
to his destination. It also pro- 
vides for adjustments of prices 
otherwise established in the 
schedule in instances where the 
buyer receives delivery at the 
shipping point or at a point 
other than his destination and 
hauls it in his own private car- 








rier to the destination. 


RELAX RESTRICTIONS ON 
TUBE USE SUSPENDING 
INDUSTRY LIGHT UNITS 


Rigid electrical conduit and 
electrical metallic tubing may be 
used to suspend industrial light- 
ing fixtures of any weight, ac- 
cording to Limitatfon Order L- 
225, as lately amended by WPB. 
This use of conduit and tubing 
was formerly permitted only for 
industrial lighting fixtures weigh- 
ing four or more pounds. 

The amended order also raises 
the level of the preference rat- 
ing (below which manufactur- 
ers’ and distributors’ sales are 
prohibited) from A-l-j to AA-5 
> conform to other general 
changes in the rating structure 
recently. 


to 








The new provision incorpor- 
porates the principles normally 
used in pricing steel from ware 
houses when the buyer’s des 
tination is not located at a rail- 
road siding. Industry practicé 
has been to deliver material to 
these points charging the same 
price that would be charged 
were the customer located on a 
railroad siding. When the dis 
tance from the rail station be 
came great, however, and de 
livery from the railroad to the 
destination consequently became 
costly, material was commonly 
shipped by truck and the price 
equalized against the nearest rail 
point, the buyer paying the ac 
tual transportation charges and 
being allowed the rail rate of 
freight to the nearest rail point. 





PD-1A PROCESSING 
UP TO $1000 BY 

REGION FIELD OFFICES 

All PD-l-a forms affecting re 
quirements up to and including 
$1,000 will be processed in the 
regional WPB field offices, effec- 
tive November 1, 1943, regional 
directors have been told. 

All processing instructions pre 
viously prepared by the industry 
divisions for the guidance of the 
field offices in the processing of 
lower valued PD-l-a applications 
will automatically govern the 
$1,000 level unless and until new 
instructions are issued. 
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New Fat, Oil Quotas 
For Civilian Goods 


Will permit increased production 
of paints, soaps, lacquers, lino- 
leum, and most protective coatings 


(Washington Bureau 
of HARDWARE AGE) 

An increase in the production 
of civilian supplies of soaps, 
paints, varnishes, lacquers, lino- 
leums, oilcloths, felt base floor 
coverings, coated fabrics and 
most protective coatings will now 
be possible under a new schedule 


of quotas affecting the use of 
fats and oils issued by the War 
Food Administration. 

The percentage of fats and oils 
permitted in the manufacture of 
household soaps has been in- 
creased from 80 per cent to 90 
per cent of the base period 





(1940-41); that for industrial 


soaps from 80 per cent to 110 
per cent; and that for abrasive 
or mechanics’ soap, from 80 per 
cent to 150 per cent. Contrary to 
tentative plans, previously an- 
nounced by WFA, there will be 
no exemption for soap supplied 
to public institutions, hospitals 
or factories. 

The percentages allowed for 
paints, varnishes, lacquers, etc., 
has been increased from 50 to 60 
per cent of the base period. 

The release of additional fats 
and oils for soap making is part 
of a broad program announced 
Sept. 22 for which the civilian 
soap supply will be increased ap- 
proximately 28 per cent. 

These increases were made pos- 


sible through an amendment to 
FDO-42, effective Oct. 14. 
In addition to allowing the in- 


creases the amendment also 
makes the following changes: 

1. Raises from 6000 to 10,000 
lb. per quarter the minimum ex- 
emption under which a manu- 
facturer (in business prior to 
July 1, 1943) may operate with- 
out restriction. 

2. Returns the manufacture of 
enamels and coatings for metal 
food containers, closures and 
closure liners to its original 
classification, with paints, var- 
nishes, lacquers, etc., permitting 
an interchange of use with all 
these paints, based on 60 per cent 





of 1940-41. 








Dollars, Cents Ceilings 


On Cast Iron Bell and 
Spigot Pressure Pipe 


The Office of Price Administra- 
tion on Sept. 30 provided maxi- 
mum dollars-and-cents prices for 
an alternate specification of cast- 
iron bell and spigot pressure 
pipe to reflect the savings 
brought about by a reduction of 
metal content. 

The ceilings apply to cast-iron 
pressure pipe meeting the 
Emergency Alternate Federal 
Specification E-WW-P-421 issued 
by the National Bureau of 
Standards on Dec. 21, 1942, to 
effect a reduction of about 12 
per cent in the weight of stand- 
ard cast-iron pressure pipe. 

The method used to determine 
the delivered ceilings for the pipe 
covered by this action is to pro- 
vide the manufacturers with spe- 
cific cents-per-lineal-feet deduc- 
tions which must be made from 
the maximum prices previously 
established for heavyweight pres- 
sure pipe in Maximum Price 
Regulation 188 (Manufacturers’ 
Maximum Prices for Specified 
Building Materials and Con- 
sumers Goods other than Ap- 
parel). 


In addition, specific zone allow- 
ances, which reflect resulting 





savings in freight, must be de- 
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ducted on sales of the light- 
weight pipe. 

The _ allowances, including 
freight per lineal feet, are 
listed in Amendment No. 16 to 
Order A-l of Regulation 188, 
which becomes effective Sept. 30, 
1943. The order does not estab- 


lish per ton prices since only the 
lineal feet prices are affected by 
the reduction in wall-thickness of 
the pipe. In order to include all 
points of delivery the amendment 
applies for six different zones. 
The allowances set forth are 
established for each class, size 
and type of the lighter weight 
pipe listed in the emergency 
alternate specification. A_ dol- 
lars-and-cents formula is provided 
for all other classes and types not 
listed in the specification which 
enables the manufacturers to 
translate into specific reductions 
per lineal foot the saving of 
metal effected by the use of the 





method described in the publi- 


cation “American Recommended 
Practice—Manual for the Com- 
putation of Strength and Thick- 
ness of Cast Iron Pipe, A.S.A. 
A21.1-1939,” 

The amendment does not apply 
to pipe manufactured from 
special alloys, or pipe having 
lightweight walls based on the 
use of metal of greater tensile 
strength than that indicated in 
the afore-mentioned publication. 

The action also requires sellers 
other than manufacturers to ex- 
tend the same discounts, allow- 
ances and price differentials for 
the lighter weight pipe, as were 
in effect during March 1942 for 





the heavier pipe. 








Release 500,000 Radio Tubes 


For Use in Civilian Sets 


More than 500,000 radio re- 
receiving tubes for home radio 
sets were made available for 
users Oct. 8 by the Radio & 
Radar Division of the War Pro- 
duction Board. 

A total of 576,613 radio re- 
ceiving tubes is in the posession 
of the Phillips Export Corp., 
P. O. Box 69, Grand Central An- 
nex, New York, N. Y. These 
tubes had originally been held 
for export, but after discussions 
between representatives of the 
Foreign and Domestic Branch of 
the Radio and Radar Division 
and officials of the Phillips Ex- 
port Corporation, it was decided 





that WPB would authorize sale 
of the tubes without restriction 
to the domestic market. 

Distributors or dealers pur- 
chasing these tubes will be gov- 
erned by Limitation Order L-265 
in their resale. The authorization 
allows any person to receive 
tubes from the Phillips Export 
Corp. without restriction as long 
as they are to be used domesti- 
cally. 

These tubes are types that are 
generally used in home radio re- 
ceiving sets. The number of 
tubes now available in the na- 
tion for maintenance and repair 
of household sets is below actual 





needs, and the release of these 
half million tubes is a step to- 
wards making more’ tubes avail- 
able for civilian replacement 
uses. 


REVOKE DIRECTION 13 
OF CMP. REG. No. 1 


Revocation of Direction 13 to 
CMP Regulation No. 1, dealing 
with Complete Bills of Materials, 
was announced by the War Pro- 
duction Board Oct. 9. This 
action is taken because prime 
and secondary consumers may no 
longer be required to submit 
complete bills of materials ac- 
cording to Supplement No. 1 
issued Sept. 25, 1943, to the 
“Instructions om Bills of Ma- 
terials.” 
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JACKSON SUPERIOR PRODUCTS 


Established 1876 


MANUFACTURERS OF 


WHEELBARROW S 

LAWN ROLLERS 
CONCRETE CARTS SALAMANDER S 
DRAG SCRAPERS MORTAR PANS 


MORTAR MIXING BOXES 


THESE PRODUCTS ARE SUBJECT TO VARIOUS LIMITATION ORDERS BUT ARE 
AVAILABLE FOR CERTAIN CLASSES OF USERS. DETAILS AND NAME OF OUR 
NEAREST JOBBER FURNISHED UPON REQUEST. 


Write for Catalog 42 HD 


JACKSON MANUFACTURING COMPANY 


HARRISBURG, PENNSYLVANIA 


















THESE FEATURES MEAN 
MORE SALES 













SERVI 
inreMeaT er 5 VEARRANTEE 
M PROOF 
BATTERY mizER SEALED CASE 


| The DAIRY FARMER'S RIGHT im MAN 


NEON FLUX 
FENCE TESTER DIVERTER .»»YOUR RIGHT HAND PROFIT MAKER 
proven Of mS SAME Hic Clean-Easy ee se a big time and labor saver for 
235,000 FAR Qauiry” yourself’te profits by making this famous milker 


available in your territory. Milks 20 to 25 cows per 
hour, easy to keep clean, 
easy to operate, gas or 
electric power, portable or 
track models. A favorite on 
America’s dairy farms for 
over 25 years. 










PRECISION 






WORLD’S LARGEST SELLING 


ELECTRIC FENCER 


Sold only direct from factory to established dealers. | 





FOR DEALER INFORMATION 


BEN H. ANDERSON MFG.CO. MADISON, 4, WIS., U. S.A. 





Write For details of franchise and sales program. 










PARKER-McCRORY MFG. CO., Kansas City 8, Mo. 
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OPA Has Definite Trend 


Toward Tighter Controls 


(Washington Bureau 
of HARDWARE AGE) 

OPA price policies are now 
undergoing a definite trend to- 
ward tighter control to aid that 
agency in its efforts to “hold-the- 
line” in the cost of living. 

There has recently been a 
transfer of several commodities 
from the loosely-controlled, unen- 
forceable General Maximum 
Price Regulation, affectionately 
known by OPA officials as “Gen- 
eral Max,” to MPR-188, or to 
specific regulations governing 
that particular line of goods. An 
OPA spokesman told HARDWARE 
Ace that there are many regula- 
tions of this sort presently in the 
making and that this trend will 
continue, constantly working to- 
ward better price control. OPA 
as yet has not made public the 
list of commodities affected. 





According to OPA many 
businessmen were beginning to 
find loopholes in “General Max,” 
which fixes prices at the highest 
charged in March, 1942, and 
taking advantage of them, caus- 
ing unwarranted price increases. 
Consequently, there is an imme- 
diate need for more stringent 
control on these items. 

Since the advent of Chester 
Bowles, OPA General Manager, 
there has also been a trend to- 
ward granting manufacturers’ 
certain price increases, in most 
cases to insure production, which 
cannot be passed on to the ullti- 
mate consumer. Increases of 
this sort must be absorbed by 
“middlemen.” 

All of these are striving to ob- 
tain better control, eliminate 
black markets, and regain the 





public confidence for OPA. 








L-236 SCHEDULE Iil 
SIMPLIFIES MARINE 
HARDWARE FITTINGS, Etc. 


Simplified practices affecting 
the sizes and types of certain 
items of marine fittings hardware 
and materials used in their manu- 
facture are established by 
Schedule III of Limitation Order 
L-236 (Hardware Simplification) 
issued Oct. 14 by the War Pro- 
duction Board. Items covered by 
the Schedule, with specifications 
set forth in Tables I through VII 
tespectively, are: forged, fabri- 
cated and pipe turnbuckles; 
forged shackles; rope thimbles; 
forged rope sockets; forged hoist 
and grab hooks; cleats; and 
chocks. It is anticipated that the 
provisions of the Schedule will 
result in increased production. 

Thgugh production of these 
items is now at maximum ca- 
pacity of the industry, there is 
an average backlog of six months. 
Output is taken largely by the 
Army, Navy, and Maritime Com- 
mission and four of the seven 
items covered are so essential 
that they are classified as “criti- 
cal common components” under 
Conservation Order M-293. 

Repair parts are exempted 
from the restrictions imposed. 


Ten other exemptions are speci- 
fied, including: items specially 
designed for use on or operation 
of lifeboats, life boat equipment, 
lifelines, air craft or underwater 
craft; items manufactured from 
parts in the possession of pro- 
ducers on or before Oct. 14 (date 
of issuance); and items manu- 
factured to fill contracts executed 
before Oct. 14 with the Army, 
Navy, Maritime Commission or 
War Shipping Administration. 
Effective date for simplified prac- 
tices: Nov. 14, 1943. 

EASE RESTRICTIONS 

ON RUBBER CEMENT 


The Office of Rubber Director 
has almost removed restrictions 
on the use of rubber cement 
which does not contain any crude 
rubber or natural latex—revising 
Rubber Order R-1 for this pur- 
pose. Certification requirements 
are no longer needed for monthly 
deliveries of such cement in lots 
of 12 gallons or less, for per- 
mitted repair operations, thus 
benefiting small shoe repairers. 
Shoe manufacturing operations 
for which crude rubber and 
natural latex cement is permitted 
after Oct. 1, 1943, still remain 








unchanged. 







































Research Air Filters are available from your jobber 
for immediate delivery—forced warm air furnace 
filters that help your customers get more heat from 
their war-important fuel. 



















THE PRODUCT 


—the most efficient filters for catching dirt, 
dust, soot and pollen from the air. Proven to 
offer greater capacity because of exclusive 
“Rip-Clean” feature that triples life. 


MARKET 


—3 out of every 4 modern homes use air filters 
in the heating system. 


PROFIT 


—a full profit item. $1.50 retail costs you 95 
in gross lots—Fast turn-over. 


MERCHANDISING HELPS 


—let us send you our free sales help kit con- 
taining everything you need to build sales 
fast! Now’s the time to start. 
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New WPBSectionHandlesMRO 
Retail, Jobber Problems 


Establishment of a Mainte-| nance of operating facilities is of 
nance and Construction Section| major importance in assuring 
in the Wholesale and Retail | proper distribution of consumer’ 
Trade Division was announced! goods and that the function of 
Sept. 30 by the Office of Civilian | the new section would be to de 
Requirements. termine essential operating re 

Purpose of the new section | quirements of wholesale and re 
will be to handle all problems | tail distributors. 
relating to maintenance, repair, The new section will absorb 
supplies, equipment and construc-| the responsibilities of the for 
tion requirements of wholesale | mer Wholesale and Retail Trade 
and retail establishments. Section of the Service Equipment 

It was pointed out that mainte- | Division. 






























































































































































































Adjustable Pricing Provisions 


THE 12 HOUR SHIFT On Pig Iron in RPS 10 


Adjustable pricing provisions | grant authorization is delegated. 
the standard type being in- Amendment No. 8 to Revised 


N FEEDS | serted in almost all OPA regula- | Price Schedule No. 10 makes this 
tions—were authorized for use in | additional unrelated change ip 

| all sales of pig iron, and also in | the wording of the pig iron regu 

| sales of iron ore produced in | lation: It more clearly states that 


Minnesota, Wisconsin and Michi- | pig iron basing point base price 











| gan, by the Office of Price Ad-| may be increased by 50 cents per 
HA N D t 00 LS ministration today. ton for each one-fourth of one 
The provisions are contained in | per cent or fraction of that quan- 


Amendment No. 8 to Revised | tity of silicon content in excess 


If you are lucky enough to have a | Price Schedule No. 10 (Pig | of base grade (1.75 per cent to AN 
Iron) and Amendment No. 4 to | 2.25 per cent). Also, an addition b 























set of BALANCED Fairmount Tools, Maximum Price Regulation No. | of 50 cents a ton may be made Ameri 
113 (Iron Ore Produced in Min- | to basing point base prices for every 
hang on to them— give them the best nesota, Wisconsin and Michi- | each one-half of one per cent, ot Tha 
p gan). Both amendments become | fraction thereof, of manganese greats 
of care—they are worth it. If you’ effective October 22, 1943. content in excess of one per cent Bc. yr, 
, The amendments provide that This action makes no change all. N 
don’t have any, then get a set at the any person may sell pig iron or|in the maximum prices estab : 
‘ iron ore produced in the named | lished for sales of iron ore and ower 
first opportunity and see what a | States at a price which may be | pig iron, but merely clarify cer _—* 
di increased up to the _maximumM | tain provisions and add others t orten 
ifference proper tool balance can price in effect at the time of de- “1: - . arouns 
| P : facilitate administration. 

| livery. They further provide that Unt 





make in how you feel at the end of a __| if permission is obtained from Ameri 
2 a | OPA, the commodities may be | PERMIT INCREASED USE the go 
12 hour war time shift. sold on a basis of adjustment up- OF OIL IN PAINT three 


ward in price after delivery or ’ . wr 
after agreement to deliver, should To relieve difficulties ” formw- (1) C 
lating gloss finish paints, the 


there be an increase in the maxi- = 

mum price of the commodity. War Production Board has 
amended Order M-332, its order 

governing the manufacture and 

distribution of oils for protective 


Hand Tools * Special Tools * Forgings 










Purpose of the adjustable pric- 
ing provision is to facilitate sales 
and deliveries during periods 
when OPA may be considering | ©°tings, to permit 2.5 pounds of 


. ai ite ENO 
T0 0 L & FQ - H | N iH C 0 upward adjustments in ceiling | oil per gallon of paint to be used 
. prices. in manufacture instead of 1.7 
Authorization to deliver or con- | Pounds. This will not bring 
tract to deliver on an adiustable | g!0ss paints up to pre-war stand- 


nricing basis may be granted by ards, but it is expected that it 
* * * 10611 QUINCY Via CLEVELAND, OHIO the Price Administrator or fe will make possible the manufac 
OPA official to whom power to | ture of a serviceable paint. 
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NY visitor would be impressed 

by the miles and miles of sturdy 

American Fence in use on farms 
everywhere in this country. 

That’s because you made such a 
great success of merchandising Ameri- 
can Fence when there was plenty for 
all. Now we know you are making 
just as big a success of a much harder 
job—keeping customers happy when 
often there isn’t enough fence to go 
around. 

Until we can fill all your orders for 
American Fence in full—it may make 
the going a little easier if you do these 
three things: 

(1) Continue to be as fair as possible 


*& BACK THE ATTACK... 








woQ 
























































ONE Wiis 


in distributing the limited quantities 
of fence we can ship you. 

(2) When you can’t supply a farmer 
with all the American Fence he wants 
—tell him why, promise to keep him 
informed on changes in the fence 
situation as they develop . . . and 
KEEP that promise! 

(3) Display prominently our free, 
illustrated book, “How to Make 
Your Fences Last Longer,” and be 


LOOK, ABDULLAH, IT’S THE 3 
oe SAME FENCE | SAW ALL OVER es! 
oe AMERICA IN MY CIRCUS DAYS 


Lf 


sure to keep enough books on hand 
to supply your customers. Proper 
fence care in wartime is a problem 
every farmer is interested in. For 
extra copies write: American Steel 
& Wire Company, Room 404, Rocke- 
feller Bldg., Cleveland, Ohio. 

Use this good-will builder — and 
you'll profit in a big way when there’s 
again enough long-lasting U-S-S 
American Fence for everyone. 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 


United States Steel Export Company, New York 


WITH WAR BONDS * 


U'S'S AMERICAN FENCE 


7hewed move tn use than cng Mher beama 
UNI fae 6©PDUL TLALUCTL CLES: STEEL 
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HINGES 
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Buy Bonds 


RIFFIN 


anufacturing Company 








‘ERIE. PENNSYLVANIA 


AGENTS 


NEW YORK: 45 Warren St. 


SAN FRANCISCO: 


CHICAGO: 
703 Market St. 


162.N. Clinton St. 




















FPO No. 14, Supplementary Order No. 
Simplifies Milk Can Rationing; Permits 
Farmers to Get 40 Cans On Certificate 


Revisions by the War Food 
Administration in the rationing 
of milk cans, in general make it 
easier for farmers to obtain the 
cans, 

The revisions are made in Sup- 
plementary Order No. 3 to Food 
Production Order No. 14, which 
governs the rationing and distri- 
bution of farm machinery and 
equipment. Distribution of milk 
cans formerly was covered by 
FPO No. 3 which was super- 
seded by FPO No. 14, issued 
Sept. 29, 

Previously, farmers were re- 
quired to obtain purchase certifi- 
cates from the county farm ra- 
tioning committees for all pur- 
chases of milk cans. Now, 
dealers may obtain 40 cans at 
any one time for resale to farm- 
ers on purchase certificates is- 
sued dealers by the rationing 
committees. Farmers may pur- 
chase two cans per calendar 
quarter from dealers simply by 
furnishing the dealer with the 
following signed statement: 


“I hereby certify to 


Name of Dealer 

with whom this order is placed 
and to the War Food Administra- 
tion that I am a farmer and that 
the milk cans received on this 
order are needed now and will 
be used by me in handling milk 
or milk roducts and that I have 
not, and will not, during this 
calendar quarter accept a trans- 
fer of more than 2 milk cans, 
except as may be authorized by 
a purchase certificate issued to 
me by the County Farm Ration- 
ing Committee.” 


The dealer will use these cer- 
tificates to replenish his stocks. 
To purchase more than two milk 
cans per calendar quarter, the 
farmer will be required, as in the 
past, to obtain a purchase certifi- 
cate from the county farm ration- 
ing committee. 

Order No. 3 
possible for a 


Supplementary 


also makes it 


manufacturer to transfer any re- 
serve of cans he may have on 
hand after the 15th day prior to 
the end of a calendar quarter, if 
the distribution is not otherwise 
directed by the WFA. He may 








transfer such reserve supplies 
either by pro-rating them among 
states as he does his regular au. 
thorized distribution during 4 
calendar quarter, or by a plan of 
distribution which the WFA ap. 
proves. 

A new application form, MR. 
120b, wili soon be available in 
the Office of the County Farm 
Rationing Committee. 





MORE SHOE REPAIR 
LEATHER FOR USE 
OF CIVILIANS 


Additional supplies of sole 
leather for shoe repair purposes 
soon will be available to civilians, 
as the result of a directive sent 
by WPB to a large number of 
leather cutters. This directive, 
which is mandatory, requires the 
cutters to provide substantial 
quantities of finders’ bends to 
the shoe repair trade during 
October, over and above why! 
they would normally supply. 
They are required to give the 
directive their highest delivery 
priority, and are prohibited from 
selling or delivering any leather 
until the directive is met. 

Synthetic rubber and plastics 
also will be used to help relieve 
this winter’s leather shoe sole 
shortage. The output of rubber 
soles will be used on rationed 
shoes and for shoe repair, while 
WPB intends to require that 
available plastic soles be used 
for rationed shoes. 

Fourth quarter processing of 
cattle hides will continue at 30 
per cent below the 1942 rate as 
the result of the failure of do 
mestic cattle hide production to 
reach normal levels, plus a seti- 
ous decline in cattle hide im 
ports. As far back as early 1942, 
the number of cattle coming to 
market to be killed fell of 
appreciably. Some four to sik 
months is required to process 
hides into leather, so this loss in 
domestic supplies of soles is now 
being felt. Current killing will 
not be of assistance until 194. 
Hide and leather imports have 
declined because Great Britain 
and our other allies are also short 
of hides and leather and we have 
to share supplies with them. 
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DO YOU? 


For almost two decades, in good times and bad, ACE STORES have com- 
peted with chain stores and mail order houses on a profitable basis. 


ACE POST-WAR PLANS insure continued leadership and greater ex- 
pansion. ACE STORES will have the right lines at the right price—a 
complete Merchandising Program, streamlined and efficient. Greater Pur- 
chasing Power; Collective Advertising, Store Modernization, Improved 
Operating Methods and a Lower Overhead. They will get their full share 


MEET AND BEAT COMPETITION—PROFITABLY 























of Post-War business. Remember: 


"ACE SETS THE PACE” 


Later, in territory to be opened up and developed. 


We will consider men with ability, owning stores in the Middle West, 
properly financed and equipped, for ACE STORES franchises NOW. 


ACE HARDWARE CORPORATION, 1319 So. Michigan Ave., Chicago 5, Ill. 


MANUFACTURERS ARE INVITED TO SUBMIT THEIR POST-WAR PLANS AND PRODUCTS 
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PRESSURE DRAW (LEANER 


MEDIATE DELIVERY @ 


USES WATER POWER TO 
BLAST OUT CLOGGED, DIRTY DRAINS 


"Beery dirty drains are not only a nuisance, but a definite health menace, 
because dangerous sewer germs lurk and breed in the filth, grease 
and corrosion that stop up the pipes. The Carter Water Pressure Drain Cleaner does 
a wonderful job of cleaning them out. It is a patented device that operates on an 
entirely different principle: Simply attach and it works automatically. Has no moving 
parts. Uses no caustics or other dangerous chemicals. Easy to use—anyone can operate 
it. Good for many years of service on lavatories, kitchen sinks, laundry tubs, bath tubs 
and basement drains. Housewives are delighted with the thorough work it does, as 
well as the easy way it is attached and used. 


A FINE PROFIT-MAKER FOR YOU—Here is a fast-selling device it will pay you to stock. 
Aggressively backed by national advertising in leading magazines, it carries a liberal 
mark-up and gives complete customer-satisfaction. Thousands in use all over the 
country. Get your share of the profits, beginning—NOW! 


PLACE YOUR ORDER TODAY—The market for the Carter Water Pressure Drain Cleaner 
is limited only by the number of homes and business buildings in your community. 
In these critical times, with labor scarce and plumbing materials scarcer, the demand 
is tremendous. Your turnover will be fast. So order from your wholesaler TODAY. 
He has the Carter, or will get it for you. 


ONTHANK-DAVIS Co. pus moines 


OCTOBER 28, 1943 















saa ve 
RETAIL AT 
$950 


with 2'/2-ft. hose. Family size, 
with 72-ft. hose, $3.95. 
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Cheney Nail Holding Hammers 
are coming out of the war a 
better hammer—a more use- 
ful hammer and with a vastly 
increased number of users and 
admirers. To hardware stores 
after the war this will mean 
increased hammer business 
through the popularity of 
Cheney Nail Holding Ham- 
mers. At present we are able 
to supply limited quantities 
from time to time for essential 
civilian use. 


Remember to buy 
Wer Bonds and Stamps 


HENRY CHENEY HAMMER CORP. 


LITTLE FALLS—N. Y 
Sales Office: 217 BROADWAY, NEW YORK CITY 








Authorize 20 Per Cent Increase on 
No. 2 Pitcher Spout Pump 


To encourage resumption of 
production of the cheapest type 
of small hand water pumps used 


| in rural areas, the Office of Price 


Administration on Oct. 19 au- 
thorized a 20 per cent increase 


| over the present maximum prices 





at all levels for the “No. 2 
pitcher spout pump.” 

The action will assure all man- 
ufacturers of a price sufficient to 
recover all manufacturing costs. 
The price increases may be 
passed along by wholesalers and 
retailers in accordance with 
automatic adjustment provisions 
of the regulation which estab- 
lished the ceilings for farm 
equipment. 

To the farmer the action means 
that continued production of the 
item needed in farm kitchens and 
to obtain water for stock will be 
assured although he will pay 
about fifty cents more than the 
current $2.50 average price. 

The pump affected by this ac- 


| tion is one made from cast iron 


| trucks, 


with a three-inch cylinder and 
adapted for a 14-inch suction 
pipe. The prices established are 
on an f. 0. b. factory basis. 
Current prices, OPA said, were 


RELEASE “PERMANENT” 
ANTI-FREEZE THROUGH 
ENTIRE UNITED STATES 


The _ so-called “permanent 
types” of anti-freeze are now 
available for use in passenger 
automobiles throughout the na- 
tion through an amendment to 
Limitation Order L-51_ issued 
Sept. 25 by the War Production 
Board. 

A previous amendment to the 
order on April 19 had the effect 
of restricting anti-freeze made 
from or containing ethylene gly- 
col to commercial vehicles, buses, 
tractors and stationary 


| engines, and pursuit cars of State 


police departments. 

Release of “permanent types” 
of anti-freeze for use in passen- 
ger cars does not mean that there 
has been any increase in the 


| amount available, the Chemicals 
| Division of WPB said, but merely 


| evaporation from overheating is 


is carrying out a policy of allow- 
ing first call on existing supplies 
for the heavier vehicles in which 











not sufficient to cover cost ip. 
creases in materials and _ labor 
and as a result manufacturers 
discontinued producing the item, 
On Sept. 10, 1943, Judge Fred 
M. Vinson, Director of the Office 
of Economic Stabilization, an. 
thorized OPA to increase the 
prices for these pumps to an 
amount necessary to remove any 
impediment to production. 

In other government actions, 
War Food Administration had 
certified to the War Production 
Board that a minimum of 250,000 
of the pumps will be needed in 
farm areas in the year ending 
June 1944. WPB then autho. 
rized the manufacture of 193,000 
pumps for 1943 and 251,927 
pumps for 1944 because of their 
essentiality to the food program. 

(This OPA action was taken 
through Amendment No. 10 to 
Maximum Price Regulation 24% 
(Manufacturers’ and Wholesale 
Prices for Farm Equipment), 
effective Oct. 25, 1943. Retail 
prices, based on the new mant- 
facturers’ prices continue to be 
calculated under Maximum Price 
Regulation 133 (Retail Prices for 
Farm Equipment) .) 


a consideration. Since owners 
and operators of the heavier ve 
hicles will have had an oppor 
tunity to acquire necessary 
amounts by Oct. 1, the remaining 
supplies will be available for 
passenger car use on and after 
that date. 


EXTEND TIME LIMIT ON 
REFRIGERATOR TUBING 


The use of seamless steel tub- 
ing for refrigeration condensers 
or coolers is now permitted until 
Jan. 1, 1944, in the production 
of coil or tube assemblies, where 
the tubing is % inch O.D. or 
larger. The time _ extension 
through the fourth quarter has 
been granted because a satisfac- 
tory welded steel tubing as 4 
substitute for seamless and cop- 
per tubing is not yet available. 

The amended schedule (to 
order L-126) also permits the 
use of non-ferrous metals in the 
manufacture of refrigeration coil 
or tube assemblies for coolers 
which come in direct contact 
with dairy or egg products. 
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Expand FHA Insarance Authorization; 


Dates Extended, Total Increased 


Insured financing for approxi- 
mately 100,000 additional family 
dwellings to be produced by 
private builders under National 
Housing Agency’s war housing 
program is made available by 
President Roosevelt’s recent ap- 
proval of legislation increasing 
the Federal Housing Administra- 
tion’s war housing mortgage in- 
surance authorization by $400,- 
000,000 FHA Commissioner 
Abner H. Ferguson said on Oct. 
4. 

The legislation expands the 
FHA’s insurance authorization 
under Title VI of the National 
Housing Act to $1,600,000,000 
from $1,200,000,000 and extends 
the FHA’s authority to insure 
under that title from July 1, 1944, 
to July 1, 1945. War housing 
mortgages already insured under 
Title VI plus outstanding insur- 
ance commitments have now 
reached close to the previous $1,- 
200,090,000 ceiling. 

The amendments also extend 
the FHA’s authority to insure 
mortgages on existing houses 
under Title II to July 1, 1946, 
from July 1, 1944, and extend the 
authority to insure repair and im- 
provement loans under Title I to 
July 1, 1947, from July 1, 1944. 

The increase in Title VI author- 
ization was necessary to permit 
private builders to complete their 
share of the NHA war housing 
program, Mr. Ferguson said. Be- 
cause of wartime uncertainties, 
approximately 85 per cent of all 
privately financed war housing 
now being built requires Title VI 
insurance. Under Title VI, pri- 
vate lending institutions are pro- 
tected against loss of their mort- 
gage investments in qualified war 
housing projects. 

By the end of September, more 
than 270.000 dwelling units 
financed by mortgages insured 
under Title Vi had been com- 
pleted or were under construc- 
tion. With the $400,000.000 in- 
crease in authorization, the total 
volume of war housing to be in- 
sured under Title VI will approx- 
imate 425,000 dwelling units. 

The extension of authority to 
insure mortgages on_ existing 
houses under Title II will enable 
the FHA to continue normal 
mortgage insurance operations in 
this important phase of the home 
mortgage market and should help 
stabilize values in this field, Mr. 
Ferguson pointed out. Insured 
Mortgages on existing properties 
May cover up to 80 per cent of 
the FHA valuation, which is 
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than short-term fluctuations in 
market price. Title Il embraces 
the FHA’s peacetime mortgage 
insurance program but insurance 
of mortgages on new dwellings 


| based on long-term values rather | 


under that Title has been sus- | 
pended in view of the limitation | 
of all new construction to war | 


housing. 

Since the formation of the 
FHA in June, 1934, mortgages of 
$1,659,866,411 financing the pur- 
chase of 408,619 existing homes 


have been insured undef Title II. | 


This is in addition to 609,229 
new home mortgages totaling $2.- 
779,782,439 which were insured 
under Title II prior to the shift- 
ing of new home mortgage in- 
surance to the wartime Title VI 
program. 


The three-year extension of the | 
FHA’s insurance authority under | 


Title I assures a continued ample 
supply of consumer credit for 
home repairs and improvements, 
Mr. Ferguson pointed out. Cur- 
rently, the Title I program is an 
important source of financing for 
the conversion of existing struc- 
tures to provide additional war 
housing units, under local con- 
version quotas established by the 
National Housing Agency. Title 
I loans also are widely used to 
finance essential repairs to exist- 
ing houses or installation of fuel 
conservation improvements. 





URGE CARE HANDLING 
PAINT CONTAINERS 


Consumers of paint throughout 
the nation were urged Oct. 11 by 
J. Newton Hall, Transportation 
Officer, War Production Board’s 
Chemicals Division, to handle all 
returnable paint containers with 
more than usual care. This is 
necessary to insure a continuing 
supply of paint, Mr. Hall said, 
since damaged metal containers 
are not replaceable, and because 
new containers are made of less 
durable materials and are more 
easily damaged. This applies par- 
ticularly to 5-gallon drums and 
other large containers. 

Mr. Hall’s plea for great care 
followed a recent report to the 
War Production Board by the 
Transportation Advisory Commit- 
tee on Protective Coatings and 
Material made as the result of a 
survey of handling of containers 
by freight carriers—railroads and 
trucking lines. Manufacturers 
had indicated that carriers were 
responsible for much damage to 
empty containers returned for re- 


| fill. 





Giving Manufacturers 
Competent 
Sales Service 


¢ 


¢ 


In the Middle West 


Area 


= 


od 


lowa—Nebraska 
Kansas— Missouri 


o 


7 


Three Salesmen 


« 


. 


Serving the finest 
clientele of distributors 
in America 


¢ °¢ 


BERT J. CLARK COMPANY 


515 CITY BANK BLDG. 
KANSAS CITY, MISSOURI 





















50 Ft. and 
150 Ft. Rolls, 
36 inches wide 


















































SELL R-V-LITE FOR 
STORM DOORS and WINDOWS 


Leading heating engineers assert that 25% to 30% 
of the heat generated in the average home is lost 
through the glass panes in the doors and windows. 
The greater part of this loss can be prevented by 
properly fitted R-V-LITE storm doors and windows. 


‘Your Market 12 Unlimited 


V-L] 


ON THE FARM 

Used for poultry houses, hog houses, 
hot and cold bed frames, farm build- 
ings, etc. 


IN THE HOME 


Unequalled for sunporches, nurseries, 
playrooms, attic and basement win- 


dows, etc. 

IN THE FACTORY 
== Economical and effective for factory 

windows, skylights, partitions, etc. 


R-V-Lite National and Point-of-Sale 
Advertising Works For You Constantly 


Centinuous advertising in 
prominent publications and 
extensive radio commercials, 
backed by powerful merchan- 
dising helps for your store, 
makes it easy for you to sell 
R-V-LITE, the All-Purpose 
Window material. 


Grete win) 


The War 


Through Fuel 
ORDER FROM YOUR JOBBER TODAY Conservation 


ARVEY CORPORATION\(% 


of R-V-LITE 
CHICAGO 

















Exclusive Manufacturers 


3470 N. KIMBALL AVE. 


Up-rate Certain Truck Replacement 





Equipment Orders to AA-1 Rating 


\ serious shortage of certain | though orders therefore bore a 
truck replacement parts has made | preference rating of AA-l, ac 


necessary the uprating of pref- 
orders from AA-2X to 


erence 
AA-1 for production and distri- 
bution of these items, it was an- 
nounced Oct. 11 by the War Pro- 
duction Board. 

Production and distribution of 
replacement parts for medium 
and heavy trucks, truck-trailers, 
passenger carriers, off-the high- 
way motor vehicles and motorized 
fire equipment must be handled 
in the last quarter of 1943 and 
the first quarter of 1944, as 


CONSUMER ITEMS STiLL 
PROHIBITED BY WPB 


In order to clear up any ques- 
tions concerning production of 


certain types of consumers goods, | 


which have been reported from 
time to time by responsible 
sources, HARDWARE AGE made a 
check of the 
Durable Goods Division to deter- 
mine just what items are not 
presently being produced. Cer- 
tain WPB limitation orders have 
been lifted in the past few 
months, but the list of prohibited 
items is still impressive and in- 
cludes many the hardware dealer 
handles. 

There is no present production 
of the following products except 
in a few special instances in 
which manufacture was approved 
to relieve hardship cases, or to 
fill a special essential need: 

Domestic mechanical refrigera- 


tors; domestic laundry equip- 
ment; domestic vacuum clean- 
ers; domestic electric ranges; 


domestic sewing machines: elec- 
tric water heaters: small domes- 
tic electrical appliances: electric 
fans; portable electric lamps and 
shades; incandescent lamps used 
for advertising or decorative 


purposes; electric razors; straight | 


razors; safety razors; metal office 
furniture; metal household 
niture; innerspring mattresses: 
lawn mowers; powercycles; golf 
clubs; fishing tackle, except for 


commercial use; vending ma- 


chines, except for sanitary nap- | 


kins; watering pots; radiator} 
and tractor filling cans: liquid | 


and dry measures, other than oil | 
| solution to strengthen it. 


measures with flexible spouts: 


WPB Consumers | 


fur- | 


cording to the provisions of an 
amendment to Limitation Order 
| L-158, effective Oct. 11, 1943. 
Replacement parts for passen- 
| ger automobiles and light trucks 
| must continue to be produced 
‘and shipped as though orders 
therefore bore a preference rat- 
ing of AA-2X. This amendment 
is designed to make available a 
sufficient quantity of essential 
parts to maintain vital motorized 
transport. 





dippers; ash sifters; coal hods 
and scuttles; utility baskets; mu- 
sical instruments, containing any 
critical material. 

The following small household 
articles are prohibited if they 
| contain any metal: Curtain rods 
| and fixtures and drapery attach- 
| ments; cuspidors and spittoons; 
dish pans; dust pans; fly swat; 
ters; funnels; cannisters, bread 
boxes, etc. and towel bars and 
racks. 


URGE “INHIBITOR” USE 
ON CARRIED OVER 
ANTI-FREEZE 


Motorists in all areas who 
have saved their anti-freeze solu- 
| ions are cautioned by WPB to 
idd “inhibitors,” designed to pre- 
vent over-acidity and motor cor 
rosion, before refilling their radi- 
itors with these carried-over solu- 
tions. 

Inhibitors are marketed in the 
form of a liquid or powder that 
s poured into the radiator with 
‘he antifreeze. It is advisable te 
‘lean the cooling system thor- 
vuuighly before adding anti-freezs 
wr inhibitor. Any sediment which 
yas formed during the storage 
period should be carefully re- 
noved before the anti-freeze solu- 
tion is re-used, and the antifreeze 
should be tested by a dealer be- 
‘ore re-use to determine its pro 
tective value. 

Adequate new supplies of the 
permanent types of anti-freeze 
nay be available to motorists 
mly in high altitude regions, 
notorists in other regions may 
idd alcohol to the anti-freeze 
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OCTOBER 28, 





The Office of Price Adminis- 
tration has announced a revision 
of the method of establishing 
prices and freight charges appli- 
cable to the sale of new steel 
valves by the Metals Reserve Co. 
under the War Production 
Board program designed to effect 
a better distribution of any | 
available surplus new steel valves. 

This action covers only the sale 
of valves under the WPB pro- 
gram, identified as “Program 
2844—Surplus Inventory of New 
Steel Valves.” Maximum prices 
for these valves were previously 
established in a separate OPA 
action, Order No. 23 to the Gen- 
eral Maximum Price Regulation. 
The revised order establishes the 
maximum price as the net price 
which a consumer-holder would 
be required to pay the steel valve 
manufacturer, under applicable 
OPA price measures, to obtain 
delivery of a similar valve to the 
same place from which a surplus 
valve is to be sold. 

Revised Order 23, announced 





Revised Prices for Sale of New Steel 
Valves by Metals Reserve Company | 


by OPA on Oct 1, provides that | 
the Metals Reserve Co. shall pay 
all freight charges incurred in 


| delivering the surplus steel valve 


from the consumer-holder to the 
point designated by the Metals 
Reserve Co. In the event the 
terms of sale between the manu- 
facturer and his customer are on 
a f.o.b. manufacturer’s shipping 
point basis, the maximum price 
for resales by the Metals Reserve 
Co. may be increased by the esti- 
mated freight charges incurred in 
the surplus 
valves from the manufacturer to 
the 
ceiving point. 


transporting stee! 


customer’s designated re- 
In addition, the 
definition of steel valves is stated 
in greater detail by the amend- 
ment. 

The order does not cover sales 


| between government agencies. 


The order is effective Oct. 1. 
1943, and was issued at the re- 
quest of the Metals Reserve Com- 
pany to aid it in carrying out its 
program. 








STEEL PERMITTED 
IN FLUSH VALVES 


A tightening plastics situation | 
has caused the War Production 
Board to permit the use of steel 
in overflow pipe for flush valves | 
in plumbing fixtures, it was an- 
nounced today by revision of | 
Schedule V of Limitation Order | 
L-42. Permission to use plastics 
for this purpose is withdrawn. 


INCREASED BABY 
CARRIAGE PRODUCTION 
PERMITTED 


Manufacturers of baby car- 
riages have been assigned pro- 
duction quotas totaling 377,220 
for the fourth quarter of 1943, 
the War Production Board an- 
nounced today in issuing Sched- 
ule III to Order L-152. Quota 
assignments, the Consumers 
Durable Goods Division pointed 
out, were set at a maximum to 
allow manufacturers full leeway 
in attaining highest production 
possible from available materials. 

The new quotas show an in- 
crease of 28,220 over quota} 
assignments of 349,000 for third | 
quarter production. It was| 
pointed out, however, that actual | 
production during the third 
quarter did not reach the as- 
signed quotas. 

Production of strollers, walkers | 
and sulkies during the fourth | 
quarter will be on the basis of | 











1943 





| a maximum of 344,700, but actual 
| production fell appreciably below 


| was issued Oct. 6. Other minor 


each manufacturer's actual pro- 
duction of these carriages during 
the third quarter. Third quarter 
production quotas for strollers, 
walkers and sulkies were set at 


that. It is hoped that a supple- 
ment can be issued granting 
further production pending a 


study of labor conditions and the 
need for any increased produc- 
tion. 


ALUMINUM SCRAP 
DEFINITION CHANGED 


Aluminum residues such as 
skimmings dresses, fines, grind- 
ings, savings and buffings con- 
taining less than 50 per cent 
metallic aluminum have been re- 
moved from the definition of 
aluminum scrap by the War Pro- 
duction Board. The definition 
previously had specified 15 per 
cent or more. 

At the same time, relief is 
afforded from the obligation to 
segregate aluminum scrap under | 
the segregation program, to per- | 
who do not generate a| 
thousand pounds or more per | 
month of aluminum scrap in any 
one plant in any month. 

These are the two chief changes 
contained in Supplementary Or- 
der M-l-d, as amended which 





sons 


| 
| 
| 
| 


changes are merely for the pur- | 


pose of bringing references to | 
order numbers up to date. | 









@ Thirty-seven years is a long time on 
one job. Yet, Gus Carlson, who has 
spent these years threading points on 
Greenlee Bits, has never tired of his 
job. To watch him at work, his task 
appears simple, easy. Yet, it is one 
few men can master. It’s an operation 
that requires a knack that one must 
learn early in life — seldom, if ever, has a man over 25 de- 
veloped the special skill that is required. So, today, as hun- 
dreds of other Greenlee employees who have devoted their 
lives to the art of tool manufacturing, Gus contributes a full 
share in America’s production drive to Victory. 


Cutter 


OPERATION DESCRIBED 


Four of the various type of Greenlee Bits 
are shown at left. Each requires special 
handling in threading the screw point. 
Because of a bit’s tapered point, it can 
not be threaded as an ordinary bolt. 
As shown at “A” above, a special revolv- 
ing cutter is used. The bit is sup- 
ported with the shank in a holder and the 
point in an end-rest, as shown at “C”. Bit 
point is moved in contact with cutter and 
operator rotates spool ‘“"B”’ back and forth. 
Screw threads on the rotating shaft “E’’, 
are the same as the threads to be cut on 
the point of the bit. Thus, by rotating 
the spool, corresponding threads are pro- 
duced. A variation of cutters and threaded 
shafts have been developed to produce the 
proper type of screw point and corres- 
ponding rate of feed so essential to effi- 


Extension 
Lip 


Vs 
/ 
\ 


Solid 


Ship Auger Unispur cient bit performances 





A few popular Greenlee Hand Tools reserved for the important jobs at 
hand are shown above. Thousands of new users, today, are getting ac- 
quainted with the feel and gerformance of these dependable tools of quality. 







A STAR HAS 

. BEEN ADDED 
Green lee’s 
awarded 

Army-Navy E 

second time in less 

than a year. 
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— 
Under present conditions ... 
and because of the increased 
demand for these Federal items 
that protect and conserve food 
eee Our service is necessarily 
limited both as to available 
merchandise and to deliveries. 
However, we will continue to 
do our best to meet your re- 
quirements as fully as possible. 
We regret that we cannot accept 
new accounts. 
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@ No. 430 Dripless Server, 1'4-qt. size, holds point-saving 46-oz. 
can of fruit juice; is ideal refrigerator container; keeps juice better, 
longer—avoids contamination and odor—cleans easily; retails at 75¢. 
@ Similarly, No. 427 No-Drip Server, 14-0z. size, is for cream, 
condiments, etc. . . . retails at 25¢ @ No. 630 Sugar Server prevents 
spilling; is sealed with self-closing top .. . retails at 25¢ @ No. 
610-G Gravy Blender mixes gravies, salad dressings, etc. . . . retails 
at 25¢ @ No. 453 Twin Server Set provides sanitary, hinged-top 
containers (complete with spoons) for jellies, jams, horse radish, etc. 
. retails at 50¢ (No. 455 individual jar—20¢) @ No. 459 Salt 
"N Pepper Range Set has new, sanitary “side flow” pouring holes in 
shaker tops to keep dust and grease from settling down and into 
contents . .. retails at 39¢ (No. 456 individual shaker—/0¢). 


SEE YOUR JOBBER ... 


(All retail prices as listed above are suggested retail prices: they may be 
slightly higher west of Mississippi) 
NEW YORK OFFICE—200 FIFTH AVENUE 
WESTERN OFFICE—TERMINAL SALES BLDG., SEATTLE, WASHINGTON 


FEDERAL TOOL CORP. 


400 WN. LEAVITT ST., CHICAGO, ILLINOIS 
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| past, a farmer will apply to the | 
















Use Competitor’s Present Price for 
Getting Ceiling on Petroleum Products 


When sellers of petroleum 


products at retail take the price | 


of their “most closely competi- 
tive seller of the same class” as 


stead of his March, 1942, price, 
the Office of Price Administration 


| announced Oct. 15. 


Under Maximum Price Regu- 
lation No. 137 (Petroleum Prod- 
ucts Sold at Retail) a seller’s 
maximum price is (1) his high- 
est price in March, 1942, or (2) 


his most closely competitive 


CONTINUE SAME METHOD | 


OF RATIONING OF FARM 
SCALES UNDER FPO 14 


Present methods of handling 
the rationing of farm scales have 


| been continued by the War Food 


\dministration through issuance 
of Supplementary Order No. 5 
to Food Production Order No. 
l4. FPO No. 14 governs the dis- 
tribution and rationing of farm 
machinery and equipment. 

rhe provisions of the supple- 
order apply farm 


mentary to 


scales for use on a farm which | 
| have a retail price of more than | 


$5 and less than $50. As in the 
farm rationing committee of his 
County Agricultural War Board 
for a purchase certificate, which 


| he presents to his local dealer 


; 
| 
‘ 
i 


| 
| 


| postponed today 


when making the purchase. How- 
ever, where a preference rating 
of A-9 or higher was applied to 
an order for a scale prior to 
May 13, 1943, no purchase cer- 
tificate is required. 


CHANGE DATE ON 
VISE LIMITATION 


The effective date of Schedule 
VI of Limitation Order L-216, 
which was originally issued Sept. 
7, and reduced the number of 
types of sizes of vises which 
could be manufactured from ap- 
proximately 165 to about 40, was 
until Jan. 1, 
1944, by the War Production 
Board. ? 

Since the schedule was issued, 
it has been called to the atten- 
tion of WPB that the manufac- 
ture of certain types and sizes of 
vises needed in the war effort is 
forbidden. Hence, it was decided 


' their ceiling they may now take | 
, the competitor’s present price in- 


seller’s highest price for the same 
grade. 

Amendment No. 37 to the 
| regulation, effective Oct. 20, 1943, 
specifies that the competitor's 
price when taken can be the pre 
vailing price rather than the 
March, 1942, level. 

A competitor’s present maxi- 
mum price may be higher than 
in March, 1942, due to certain 
additions permitted to March, 
1942, levels, and thus the orig. 
inal provision has at times 
worked inequitably, OPA said. 


to postpone the effective date of 
the schedule and meanwhile con- 
duct a poll of the vise industry to 
ascertain what changes should be 
made in the schedule. All sug- 
gestions received will be given 
consideration. Postponement of 
the effective date of the schedule 
pending receipt of these com- 
ments will avoid imposition of 
undue hardship on any manufac- 
turer, the Tools Division said. 
The original purpose of issu- 
ing Schedule VI was to conserve 
critical materials ahd man-hours, 





| —_ 

USED IMPLEMENT AND 

TRACTOR TIRES TAKEN 
FROM RATION LISTS 


Used tractor and implement 
tires were removed from ration- 
ing on Oct. 2, 1943, to encourage 
the full use of our supplies of 
farm service tires in vital food 
production, the Office of Price 
Administration announced today, 
following consultation with Office 
of Rubber Director and the De- 
partment of Agriculture. 

Previous regulations requiring 
a rationing certificate for used 
tractor tires have held back the 
desired flow of used farm service 
tires from dealer’s stocks, OPA 
has determined. Farmers who 
obtain certificates for a tire have 
preferred, as a rule, to purchase 
a new tire rather than a used 
one. Reports indicate that, as a 
result, the movement of used 
farm tires has been insignificant. 
Removal of rationing restrictions 
is expected to expedite moving 
these tires into service, OPA said. 

This action was taken in 
Amendment 51 to Ration Order 


| 





Order 1A, effective Oct. 2, 1943. 
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The War Production Board on | 
Oct. 7 issued Limitation Order 
L211, Schedule 14, as amended, 
and Amendment 2 to Conserva- 
tion Order M-126. Together 
these orders will permit the use 
of longer fence posts made from 
steel rails for snow fences. Pre- 
permitted lengths were 


viously 
too short for snow fences. 


CLARIFY SITUATION 
ON MARINE HARDWARE 
The Building Materials Divi- 
sion issued the following ex- 

planatory statement today on the 


September 17 amendment to 
Order M-293, Table 5: 
A prospective purchaser of 


marine fitting hardware as cov- 
ered by M-293, Table 5, need | 
not apply to WPB on Form| 
WPB-2683 for authorization to 
purchase items under $100. If 
a purchaser experiences difficulty 
in procuring marine fitting hard- | 
ware from a distributor or manu- | 
facturer, he may apply to the 
WPB on Form WPB-2683 even 
though his purchase order is for | 
less than $100 so that it may be | 
placed in the manufacturer’s pro- 
duction schedule. 





LUGGAGE UNDER $1.50 
(FACTORY PRICE) NOT 
SUBJECT TO QUOTAS 


Luggage with a factory price 
of less than $1.50 (excluding | 
taxes), on Oct. 13, was removed 
from production quota restric- 
tions of Order L-284 (Luggage) 
by the War Production Board. 

The exception was made after 
it was found that adequate raw 
materials are on hand for pro- 
duction of the lowest-cost types 
of luggage. Also, no skilled labor 
is involved in manufacture of 
the items included. 

At the same time, luggage 
made for Post Exchanges and 
Ships’ Service Stores was ex- 
cluded from the scope of the 
order. Originally, such luggage 








Permit Longer Fence Posts 


Of Steel for Snow Fences 


In the amendment to Conserva- 


| tion Order M-126 WPB also re- 


laxed various restrictions con- 
tained in the original 
Stainless steel may now be used 
in buckets and pails for use in 
chemical plants and plants han- 
dling explosives. All kinds of 
iron and steel are permitted in 


the manufacture of weed cutters 
and clean out doors. 


was included under the restric- 
tions with the provision that over- 
all quotas could be increased by 
40 per cent of the value of items 
made for sale to service stores. 
Revocation of this provision was 
found necessary to encourage 
output of luggage 
changes and Ships’ 
Stores. 

Only other change in the order 


Service 


for Post Ex- 


TWO BRAND NEW 


order. | 





was an alteration in the wording | 


of the clause setting up produc- 
tion restrictions. The 
the change is to place limitations 
on production in any semi-annual 
period, but not on sales. 


BED SPRINGS QUOTAS 
NOW ON UNIT BASIS 


WPB quota assignments 


effects of | 


for | 


production of coil, flat, box and | 


fabric bed springs in the year 


| beginning Oct. 1 have been put 


on a unit instead of weight basis, 


to bring production in line with | 
recommendations of the Office of 


Civilian Requirements. 

Under the 
order L-49, a manufacturer who 
produced more than 1000 bed 
springs 
duced as integral parts of a bed 
or other sleeping equipment) in 
the “base year”—July 1, 1940— 
June 30, 1941—may produce in 


new amendment to | 


| 


(other than those pro- | 


the twelve months beginning Oc- | 
tober 1 up to 1000 springs, or | 
40 per cent of his base period | 


production, whichever is larger. 
A manufacturer who produced 
1000 or less bed springs may 
produce during the coming twelve 
months, 100 per cent of his base 
period production. 


Jobber Need Not Obtain Used 
Elec. Cord Sets From Dealers 


In reply to a question lately, 
WPB has ruled with reference to 
electric cord sets, that the whole- 
sale distributor is NOT required 
to obtain worn-out cord sets from 
the retailer when selling new 
lots. 


OCTOBER 28, 1943 


The retailer, however, must re- 
quire the worn-out cord set from 
the consumer. The worn-out set 
should be held by the retailer for 
a period of sixty days and then 
may be junked. 





DEALS 


FOR PROFITABLE FALL PROMOTION! 


LUMINOUS 
REFLECTING 


X-RAY 


HOUSE NUMBERS 








Get free sample 
and story at no 
cost. Write today, 








0.G. DEAL 
"1, Free Display Rack with 10 
doz. Numerals 
2. Full Color Display Card 
6. 2 doz. Extra Numerals 
5. One Keg of Nails 


0.G.M. DEAL 


. Free Display Rack with 10 doz. 
Numerals 

. Full color Display Card 

. V2 doz. RO Lawn and Curb 
Markers 


wn — 


4. V2 doz. ROH House Markers 
5. One Keg of Nails Weighs 10 Ibs., complete. If 
6. 2 doz. Extra Numerals desired, larger quantity 0 
7. One Marker Stand may be made 

Weighs 24 Ibs., $ up on request. $ 

complete AQ AO 


WHAT THE X-RAY LINE IS 


Luminous, reflecting numbers that show addresses clearly night and day. 
Weatherproofed, non-warping, attractive. Selling fast everywhere for hard 
ware dealers. Markers are beautifully grained assorted hardwoods, Weather 
resisting and treated for long wear. Numbers retail at only 10¢ each. 
Marker with four numbers sells for $1.00. Guaranteed. 

The line can be sold to four different types of customers. Sell them as 
(1) Lawn markers, (2) Porch markers, (3) House numbers, (4) Curb 
markers. Four easy ways to increase sales of this timely profitable item, 


SEND COUPON TODAY 


=e wo ee ee mS ee ee 
: Kersh Paper Co., 610 St. Clair NW 
a Cleveland, Ohio 
. Rush full story on X-RAY line, with sample and prices. 


KURSH 








PAPER co : My jobber’s name............. NE. 5 <citnaetion or 
CHICAGO REP. 1 ST Sok dse edb ndindccrecsess sadescas 

Steinmetz & Kelly 8 address 2.2.2.2... oc ce ceceeeeeeeeeeee 

NEW YORK REP. 5 City 

$. T. Willi Inc. 1 eee eee eee eee een PR ttt tee 
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First Quarter ‘44 Civilian 
Goods Same As This Quarter 


Steel allotment requested by OCR will in- 


clude few extra tons 


cated for some electric 


. 


Materials to be allo- 
irons — one of 


few new products to be added to lists. 


(Washington Bureau 
of HARDWARE AGE) 


Civilians will have about the 
same amount of newly-manu- 
factured goods available in the 
first quarter of 1944, as 
processed in this quarter, 
there are still 
towards an additional 
of goods becoming available. 
Civilian processors were able 
to get 225,000 tons of steel in 
the fourth quarter of this year, 
125,000 tons as OCR’s allotment 
and 100,000 tons through the 
WPB industry divisions, but 
this has only partially satisfied 
the hungry maw of essential 
needs. Although manpower is 
a problem, OCR is convinced 
that it can get sufficient labor 


to turn the material into civilian | 


goods. 


For the first quarter of next | 


year, OCR will ask for 
same amount plus a few extra 
tons, which will come from the 
industry divisions’ share, but 
the total will still be approxi- 
mately 225,000 tons for civilian 
use. 

This steel will be used for 
substantially the same end prod- 
ucts as were approved for the 
fourth quarter, with a few sea- 
sonal changes in the plumbing 
and heating and building ma- 
terials lines. Materials will also 
be allocated for the long-missed 


the | 





electric iron, one of the few new | 


products to be added. 


Further brightening the civil- | 


ian goods picture is the news 
that OCR is attempting to get 
50,000 tons of steel for both 
this quarter and the first quar- 
ter of 1944 from excess and idle 
stocks held by the defunct Steel 
Recoverv Corp. However, OCR 
wants RFC to reprocess this 
steel and from present indica- 
tions WPB officials are not likely 
to recommend this. 

Although the Administration’s 
plans for rehabilitating the 
world have first call on surplus 
stocks, James F. Byrnes, War 
Mobilization Director, has re- 
portedly called on the Army to 
release some of its swollen 
stocks of consumer durables to 
civilian outlets. The Army 
would offset this bv replacing 
these goods with newly manu- 
factured products. 


In addition, if WPB goes 
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| ahead with its plans for mid-war 


were | 
but | 

factors pointing | 

amount 


some industrial 
capacity to consumer goods pro- 


conversion of 


should be well along the way to 
being satisfied by mid-1944, 
Finally, on the Congressional 


side, the House Small Business | 


Committee continues its hear- 


ings on surplus goods, and the 


Truman Committee is attempt- 
ing to unravel the inventory 
tangle of the various claimant 
agencies, with a view to cutting 
down on overbuying. With Con- 
gress in an economy mood, Gov- 


ernment waste may soon be cur- 
tailed, followed by a subsequent | 
easing of the home-front situa- | 


tion. 


OIL-BURNING FLOOR 
FURNACES HAVE NEW 
COMMERCIAL STANDARD 


Oil- burning floor furnaces 
equipped with vaporizing pot- 
type burners now have a new 
commercial standard, CS113-44. 
The standard will be considered 
effective for new production form 
Feb. 17, 1944. The purpose of 
the standard is to establish 
minimum specifications for the 
guidance of manufacturers, dis- 
tributors, and users of the fur- 
naces, and to provide a uniform 
basis for guaranteeing compli- 
ance through use of labels or 
certification. 


EASE COPPER, BRASS 
AUTO PARTS LIMITS 


WPB has amended limitation 
order L-106, easing the restric- 
tions on the use of copper and 
brass, in the manufacture of cer- 
tain automotive parts. 

Among the principal changes 


| made are the following: 


Thermostats and pressure type 
radiator sealing caps may now 
be made entirely of copper base 
alloy. Formerly only the seat 
and valve of these parts could be 
so made. Tube fittings for hy- 
draulic systems, oil lines and 


fuel lines are added to the per- 


“| 


mitted list, to be machined from | 


castings of specified content, 
forgings or extruded brass rod, 
and provided such methods were 
used by the producer before 
May 6, 1942. Shut off cocks and 
drain cocks, and caps and valves 
for safety type auxiliary fuel 
tanks are also added to the per- 
mitted list for use of copper or 
brass. 

By another order, the use of 
chromium and nickel in auto- 
motive intake and exhaust valves 


| than carbon steel may be used in 
the manufacture of intake valves, 
except by specific WPB author- 
| ization. 


PAMPHLET ON LIQUID 
COOLED ENGINES 


| Operators of motor vehicles 
| and of any kind of equipment in 
which liquid-cooled engines are 
used can save themselves a lot 
| of trouble and expense by faith- 
ful attention to the information 
and recommendations in a 34- 
page pamphlet issued Sept. 30 
by the Office of Defense Trans- 


portation under the title “Cool- | 


ing System: Cleaning, Flushing, 
| Rust Prevention, Anti-freezs.” 
| In simple terms and with many 
illustrations, the seven sections 
of the pamphlet give detailed in- 
struction on checks and tests for 
cooling liquid losses; on routine 
maintenance of the cooling sys- 
tem; on finding the causes of 
overheating and overcooling; on 
causes of corrosion and on the 
prevention of rusting; on factors 
leading to clogging of the cool- 
ing system and ways to prevent 
it; and on the characteristics of 
different types of antifreeze and 
their use. 

The pamphlet is the latest in 
an automotive maintenance series 
prepared by the Society of Auto- 
motive Engineers and issued by 
the Office of Defense Transporta- 
tion. 





FURTHER RESTRICT 
NEW TIRE SALES 


After consultation with the 
Office of Rubber Director as to 
the supply of new tires, the OPA 
on Sept. 25, restricted eligibility 
for new passenger tires (Grade 
I) to “C” book drivers with a 
mileage of 601 miles or more per 
month. This removes from new 
tire eligibility all “B” drivers and 
some “C” book holders. Such 
drivers will now be eligible only 
for used and recapped tires, 


; ; — | is restricted. No material other | . , 
duction essential civilian needs | Previously all car owners whose 


mileage totaled 241 or more 
miles per month could obtain ra- 
tion certificates for Grade I tires 
—pre-war or new synthetic. If 
such tires were not available, 
however, the Grade I ration cer- 
tificate could be exchanged for 
one authorizing the purchase of 
a Grade III tire. 

This action is regarded by 
OPA as temporary but the date 
when eligibility can be broad- 
ened will depend on efforts now 
being made to produce new syn- 
thetic tires for passenger cars in 
quantity. 

CAST IRON WATER 
BOILER INDUSTRY 
ADVISORY COMMITTEE 


OPA recently appointed a 
Cast Iron Hot Water Supply 
Boiler Industry Advisory Com- 
mittee, which is composed of 
six officials of manufacturing 
firms, They are as follows: 
David L. Dean, sales manager, 
Freed Heater & Stoker Co., Col- 
legeville, Pa., George L. Harber- 


ger, sales manager, Eastern 
Foundry Co., Boyertown, Pa.; 
Max D. Rose, vice-president, 


American Radiator & Standard 
Sanitary Corp., Pittsgurgh, Pa.; 
F. S. Ross, president, American 
Boiler & Foundry Co., Milan, 
Mich.; Frank Werner, president, 
Werner Foundry Co., Lansdale, 
Pa.; and E. R. Westphal, plant 
manager, Weil McLain Co., 
Michigan City, Ind. 








(Washington Bureau 

of HARDWARE AGE) 
Present methods of handling 
the rationing of pressure cook- 
ers and farm scales have been 
| continued by WFA through Sup- 











Continue Present Method 
Pressure Cooking Rationing 


plementary Orders 4 and 5 to 
Food Production Order 14. 
Persons who wish to obtain 
pressure cookers will be re- 
quired by SO-4 to apply to the 
farm rationing committees of 
the County Agricultural War 
Boards. Standards of eligibility 
for cookers are established lo- 
cally. The provisions of SO-5 
apply to farm scales for use on 
a farm which have a retail price 
of more than $5 and less than 


$59 


an 
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Literally an 


Ounce of Prevention 


ARELY an ounce of metal—but it’s shaped into 

a key that literally locks out trouble—especially 
with active youngsters like ours. It’s the Safe-Tee-Kee 
that locks the gas off when the range is not being used 
—safe against prying young fingers. It gives our Grand 
Range an ezlra measure of safety. And now gas can’t 
escape or burn needlessly. There's no risk of danger, and 


no waste of precious fuel. 


Yes, the Safe-Tee-Kee is a key to peace of mind for 





me. It’s just one of a dozen F 
reasons why there’s no range 
that could ever take the place 

of this one in our home . . . > 


except another new Grand. | page ae oe 


WHEN PEACE COMES...IT WILL BE GRAND 






















































it’s the newest thrill in 
decorated glassware. Fea- 
turing pastel shades 
f rose and green, its soft 
satiny finish is delicately 
appealing. Make a store 
display of Satintone. 
You'll find it popular. . 
profitable. Order from 
your jobber today. 


. . 
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5960 Broadway CP Ralph Higgins 
Chicago, Ill. C Ce é. Mdse. Mart, Chicago 


Four Lines Worth Featuring 
During Late November 


HARDWARE AGE Original Window Display IDEAS 
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TO BRIGHTEN UP| 








‘Go SKIING 


AND 
SKATING 























SHADE WINDOW 


MERCHANDISE: 
Boudoir lamps, stand 
lamps. reading 
lamps, and shades 
of several styles and 
varieties. 

BACKGROUND: 
Ivory corrugated 
board or painted 
wallboard. Side 
strips of navy blue 
material. Cut-out let- 
ters of navy blue. 





SKATING 
\! AND SKIING 

\ WINDOW 
\ MERCHANDISE: 








Skis, ski poles, ski 
bindings, ski shoes, 
ski wax, ice skates, 
hy) hockey sticks, sun 
a? glasses. 











WINTER 
DRIVING 
NEEDS 
WINDOW 


MERCHANDISE: 
Motor oil, alcohol 
and anti-freeze pro- 
motion, tire patching 
kits, spark plugs, tow 
ropes and cables, tire 
chains, frost shields. 


MODEL 
AIRPLANE 
AND SHIP 
WINDOW 


MERCHANDISE: 
Assembled sailing 
ships and various 
types of airplanes to 
be made from the 
kits, also model 
building kits of vari- 

ous type. catalogs. 


IF YOU HAVE To 
DRIVE YOUR CAR 


ANTI- FREEZE PROTECTS 
IN COLD WEATHER 


EANTI-FREEZE | 
IN BULK 


Atcanas. 


oo¢ 
GAL 


FROST SHIELDS 


DOD 
EQLTD hi 





BUILD MODEL 
AIRPLANES 
AND 


SHIPS 
IT'S FUN 
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AMBER FacE MALLETS 
IMMEDIATE DELIVERY 


@ GENUINE HICK- 
ORY HANDLES 

@ CAST BODY 

@ REPLACEABLE 





Mar-proof safety plus 
strength! These are the fea- 
tures developed by Fuller in 
its Amber Face Mallets. 
There you have the cue to 
extra sales—and the answer 
to the urgent need of prior- 
ity—pinched toolmakers and 


AMBER TIPS 

@ SHOCKPROOF 

@ WILL NOT MAR 
FINISHED 
SURFAC*S OR 
-MACHINE PARTS 

@ FOR ALL ASSEM- 
BLY WORK 

@ FOR ALL GOOD 
MECHANICS AND 
CRAFTSMEN 
Aviation, A:tomo- 
tive, Sheet Metal, 
Furniture. Printers 

@ OPEN STOCK— 
% DOZ. IN BOX 


No. 258 ASSORTMENT OF 
6 AMBER FACE MALLETS 
2 EACH—1-INCH FACE 


2 EACH—1 3/16-INCH FACE 
2 EACH—1 5/16-INCH FACE 


With Attractive Display Card 


machinists. 
t 


ASK YOUR JOBBER’S SALESMAN FOR CATALOG PAGES OR 
WRITE DIKECT FOR PAGES AND NAME OF NEAREST JOBBER 


FULLER TOOL CO. 


Successors to Fuller Brothers 


207 WEST 25TH ST., NEW YORK CITY 








N. Y. Representative: A. E. Fuller, 16 Hudson St., N. Y. 
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Something NEW 
has been ADDED to the 
PLANT FOOD LINE. 


VITMUS 


The “Sweetheart of the Soil” 


e YOU CAN SELL with confidence 


Tried and tested for 20 years by users in 
every state in the U.S.A. 


e TO PROFESSIONAL and AMATEUR 


GARDENERS, indoors and outdoors, for 
trees, flower and vegetable gardens, shrubs, 
house plants, evergreens, and lawns. 


e ECONOMICAL and EASY to use 


Only one application for a growing season. 
Increases production and quality with amaz- 
ing’ results. No complicated directions. 
Will not burn vegetation. Cannot over-dose. 


e VITMUS IS DIFFERENT 


from all other plant foods. Positively not 
a commercial fertilizer. Has no equal. The 
filler is a highly condensed humus incorpo- 
rating selected soil bacteria cultures. Will 
not change pH balance. Non toxic. Truly 
a soil builder and conditioner. 


e WINNING CUSTOMERS 


for dealers everywhere, because Vitmus 
makes good every time. Gives complete sat- 
isfaction. - 


e ALL-YEAR ROUND SELLE 


Stock Vitmus NOW. Your customer is 
looking for Vitmus. Put up in 4 popular 
size packages to retail at 15¢, 25¢, 40¢ and 
$1 profitably. Ask your Jobber to supply 
you—DO IT TODAY. If he cannot supply 
you, write to us. Send for complete litera- 
ture and testimonials. (Jobber Territories 
open.) 


The VITMUS Co. 


Dept. “C” Lancaster, Ohio 




















Hardware Store Fall Advertising 


Showing how some Wisconsin firms are 


featuring fall and winter essentials 


Electric 
Fences 


Samsel, pr; 
Line rime or Electro. 


Ym ae 18° 





Buildings 
Get Your sy Winter 


Ready Fo ; 
Asbestos Liquid Root Goa ne many items in their 


Contains no coe 1. Cove autumn advertising 

Absolutely water Pit oof. that customers need 
it will stay Om. Ceavel - oF composi” in order to prepare 
on 1 homes and buildings 


e - 1ro 
$25 for the winter. The 


= ad was two columns 


Mite Killer & Wood wide and 7 in. long. 


5. One applica- 

. -omai ners. one 
i gal. Bring your cof free of mites 

$1.10 per arte to keep hen oo 

tion guaran prolongs the life 0 


whole 7m STORAGE BATTERIES 


———oay 75e gal 
GATTLE SPRAY 75¢ £2) 10“ 


fter one trial y 


Prochaska Quality 
Hardware, Prairie du 
Chien, Wis., featured 





HOT sH 
Preservet _~ BATTERIES 


- own containers. A 
Bring vomnore. ie 
"a se of Reuss as 
Hon’t Forget We el 8 [eS 
ies a 
School Supp! ae 
Phone 22W Per ri _ 


ROCHASKA e 


ITY HARDWARE 
































= oor ; Patek Paints 
snorting Goods 
Ling 
ww" Marquette ay 
Prairie du Chien, W'S: 
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Electric fence 


Accessorie Controliers 
this fai] a ak Publicized ji, 











Keep Warm 7, 








With Less Fuel This Winter ! of Dod evil] "et Hardware 
— to the Point rm a was 
Eliminate Those Heat Leaks with on the ms 


Kimsul Insulation 


With the threatened shortages of coal and oil facing 
American home owners, insulation more than 
& wise investment. It's also a patriotic contribution to 
morale on the home front. 








KIMSUL insulation, installed between attic joists or 
rafters, will give you added comfort at lower cost. Let 
us tell you more about it and help make plans for your 
home! 























Jeffords Hdwe. Co. 


Jeffords Hardware Co., Fort Atkin- 
son, Wis., featured home insulating 
material in one of its newspaper 
advertisements this f:xll. The ad 
stressed the added comfort which 
would result from the use of the 
material and also pointed out how 
it wou.d save fuel and money for 
the homeowner. This ai measured 
three columns wide and 7 in. high. 
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Sereen and Storm Window Hangers 


Champion Is Permitted to Make the Popular Items Illustrated Here 






Champion No. 356 





Government type No. 1825 






No. R 356, Government type 1825 B, is 


reversible and can be used in hanging 








screen or storm windows by reversing 
the hook part of the hanger. 









Champion No. 358 






Government type No. 1830 















Wrought Steel 
Buy War Bonds 


Preserve Liberty 


A strong, durable hanger especially 


suitable for storm windows. 


THE CHAMPION HARDWARE COMPANY 


GENEVA, OHIO 














tS POCE al, lhg 


ALLI fey ane)r3 


+ ae a Sg eae 
STEEL BELT LACING 


i OKA 





will be back again after the 
war, to build quick, profitable | | 
sales for you...as in the past. | | 


BALLONOT 





METAL PRODUCTS CO. 


CLEVELAND, OHIO 


















Feature RUBYFLUID 
for Home Soldering 


The unexperienced solderer 
will find it simpler to use 
Rubyfluid soldering fluxes, 
and their many advantages 





FOUR SIZES IN 
ECONOMY ODiIs- 
PLAY UNIT. For 
quick over-the- 
counter sales 
use this Econ- 
omy Display 


FOR KEEPING 
UP YOUR STOCK 
| these Economy 
Packages are 
packed 10 of a 
single size in 
corrugated ship. 
ping carton 


THIS ECONOMY PACKAGE is a 
particularly attractive merchan- 
dising item. It avoids the neces- 
sity of breaking a standard box 
of lacing. Contains one set of 
lacing complete with gauge and 
hinge pins for a 12’ belt and the 
lacing can be broken to length 




















build good will for you. Fea- 
ture the colorful self-selling 











RUBY CHEMICAL CO. 
58 McDOWELL ST. 
COLUMBUS, OHIO 
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shown above. 


for the narrower belts. 





























All prices subject to discount 


| FLEXIBLE STEEL LACING COMPANY 


4616 Lexington Street, Chicago, Illinois 





Unit, containing 
3 packages 15E, 


; ; Lacin List Weight Belt 2 of 20E, 3 of 257 
sng bea in your ie. Percarton | Per conten ick and 2 of 27E. 
store for satisf‘ed customers 15E $4.75 3.1 lbs. i" to So" 
and more profit to you. 4 7 4.1 lbs. 842" to fio" pig, Bh 

P 25 4.3 ibs. He’ 2" 
Ask your jobber ; for 27E 6.65 5.8 _ Hig - %o Unit, List... $5.60 
Rubyfluid paste or liquid { 35E 8.50 8.4 Ibs. %o" to Ae ORDER FROM 


YOUR JOBBER 
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Henry J. Taylor's Address 


(Continued from page 121) 


The Russians have been persis- 
tent for reasons that relate 
themselves to Russia’s general 
viewpoints about many matters 
in feeling that if it was some- 
thing of an intrusion for any 
foreign power to become too in- 
timate with their military af- 
fairs, and while that may seem to 
us an item that would cause us 
to be distrustful, I frankly don’t 
think it is. 

Therefore, the position of the 
Germans, which is much better 
known to the Russians than our- 
selves, on their front, remains 
something of an imponderable. 
Right at the present time the po- 
sition of the Germans on the 
Dnieper River is very vague. 

This is the rainy season in 
that area of Russia, and as the 
rains fall the rivers expand and 
the territories are quite level, 
with the result that the rivers 
become extremely broad, four 
and five miles wide in some 
places, and represent a natural 
barrier to the advance. 


Extended Supply Lines 


The Russians themselves have 
already extended their supply 
lines, through a four-month ad- 
vance, all out of proportion to 
anything that anybody ever felt 
they might be able to do. Rus- 
sian transportation is not good, 
and if you handed the Russian 
army to a British or American 
strategist and said, “This army 
will now advance for four 
months and will reach points 
some 300 and 500 miles from its 
original starting point; you will 
have to haul everything in trucks 
or by horse, and very little by 
railroad; where are you going to 
stop and _ reorganize your 
forces?” the average strategist 
would have stopped nearly two 
months ago. 

So they are in an over-extend- 
ed position. They have this great 
factor in their favor and ours. 
Up to the present time the Rus- 
sian General Staff and the Ger- 
man General Staff have both 
been extremely able in their use 
of what is called, as you know, 
an area of maneuver. The Rus- 
sian General Staff is skilled in 
the use of space, and the country 
lends itself to an emphasis on 
that type of strategy, and as they 
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made retreats in the past, and 
as the Germans in turn have 
made their retreats over the 
areas, especially in Southern 
Russia, they have always been 
able to stop their retreat and de- 
sign the retreat for this purpose, 
at such a point that they were 
able to hang onto strong points 
like Kiev, which gave them a 
beautiful springboard for their 
counterattack, with the result 
that, as you have noticed after 
the past two years, you would 
have these movements going 
across an area of maneuver and 
then, as they petered out, the 
German enemy would start for- 
ward from a pivot and make a 
new attack maybe three or four 
months later, and then go back 
across the maneuver area. 


Area Is Lost 


This time the Germans have 
clearly and definitely lost this 
maneuver area. The places where 
they have stopped, if they have 
stopped on the Russian front to- 
day, are not suitable places from 
which to make a new counter- 
attack, and that means that we 
are actually out of the earlier 
German area of maneuver, which 
has been a very useful thing for 
the German strategy ever since 
their first invasion into Russia. 
If the Germans cannot make a 
successful counterattack (and I 


very seriously doubt that tney 
can) from their positions in the 
Dneiper area, then the Russians 
in turn can make a tremendously 
hopeful attack against the Ger- 
mans even this winter and be- 
fore this spring. 


Heavy Casualties 


As for the casualties, they, too, 
as you know, are simply unknown 
to us. In Finland, I spent a week 
with the President of Finland, 
at Helsinki, at the time of the 
siege of Moscow, and the Ger- 
mans actually expected to be in 
Russia, in Moscow, then, which 
was Nov. 15, 1941, just before 
we went in the war. The casual- 
ties then were authentically re- 
vealed as 750,000 dead. They 
must have been multiplied a good 
many times since then, and the 
best estimates that I can find of 
the German casualties are about 
4,000,000 dead. 

Well, that has been, of course, 
fully as much drain on the Ger- 
man power and German fighting 
strength as we have been led to 
believe. Their new labor force, 
however, has been very useful to 
them, even though it is erratic. 
Fifteen per cent of all German 
war and civilian production to- 
day is done by imported workers. 
There are 350,000 Italians, for 
example, working in Germany. 

The presence of those Italians 
in Germany was one of the most 
awkward features of the Italian 
surrender, because the Germans 
treat those men as they have the 
French prisoners, literally as 
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SHANNON CRANDALL 
California Hardware 


MARK LYONS 
McGowin-Lyons Hdwe. 


F. A. HEITMANN 
F. W. Heitmann Co. 
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AIR POWER 


a 


MILWAUKEE» // 


WROT WASHERS 


Since 1887 


Helping to maintain America’s air fleet of wind- 
aills is an important responsibility of Monitor 
dealers. They are the ground crew that went to 
work on hundreds of idle windmills and set them 
to whirring smoothly again. The Baker Mfg. Co. 
is working at top speed to furnish the replace- 
ment parts to put every possible windmill, pump 
* h and well back in service . . . and the job is being 


‘ ost done! No ration certificate is needed for repairs 
yy lt Or YOUR Needs! 


ged or worn out. 
® Lock Washers 
® Shakeproof Lock Washers 
® Malleable iron Washers 
© Split Repair Washers 
© Fibre Washers 
© Expansion Plugs 
® Screw Machine Products 
© Stampings 


WROUGHT WASHER Mic. Co. 


2218 SOUTH BAY STREET 
MILWAUKEE 7, WISCONSIN 


BOMMER 


SPRING HINGES 


"ARE THE BEST 


ESTABLISHED 1876 


While many of our products are still avail- 
able, the main effort of our company is 
devoted to the manufacture of items for the 
armed forces. 


to replace windmill parts d 
Resourceful dealers are locating old towers which 
can be moved and reassembled for many more 
years of useful service. Though many of them 
have stood against the storms of two decades or 
more, Monitor windmills are answering Uncle Sam's 
call for air power on the farm. 


Monitor 

Sinan 1D YYV a RR 
SHY POY 43 WINDMILLS 

DISTRIBUTED BY 
BAKER MFG. CO.; Minneapolis, Minn.; Madison, Wis.; 
Fort Dodge, !a.; Cedar Rapids, l!a.; Omaha, Neb.; 
Kansas City, Mo.; Enid, Okla.; Hutchinson, Kon. 
AXTELL CO.; Fort Worth, Texas; Amarillo, Texas; 
Lubbock, Texas; San Angelo, Texas. 


BAKER MFG. CO., EVANSVILLE, WIS. 





© Standard Washers 
© S. A. E. Washers 
© Riveting Washers 
© Light Steel Washers 
© Square Washers 
+ © Machinery Bushing Washers 
® Carriage Washers 
® Brass Washers 











winpmiis © PUMPS 


. PUMPIACKS © 
D puUMPS*® 
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We will give you the best service under War 
Production Board Order L-236. 


arlin big game rifles—as 
well as the famous lever 
action .22—have featured the 
solid top receiver and side ejec- 
tion since their introduction 
by Marlin a half century ago. 
Marlin’s solid top receiver 
permits low mounting of tele- 
scope sights, for convenience 


and accuracy. Case hardening 
adds to wear and beauty. Side 
ejection is safe and permits un- 
distracted attention to your 
aiming. 

These Marlin features have 
proved their value over the 
years. They are worth remem- 
bering after the war is won. 


; TRADE MARK 
as 


Double Action Single Action 
Standard Type No. 29 Standard Type No. 0 


BOMMER SPRING HINGE CO., BROOKLYN, N.Y. 
CHICAGO SALES OFFICE: No. 180 N. WACKER DRIVE 


THE MARLIN FIREARMS COMPANY 
NEW HAVEN, CONN. 
Famous for Accuracy & Dependability Since 1870 
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FAYETTE R. PLUMB 


Fayette R. Plumb, Inc. 
A.H.M.A. Advisory Board 


political hostages for these dif- 
erent countries. I think it is 
very thoughtless for us to expect 
many of these countries in 
Europe, under those circum- 
stances, to be as forthright and 
cooperative and as apparently 
favorable to us as we would like 
to see them. 

It is hard to imagine the pres- 
sures, the sadnesses and the ten- 
sions that can come in a govern- 
ment where as many as 350,000 
Italians or a million and a quar- 
ter French priseners are still in 
the hands of the enemy, with the 
suggestions dropped at nine 
o’clock every other morning that 
if you do something the enemy 
doesn’t like, those men will never 
come home. 


Germans Are Strong 


These Germans are ruthless 
and strong. I believe that we 
will find that it will take us much 
longer to defeat this enemy than 
we believe. In the first place, the 
thesis that Germany will fold up 
seems a little odd when you are 
abroad. To begin with, it is ob- 
vious that the Germans know 
they have lost the war. You 
don’t have to be very clever to 
see that. And if the Germans 
did fold up it would solve a good 
many things, many things for 
the United States and for Great 
Britain and for our other Allies, 
but from the German viewpoint, 
it wouldn’t solve anything for 
Germany. 

The Germans this time have a 
powerful nation in Russia on 
their border. The Germans are 
scared to death of the Russians. 
It is the historic fear of the Teu- 
ton for the Slav. The Germans 
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know (and in this I think they 
are right) that they have stored 
up in Europe, through their own 
evilness, the greatest fund of 
hate in the history of the world. 
And if the Russians and the 
Poles and the Norwegians and 
the Dutch and the Belgians and 
the French ever get loose there 
will be the greatest blood bath in 
Europe in the history of the 
world. 

Therefore, from the German 
viewpoint, if the Germans drop 
their guard in the form of a de- 
feated army, they face the proj- 
ect of slaughter. Accordingly, 
this rear-guard action, which is 
fundamentally what the Germans 
are fighting, assumes the propor- 
tions, from the German view- 


point, of an attack on a stockade, 
and they will ficht in that stock- 
ade, in my opinion, with extreme 
bitterness and a good deal of 
foolhardiness, but fight they 
will! 

Now, I agree with a man I 
know well, because we have been 
in the blitzes together in Eng- 
land, a man who is coming to 
great distinction and who is in 
our country now as the military 
representative of the Prime Min- 
ister, Sir John Dill. discussing 
this point to a parallel which I 
thought was very interesting. He 
visualized the German situation 
in something of the terms that 
Napoleon faced in 1814. Sir 
John reminded me that at that 
time Napoleon was a defeated 





OFFICERS 
of the 
NATIONAL WHOLESALE 
HARDWARE ASSOCIATION 


Elected at New York, N. Y., Oct. 20, 1943 


President 
F. F. Thomson, The Thomson-Diggs Co. 


Vice-Presidents 
Edward F. Pritzlaff, John Pritzlaff Hardware Co. 
Henry J. Allison, Allison-Erwin Co. 
Eugene Foley, Bayonne Steel Products Co. 


Secretary-Treasurer 
George A. Fernley 


Asst. Secretary-Treasurer 


Thomas A. Fernley, Jr. 


' Advisory Board 
F. A. Heitmann, F. W. Heitmann Co. 
C. J. Whipple, Hibbard, Spencer, Bartlett & Co. 
L. M. Stratton, Stratton-Warren Hardware Co. 
Shannon Crandall, California Hardware Co. 
Mark Lyons, McGowin-Lyons Hardware & Supply Co. 
Glenn E. Jennings, Wright & Wilhelmy Co. 


Executive Committee 


1946 
E. B. Morley, Morley Bros. 


W. H. Terstegge, Stratton & Terstegge Co. 
Paul W. Anderson, Farwell, Ozmun, Kirk & Co. 


1945 


H. W. Conde, W. W. Conde Hardware Co. 
John H. Mize, Blish, Mize & Silliman Hardware Co. 
W. A. Parker, Beck & Gregg Hardware Co. 


1944 


R. R.. Witt, Builders Supply Co. 
Charles L. Wheeler, Salt Lake Hardware Co. 
I. S. Dillingham, Bigelow & Dowse Co. 





HARDWARE AGE 

















ACK 


NEW YOI 


Ho 


> PP? 
~<! 
@o 


> 
< 
a 


ass 


° 
= 


We 
An 
Ro 


in ¢ 


PSPs 


Rogers C 


"Phone 
USI 










reme 
il of 
they 


an I 
been 
Eng- 
ig to 
is in 
itary 
Min- 
3sing 
ich I 
x. He 
ation 
that 

Sir 
that 
pated 
















&% < 
% *# e Ao 





—back orders will soon diminish. New 
equipment has been added that will 
permit greater production of Quality 
Trojan Saw Blades and Frames. Trojan 
Blades are manufactured with the pre- 
cision of fine instruments—from high 


carbon content wire rolled to Trojan | 


specifications, oil hardened and tempered 
to stand maximum abuse. Teeth are 
filed and set (not stamped). 


ACKERMANN, STEFFAN & CO. 


4534 Palmer St. © Chicago 39, 


NEW YORK: 200 Church Street. 


SAN FRANCISCO: Houston & Merton, 1270 Bush Street. 
MONTREAL: W. Ciaire Shaw, 407 McGill Street 
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tic Times 


Can you get merchandise? 


Yes—Can’'t serve new customers but we're taking care 
of our old customers. 


. Is the supply of Rogers Glue limited? 


Yes, to a certain extent, for the duration, but we've 
worked out a fair plan of distribution on back orders to 
assure Hardware Trade a steady flow 


What about prices? 


We are not advancing our prices. 





And “Rogers” quality — ? 


Rogers Glue is by far the strongest on test- 


no change 
in quality. 


Rogers Carries On With Exclusive Hardware Jobber Policy 


"Phone Your Jobber for Free Project Sheets 
USE ROGERS LIQUID FISH GLUE 
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CORDAGE MILLS, INC. 


LOUISVILLE, KENTUCKY 


of sash cord, clothes line, and braided and twisted cotton cords 


man, admittedly a defeated man. 

You look back in history and 
you wonder why he kept going 
at all. But he did keep going, 
and his tactics were to slash out. 
Incidentally (which I don’t be- 
lieve can be true this time again) 
some of Napoleon’s battles from 
1814 on were among the most 
brilliant in his entire career on 
a single battle to battle basis, as 
a desperate man, as a man who 
had no chance for victory, but as 
a man who probably felt frus- 
trated in his failures, and there- 
fore attempted continually to 
prove to himself that he was 
stronger than he knew himself 
to be. 

Napoleon did slash out in all 
directions in Europe in the cam- 
paigns of 1814. Presumably the 
Germans will do the same thing. 


They will probably fight very 
hard in northern Italy. They 
will, I believe, make two or three 
counterattacks into other areas. 
It is hard to say where they may 
go, but they certainly will ex- 
haust themselves in this strug- 
gle. 

As the Germans attempt to 
find a political formula for their 
own solution, such as a separate 
peace with Russia, they encoun- 
ter numerous obstacles. In the 
first place the Russians, being 
certain of victory, have little to 
gain now from a separate peace 
with Germany. The only basic 
reason for Russia to make a sep- 
arate peace with Germany in a 
purely practical sense would oc- 
cur (and the time has clearly 
passed for it to occur) if they 
had reached a stalemate with 
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Germany by which both coun- 
tries were bleeding themselves to 
death. 

But that is not the case. The 
Russians are gaining a great vic- 
tory over this brutal neighbor. 

In Europe the questions be- 
come very much more clear as 
you discuss them, and there 
seems to be little question but 
that Russia is interested, for ex- 
ample, in indemnities in this war. 
Now, that may sheck your 
friends and mine here at home, 
but interest in indemnities is not 
a novel idea in Europe. It is a 
normal expectancy, and as the 
most powerful nation in the 
world which has been attacked 
by Germany, Russia’s attitude 
towards indemnity seems quite 
reasonable. 

Now, of course, in the earlier 
modern time wars indemnity 
took the form of money. Earlier 
they didn’t, and the reverse is 
true today. Indemnities that are 
attractive to the Russians are 
machine tools, and literally fac- 
tories themselves, and man- 
power; and the prevailing opin- 
ion abroad in many circles is 
that the Russians will fight this 
war clear through, and that they 
will then take, actually and bod- 
ily, factories out of Germany, 
move them into the Urals, con- 
vert as many as they wish to 
consumer production, and bring 
with them from two to two and 
a quarter million virile young 
Germans to work, and as they 
propose that they will find very 
little opposition among the peo- 
ple of Europe. 

Of course, in such a program, 
or any other program, a man can 
perceive, you don’t remove from 
the Continent of Europe the ele- 
ment of fear. Europe’s basic 
impulse is fear—a fear we have 
never known in our country be- 
cause we have never known what 
it is to have a powerful neighbor 
on our borders, but the Euro- 
peans have. of course, for gen- 
eration after generation. And 
one of the sad features of this 
war. if not the most important 
single feature of the coming 
peace, is that as Germany grows 
weaker and Russia grows strong- 
er, the countries which feared 
Germany in the past will fear 
Russia no less, that being true 
whether the Russians behave like 
angels or whether they do not. 
In spite of the intense anxiety of 
this whole world for peace—and 
I don’t believe there has been a 
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...and JOE’S YOUR POST-WAR MARKET 


Put these two facts together and you've got the 
answer to your post-war merchandising problems. 
You'll want to stock Justrite, because Joe will want 
the line, make no mistake. He’s depending on 
Justrite Service Lights, Pen Lights, Headlights and 
Lanterns today —from the Solomons to Italy. He’ll 
be hollering i. them when he gets home. 


MEANWHILE, many Justrite products are still avail- 
able for priority orders. Their safety features are 
essential to our war effort. They’re a profitable, 
fast-moving line worth your inquiry. Write today! 


«a @ 


 Justrite Safety Can Safety Oily Waste 
Electric Lantern Filling Can Can 


Ask your jobber or write direct 


JUSTRITE MANUFACTURING COMPANY 


2073 N. Southport Ave., Chicago, Ill. 


JUS TRITE: fst 


SAFETY CANS FILLING CANS OILY WASTE CANS 
APPROVED SAFETY ELECTRIC LANTERNS 
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“Get it rolling!” No time to 
waste. * * Tow chains are 
there on every truck to keep 
"em rolling. * * International 
Chain is doing many tough war 
jobs. * * The International 
Chain line is complete—cover- 
ing every need: cow ties, 
traces, well chain, log chains, 
chains of every type, for every 
use. x * Get your copy of 
the latest International Chain 


Catalog. 


International Chain and Mfg. Co. 
York, Penna. 
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moment in history when more 
millions were praying for peace 
—although it is evident that the 
work of the world is on guns and 
death, the thoughts of the world, 
as I have seen it in some 17 or 
18 countries abroad, are clearly 
on food and peace. With that 
background that anxiety not- 
withstanding, the quality which 
will be the real difficult quality 
in making a peace abroad this 
time will be the emcrgence of a 
single, all-powerful nation on the 
Cuntinent of Europe, and the 
automatic tensions, quite aside 
from the policies of that country, 
which are set up in European 
politics and social thought by the 
existence of a single all-powerful 
nation. 

Therefore, as I review these 
peace plans and see them pro- 
posed, and recognizing in them 
all the good will in the world, it 
remains difficult for an observer 
who travels abroad to see a defin- 
itive peace in Europe emerging 
from this war. I think there will 
be large armaments abroad and 
in this country for a very long 
time. And I seriously doubt 
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whether an industry such as the 
hardware industry, which is up 
to its ears in war work, will be 
able to convert itself into any- 
thing like the peace production 
that you and I might contem- 
plate for a good deal longer than 
we feel. 


I think that we will have here 
around two and a half million 
men, at least, in our Army, and 
another million men in our Air 
Corps, and a million men in our 
Navy. That brings us up to four 
and a half million men. Because 
the world has shrunk through 
the airplane, we are now in the 
era of our history, I believe, 
where we in turn will have to 
support armies such as Europe 
itself has been supporting for 
many generations because of its 
proximity to its enemies. 

I think that if we view thé 
United States now as though we 
were in the same position as 
England was before 1914, in re- 
lation to the proximity of its po- 
tential enemies, and then study 
what England would have to 
have had before the last war in 
order to be safe, we can forecast 
approximately our position in re- 
spect to the rest of the world to- 
day. 

If that sounds gloomy it is 
only said because I find myself 
continually confronted with dis- 
cussions, subjects and articles 
about reconversion into peace 
time production, and the very 
able and thoughtful plans which 
are being made by so many com- 
panies and so many associations 
for that movement. I think there 
may be a very much longer delay 
in so far as normal competitive 
operations of an industry like 
yours are concerned than seems 
to be implied in many of these 
plans. 
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All sizes from one inch to six 

inches available for immediate 
delivery from stock. 
Central Certified Accuracy 
Micrometers May Be Purchased 
singly or in de luxe sets. Write 
for illustrated catalog. 


THE CENTRAL TOOL CO. 


MICROMETERS OF CERTIFIED ACCURACY 
AUBURN:-:--+ RHODE ISLAND 
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Save a man’s neck—and he’s your friend for life! 
DUO-Safety SHOES will give him extra protection all 
year ’round. .. at small cost! 


They fit standard ladder rails—and are safely used on all 
type surfaces. Write for bulletin X-10! 


DUO DUO-SAFETY LADDER CORP. 
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Military needs must have the right-of-way. 
The demand by the Armed Forces for Athletic 
Equipment, together with an acute shortage 
of essential raw materials, have created pro- 
duction difficulties. 


It is our hope that with the release of vital 
raw materials increased production will again, 
in the near future, provide a surplus for our 


distributors’ needs. 


Remember that the Athletic Equipment at 
present not available to you is doing double 
duty with the Armed Forces on the home front 


and in every far-flung outpost of the world, 


THE DRAPER-MAYNARD CO. 


400 VORK STREET CINCINNATI, OHIO 
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Handy Form Simplifies Handling 
Ot Repair Orders 


Fondrk’s Hardware has 
developed an easy 
method of recording 
its repair work— 
and it gets results 


ONDRK’S Hardware, 


Leechburg, Pa., has developed a 
handy form which has simplified 
the ordering of repair parts. It is 
easy to use, simple to understand, 
and provides a complete record of 
the transaction. 

The form is used principally for 
ordering repair parts. However. 
this is not its only use. It can be 
used to give the supplier informa- 
tion about a part that is being re- 
turned so that it can be repaired. 
It also is used when the company 
sends a part to a supplier and asks 
them to duplicate the part. Then 
it can be used in a transaction 
where a supplier is asked to re- 
place a damaged part that was 
guaranteed under the sales con- 
tract. 

In each of these instances com- 
plete information about the trans- 
action can be inserted or checked 
on the form and mailed to the 
manufacturer or supplier. Often 
times the form is included with 
the part that is being returned. 

The form can also be used to 
make inquiries from a supplier on 
shipments that have not been re- 
ceived. There is also space on the 
form for indicating that you 
would like to have quotations of 
the items listed on the order. 

Joseph Fondrk claims that the 
form saves a lot of time and pro- 
vides the supplier with complete 
data, all of which expedites deliv- 
ery of these items. 
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This handy repair form has many uses and saves a great deal of 
time. It is printed in duplicate and is 4 in. wide by 81/2 in. long. 


HARDWARE AGE 














OCcTO 










@ Why 1944 and not today? Because this 

year’s production of all Multicraft Gift 
a Favorites is already sold out . . . striking evi- 
batt dence of the soaring popularity of this nation- 
ally known line! Next year ... there will be 
even greater demand for these profit-winning 
giftwares, so see your jobber, plan your promo- 
tions, and place your stock orders early. You 
will want to feature Multicraft’s superior 
design and craftsmanship ... Multicraft’s note- 
worthy new finish ... Multicraft’s wide range 
of trays, smokers’ accessories, book ends, brush 
sets, figurines, wall brackets.and plaques. . 
for increased. dollar volume! 
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GITS Plastics 
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Are Pouring In 


Everywhere, jobbers and dealers report Gra- 
Vee Mixers are selling faster than any item 
offered trade in years. Counters were swept 
clean because no selling was 
needed to convince house- 
wives that Gra-Vee Mixers 
could be used 
a dozen ways 
in every 
kitchen 
every day. 
e 


GRA-VEE 
MIXER 
ORDERS 
CAN BE 
SHIPPED 
AT ONCE 
cd 


Patented mixin 
swirls are mol 

in plastic cover 
and in base 
heavy 10 oz. 
glass. 


THE ROCHOW SWIRL 
eres = MIXER COMPANY 


@s measuring cup. P.O. BOX 781B PhoneHILLSIDE 2672 
° ROCHESTER, NEW YORK 


Gra-Vee Mixer 











COMBINED WITH METALS 


A high degree of experience-acquired mechanical knowledge 
of both plastics and metals, supported by an understanding of 
artistic design. has provided a sciehtific answer to many prob- 
lems that could not be solved by a mere understanding of 
molding production alone. 


Gits has made a thorough study of the proper use of metals 
and other materials in conjunction with plastics. From this 
study has developed the Gits Flashlight, widely used by the 
armed forces—probably the most durable flashlight made to- 
day. These flashlights are completely fabricated by Gits. The 
Gits pocket knife is another example of combined metal work- 
ing and plastics, wherein both fabrication of metal parts and 
plastic molding is completely accomplished in the Gits plant. 
These and other products, too numerous to mention, prove that 
Gits knows metals as Gits knows plastics—an unusual combina- 
tion. 


This scientific experience of the past and present will solve 
many post war plastic problems. 


4612 West Huron Street 


CHICAGO, ILLINOIS 


Canadian Distributors 
KAHN, BALD & LADDON, Ltd. 
69 York Street, Toronto 
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ON AVAILABLE GOODS 


an of the 


Swint-Reineck Co., Freemont, 
Ohio, have been buying toys for 
Christmas there since the middle 
of August. This early display of 
holiday goods has stimulated the 
toy business and present indica- 
tions are that this year’s volume 
on these lines will be greater than 
ever before. 

In a normal year, toys and holi- 
day goods would be put on display 
during the latter part of Novem- 
ber. This year, due to the fact 
that gifts for men and boys in the 
armed forces had to be selected 
and mailed at an early date, Ned 
J. Hanna and Walter Vickery, who 
are responsible for the store’s mer- 
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Various types of toys and gift goods are shown in one of the display 
windows. Many practical gift items are suggested along with the toys. 


Toy Buying Stimulated 
By Early Toy Showing 


The Swint-Reineck Co. started showing 
Christmas toys last August and spread 
this business over several months 





Five-shelf racks present a wide range of toys to every person entering 
the store. Racks are near the entrance, are on casters and move easily. 
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Every business hates to be obliged to 
And we're no exception! 





quite like it. 
Wish you could see our morning mail 


items. 





us?” inquiries. 

Now that’s swell with us. We always like to hear from you. And 
we wish we could fill every order promptly as in peace times. 
But we can’t. 

OUR PLEDGE TO YOU is that we are doing our utmost to 
serve the trade, and that as conditions return to normal we will 
increase our output for non-military use just as fast as we can. 
We want you to understand our situation. 

One thing you can count on: There will be no deviation from 
the established Covert quality of materials and craftsmanship. 


COVERT Mea. Co. 


TROY, NEW YORK 








In All Our 70 Years in Business!!! 


In all our 70 years of business, we've never seen anything 


that there is even a slight lightening of government restric- 
tions on the manufacture of some Covert Square Brand 


Our good friends in the trade forget that Uncle Sam is still 
taking most of our production, and they bury us under an 
avalanche of new orders and “Why haven’t you shipped 


turn down orders. 


when we advertise 





HARDWARE 
SPECIALTIES 


BUCKLES SNAPS 
BITS SWIVELS 
HOOKS LOOPS 
CHAINS 
ROPE GOODS 
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your distributor. 


Most of our h 
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‘e boats, life 
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s which were nor 
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— sf — 
WRIGHTa..c MSGILL 


Catch They 

More Fish Hook and 

Per Strike Hold 
FISH HOOK MANUFACTURERS 

1477 YORK STREET DENVER, COLORADO 
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GE WRIGHT wieeco 


WORCESTER? MASS. 





Z 


The traditions of three gen- g 


erations in manufacturing ? 
wire products are woven in ? 
every roll of WRIGHT Wire 4 
Cloth. Equal to WRIGHT ¢ 
has long been the high # 
standard of the industry. ¥ 








This step-up top table displays merchandise effectively and everything is 
easy to reach. Mass displays often are developed on popular priced items. 


- 





Top Tables Step Up Sales 





ON AVAILABLE GOODS 


K OLTES & KEEGAN 


of Sun Prairie, Wis., uses tables 
with step-up tops to display its 
lines of dinnerware, glassware 
and pottery. This type of fixture 
is ideal for showing such merchan- 
dise and sales are increasing 
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Getting this merchandise out in 
the open builds both business 
and traffic for Koltes & Keegan 


steadily on all items and the line 
is being constantly enlarged. New 
items must be added if the cus- 
tomer’s interest in the department 
is to be maintained, and this is 
especially the case in a_ small 
community. 

Evidence of the results the dis- 
play has produced are to be found 
in the fact that the stock of ap- 
proximately $600.00 is being 
turned at the rate of four turn- 
overs per year. The stock at the 


present time is pretty much 
streamlined, but selections are be- 
ing amplified and enlarged all the 
time. 

The department is displayed 
compactly, a condition that is 
possible because of the step-up 
type table top. All of the lines are 
displayed on‘ one table which is 
15 ft. long. 

Glassware, one of the most pop- 
ular lines, is featured on the top- 

(Continued on page 284) 
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* BRANDS... BONDS * 


On the far flung land fronts of this world conflict you will find 





various brands of the “Ames” line of shovels playing an im- 

portant part. “Ames” shovels are even more essential in war 

COLT than in peace. On the home front... War Bonds are the RAM 
+ power that winds the mainspring of our war machine * 

P ON Y .. for they provide the tools of war and CARTER 

HUSKY victory. Buy War Bonds for Victory and BRO N co 

O. A MES save for Peace. “Ames” Brands 
and War Bonds...botha 


OPTIMUS necessary investment! RED EDGE 


LG, feop @ Nak 


PEERLESS ~@ PINNACLE 


AMES * 
FAVORITE rene THREE STAR 


TWO STAR MONONGAH 








pankerssurs, w.va, & AMES BALDWIN WYOMING CO. x wortn easton, mass. 






























FOR VICTORY war‘soncs 
for Defense Construction 
(CHICAGO)~~- SPRING HINGES 


REFUSE OTHERS... . 
RE-FUSE WITH ROYAL! 











Originators of: 
° “Crystal” Glass-Top 
* Tell-Tale Disc 


For all FUSE and WIRE needs, re- r Hexagon Head 











SPRING HINGES 








member ROYAL —a good name (up to 15 amps) Type 2001 
te “go buy” * Packaging that Sells The “Triplex” 
Since 1885 CHICAGO SPRING HINGES have been synonymous 
with QUALITY .. . Quality in construction, accuracy in design 
and dependability for long, lasting service. We are proud that 
R 6) Y A [ } CHICAGO SPRING HINGES have been specified for many of 
| the Country’s greatest war plants and ships of our Navy, where 
ELECTRIC COMPANY, INC. dependability is now more important than ever before. 








95 GRAND AVENUE * PAWTUCKET, f. |. Chicagos Spring Hinge Co. 


U.S.A. NEW YORK 
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Wilfred Sykes’ Address 
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able to afford.” If this is the 
philosophy of the British, then 
God help England. 

Many of our administrators 
and administrators of other 
countries fail to see that the 
thing we cannot afford, if we are 
to avoid sinking to the European 
level, and sacrificing our high 
standard of living is a_ bu- 
reaucracy, and that the thing 
we need is the competitive pri- 
vate enterprise which has 
brought us so far. 

If we can retain the freedom 
that has made us the arsenal of 
democracy, we will forge so far 
ahead of all other nations, who 
are under a government con- 
trolled economy, that we will be 
able to dominate the free mar- 
kets of the world. If we have 
free enterprise, we will create 
more new and better goods, and 
we will out-produce and out-sell 
anyone who can operate only by 
the grace of some bureaucrat. 


The System’s Objectives 


I think we might examine 
some of the ubjectives of this 
free enterprise system. While 
not complete, I believe they cover 
the essential things that this 
system can offer. 

1—Steady employment of men, 
materials and money. 

2—Pay for owners, manage- 
ment and labor based on per- 
formance, and performance only. 

3—Not only more of the ac- 
customed goods, but better goods 
and goods we have never had be- 
fore, due to technological ad- 
vances—just as when the auto- 
mobile, the airplane, the radio 
first appeared on the scene. 

4—Fair prices which will 
move these goods into a rising 
standard of living. When tech- 
nological improvements make it 
possible to use less labor or less 
material for a unit of goods, the 
price of that unit must come 
down so that more of the goods 
may be sold—to the advantage 
of everybody in the system of 
plenty. Competition will do this. 

5—An opportunity for the 
American public to profit from 
the part of their pay which they 
have saved. They may do it by 
direct investment for dividends; 
or by entrusting it to a savings 
bank or insurance company, 
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which invests it for them and 
returns them interest. 

Under this system it is es- 
sential that the functions of 
ownership, management, labor 
and government in their mutual 
relationships should be under- 
stood. 


Function of Ownership 


The function of ownership is 
to put its savings into free en- 
terprise, taking the risk of los- 
ing but hoping for reward. Quite 
often, ownership loses its shirt. 
But when it wins out, it feels en- 
titled to pick up its winnings. It 
may all seem fair enough, yet 
some men are arguing that this 
freedom of investment must be 
brought under close restraint, 
for its own good as well as for 
the common good. 


This freedom of investment 
has been so restricted by the 
Securities and Exchange Com- 
mission that during the last 
decade our small industries have 
been starved for funds because 
of the restrictions placed upon 
capital issues to provide new 
facilities. This excessive gov- 
ernment regulation has re- 
stricted venture capital. 

If I am an investor, I want to 
be protected only against fraud, 
but if I want to venture my 
money, that is my business. If 
I lose my money, that is still my 
business and not the Govern- 


ment’s business. If I make a 
profit, that should be my profit. 
Next, the function of manage- 
ment in the free enterprise sys- 
tem is to compete freely in the 
production of goods and to price 
them freely. This competition 
to sell goods, in my judgment. 
stimulates research and develop- 
ment. It yields more new prod- 
ucts, giving the consumers more 
for their dollars than any other 
system. The public should un- 
derstand this, no less than the 
producer and government. 


Mistaken Judgement 


Mistaken judgment by man- 
agement may result in losses and 
even failures of a business which 
leave management without a job. 
Some time ago it was thought 
that management could avoid 
this risk by substituting mo- 
nopolistic practices for competi- 
tion, and substituting price fix- 
ing for free movement of prices. 
This practice was favored by the 
present administration as under 
the code system of the N.R.A. 
After that system was thrown 
out by the courts it was still per- 
petuated in the coal mining in- 
dustry under the Guffey Act. Of 
course, the substitution of mo- 
nopoly for free enterprise was 
quickly demonstrated to be no 
solution, and that an incompetent 
business man could not expect to 
live under an umbrella held up 
by effective management. 

Labor in our plants is dis- 
tinguished from management 
only by its ideas and ability. 
Many do not want to accept the 





A.H.M.A. Advisory Board 


ROBERT GARLAND 
Garland Mig. Co. 


D. A. MERRIMAN 


P. B. NOYES 
Oneida, Ltd. 
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2 WORTH REMEMBERING... 


J ; the high-profit, high-unit-sale record of 


MILAPACO “Handy Pack Department” 


Sales-proven by leading stores as today’s “outstanding 
merchandising idea in paper’, the Milapaco “HANDY 











Milapaco PACK DEPARTMENT” is a _ high-volume-and-profit 

HANDY PACK producer, with little or no sales effort. Combines 
Cotertat, nylon ane dramatic point-of-sale display, colorful “bargain” 
package for profitable : : : 
MANDY PACH GOPART. packages, popular merchandise, to quickly boost your 
MENT” seamciien,. Cale dime-a-package sale to higher dollar-volume of 25¢ 
tains 100eachofasinglede- to 89¢ per unit. 
sign and size of Milapaco . 
Lace Paper Place Mats Milapaco Lace Paper Place Mats and Doilies in the 
ond 10” and 12” Doilies, “HANDY PACK” are on the “curtailed” list right 


or 150 of the 5” 6” 
ond 8” Doilies 

Price — 25¢ 

to 89¢ each 


now, but more will be available later. Plan definitely 
on enjoying the benefits of this fast-turnover promotion 
when it is again available. 


* 
BUY MORE WAR BONDS NOW... PLAN FOR A Milapaco 
“HANDY PACK DEPARTMENT" later 


MILWAUKEE LACE PAPER COMPANY 


1306 East Meinecke Avenue Milwaukee 12, Wisconsin 
Established in 1898 





Mitapaco 
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TOMORROW'S COFFEE BREWER IS HERE TODAY! 





THAT’S SMARTLY NEW 
AND BOUND TO PLEASE 


COR’ 


REG US PAT OFF 





Extensive national advertising ‘and 
numerous dealer helps have made 
the genuine Weaver Pres-Kloth a 
national favorite with millions of 


folks who steam press at home. 


ASK YOUR JOBBER OR WRITE DIRECT TO 
WEAVER PRES-KLOTH CO. 
OMAHA, NEBR. 

325 North Wells Street : Chicago, 10, Illinois 
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hard tasks and the risks that at- 
tend the acceptance of responsi- 
bility in managerial positions. It 
is interesting to note that in a 
survey made by “Fortune” 
magazine last February only 
about 15 per cent of factory 
workers wanted jobs that pay a 
high income if they made the 
grade, but in which they lost 
everything if they dic not make 
the grade. It is this 15 per cent 
who have the ability and fore- 
sight to undertake the long-term 
view, and eventually they become 
management by a process of 
natural selection. That is the 
way that practically everybody 
in management in this country 
today arrived at their present 
positions. 

As to government, which is 
the other factor entering into 
the system, I think it is essential 
that those in government should 
have a clear understanding of its 
proper function, just as well as 
the public and the people who 
make up the business enterprises 
of the country. 


Oppose Mistakes 


Business men are often 
damned for being consistently 
against the government. We are 
not against the government we 
are against the mistakes and the 
trespasses which this and other 
administrations have made. 
Some of these administrations 
were Republican. At times some 
of the mistakes were supported 
by sections of the business com- 
munity. Fundamentally it is my 
conception of government that it 
must not dominate or attempt to 
dominate free enterprise, except 
in case of national emergency, 
and after that emergency is 
over, it is the duty of govern- 
ment to immediately set enter- 
prise and individuals free. 

The normal domestic powers 
of government as far as business 
is concerned are police powers. 
It should set up and enforce 
rules for fair competition and 
free movement of prices, for pre- 
vention of fraud so that invest- 
ments can be made, depending 
upon the risks that the investor 
is willing to assume. It should 
provide for collective bargaining 
between labor and management, 
not based upon favors to either 
party, but with equal rights and 
equal responsibilities for both. 

The government should use 
its taxing power only for the 
support of government. It 
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should not use its taxing power 
to affect round-about social 
changes. Such changes as any 
government administration con- 
siders desirable should be stated 
openly, and debated freely, and 
then decided by the voting pub- 
lic at the polls. We don’t want 
any servants of the people devis- 
ing schemes by which the peo- 
ple become their servants. 

It is essential for the opera- 
tion of a free enterprise system 
that, first of all, business itself 
should understand the basis of 
this system. It is also essential 
that there should be a govern- 
ment understanding of the sys- 
tem. And most important of all, 
that the public should thorough- 
ly understand its objective and 
also the mutual relationships 
that exist between ownership, 
management, labor and govern- 
ment. 


Controls Needed 


Under war-time conditions we, 
of course, do not have free en- 
terprise, and it is necessary that 
there should be central controls 
to direct the flow of materials to 
the points where they are most 
needed in our war effort. The 
question is, when the war is over 
will we again have an oppor- 
tunity to exercise our own initia- 
tive, free from government con- 
trols. I think we will have to 
fight to get this freedom re- 
turned to us. 

However, there are a number 
of obstacles in the path of get- 
ting our enterprise system run- 
ning smoothly again and to the 


point where it can provide em- 
ployment for the people at home 
and those coming out of the 
armed forces. 

First of all, we must realize 
that one of the most important 
jobs, immediately after the war, 
does not need all the materials 
we can make, will be the proper 
direction of supplies to civilian 
needs, and that must be done 
from Washington by, I presume, 
the War Production Board. I 
think it is a harder job than the 
present one of directing ma- 
terials for the war effort, and it 
is one where the industry ad- 
visory committees can be used 
very profitably, because they 
have knowledge of the require- 
ments of the different industries 
and how they function. I think 
it is important that these con- 
trols be maintained until such 
time as the level of supply of 
civilian goods approaches the de- 
mand. Otherwise we will have 
inflation from people bidding for 
goods that are not available. As 
soon, however, as this level is 
approached these wartime con- 
trols should be completely elimi- 
nated. 


The Tax Structure 


The system of free enterprise 
can be wrecked by the tax struc- 
ture. Taxes will, of course, be 
high, but to place an undue bur- 
den upon industry will prevent 
the accumulation of capital for 
expansion and improvement; 
they will stifle the investment of 
new capital if enterprises are 


(Continued on page 254) 
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major improvements. 


war jobs so necessary to Victory. 





901 Ingleside Ave. 





LOOK TO OHLEN-BISHOP FOR 
THE SAWS FINE WORKMEN WANT 


You'll find just the right saw for every 
woodworking job in the Ohlen-Bishop Cata- 
log. Carpenters have praised their quality 
for almost a century during which they have 
led the field in fine workmanship and 


OHLEN-BISHOP MANUFACTURING CO. 
Columbus, Ohio 









ee SE ome eet 


High Grade Carpenter Saws and Tools... 






Butcher Saws, Blades, Scrapers . . 


Order and stock this fine Ohlen-Bishop 
line today. Your customers will reward your 
good judgment by buying more quality 
tools to aid in the completion of the many 


a 


Solid and Inserted Tooth Circular Saws, 
Groovers, Dado Heads... 











“AN 


QUIKCET 





GianD 


RODUCTION! BETTER 
HE QUICKER, ONE- 
TTING. This NEW 
‘4 second clamp- 
increased hold- 
on either flot 
/) or _ beveled 

surfaces with- 






+ eee work ready 
nstant adjustment of ratchet rod and final tightening. 
A. Spring activated pawl for ratchet. 

B. Replaceable swivel. 


C. Case hardened casting contacts vise-like 
tightening screw with fulcrum action. 


D. Provides downward pressure on work. 


Smart dealers are cashing in on volume orders with this modern 
Production clamp that has no competition. Write for literature 
on our complete line of clamps that sell themselves on demon- 
stration. 


GRAND SPECIALTIES CO. 


3130 West Grand Avenue e 





Chicago, Illinois 
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A NEW IDEA 


FOR EXTRA VOLUME 
AND EXTRA PROFIT 


STERLING 


QUALITY ELASTIC 
CAULKING COMPOUND 


GIANT-SIZE QUART 
APPLICATOR TUBE 


~ THE ONLY QUART TUBE 
NN WE'VE EVER SEEN THAT 
DOESN'T REQUIRE A GUN. 





ott 
DISPLAY IT THIS WAY 
ON YOUR COUNTER 


Every householder needs it and can 
apply it easily right from the tube. 
Volume sales made to painting and 
bujlding contractors. A tube in 
every workman’s kit does jobs 
faster. 

STERLING Caulking Compound is 
also available in full pint car- 
tridges for gun use and in 1 gallon 
and 5 gallon sizes. Made by the 
makers of the famous STERLING 
GLAZING COMPOUND for set- 
ting glass permanently. 


Order from your jobber or write us direct. 


STERLING PAINT & VARNISH CO. 
284 Commercial Street, Malden, Mass. 
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Spencer T. Olin’s Address 


(Continued from page 104) 


lack of manufacturing facilities 
or technological skill. The big 
problem will be distribution; 
moving products from factories 
and through the channels of 
trade to the ultimate consumer. 
Is it not apparent then that your 
best safeguard against inroads 
upon your business by new com- 
petition after the war, is by a 
real job of post-war planning to 
strengthen your jobber-dealer 
relationships? The time to start 
is now. 

I wish to discuss the two 
charts that have been placed on 
the chairs. Probably many of 
you have some question as to 
the presence of these charts, and 
wondering if we are to have 
what might be termed a class- 
room discussion on them. Desir- 
ing to allay your fears I will 
only refer to them briefly. 


Farm Income 


The first chart to which I call 
your attention is the one show- 
ing cash farm income by States, 
marketings and government pay- 
ments for 1942. This chart is 
largely for your general infor- 
mation. However, I would like 
to refer to one specific crop to 
show the trend when govern- 
ment control determines the 
price and many other factors 
surrounding the commodity. 
That particular crop is cotton; 
practically all of you are familiar 
with the sad history of the past 
10 years regarding this impor- 
tant southern product. When the 
price of 12 cents per pound was 
fixed on this commodity there 
is no question in my mind that 
other countries throughout the 
world with suitable soil and 
climate began systematic plan- 
ning to relieve the United States 
of most of its markets for cot- 
ton. The net result is that from 
a nation producing appreciably 
more than 50 per cent of the 
world’s supply of cotton, we have 
become a_ nation producing 
somewhat under 50 per cent of 
the world’s supply. In my opin- 
ion, this typically American ex- 
port commodity has suffered an 
irretrievable loss of position in 
the world markets. 

I simply use this one agricul- 
tural product as an example to 
indicate to you what has hap- 
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pened under governmental plan- 
ning and price control. Let us 
not set up any false price levels 
for other nations to under-cut 
with the resultant loss of export 
business to the United States. 

We realize that during this 
war period there is considerable 
shifting and changing of crops 
in various parts of the country 
and you may wish to keep this 
chart to compare with that 
issued for 1943, as such shifts 
and changes may affect the dis- 
tribution factors of your par- 
ticular business. 


Return to Investors 


The second chart you will find 
to be constructively interesting, 
as depicting in vivid form the 
net return to the investor from 
a dollar earned by a typical 
manufacturing corporation. Note 
the relation of taxes to the 
amount available to stockhold- 
ers. And on the same chart is 
shown the proportion of taxes 
assessed by the Government 
through individual federal in- 
come taxes upon the same stock- 
holder dollar. Manifestly it is 
unsound and unfair to tax cor- 
porate income, first when it is 
earned by the company, and 
secondly when it is received by 
the stockholders. Certainly in 
the higher income levels, there is 
not much reason to speculate 
against such proportionately 
small returns even though the 


‘ 


said investor is on the right side 
of the ledger with his broker. 
For other analyses to be de- 
rived from this chart I will 
leave you to your own devices. 


The Industry's Role 


In conclusion I wish to make 
a few comments and commenda- 
tions regarding the role of the 
hardware industry in the war 
effort. We have ample evidence 
on all sides that the hardware 
manufacturer, the distributor 
and the retailer have ably per- 
formed their share of the tasks 
conducive to ultimate victory. 
Particularly do I wish to com- 
mend the hardware manufactur- 
ers for their sound judgment 
in connection with war expan- 
sion programs. By reason of 
that sound judgment’ they 
possess a real flexibility in be- 
ing able to return to peace-time 
operations with the minimum of 
confusion as well as loss. It 
seems to me that the hardware 
manufacturers as an industry, 
combined with the more efficient 
portion of the hardware dis- 
tributors, and last but by no 
means least, the hardware retail- 
ers, make up a three-way team 
that augurs well for the stability 
of that industry in the difficult 
post-war period ahead. Only by 
constant study and improve- 
ments can we hope to increase 
the effectiveness of this team. 
This increased effectiveness and 
improved results in the hard- 
ware world will come from the 
intelligent application of our 
own efforts. 





Disston Is “Chief X” of X Club 





S. HORACE DISSTON 


At its annual luncheon meeting held 
during the joint annual convention of 
the American Hardware Manufactur- 
ers Association and the National 
Wholesale Hardware Association, on 
Oct. 19, at the Hotel Commodore, New 
York City, S. Horace Disston, presi- 
dent, Henry Disston & Sons, Inc., Phil- 
adelphia, Pa., was elected Chief X of 
the X Club. Mr. Disston succeeded 
Leslie M. Stratton, Stratton-Warren 
Hardware Co., Memphis, Tenn., 
wholesalers, as president of the club. 
George H. Harper, National Enamel- 
ing & Stamping Co., 1901 Light St., 
Baltimore 30, Md., continues as secre- 
tary-treasurer of the club. Saunders 
Norvell, contributing editor, HARD- 
WARE AGE, and Hon. Samuel B. Pet- 
tingell, general counsel, Transporta- 
tion Association of America, who was 
a convention speaker, addressed the 
X Cub meeting. 
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THESE CASTERS 
HAVE A BALL THAT 
ROLLS ON BALLS 


cal prospect for 


FLOORS AND 
FLOOR COVERINGS 


BALL BEARING 


CASTERS 


THESE casters PROTECT floors and floor cover- 
ings—no scratches on floor, rugs or carpets. 
‘“‘Aeme’’ Casters are ball bearing casters and move 
smoothly and easily in any direction and—they sell 
as easily as they move. Let ‘“‘Qeme’’ step up your 
caster sales and profits. Every customer is a logi- 
“‘Geme’’ Ball Bearing Casters. 


Casters will be discontinued for the duraties. 
“‘Acme”’ Casters to customers with high oriority ratings. 


The manufacture of ‘‘Acme’’ 
We can only supply 


THE SCHATZ MANUFACTURING CO. 
U.S. A. 


REPRESENTATIVES LOCATED AT 


Detroit: 2640 Book Tower * Chicago: 902 S. Wabash Ave. 


Cleveland: 402 Swetland Bldg. * Los Angeles: 5410 Wilshire Blvd. 





FARRELL-CHEEK 


FIRE-FIHER 







FURNACE TOOLS 





————s 





4, 


CLINKER TONGS 
ASH HOES 
CLINKER RAKES 


SLICE BARS 
CLINKER HOOKS 
BACK-UP WRENCHES 
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Good Quality, Practical Design, 
Use Has Made The FIRE-FIXER Line The 
“"LEADER™ in Furnace Tools. 


ASK YOUR JOBBER FOR CATALOG, 
OR WRITE DIRECT TO: 


FARRELL-CHEEK STEEL CO. 


and Convenient 


OHIO 


{ 











SANDUSKY, 


WATERPROOF 


WET BASEMENTS 
ges UNTHEINSIDE 
y boon Ww I T H 












Sell ove for basement and cistern leaks ON THE 
INSID . . in concrete, brick or stone. Easy to use. 
Makes Pat durable repairs on cement and iron; silos, 
floors, etc. Successfully used by thousands. IMMEDIATE DELIVERIES. 


; BUY FROM THESE JOBBERS 


Baltimore, Md. Milwaukee, Wis. 
The Galloway-James Co. American Plumbing Supply Co 
National Walipaper Co. Mt. Vernon, til. 
Service Paint & Paper Co. Ogletree Builders Supply, Inc. 








ne mn. 220 Sth A Ave, New York City 
John F. Yoch Material Co . 


The Louis H. Bolce Co. Michael Hdwe. Co. 

Kruse Hardware Co. Richmond. Va. 
Bullington Paint Co. 
Virginia-Carolina Hdwe. Co 


} 
| erby”’ 

| Cincinnati, 0. Paducha, Ky. 
| 


Columbus, 0. 
The Dean & Barry Co. 
Smith Bros. Hardware Co 


Roanoke, Va. 
Denver. Colo Nelson Hdwe. Co 
Falby Paint & Hdwe. Co Taunton, Mass. 
Fargo, N. D. The Pierce Hdwe. Co 
Victor H. Leeby Co. Toledo. Ohio 





Ft. Wayne. Ind. Toledo Plaster & Supply Co 
The Rhoads- Morgan Ce. Washington, D. C. 
| indianapolis, Ind. Capitol Wall i. & Paint Co 
| Hatfield Paint Co. Cincinnati, 0.; Decatur, t1.: 
| Lancaster, Pa. bu luth, Minn.; Louisville, Ky 
| The Steinman Hdwe. Ce. —- Williams Co. 
| Louisville, Ky 


y. Br. 
Merchants & Mfgrs’ Paint Co MeLennan, MeFeely & Prior, Ltd 


| “Or Write’ 


WEATHER SEALGCO. 


4 E. Pearl Street 
Cincinnati 2, Ohio 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


OPA’s POLICIES on the domestic 


front have been dealt some _ severe 


blows from Capitol Hill since the 
legislators have returned to Washing- 
ton. New Jersey’s senators and 11 of 
its 14 representatives told OPA General 
Manager Chester Bowles in a letter re- 
cently that they appreciated the neces- 
sity of rationing and price control and 
were ready to aid OPA in securing the 
confidence of the people but could not 
do so “unless a more intelligent and 
cooperative attitude is adopted by the 
OPA and its administrators.” They 
pointed out that during the recent con- 
gressional recess they had talked to 
farmers, dairymen, poultry men, manu- 
facturers, small business, realtors and 
labor. They found that many farmers 
and dairymen have been forced out of 
business, as they felt it was hopeless to 
attempt to secure any relief from OPA 
imposed conditions and were operating 
at a loss. Consolidation of ration 
boards, imposition of price ceilings 
without regard to cost of production, 











rationing of gasoline, ceilings on rent 
and restriction of sales of property were 
severely criticized and there existed a 
feeling that complaints were not re- 
ceived in a spirit of helpfulness, the 
legislators said. Pressure on OPA 
came simultaneously from the other 











side of the political fence, but for dif- 


ferent reasons. Senators Thomas, 
Oklahoma, and Johnson, Colorado, 
Democrats, predicted a defeat for their 
party in 1944 unless, as they put it, 
OPA stops its persecution of honest 
citizens. 


Every One Isa 


S.A.E. WASHERS 


U.S.S. WASHERS 


6400 PARK AVE. 


AIRCRAFT WASHERS 
SQUARE WASHERS 


LIGHT STEEL WASHERS 


ASTER PRODUCT! 


Our Washers are flat, clean cut, hand sorted —no scrap, no 


slugs, no miscuts. Packed in kegs or cartons. 


Whatever your needs may be, we can fill them. In addition 
to a full line of standard washers, we put at your disposal 
thousaands of tools for special washers in steel, brass, copper, 


bronze. lead. aluminum or any metal desired. 


RIVETING BURRS 
EXPANSION PLUGS 

SHIM WASHERS 
BRASS WASHERS 

MACHINERY BUSHINGS 


DISCS 


THE MASTER PRODUCTS co. 


CLEVELAND 5, OHIO 


HARDWARE AGE 
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Designed to Sell and to Satisfy 


The Barcalo line includes 
all styles of pliers, 
wrenches, screwdrivers, 
punches and chisels in the 
popular sizes and finishes 
Combining high quality 
with reasonable prices, 
Barcalo tools justify your 
unqualified recommenda- 
tion... give your cus- 
tomers complete satis- 
faction. 





MANUFACTURING CO. 


Dept. H.A. 225 Louisiana St. 
BUFFALO, NEW YORK 


WHAT 
LOWE BROTHERS 
WARTIME RESEARCH 
MEANS TO YOU 


tion 


osal 


protection of America’s wor weapons—as 
well as finishes for the home front, will 
result in a great contribution to peace-time 
_Victory’s great day will bring Lowe 
’ — Brothers Paint Products which will enable 
caters een serve better. 
The ownership and care of tools is of 
interest to thousands of new prospects 
for these extra-durable, lifetime-quality 
boxes. Despite limited production, your 
jobber can probably obtain at least a few 
for you. Worth trying! 
MASTER METAL PRODUCTS, INC. serge Ba 
321-K Chicago Street Buffalo 4, New York ‘ 
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ADDITIONAL SUPPLIES of 
sole leather for shoe repair purposes 
will be available to civilians during the 
current month as a result of a directive 
recently sent to a large number of sole 
leather cutters by WPB. The directive, 
which is mandatory, requires the cut- 
ters to provide substantial quantities of 
finders’ bend to the shoe repair trade 
during October over and above what 
they would normally supply. 

Similar to an action taken last month, 
the move is intended to alleviate the 
serious sole leather situation confront- 
ing the shoe repairing industry and to 
direct as much as possible the limited 
stocks of leather available into shoe re 
pair channels. 

Cutters to whom the directive was 
sent are required to give the directive 
their highest delivery priority and are 
prohibited from selling or delivering 
any leather until terms of the directive 
are complied with. Distribution of the 
repair leather must be in conformity 
with the fair distribution clauses of 
Order M-310. 

x * * 


EFFECTIVE OCTOBER 19, OPA 
has authorized manufacturers or dis- 
tributers of stoves who had entered into 
arrangements before last Dec. 19 for 
certain companies to sell their stoves 


exclusively in an area to continue these 
arrangements, thus permitting them to 
maintain the good will they have built 
up. Such exclusive sales understand- 
ings can be continued only if the seller 
made no stove sales to any other dealer 
or distributer in the area than the one 
with which the arrengement was made, 
except that this does not include sales 
made under WPB priorities. 

To assure that the proper number of 
stoves will move into the various areas, 
in line with the quotas set up by the 
stove ration order, these provisions do 
not apply to exclusive sales arrange- 
ments under which the manufacturer 
may limit the number of stoves which 
his exclusive dealer may buy. 

In continuing exclusive sales arrange- 
ments by Amendment No. 2 to Ration 
Order 9A, OPA said that since it is in 
the interest of the exclusive dealer to 
move out the particular brands of stoves, 
the over-all distribution of stoves will 
not be restricted in any way. 


a ® ® 


THE OFFICE OF CIVILIAN 
REQUIREMENTS is presently lay- 
ing plans for the possible production 
of many needed household items in the 
first quarter of 1944. 

OCR officials have now come to con- 


sider the keeping of time as essential 
and much of their activity is in that 
direction. Replying to criticism con- 
cerning the “Victory” model alarm 
clocks, officials said that the fault was 
not with the clock itself, but to the 
distribution of these clocks. OCR’s 
Wholesale and Retail Trade Division 
is working on this problem and future 
distribution of these clocks should be 
on a more equitable basis. No one 
knows the number of these clocks that 
will be produced in 1944. 

The disappearance of moderately 
priced watches from the market has led 
to the consideration of allowing pro- 
duction of non-jeweled pocket watches 
and wrist watches, which would retail 
at $4 to $8. 

Some thought is also being given to 
increasing the production of low-priced 
plate flatware, which is now being 
turned out primarily for restaurant use. 
This action was prompted by the in- 
crease in marriages and the subsequent 
need for eating utensils. 

The mere fact that OCR is consider- 
ing production of these items should 
not lead one to believe that they will 
be on the market in large quantities. 
This is an impossibility for two reasons: 
first, allotments of materials for the 
fourth quarter of 1943 have been made 
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FULLY 
GUARANTEED * 
AS TO QUALITY, 
FIT AND FINISH 


Patterns are available for practically all plows, 
| listers, middlebreakers in No. | soft center or No. 
2 crucible steel of the highest quality obtainable. 
Send today for catalog and trade prices. 









STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO 


CARPENTERSVILLE, ILLINOIS, U.S.A. 


ESTABLISHED 1873 
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Now’s the time 
to order your 


DS BEREA 
GRINDSTONES 





The Army and Navy come first...which means that our 
deliveries on BEREA Grindstones may be slow next Spring. 
Don’t take a chance! Place your order now for this popular, 
fast-selling line which has been a steady favorite for more 
than half a century. 





THE STREAMLINER is one of 
the newer BEREA Grind- 
stones. Full line is illustrated 
in Catalog No. 22. Check 
your requirements promptly 
to avoid disappointment. 
















lon 
BEREA ABRASIVES Glguay 


Division of The Cleveland Quarries Co. - Cleveland. Ohio 

















ARCADE 





HARDWARE & TOOLS 


Since 1885 
Arcade 
HARDWARE 


| and TOOLS 
Do you know what In doing have been the choice of thou- 









a ae | | Pay hip 

Vy ot P lanes, Tankd and gui . | Young America at play. Now, 

Of COWRSL my plant makes gale the materials that were former- 
, 





I d to make Arcade prod- 
valves loo, and Su Ale that You oe ach ead veeian ‘ne the Nase 
“4 * ments of war . . . implements 

gel Aorvice on Your orders F you | that will bring Victory. 
have Whe eg utred high naling. | When a victorious peace is 


won, the Arcade production 


Duck Bill | lines will again be converted 


back to peacetime products. 





ade UL Le 7 


ROCKFORD, ILLINOIS 


“Plumbing rast Goods Since 1890” 





ARCADE MFG. CO. 


1201 SHAWNEE STREET 
The Complete Line of FREEPORT, ILL. 
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and do not include these items in pro- 
duction schedules for large scale 
civilian consumption; second, if produc- 
tion is permitted next year it will not 
be on a pre-war basis, but only to fill 
essential needs. 

OCR is now re-examining the pro- 
duction facilities for these as well as 
many other items, and determining just 
how many will fill the minimum essen- 
tial civilian needs next year. All fac- 
tors, including manpower and material, 
are being considered. 

When all this material is gathered 
the amounts of material required will 
be balanced with other material re- 
quirements of OCR and these require- 
ments will be presented to WPB’s Re- 
quirements Committee early in Novem- 
ber. This committee makes the material 
allotments to all claimant agencies and 
it is expected that OCR’s allotment for 
the first quarter will be larger than 
any previous portion. However, pro- 
duction of goods from the allotments 
cannot begin until after Jan. 1, 1944, 
and these goods will not reach the 
market until possibly early spring. 

If production is so far off, the ques- 
tion is asked, “why say anything about 
it?” The general opinion in Washing- 
ton is that all signs are indicating a 
trend toward easing up on the civilian 


economy, and as one OCR official put 






“It tops them all! A 
natural, no matter 
what fluorescent 
tubes I use.” 


Dept. HA-10 


it this might be called our “post-war 
planning.” 
x * 


THE ARMY IS SPENDING 
more than $1,000,000 a month for 
recreational and athletic equipment for 
its fighting men at home and overseas. 
Over $13,000,000 worth of such mer- 
chandise has been purchased by the 
Quartermaster Corps since July, 1942. 

Outdoor sports such as baseball and 
football are favorites with fighting men, 
no matter where they are. A _ partial 
list of other equipment includes jave- 
lins, badminton sets, medicine balls, 
striking bags, fencing equipment, div- 
ing boards, darts, boxing gloves and 
even fishing rods and equipment. 

For those who prefer less active 
recreation there are packs of cards, 
dominoes, backgammon, darts, chess, 
checkers, bingo and other small games. 
Pianos, phonographs and radio sets are 
included among the purchases as well 
as numbers of small instruments such 
as harmonicas, ocarinas and tonettes. 

2: & 

DISTRIBUTION IS REGULAT- 
ED by requisitions made by com- 
manders of the service commands or 
the commander of oversea theaters, as 
the case may be. Allocations for do- 
mestic troops are made on a general 
basis of $1 per man while “kits” valued 





bination with 
Starter Socket 
No. 252 


Patented est. 


at about $180 may be issued to each 
oversea unit of 100 to 200 men. 

The “A” kit is a collection of small 
games including about 85 sets of cards 
and other games of which 36 are card 
decks. A similar kit, called the “F” 
kit, is distributed primarily for use on 
transports and at overseas rest camps 
and hospitals. 

A special “B” kit takes care of the 
musically inclined. Also in this kit are 
included paper-bound song books and 
small musical instrumetns. 


x * * 


ESTABLISHMENT of a Mainte- 
nance and Construction Section in the 
Wholesale and Retail Trade Division 
has been announced by the Office of 
Civilian Requirements. The new sec- 
tion will absorb the responsibilities of 
the former Wholesale and Retail Trade 
Section of the Service Equipment Divi- 
sion. 

Purpose of the new section will be 
to handle all problems relating to main- 
tenance, repair, supplies, equipment 
and construction requirements of whole- 
sale and retail establishments. 

It was pointed out that maintenance 
of operating facilities is of major im- 
portance in assuring proper distribution 
of consumers’ goods and that the func- 
tions of the new section would be to 
determine essential operating require- 








A Winning Combination 


LLOYD STARTERS, sure fire and long lived. LLOYD 
LAMPHOLDERS which place no strain on lamp when 
inserting. Just place ONE prong of lamp in holder 
slot at each end... a slight twist and the lamp is locked. 
LLOYD STARTER SOCKETS with the famous “Lobster 
. Claw” Dual Lock Contact which won’t let go. 


LLOYD STARTERS ARE 
LISTED AND APPROVED BY 
© Underwriters’ Laboratories Inc. 
® Canadian Eng. Standards Assoc. 
® Certified by Electrical Testing Laboratory— 
Spec. 6 
® Certified to Fleur-O-Lier Standards 


LLOYD POLICY INSURES QUALITY 


° Starter 
Twist Type Socket 
Lamp Holder Cat. 252 
Cat. 353 Showing “‘Lob- 
Shown in com- ster Claw” 


Dual Lock 
Contact. Sim- 
plest — Strong- 


Patented 


LLOYD PRODUCTS COMPANY 


Providence 5, R. I. 
REPRESENTATIVES — BRANCH OFFICES — WAREHOUSE STOCKS IN 23 LEADING CITIES 
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STERNO in JARS has been merchandized 
with phenomenal success for some months. 
All that is necessary for the consumer to use 
STERNO in JARS is to have an empty 
STERNO can for refilling. 


While most every user has such empty 
STERNO can, in some instances this may not 
be so. 


We, therefore, want your cooperation to 
make it possible for every one to obtain such 
empty can. 


You can do this by suggesting that they can 
obtain one free by writing us direct. 


RETAIL PRICE—Jar 49¢ 
Your Price dozen GA,30 ru wor s50 


STERNO CORPORATION 


9 East 37th Street New York, N. Y. 


Far West 60c 


A VITAL MESSAGE TO YOU 


Caution 
O NOT BURN 


oin this glass 


Contents this jar 
olant-Wots 
FIVE small cans 
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SOLIDIFIED ALCOHOL 
For Refilling Purposes Only 
DO NOT BURN IN JAR 


Read Direction Label Carefully: 
Contents 13% 02 No. 4013 Printed in U. 5:4 


speeeathd”s 
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STERNO corPoRaTiION, NEW YORK —/ 
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No. 4013 








certain lines. “Our Country first”—you understand! 


HDWE. MFG. COMPANY 
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PHILLIPS 
RECESSED 
HEAD 
SELF 
CENTERING 


woobD 
SCREWS 


Supply the increasing demand for these 
modern screws which we are licensed to 
manufacture. The tapered recess in the 
screw head fits the tapered point in the 
driver and the screw clings firmly to the 
driver. The driver cannot slip from the 
recess. All standard sizes. Send for Cata- 
log of Screws for Metal or Wood, also our 
varied line of Hardware. 


Government restrictions prevent us filling orders on 


THE SOUTHINGTON 


Est. MWKOUTHINGTON. CONN. iit; | 











A Fast Selling Rat Bait— 


Our leader— 
Rough & Ready 
Candy Rat Bait is 
a fast seller. It is 
| an oven-dried 
“Red Squill” prod- 
uct that is sure 
death to rats, but 
NON-POISON.- 
OUS to pets, poul- 
try and human 
beings. 


Red Squill is 
recommended by 
the Dept. of Agri- 
culture. Has no 
odor. Packed on 


Sales Making Display Cards 


that hold 16 bags. Retails profitably at 25 cents per bag. 
Satisfaction guaranteed. Jobbers and Retailers—-write for 
literature and prices on our complete line of Rat Killers. 


J. T. EATON & CO., CORTLAND, OHIO 
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ments of wholesale and retail dis 
tributers. 


2 2 


QUOTAS establishing the quantities 
of over 150 specified types of canning 
machinery and equipment that may be 
manufactured during the year beginning 
Oct. 1, 1943, were announced recently by 
WPB. Action was taken through issu- 
ance of Schedule III of L-292. The 
order provides for schedules prescribing 
the number of units of various kinds of 
food processing machinery which may 
be manufactured by any producer. Prior 
to issuance of Schedule III, prodution 
of canning machinery was limited by 
the order to 50 per cent of the annual 
average number of units produced dur- 
ing 1939-41. 

For most of the items listed, per- 
mitted quantities are expressed in per- 
centages of the annual average number 
of units produced by a manufacturer 
during 1939, 1940 and 1941. In the 
case of a few items, percentages ‘are 
based on 1942 production, since there 
was little or no production prior to 
that year. The quota for steam pressure 
peelers, a newly-developed machine not 
manufactured before 1943, is based on 
the first nine months of 1943. For a 
few items, where available, information 
was insufficient to establish percentages 
based on 


previous production, manu- 





facture is permitted only on approved 
orders. In general, production quotas 
are set at approximately 100 per cent 
of the base production figure. How- 
ever, on items needed for the food ex 
pansion program, such as dehydration. 
percentages run considerably higher. 
and are over 1000 per cent in some 
instances. 

Quotas established by the schedule 
are for the domestic program of WFA. 
Equipment for export outside of the 
territorial limits of the United States 
and Canada and for direct military use 
may be manufactured in excess of the 
quotas. The schedule provides that 
WPB may increase or decrease any 
quota or transfer any portion of it from 
one manufacturer to others, should need 
arise. 


x «rk 


FILE AND RASP MANUFAC- 
TURERS may accept deliveries of spe- 
cial high carbon steel in special forms 
and shapes necessary for the manufac- 
ture of file and rasps, provided the in- 
ventories of such carbon steel shapes 
do not, by such acceptance become in 
excess of 120-days supply, WPB an- 
nounced recently. 

However, users of such steels may 
not accept deliveries which would in- 
crease their inventories beyond a prac- 





ticable working minimum. The general 
inventory rule may be “exceeded only 
when the procurable quantities preclude 
compliance with the regulation. 

This exception to inventory regula- 
tions covering controlled materials be- 
comes effective with the issuance of In- 
ventory Direction 12 to CMP Regula- 
tion 2. 

. FF 


HARDWARE MEN having busi- 
ness with the Consumers Durable Goods 
Division in OCR will soon be greeted 
by a new face in Washington. Henry 
A. Dinegar, head of the Durable Goods 
and Products Division, will have as an 
assistant Roland P. Brown, formerly 
Director of Programing in the WPB 
Consumer Durable Goods Division. Mr. 
Brown’s work will embrace that wide 
range of goods commonly called 
sumer durables.” 

Mr. Brown has had 22 years of ex- 
perience in marketing and merchandis- 
ing of consumer products. He was for- 
merly director of the Market and Con- 
sumer Research Division, R. L. Polk & 
Co., city directory publishers and one 
of the world’s larget fact-finding or- 
ganizations. He pioneered the Polk 
nation-wide consensus of consumers and 


has been with WPB since July, 1942. 


“con- 





REMEMBER Doo-KLIP 


The World’s Finest Grass Shear 


The minute the war is over we will be out with our com- 
plete new Do0d-Klip line. We believe it will be the finest 
line of lawn tools ever offered. * Quality’ will be main- 


tained in every particular, and the same aggressive pol- 
icy of advertising and mérchandising will be back of the 
line. ¢ It will pay you to remember Doo-Klip. 


THE LEWIS ENGINEERING ‘& MFG. Co. 
ALLIANCE + OH#0 
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SEND FOR SAMPLES OF THIS 
FEEDER THAT’S MADE TO 
LAST LONGER, EVEN IF WET 
When you feature the Admat 
WAXED Chick Feeder you're building sales 
not just for now, but for peace-time, too. 


Admat devised its strong waxed model to 
meet a growing demand for inexpensive 
feeders —a demand that should continue 
among home poultry raisers after the war. 
Do not confuse the Admat Waxed feeder 
with some flimsy pasteboard styles you 
may have seen or handled. This feeder is 
made of heavy fibreboard, then dipped in 
molten wax for water repellency. ASK 
FOR YOUR SAMPLE AND PRICES TO- 
DAY. (We sell jobbers only). 


~ 


1a wi et. 
CWWK FEEDER ») 
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ADMAT LTD. CRICHTON (MOBILE), ALA. 
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ROPER (/p) Means 


Certified Performance 


“Making Roper @) gas ranges cer- 
tainly seemed important in peacetimes. 
And it was, too. But now I’m proud of 
you because you're making implements 
of war. Your job is to help sink the Axis 
by being at your machine every day 
—and buying all the War Bonds you 
can, too.” 


Don’t look for it now. If doesn’t exist 
yet. But after the war a new, improved 
Roper ([p) gas range will take its place 
on display floors all over the nation. 
It's a range you're going to want to 
feature after the war. 


An ideal booklet for distribution to 
your customers. It tells them how to 
use their present gas range to great- 
est advantage—what to do to make 
it last. Free sample will be sent upon 
request. Quantities—$1.00 per 
hundred. 


CORPORATION 
GENERAL SALES OFFICE AND PLANT: ROCKFORD, LLINOIS 
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Hand tools, ete.——Carpenter, 
mechanics’ and household tools in gen- 
eral have loosened up to the extent that 
more of the staple items are now being 
shipped on jobbers’ orders rated as low 
as AA-3. Small tool handles are still 
scarce, and this, with the shortage of 
cartons, causes many delays which the 
makers could otherwise avoid. The 
scope of General Preference Order E-5-a 
was clarified by a Sept. 25 amendment 
which redefines gages and: precision 
measuring hand tools as “those types of 
tools which are listed in the attached 
Exhibit A, excluding tools made of 
wood.” Exhibit A is revised to list the 
exact gages and tools covered by the 
definition. Exhibit B, also part of the 
order, is revised to list the types of tools 
exempt from the certification require 
ment, and from the inventory restric 
tion, of the amended order. 

* * - 

Newly-permitted steel items 

By recent amendments to orders 
L-211 and M-126, WPB has opened up 
some useful further uses of steel. One 
of these changes will permit use of 
longer fence posts (if made from steel 
rails) for snow fences. Order No. M- 
126 now allows use of stainless steel 
for buckets and pans for use in chemi- 
cal plants and plants handling explo- 
sives. Approved also is the use of all 
kinds of iron and steel for making weed 
cutters and cdeanout doors. 

o > * 

Reinforcing bars—tThe steel 
division of the WPB has asked builders 
to use concrete reinforcing bars, stock- 
piles of which are increasing, to help 
relieve the shortage in lumber prod- 
ucts. This is an unexpected turn to the 
“substitute” program. 

> + 

Electrical conduit, ete-—WPB 
Order L-225, amended effective Oct. 1, 
further restricts production, sale and 
installations of all types of electrical 
conduit, including heavy and thin wall 
metallic tubing, flexible metallic con- 
duit and metal moulding. Previously 
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allowed production of heavy wall tub- 
ing was 75 per cent of 1941 output, this 
now is reduced to 40 per cent; thin 
wall metallic tubing has been reduced 
to 30 per cent of 1941 output—previ- 
ously 50 per cent. Flexible metallic 
conduit production has been cut to 
about 16 per cent and metallic race- 
ways or moulding to 50 per cent of 
1941 output. Preference rating of AA-5 
or better is now required on sales by 
manufacturers and jobbers. 
* * « 

Fountain pen repairs The 
quarterly quota assigned for manu- 
facture of repair parts for fountain pens 
and mechanical pencils has been in- 
creased to 30 per cent (formerly 20 per 
cent) of repair parts produced by each 
manufacturer during 1941. This cor- 
rects an error made when Order L-227 
was amended Sept. 15. It was then in- 
tended to retain the 30 per cent quota 
established by the original order, but 
through a typographical error the quota 
was reduced to 20 per cent. 

* * * 

Linseed oil substitute — Con- 
trolled price se¢hedules are in effect 
Oct. 1, on the “Federal Specifications” 
oil provided for in Order M-322 as a 
substitute for linseed oil. The new 
OPA schedule establishes these maxi- 
mum retail selling prices: 50 gallon 
drums—$1.40 per gallon; 5 gallon con- 
tainers—$1.50 per gallon; 1 gallon con- 
tainers—$1.60 per gallon; 1 quart con- 
tainers—$2.00 per gallon. All are plus 
whatever pro-rata amount the seller at 
retail is required to pay for transpor- 
tation from his supplier. 

* * * 

Builders’ hardware — De- 
liveries from manufacturers are very 
slow. Jobbers say especially that pad- 
locks and night latches are very scarce. 
and can be obtained only on orders 
with very high ratings. Padlocks re- 
quire AA-1 to get service even as 
“early” as five to eight months. Manu- 
facturers are gradually simplifying 
their lines further, and are making 


every effort to catch up with their flood 
of war agency business. A new re- 
vision of Price Regulation 317, effec- 
tive Sept. 28 sets detailed maximum 
prices for all different makers of iron, 
steel and plastic cylindrical and tubular 
dead locks and lock sets, etc. Prices in 
general follow quotations prevailing in 
March, 1942. Maximum markup for 
wholesalers’ sales is set. Retail sales 
are governed by the 1942 General Max- 
imum Price Regulation. 

* £ a“ 

Bristle supplies — Restrictions 
on inventories of pigs’ and _ hogs’ 
bristles held by brush manufacturers 
have been tightened by recent WPB 
amendments of Order M-51. Bristle in- 
ventories are now limited either to one- 
half the amount of bristles consumed 
by the individual producer between 
Jan. 1 and June 30 of this year, or to a 
“practicable working inventory,” which- 
ever is the smaller. It is made clear 
that the grant of preference ratings 
does not of itself indicate any per- 
mitted use of bristles, and the only per- 
mitted uses continue to be those listed 
in the order. Another change provides 
that the use of bristles for the manu- 
facture of brushes to be used in the 
“construction of facilities,” as well as 
for maintenance, repair and operating 
of such facilities, is permitted if the 
facilities are allied to activities rated in 
Schedules I and II of CMP Regulation 
S. 

* & * 

Burlap bags eased—The WPB 
has relaxed some of its restrictions on 
use and purchase of burlap bags, 
through amendment of order M-221. 
The amendment removes quotas on 
farmers’ and packers’ purchases of new 
burlap bags for packing certan agri- 
cultural products for the balance of 
1943, It also permits purchase of new 
burlap bags for packing salt, and in- 
creases purchase quotas for several 
nonagricultural products,. including 
petroleum waxes to 100 per cent of 
1941 use. 

* * & 

Woven-wire netting — The 

great scarcity of poultry and animal- 
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“BROTHER, YOU CAN’T FEED THE WORLD BY HAND” 


Only machines can keep U. S. agriculture doing the 
job ...and only the distributors and dealers of the 
nation can keep those machines going—by supplying 


the farmers with repair and maintenance parts! 
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It is estimated that 98% of farm production this year has 
to depend on machines already in service in 1942... in 
many cases, before 1942. 

This means a maintenance and repair program utilizing 


every scrap of metal — every spark of ingenuity — that 
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farmers and farm implement suppliers can command. 

RB & W, whose EMPIRE Bolts and Nuts were used in 
the first metal plows in America, must and will continue 
to make its famous Plow Bolts available to the farmers of 
the nation through its usual distribution channels. 

The War Production Board, Wholesale and Retail Divi- 
sion, fully recognizes the vital necessity of a successful pro- 
gram for maintaining farm equipment. When you apply 
for a rating to extend on plow bolts or other parts, you will 
have no difficulty in obtaining prompt and sufficient help 


in filling your requirements. 
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Factories at: Rock Falls, Ill.; Port Chester, N. Y.; Coraopolis, Penn.; Sales offices at: Philadelphia, Chicago, Detroit, Los Angeles, Portland, Seattle 
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pen nettings and fish netting, for gen- 
eral use, is chiefly due to the huge re- 
quirements of camouflage netting for 
the armed forces and fish netting for 
Lend-Lease and commercial purposes. 
A new WPB directive sent to eight 
netting manufacturers stipulates the 
exact minimum poundages of each type 
of netting which must be produced by 
each mill during each month of the 
quarter. Allotments to each manufac- 
turer are in direct proportion to his 
available facilities as reported to WPB. 
One major effect of the action will be 
to put production of the various types 
of netting in balance by the end of the 
year; likewise, Lend-Lease requirements 
will be fulfilled. It is, however, very 


likely that allotments to jobbers and 
dealers for farm use may be curtailed 
or delayed further by this strict fourth 
quarter program. 


Large commercial scales 
Late last month, WPB revised order 
L-190, imposing standardization mea- 
sures on production of large-capacity 
scales, used primarily for commercial 
purposes. These are expected to save 
about 25 per cent of the steel tonnages 
now used by the industry, and prob- 
ably to permit about 20 per cent greater 
production, with reduced inventories 
all along the line. The new schedules 








"WELL GET EM THERES” 


“INVASIONS SURE DEMAND PLENTY OF PORTABLE POWER 
for lights and communications,” says Homer G. Snoopshaw. 
“The needs of our Armed Forces pinch civilian quotas pretty hard 
sometimes, but we’re working day and night turning out 
batteries as fast as we can. We appreciate your help in distrib- 
uting the supply fair and square to those who need them most.” 
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Puce CONSERVATION AIDS. You can help 

battery users conserve the critical war materials in dry 

batteries and get maximum service from them. Write 
for a supply of Burgess “Battery Savers.” 


BURGESS BATTERY COMPANY, FREEPORT, ILLINOIS 
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are summarized below. No exceptions 
are permitted without authorization oi 
WPB. However, a 30-day period is pro 
vided for consumption of stocks of parts 
held by manufacturers. Railway Track 
Seales: No railway track scale can be 
made unless designed for weighrail- 
which are either 50, 60 or 72 feet long 
Rated sectional capacities must be 
either 50, 60, 75, 100, 150 or 200 tons 
per section. Only four section scales 
are permitted. Motor truck scales: 
Limited to seven specific sizes and ca- 
pacities. Each manufacturer must re- 
strict himself to his lightest lever sys- 
tem for each size and _ capacity. 
Portable Beam Scales: Limited to five 
specific models, with three types of 
weighbeams allowed for each model. 
Rolling Mill Scales: Only one model 
permitted; with capacity of 10,000 
lb. with single lever system and one 
size of main platform. Portable Dial 
Scales: Only one size permitted for the 
industry. Dials: Only those are per- 
mitted having a reading line with a 
diameter of 20 inches, or between 14 
and 15 inches. Self-Contained Floor 
Scales: Only those with skeleton frame, 
wood box or fulcrum stand construction 
allowed. Built-in Floor Scales: Only 
those with wood platforms permitted. 


* *: * 


Ammonium Nitrate  Fer- 
tilizer—Although the practicability of 
using ammonium nitrate as an agri- 
cultural fertilizer was questioned at 
first, because of its “caking” tenden- 
cies, methods of treatment have so im 
proved that orders lately received can- 
not be filled entirely and plans are 
being made to increase the available 
supply. Last April, government capacity 
to produce ammonium nitrate began to 
exceed the amount needed for military 
explosives, so the surplus was immedi- 
ately diverted to agricultural fertilizer 


‘use. The early material gave trouble with 


caking, but work was once started to 
make a free flowing material. This work 
has now reached the point where thou- 
sands of tons are being produced 
monthly. 

To increase the available supply, ar- 
rangements are being made for Ord- 
nance plants to extend facilities which 
can be used to manufacture agricultural 
grade nitrate. When all facilities are 
operating the United States should have 
a large new supply of nitrogen fertilizer. 
produced from synthetic sources on the 
North American Continent. 


* * 8 


Plumbing lines—Jobbers re- 
port that galvanized range boilers are 
now being received fairly promptly on 
WPB-547 orders. Also that, for some 
time, it was almost impossible to obtain 
cast iron faucets except on AA-I ratings. 
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but some of these are coming 
through to jobbers on orders rated AA-4 
und AA-3. These easings are 


welcome. Simplification and standardi 


now 
very 


zation of porcelain lined range boilers 
and hot water storage tanks were an- 
WPB, in 
amending Order L-199, Plumbing and 
This 


program 


nounced recently by the 


Heating Tanks. completes the 


simplification which earlier 
covered range boilers and water storage 
tanks. The new action also permits 
the release inventory of 


from copper. 


brass, monel metal and stainless stee! 
range boilers to be used for replace- 
ment for existing similar installations. 
with the provisions that the replaced 
tank is of non-ferrous metal, and that 
the replaced tank will be delivered to 
an approved scrap dealer. It is esti- 
mated that an inventory of some 2500 
of these non-ferrous range. boilers now 
exists. Permission to release all metal 
supports in inventory and to resume 
production of cast iron boiler stands 
was also granted by the revised order. 


* * * 


Incandescent lamps Some 
photoflash and photoflood incandescent 
lamps for civilians have been freed 
from the requirement that purchasers 
submit preference ratings under Order 
L-28. Delivery of lamp bases from base 
manufacturers to other lamp manufac 
turers is no longer subject to specific 
authorization of WPB. 


of lamp bases are no longer required: to 
p g 


Manufacturers 


report the total metal weight of bases, 
which they expect to be able to transfer 


or deliver. 
. — oo 


Metal Garment Hangers— 
WPB has put out an urgent appeal that 
all households turn in all unused clothes 
hangers—wooden or metal—which can 
be located, so that dry cleaners and 
pressers may return garments clean and 
unwrinkled. It 
ever that clothes now in use be con- 
served by being kept clean. This month 
the National Association of Dyers and 
Cleaners will start a nationwide cam- 
paign to collect idle hangers, WPB 
states. Receiving centers to which house- 
wives can bring their extra hangers 


is more essential than 


will be set up in every community. 
Route men will also pick up hangers 
directly from homes when they make 
deliveries. For lack of wire hangers. 
turned to paperboard 
hangers. Now even these are hard to 
obtain, for they are made of the same 
heavy paperboard that is needed to 
make boxes and cartons for overseas 
shipments of military goods. 


cleaners have 


* * - 
Brush industry notes—A re- 
cent meeting of the Paint Brush Manu- 
facturers Industry Advisory Committee, 
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with WPB officials, suggested that bris- 
tle order M-51 be liberalized to permit 
larger inventories than is now possible. 
Distributors’ stocks are now very small 
and present supplies of non-bristle 
brushes do not meet requirements for 
heavy painting. Officials of the Office of 
Civilian Requirements have stated that 
a certain proportion of brushes now 
manufactured are needed for civilian 
use, primarily for health purposes. The 
committee also considered the results of 
tests made with zinc coatings for paint 
brush ferrules. Following the disclosure 


that such coatings are not suitable, it 


+ 


was agreed that further tests be made 
with lead coatings. The possibility of 
adjusting bristle inventories in the 
brush industry through interchange of 
surplus stocks between various plants 
or divisions of the industry was dis- 
cussed and planned. 


* > * 


War production at peak 
lt is hinted that America’s production 
of war supplies has about reached the 
peak where some scaling down in favor 
of more civilian goods will become pos- 
The huge task of building or 
converting factories to munitions output 


sible. 





ee these 10 


> 


“y 


acl 
iy 
AN, 

/ 


wv 


...9 would prefer that you stock Weldwood Glue 


In a recent survey among people who 
had used both Weldwood Glue and 
other kinds, 9 out of 10 said they 
prefer Weldwood Plastic Resin Glue! 


Doesn't that clinch it? This modern 
glue has what your customers want — 
tremendous strength, fast setting qual- 
ities and ease of mixing! 


With its hundreds of uses for hobby- 
ists, cabinet-makers and industrial 
concerns, you can’t afford not to stock 
it. 


It comes attractively packed in display 
cartons for counter sales in 10¢, 25¢, 


Weldwood Glue has everything: 


1. Tremendous strength. 

2. Waterproof, bacteria- 
and rot-proof. 

3. Quick and easy to use. 
No heating. Mixed just 
by adding tap water. RPROOF 

4. Economical. : 

5. Applied cold. Quick 
setting 

G6. Stain-free. 


‘Makes the Glue Line the SAFETY Line” 


WELDWAUD 
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WATERPROOF 
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___ WELDWOOD GLUE 
_. is nationally advertised 
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in 14 different publications | 
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‘Mabus the ghee Winn the BAFETT tine” 


WELOWOUD 


WATE PROOF GLUE 

















50¢, 85¢ (1 lb.) sizes and also in 


5 Ib. cans. 


Order Weldwood Glue from your 
jobber today. Or send in the coupon 


for complete information. 





Weldwood Glue Dept. 21, 103 Park Avenue 
New York 17, N. Y. 


Please send literature, prices, dis- 
counts, samples, and information on 
WELDWOOD Glue dealer plan 


ees 


Address 





My jobber’s name is. __ 
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UNITED STATES PLYWOOD CORPORATION 





is complete, production is going forward 
largely and steadily, and already the 
schedules originally set up for some 
types of military and naval equipment 
are being altered to fit actual war re- 
quirements more exactly. Also, because 
of the advanced state of war operations, 
particularly in Europe, military and 
naval planners now can estimate their 
future needs with greater certainty, 
perhaps eliminating some projected 
munitions output no longer considered 


necessary. 


Record steel output—Not only 
was a new weekly output record of 
steel reached during the mid-October 
week (1,781,300 net tons)—-but new 
record high levels of steel production 
were reached in September, by reason 
of new furnaces coming into produc- 
tion. September’s output was 7,488,978 
tons of ingots and steel for castings, a 
weekly average of 1,749,761 tons com- 
pared with 1,648,953 a year earlier. 


« . * 


Extending price controls 
The OPA has announced dollars-and- 
cents ceiling prices for prime quality 
heavy steel products, sold by heavy steel 
warehouses in seven newly created pric- 
ing zones in the South and on the Pa- 
cific Coast. It has also set up a basis for 
computing maximum delivered prices on 
iron and steel products sold by ware- 
houses when shipped to points not 
served by rail carrier. 


* * * 


Looking ahead—The outlook 
for sustained high steel production in 


October remains favorable in most dis- 
tricts, and industry observers expect a 
new all time monthly output this month. 
There is plenty of demand to absorb 
the present steel output. Concentration 
of orders remains unprecedentedly 
heavy in steel plates and sheets, with 
some schedules already set up, running 
through next June. Most of the current 
production of sheets is going into land- 
ing field mats, drum and container 
manufacture, war vehicle production 


and other primary war uses. 


* * oa 


News of farm items—Prob- 
ably by the year-end, manufacturers 
will be shipping limited amounts of 
wood-lined steel cattle stanchions. Pro- 
duction is again permitted under certain 
strict rules, but it will take some weeks 
to obtain materials and get under way. 
Farmers are expected to give a great 
lift to the newly emphasized “Victory 
Scrap Bank” drive, now under way, and 
to extend to Nov. 15. This drive is 
designed to replenish the country’s 
fast diminishing stockpiles of scrap iron 
and steel, so vital in the production of 
weapons of war. Under their heavy 
operations, the steel mills this summer 
and fall are forced to draw more heavily 
on their scrap reserves than had been 
anticipated. As a result, the present 
scrap inventory stands at less than a 
two months supply. Sheet metal 
brooders, feeders and waterers, etc., are 
expected to be again available after 
Jan. 1, based on a percentage of those 
made in 1941, Substitute materials 
have been helpful during the past sea- 





Giftwares and Furniture Did Well at Christmas 





The Bryan Hardware Co., Westfield, Mass., showed giftwares, including 

some furniture, items, etc., in this fashion last year. The Christmas holi- 

day decoration angle was obtained by means of a background showing 

Santa Claus with “Gifts for Everyone”. Crepe paper on the floor added 

further to the simple decorative effect. as did the stars over the Venetian 
blind background. 
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son, but will quickly yield to the metal 
poultry supplies when these reach the 
Another help will be the re- 


market. 
lease of certain amounts of copper belt 
rivets and burrs, when properly rated 
(AA-5) and certified for farm repair 
uses. The supplies of steel rivets have 
also been better in recent weeks, by 


report from several jobbing sources. 


* * %* 


Mason jars—There.has been 
an unusual, and probably successful, 
effort on the part of manufacturers and 
distributors, to clean up this season all 
possible stocks of the part-glass-topped 
jars received this year. 


*« * * 


The tin-can drive—WPB em- 
phasizes again that 400,000,000 used tin 
cans are needed monthly for war pro- 
duction, and has asked America’s house- 
wives to salvage at least twice the num- 
ber of tin cans currently being col- 
lected. Although constant improvement 
has been made in the collection of tin 
cans since the beginning of the program 
June 1, 1942, the fact remains that 
two out of every three tin cans are still 
being wasted. This must not con- 
tinue, WPB states, because tin cans 
have become a vitally important factor 
in the production of three most ur- 
gently needed metals. They provide 
not only pure tin, but large quantities 
of high-grade steel scrap; while in the 
Far West tin cans are used to recover 
copper deposit from mine waters. 


* * * 


Tire and tube stocks—Control 
of tire and tube inventories in the 
hands of dealers, formerly the function 
of the Office of the Rubber Director, 
has been divided between that office and 
OPA, through October 19 amendment 
of Rubber Order R-1. This retains in- 
ventory control in the Office of the 
Rubber Director on tires and tubes for 
bicycles and airplanes, pneumatic in- 
dustrial tires and tubes and solid indus- 
trial tires. The order indicates that in- 
ventory control of passenger car and 
motorcycle tires and tubes, truck, bus 
and special purpose tires and tubes, 
farm tractor-implement tires and tubes 
and solid truck-trailer tires will be 
under OPA, so that this function might 
be combined with rationing, and respon- 
sibility for distribution rest with one 
agency. The inventory control regu- 
lation includes tires and tubes “on 
as well as “on hand.” It pro- 


? 


order’ 
vides that no person shall deliver any 
new airplane, bicycle or industrial tires 
or tubes to a reseller, unless the reseller 
shall attach to his purchase order a 
certificate to the effect that “the _num- 
ber of units to be acquired by this order 
will not result in his inventory of air- 
plane, bicycle or industrial tires and 
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tubes, on hand and on order, being 
greater than his total unit sales of pro- 
ducts in that group during the 60 days 
preceding, or greater than 1/3 of the 
total unit sales of products in that 
group during the 180 days preceding, 
whichever is greater.” 


* * x 


Modified rubber program— 
Office of Rubber Director Dewey has 
announced that the program for “new 


’ 


facilities” in rubber manufacturing has 
been reduced from its originally con- 
templated total of over $95,000,000 to 
less than $70,000,000, and that it now 
calls for the construction of only two 
relatively small new plants. Some in- 
dustry expansion was essential, to 
provide for the conversion of the new 
synthetic rubber (now being produced 
in increasing quantities) into combat, 
airplane, truck, bus, passenger car 
tires and other rubber products which 
will be required in 1944 to fight on the 
military and home front. The army is 
returning certain plants formerly used 
for Ordnance purposes to their owners; 
expansion of some present plants has 
been adjusted to the available trained 
labor and the maximum existing ca- 
pacity; and in critical labor areas ad- 
justments have been made to use 
experienced rubber workers heretofore 
employed in other work. 


* * * 


Need for deerskins—Because 
deerskins are urgently needed for war 
purposes, WPB and the Department of 
the Interior have made a new joint 
appeal to deer hunters, to turn all deer 
hides obtained this season into com- 
mercial channels for the manufacture 
of military equipment. Such, for ex- 
ample, are deerskin gloves and muk- 
luks (Arctic shoes) for cold climate 
use. Preference Order M-310, amended 
September 20, requires the channelling 
of deerskins into military equipment, 
except such skins as are used for per- 
sonal or gift purposes. It is important 
to the war program that full use be 
made of the domestic supply of deer 
hides since present conditions have 
interrupted the flow of foreign deerskins 
from many of the out-of-the-way ports of 
the world. Skins taken by hunters can 
be sold or released to a tanner, dealer, 
glove manufacturer or similiar inter- 
mediary, if permitted by State law, in 
which case processors will pay the mar- 
ket value for the hides. 


* * * 


Down and feathers—Ameri- 
ca’s sportmen also can contribute to the 
safety of war time flyers this fall by 
saving the down and small body 
feathers of ducks and geese for lining 
high altitude flying suits. “Ducks Un- 
limited” announces this fact in launch- 
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ing a nation-wide campaign to collect 
waterfowl feathers. Best available sub- 
stitute for commercial eiderdown, im- 
ports of which have been cut off by the 
war, the down of 10 mallard ducks for 
example, not only will provide a flying 
suit with protective warmth against sub- 
zero temperatures but with buoyancy 
to keep its wearer afloat for 24 hours. 
All feathers less than 2% inches long 
can be used. They should be kept dry. 
Sportsmen are urged to donate ship- 
ments, transportation collect, to Ducks 





Unlimited, 83 Columbia Street, Seattle, 
Wash. Name and address of donor and 
“waterfowl feathers” should be written 
on the packages. Last year many 
sporting goods and hardware stores 
helped to collect shipments, and this 
year Ducks Unlimited again is asking 
for that cooperation. 


x * * 
Much game—few shells — 


A record flight of waterfowl is expected 
this fall—probably 25 per cent over last 


Uncle Sam 
helps you sell 


—and there’s a reason. For Draft-O-Stat 
makes from 10% to 30% more fuel avail- 
able for war needs. That’s why Draft-O-Stat 
is on the approved WPB list of fuel-saving 
devices that can be sold without priority. 
Take advantage of this situation—increase 
your own profits and help win the war by rec- 


ommending Draft-O-Stat on all furnace jobs. 








Hotstream Model “BM” 
Motorized Draft-O-Stat 


HOTSTREAM MOTORIZED Draft-0-Stat 


Cuts Fuel Bills 10% to 30% 


Scientific automatic control of chimney draft saves fuel during 


both “on” and “off” periods of oil, stoker or thermostat-controlled 


hand-fired coal furnaces. Completely adjustable for most efficient 


operation. Low priced—easily installed. Write for descriptive 







” EN 
WARD 
r custome’? 


® 
} 


iF 10 YOU 


a FUEL SAVING 


literature — prices and 
liberal discounts. 


DEPT H, Combustion 
Equipment Division of 


THE HOTSTREAM HEATER CO. 


8007 GRAND AVENUE © CLEVELAND, OHIO 





year. The opening of the shooting sea- 
son has found many would-be hunters 
without ammunition, or the means of 
obtaining it. Many are so fortunate 
as to have some shells left over from 
last year, so they may get one or two 


hunts this fall. 


few hunters who will have no ammu 
nition at all. The new OPA price 
schedules, retail and wholesale, for 


ammunition for civilian use correspond 


But there are quite ; 


io prices in March, 1942, and represent 
in most cases a reduction from those 
which have prevailed since last fall. 

. * * 

Aiding truck repairs——A seri- 
wus shortage of certain truck replace- 
ment parts “to keep them rolling” has 
made necessary the uprating of pref- 
erence orders from AA-2X to AA-1 for 
production and distribution of these re- 
pairs. Production and distribution of 


LOOK AHEAD WITH PLANET JR. 


Today, production of farm equipment 
is subject to government restrictions. 
But foday is the time for dealers to 
consider the future sales possibilities 
of the long established line of Planet Jr. 
farm ingleenete and garden tractors. 


Growers of every kind want Planet Jr. 
Garden Tractors because they know 
they will handle their work efficiently ; 
because they know that these versa- 
tile tractors and the quick change 
Planet Jr. equipment a use with 
them, are the result of experience 





grees through ‘seventy-five years of 
uilding specialized seeding, fertiliz- 
ing, and tillage tools. 


There is nothing artificial — nothing 
temporary — about this demand. Pre- 
pare mow to take advantage of the 
vast new markets it opens to dealers. 
Write for Planet Jr. Tractor Catalog 
and full information. 


Separate catalog available for other 
Planet Jr. equipment for farm and 
garden. 


S. L. ALLEN & CO., Inc. 
3425 North Sth Street, Philadelphia 40, Pa. 


FARM 
IMPLEMENTS 
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GARDEN 
TRACTORS 


replacement parts for medium and 
heavy trucks, truck-trailers, passenger 
carriers, off-the-highway motor vehicles 
and motorized fire equipment must be 
handled in the last quarter of 1943 and 
the first quarter of 1944, as though 
orders for them bore a preference rating 
of AA-1, while replacements parts for 
passenger automobiles and light trucks 
must continue to be produced and 
shipped as though bearing a rating of 
\A-2X 


Lumber production dropping 

The U. S. forest service expects that 
lumber production this year will fall an 
estimated 10 per cent below 1942, and 
predicts a shortage of about 6,000,000,- 
000 board feet. Consumption of lumber 
has more than kept pace with produc- 
tion during the first six months of 1943, 
and the service predicts that by July 1. 
1944, inventories of lumber on hand 
will be practically exhausted—chiefly 
Southern 
Pine production this year probably will 
be 20 per cent under 1942, with more 
smaller mills closing down. Some 


due to lack of manpower. 


lumbermen urge the use of war 
prisoners to maintain production. 


* * 7 


Retail sales notes—September 
sales of the larger mail order companies 
declined again from their year-ago 
marks—Sears dropped 1.7 per cent and 
Ward decreased 11.73 per cent. For the 
year to date, Ward held a shade of in- 
crease over 1942, while Sears’ total was 
3.7 per cent less. Among the variety 
chains, Woolworth’s sales dropped 1.3 
per cent, while Kresge’s increased 2.3 
per cent over September, 1942. August 
sales of 20,080 retail firms located in 
34 states gained 11 per cent over 
August, 1942, according to the Depart- 
ment of Commerce. 


* * * 


Rail-air express — Shipments 
carried in combined rail and air express 
service showed an increase of 34.7 per 
cent in the first six months of this year 
compared with the similar 1942 period, 
the air express division of Railway Ex- 
press Agency reports. A total of 191,- 
850 shipments were handled in the 
combined service in the 1943 half-year 
period, it was reported. Express charges 
on this traffic, which either originated 
at or was destined to an off-airline 
point, or moved part way by rail, in 
creased 106.8 per cent over the com- 
parable 1942 period. June rail-air ex- 
press shipments handled in nation-wide 
service totalled 32,973, an increase of 
26.6 per cent over June, 1942. Express 
charges on this traffic were up 81.8 per 
cent for the month. 
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This Is the Hardware 
Outlook as Seen 
By Leading 
Manufacturers 


(Continued from the issue 
of October 14, 1943) 


oe 2 8 


“It appears at this date that 
we will have several new in- 
teresting developments for 
peace-time use.” 


by J. M. Kennedy, Vice-Pres., 
and Gen. Mgr., 
The Rome Mig. Co., Div., 
Revere Copper & Brass Inc., 
Rome, N. Y. 


Our plant has completely con- 
verted its facilities to war work. It 
was necessary to find products that 
would, to some extent, fit into our 
machinery and equipment and, if 
possible, have some relationship be- 
tween our peace-time business. How- 
ever, our original idea, as will be 
noted hereafter, underwent prac- 
tically a complete change. 

We had an entire department for 
the manufacture of copper chrome- 
plated tea kettles. We also had a 
department set aside for the manu- 
facture of our new copper clad 
stainless steel line of utensils. We 
had another department for the 
manufacture of giftwares and an- 
other department for the manufac- 
ture of industrial stampings. We 
also had a large department for the 
manufacture of copper and brass 
forgings and still another large de- 
partment for the manufacture of 
electric welded steel tubing mostly 
for mechanical tube purposes. 

In the tea kettle and chrome- 
plated copper skillet department, 
we are. now making a tremendous 
quantity of smoke bombs. Our cop- 
per clad stainless steel department 
is producing brass and steel car- 
tridge cases. Our giftware and in- 
dustrial stamping departments are 
devoted to a tremendously large pro- 
duction of a restricted item, infor- 
mation of which we are not permit- 
ted to divulge. 

In our forging department, in ad- 
dition to copper and brass items for 
fuses, cartridge cases, parts for 
depth charges, etc., we now also 
manufacture parts in aluminum and 
magnesium for aircraft engines, air- 
craft frames and aircraft fittings. 
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In our electric welded steel tube 
department, in addition to mechan- 
ical tubing, we are now manufac- 
turing pressure tubing, condenser, 
heat exchanger, and boiler tubing 
and in addition are fabricating cer- 
tain restricted items of ammunition 
which are made of tubing. 


The conversion of our utensil de- 


partment to the manufacture of car- 
tridge cases and smoke bombs was 
surely a transformation of “out of 





the frying pan into the fire.” It 
has been necessary during this 
period for Revere to add consider- 
ably to its plants, both in material 
and equipment and new buildings. 
Our staff during the time of conver- 
sion and until the items were in full 
production, were under extreme 


pressure to produce results in record 
time and ofttimes to increase produc- 
tion over-night. Our plant has been 
on a 24-hour a day shift, seven days 
a week, with every second Sunday 


MORE FENCE TO HELP PRODUCE IT 


% The farmer is winding up his 
greatest food production effort, and he 
faces an even bigger job in 1944, 
Fences play an important part— 
must be conserved—kept strong and 
sturdy to help protect precious crops. 
And now is the time for essential 
repairs and replacements—now when 
there’s more dependable Mid-States 
Fence available—when the prospects 
for new fence are growing brighter. 


What Mid-States Fence is avail- 
able is being apportioned among 
Mid-States dealers so that they may 
help those farmers who need help 
most. 

And, Mid-States advertising in 
current issues of leading farm maga- 
zines is urging farmers to check their 
fences for necessary repairs and re- 
placements and to see their Mid- 
States dealer. 


MID-STATES STEEL AND WIRE COMPANY - CRAWFORDSVILLE, INDIANA 


Barbed Wire + Steel Posts « Steel Braced Wood Gates * Blue 


Ribbon Bale Ties *« and other steel products for the farm. 
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off, to give the men a rest. We are 
still operating on that schedule. 

It has also been necessary for us 
to fabricate different types of steel, 
such as that for steel cartridge cases, 
whereas our production before the 
war had been confined to copper and 
brass and stainless steel. Due to the 
fact that these metals are critical 
metals, the use of which was pro- 
hibited for many items, it was found 
at an early date that we would have 
to acquire the knowledge of draw- 
ing steel and also set-up a depart- 
ment in our laboratory for the metal- 
lurgical control of steel. 

This was very necessary to fully 
meet the Government specifications. 
Revere has accordingly acquired 
considerable knowledge of steel and 
its fabrication. 

It is obvious from the above that 
our conversion was on a rather large 
scale and that during this time, it 
was quite impossible for us to give 
any consideration to our so-called 
peace-time, business. 

Recently, we set-up a post-war 
planning committee, which is now 
able to meet for a few hours each 
week. We have something like 18 
sub-committees that meet regularly, 






































so that every phase of our peace- 
time business is undergoing scrutiny 
as to its post-war possibilities. In 
addition, peace-time operations are 
being checked through our engineer- 
ing department to determine what 
improvements can be made in the 
light of any new knowledge that we 
have gained by war-time production 
and the use of the newest equipment 
that is now available on the market. 
We are also studying new markets, 
new products and, in fact, are mak- 
ing an audit of our activities in 
peace-time and preparing such 
changes for post-war business, as 
our fact finding dictates. 

It appears at this date that we will 
have several new interesting devel- 
opments for peace-time use. At this 
stage, it is too early to specifically 
indicate what they are going to be. 

We are mindful of the fact that 
industry must be in position to em- 
ploy the men that are now fighting 
our battle throughout the world and 
it is for that reason that any spare 
time from war work is devoted to 
a program of planning and’ program- 
ing that will give due consideration 
to employment. 

We feel that it is most desirable 




















Like Malta, the island-spring- 
board to Europe, Magor Shovels 
can carry out the toughest as- 
signments and come back for 
more. 

Magor Hand Shovels are 
made from steel that is rigidly 
maintained at the highest 
quality standards avail- 
able to shovel manu- 
facturers. 
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copy of the new Victory 
Price List. 


discounts. 


(JOBBERS) Send for your 


(DEALERS) See your job- 
ber for latest prices and 
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for industry to be in position to 
quickly resume peace-time opera- 
tions and much time can be saved 
in achieving that objective, if we can 
plot our course now. 

We look forward to the day when 
we can resume our business rela- 
tions with our good friends and cus- 
tomers. In the meanwhile, we will 
continue to devote 100 per cent of 
production to war material until vic- 
tory is ours. 


z. &. 


“At this writing there should be 
no panic buying ‘by retailers.” 


by Ernest T. Trigg, Pres., 


National Paint, Varnish 
and Lacquer Ass‘n, 
Washington, D. C. 


There may be temporary short- 
ages or slow deliveries of some items 
on the part of some manufacturers, 
for the position of the respective 
manufacturers differs as to the pro- 
portion of their production which is 
going for the maintenance of war 
housing and war plants, and which 
products must have first call upon 
the available quota of linseed oil, 
which is 50 per cent of the average 
they used in corresponding quarters 
of 1940 and 1941. 

Of course, the linseed oil supply 
is being stretched in accordance 
with provisions of the War Produc- 
tion Board order (M-332) which 
limits the amount of oil (pounds per 
gallon) which can be used in mak- 
ing different types of paint products, 
and it is believed that these prod- 
ucts, while not identical with those 
which have been available previous- 
ly, will nevertheless be entirely satis- 
factory when used for the purposes 
for which they have been designed. 
Just as manufacturers are required 
to conserve linseed oil in this way, 
it is being similarly conserved in the 
new linseed replacement oil which 
is now available to consumers 
through wholesalers and retail chan- 
nels of distribution. 

At this writing, there should not 
be any panic buying by retailers 
for such buying might precipitate 
the very situation which may be 
avoided by consideration of the fact 
that a temporary slowdown in a 
manufacturer’s schedule in one 
quarter, may be compensated for in 
the succeeding quarter when im- 
proved balancing may result in a 
more nearly normal service. 

Encouraging factors in the late 
1943 and early 1944 probabilities 
for the retailer may be summarized 
as they appear at this time: 
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sent time, most paint dealers have 
adequate stocks on their shelves 
from which they can meet current 
demands. 

2—The peak of the late 1943 
painting season will be passed in 
the next month or so, and logically 
thereafter, production by manufac- 
turers for retail paint outlets should 
tend to enable dealers to have ade- 
quate stocks of paint on hand for 
essential painting needs when the 
1944 painting season starts. 

3—The immediate problem, due 
to quarterly oil quotas and resultant 
scheduling of production, is much 
more a manufacturer’s problem than 
a dealer’s problem. It seems a rea- 
sonable hope that when the 1943 
oil-bearing harvests are recorded by 
December 1, that readjustments in 
the permissible uses of oils may be 
found possible, and that retailers 
may find that their present appre- 
hensions may seem to have been un- 
justified in the light of actual ex- 
perience, 


GACEFJINGLES 


A*JUKE BOX” FAN WAS PHIL AND ALOT 
OF TIME HED KILL,WHEN SUPPOSED TO 
GE OUT CALLING ON A BUYER - 













IDRIS I 
OR. ELSE THIS DOGGONE COOKIE WOULD 
BE OUT PLAYING HOOKY AT A BALL 
GAME OR A POOL ROOM OR A FIRE - 


>5 GIRE/ 









AT WINDOWS HE WOULD STOP -FOR 
HE LOVED TO“ WINDOW SHOP”— OH HE 











SO HE IDLED THROUGH THE DAYS-IN A 
BLISSFUL MENTAL HAZE-BUT THE TROUBLE 
WAS ,IT ENDED — PHIL GOT CANNEO = 
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1—It is believed that at the pre- | 





“Tensile Strenglh 


to FT THE JOB 











You can't send a boy to do a man's 
job—even in bolts. Bolts that "stay 
put" must be manufactured with ten- 
sile strength adequate for the job. 
That is what we have been doing for 
23 years. 


TRIPLEX SCREW COMPANY 


5317 GRANT AVENUE, CLEVELAND, OHIO 








DIXON’S 


® LATHE CENTER 
GRAPHITE LUBRICANT 





Controls Overheating— 
Prevents Softening and Scoring of 


DEAD CENTERS 


Experienced machine shops write 
(we quote): 


“Eliminates burning entirely.” 
“‘Am enabled to use centers indefinitely.” 
“Can increase speeds 
without undue heating.” 
Also used as an anti-seize lubricant 
in other applications. 
In handy easy-to-apply tubes. 


1, 4 and 8-oz. sizes. Counter display carton. 




















JOSEPH DIXON CRUCIBLE COMPANY, JERSEY CITY 3, N. J. 


Canada: Canadian Asbestos Company « Montreal « Toronto « Winnipeg 
Ticonderoga, No. 635 and Microfyne Graphite ° Graphite Seal 
Graphited Oils * Cup and Pressure Gun Grease * Gear Lubricants * Waterproof Graphited Grease 


Vancouver « 





Pipe Joint Compound °* 











Graph-Air Guns ° Belt Dressing (Contains no Graphite) 


@® 4324 
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Auto-Marine Grease * 











And Still Available for Hardware Distribution 


Marvel Grinding Shield 


Said to provide properly directed 
light and protection for the face and 
eyes from flying particles. Light has a 
push butten switch. Constructed from 





plastic material said to be impact re- 
sisting, and the electrical parts are in 
an insulated chamber mounted on an 
adjustable bracket. Window is of non 
shatterable glass, states the maker, and 
the lamps, of the bayonet type, are vi 
bration resisting. They are set in flush 
with the frame. Boyer-Campbell Cu.. 
6540 Antoine St., Detroit, Mich. 


Victory Linoleum 
Paste Spreader 


Made of tempered board with a 
wooden handle and has 35 deep recessed 
teeth. Maker states that the material 
used in the product is water proof 
and acid resistant, and points out that 
no priorities are needed. Spreader is 
said to be strong and durable. All- 
metal Weatherstrip Co., 229 W. Ohio 
St., Chicago, Tl. 


Republic Steel Booklet 
“What Is a Farmer?” 


This booklet contains wartime adver- 
tising ideas especially adapted for use 
by retail hardware stores serving rural 
communities. The sample ads, ideas, 
and layouts contained in the booklet 
are not entirely new, for most of them 
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have been used with success by retail 
merchants in a number of midwestern 
communities. However, this is the first 
time that so many suggestions for the 
preparation of effective wartime adver- 
tising by small town retailers have been 
published in one booklet. Copies of 
“What Is a Farmer?” will be sent free 
upon request addressed to Republic 
Steel Corp., Advertising Division, 3100 
E. 45 St., Cleveland 4, Ohio. 


General Safety Seal 


Designed to prevent fire extinguisher 
tampering or clogging and is available 
in models to fit all standard types of 
extinguishers. Construeted of heavy 
water repellent stock, it is offered in 
three designs. Foam and soda extin- 
guishers are protected by a stitched en- 
velope which slips tightly over the hose, 
and fastens around the control valve. 
Vaporizing liquid extinguishers are fit- 
ted with a cap on the pump end and a 
cap on the nozzle. Carbon dioxide types 
are guarded by a cup-type envelope that 
fastens over the nozzle horn. Each type 
has a wire seal, that is said to be ham- 
per proof. General Detroit Corp., 2272 
E. Jefferson, Detroit 7, Mich. 





“Magic-flo” Coftee 
Brewer Display 


For the “Magic-flo” multiple filter 
coffee brewers, the maker is furnishing 
free a display for dealer use in windows, 





on tables or islands. Printed in bril- 
liant brown and yellow-buff, the display 
is compact and easy to set up. Can be 
used for 2-4 cup, 46 cup, or 6-8 cup 
sizes. It is designed to hold the coffee 
brewer firmly in place. General Con- 
sumer Products Inc., Chicago, Tl. 


Dehydrated Household ~ 
Products 


Products in the line include rubber 
cement, iron cement, airplane cement, 
porcelain glaze, silver polish, rust re- 
mover, etc. The products are said to 
work on the same principle as dehy- 
drated foods and vegetables. Consum- 
er merely adds water, mixes, and ap- 
plies. According to the maker, the 
advantages of the dehydration include 
the saving of packaging materials, such 
as cans, since the customer mixes only 
the amount needed. The products come 
in paper packets. Free display fixtures 
are offered, So-Lo Works, Loveland, 


Ohio. 
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Plastic Picture Wire 
and Fishing Leader 


Made of Saran plastic material hav- 
ing considerable strength, the maker 
says, it is almost invisible and will not 
rust nor mar the walls. Fishing leader 





STIVM YYW LON TIM 
ALMOST INVISIBLE 


COWARDS MFG. CO. 
2215 S. MICHIGAN AVL. 
CHICAGY, ILL. 











LENGTH MAX. 50 LBS. 





line is complete in knotless leaders in 
coils, and is said to tie easily wet or 
dry. Has full strength wet or dry and 
requires no soaking. Edwards Mfg. 
Co., 2215 S. Michigan Ave., Chicago, 
Ill. 


Geo. D. Roper Corp. 
Dealer Ads 


Series of meat conservation theme ads 
designed to sell the story of gas, and 
to keep people thinking about modern 
gas ranges. There are six ads in all and 
each brings out the point that to stretch 
the meat ration points one should cook 
slowly at a low oven temperature. Five 
of the ads have recipes of different 
types for meat dishes, and one has a 
low oven temperature time table for 
beef, poultry, veal, lamb, and _ pork. 
Geo. D. Roper Corp., Rockford, Tl. 





Library of Fun 


There are 20 books that contain 
games, tricks, ideas, and information 
for every member of the family as well 
as servicemen. Some of the titles are; 
“The Amateur Magician,” “Card Tricks 
for Children and Grownups,” and “Com- 
plete the Square.” Deal 201-B contains 
288 books, 12 titles, 24 books each. 
Each deal in a carton that forms dis- 
play as illustrated. Trail Blazers’ Pub- 
lishing Co., 1498 Merchandise Mart, 
Chicago, Ill. 
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If you are up to your neck in orders for metal- 
cutting products like hack saw blades, frames, 
band saws, etc., and you don’t have enough 
up-to-the-minute catalog information to sell 
STAR products, here’s help for you and 
profits, too. 

You simply send for the new STAR cata- 
log today. This catalog covers such items as 
the standard line of hand and power STAR 
Hack Saw Blades; “Moly” Type* Hand and 
Power Blades; High-Speed Steel, Class A 
Type, Hand Blades; and Class 18-4-1 Power 
Blades; sales hints and new merchandising 
helps. y . 

The catalog has been carefully planned 
with special regard for the sales cultivation 
of industrial users by Clemson distributors. 
its primary purpose is to pave the way for 
easier, more profitable sales for STAR 
distributors. 

























of M. 


CLEMSONSBROS. 





MIDDLETOWN © NEW YORK 
*T. M. Reg.—Blades\bearing the name" Moly” are made 
only by Clemson Brosij Inc. and affiliated companies. 
Makers of STAR Hack Saw Blades, Frames, Band 
Saws and Clemson D-17 Lawn Machines. 
@® 4768 
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Cedar Wallpaper T : V 
Designed to turn an ordinary closet WUIKIG § Ne R 
into a cedar closet. Made from cedar 
wood and treated with a patented appli- , 
dou 
AND STIL AVAILABLE FOR HARDWARE DISTRIBUTION duc 
to be washable, it has a smooth finish the finishing department. Takes up the 
and has simulated panels and old-fash- five different minerals that are used 
ioned wooden pegs. This wallpaper in the production of coated abrasives, 
comes in boxes containing a roll of illustrates and describes them. Section 
paper 48 ft. long and 15 in. wide. Rolls is included on the uses of the types 
are narrower than standard wallpaper of abrasives, and both types of coating 
which makes hanging in small areas are described. Has chart showing trade cain 
such as closets and drawers easy for names, product descriptions, and uses Sai 
the housewife. As there is no match- of abrasives. Section is included on wit! 
ing of pattern, strips can be applied how to order the abrasives. Behr-Man- ain 
side. by side without confusion. Trimz ning Corp., Troy, N. Y. 110 





Co., Inc., 1012 Spaulding Ave., Chicago, 
il. 


Booklet on 


Circulars on Wire 


. Nuts and Safe-T-Gri c 

Coated Abrasives P con 

Entitl “Basi . Circulars are of two colors, red and ble 

: : : Lowy ed — Information for the black, and each contains complete de- abr 
cation that is said to retain the cedar Distributor Salesman” with a detailed scription of the product with which it ree 

odor. Ready-pasted, it can be applied index, traces the steps in the manu- is concerned. Wire mat circular lists stat 

Byers. we tae & in a bucket facture of abrasives from the crushing and portrays the uses the nut can be ole 

and then unrolling it on the wall. Said and grading of the crude abrasives, to put to, and describes the four sizes for lee 
all combinations. Has four pages, and 77 






















on the back shows illustrations with de- 
scriptions of other plant wiring tools. 
Safe-T-Grip circular has a large pic- 
ture of the grip on the front where its 


Re 


advantages are stated. Back describes é 
the four sizes of the grip and shows U 
other fuse devices. Ideal Commutator ’ 
Dresser Co., 1287 Park Ave., Sycamore, will 
Ill. — 
ae that 
hun 
Knockout Wheel Puller ey 
This improved wheel puller of the pac! 
knockout type is an item hardware illu: 
stores can sell to automobile mechanics. land 


For a wheel puller to do its work 
quickly, it must be screwed tight to the 
end of the axle. This tightening is often 
difficult because a pocket of air gets 
trapped inside the puller. To eliminate 
this difficulty the “None Better” puller 
is made with a special vent hole. The 
“None Better” wheel puller is produced 
in sizes for all passenger cars and 
trucks, and is sold from a counter dis- 









* When the “cease firing” order is flashed to our fighting 
men, we'll get to know in detoil the vital port that radio 
played in winning the Victory. Then, the some dependable 
performance given on the battlefield by Sentinel-built 
equipment will be reflected in new peace- 
time models ... models which will flow from 
Sentinel's factory lines, now fully utilized 
for war production. Then Sentinel dealers 
once again will be able to supply outstand- 
ing values in the radio and electronic field 
—pbattle-tested equipment in modern-as- 
tomorrow designs that will please and sell. 


AMERIC 
RAT | 












QUALITY SINCE 


Bon itits| RADIO 


1920 







play assortment. The manufacturer, 
SENTINEL RADIO CORPORATION The New Britain Machine Co., New 
2020 Ridge Avenve, Evanston, lil. Britain, Conn., lists this item as No. 
4100, and distributes nationally through 

* * * * *% hardware wholesalers. 
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Victory Zircon 
Razor Hone 


Abrasive razor hone designed foi 
double edged blades. Every stone pro- 
10M duced is subject to 20,000 Ibs. of pres- 














up the 
used 
asives, 
ection 
types 
oating 
trade eure during the process of production. 
| uses Said to put on the desired cutting edge 
ed on with ease. Packed three dozen to a 
-Man- counter display. Turner Bros. & Co., 
1107 W. Valley Blvd., Alhambra, Cal. 
ABC Rubgum Cleaner 
Designed for cleaning wallpaper, is 
composed of eraser gum coated on flexi- 
d and ble board. Said to contain no grit or 
te de- abrasive. Cleaner wears itself away 
ich it during the cleaning process and maker 
r lists states that it removes dirt easily and 
an be effectively. A packet contains four 
es for cleaners. Durasol Chemical Co., Inc., 
3, and 77 Traverse St., Boston, Mass. 
th de- 
tools. = 
Ao Rough and Ready it ma 
re its PR SE a8 oad 
cribes Rat Paste a 





shows . , ' ts ae . 2 
ia Used by spreading on anything rats a . 

will eat. The maker states that it is fH i RTY %, y 
more, : on 

guaranteed to be non-poisonous and 
that it is harmless to pets, poultry and / 
human beings. The maker adds that Without A D 4 Ab 
Rough and Ready Rat Paste chokes rats MAYS SCFLCE ° 


re are ode. vig cele i One of the most decisive battles with Joe Wessiack's unfailing spirit of 
dware illustrated. J. T. Eaton & Co., Cort- of this global war is being waged loyalty, responsibility and punctuality 
anics. land, Ohio. here in America — the fight against exemplified by every war worker in 
apne absenteeism of essential war workers. America there would be no need of 
to the secret weapons to shoiten the road to 


Pee me 
often Through two wars, epidemics, catas victory . . . no fighter's life would be 


Pcs ROUGH::”’ READY trophes, panic, depression, hurricane needlessly sacrificed because he re- 


ninate and devastating New England storms, 

















<~ RAT PAST . Joe Wessiack has NEVER BEEN ceived too little — too late! 
duced we | ; | LATE OR ABSENT FROM WORK @ Every HOLTITE product goes to war! 
) and Aa: ; during his THIRTY-SIX YEARS of faith- Our ‘round-the-clock production pro- 
x dis- iG ful service at the Continental Screw vides weapons for our ‘round-the- 
= Company. There could world armed forces. 
be no greater chal- We are 100% sub- 


lenge to absenteeism VRS LVES CF OUR scribed to more than 
: FIGHTING MEN 
than this remarkable 10% payroll deduction 
record! Rumors of w HANG BY A THREAD for War Bonds. On to 
- - % We are determined that any screw ‘ 


ending secret weap-  threed mode ot Continental will bethe Victory with the 


best that skill and science, experience 
and ding core con pred 3rd War Loan! 





ons come and go. But, 


ONTINENTAL 








SCREW CO. peas eae 
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People Everywhere Are Buying 
““DUPLI-COLOR”’ 


The New ALL-PURPOSE 
TOUCH-UP 


AVAILABLE NOW 


inability to replace appliances, furniture, autos, bicycles, 
equipment, etc., makes DUPLI-COLOR Touch-Up a “must” 
item in every home. To conserve present equipment, 
DUPLI-COLOR offers the solution. It is a year round seller. 
Anyone can apply it. It dries quickly without brush marks. 
One coat covers. It comes in 15 basic colors and 3 wood- 
stains, ready for instant use; or can be mixed to match any 
shade. DUPLI-COLOR is 


Furnished in Beautiful Displays 


in striking, full-colored, self-selling counter merchandise. 
Displays contain 30 botties of assorted colors—24 bottles 
displayed and 6 in reserve. Illustrated back cards are in full 
colors with color chart showing all colors and woodstains in 
assortment. Assortments of 30, 60, 90 and 120 bottles with 
brush-in-cap, packed with 1 display case and 1 display card 
in shipping carton. Colored cap shows exact color of each 
bottle after applied. Refills are furnished in standard pack- 
ages of 5 and 10 bottles of a color. Retails at 35c per 1'/s 
oz, bottle. 


Also colors for ALL CARS in assortments of 100, 500 and 
1000 botties in beautiful self-selling wood and metal dis- 
plays. Write for Complete Literature and Trade-prices now. 
Good profit—steady repeat sales. 


Order from Your Jobber 
Dupli-Color Products Co., Inc. 


2440 So. Michigan Ave., Chicago 16, Illinois 
er LY 





MAKE SURE 
OF 
MORE BUSINESS 


Lists That Bring Maximum 
Success To Your Direct Mail 
Sales Promotion Advertising 
And To The Personal Sales 
Contacts Of Your Salesmen 


We can supply you with 
the following lists:— 


1397 Outstanding Major Hardware Retailers 
whose sales exceed $50,000.00 Annually. 
For $15.00 


10003 Major Hardware Retailers whose sales 
exceed $30,000.00 Annually. 
For $7.00 per M. 
5392 Hardware Retailers whose sales. are 
$20,000.00 to $30,000.00 Annually. 
For $7.00 per M. 
17730 Hardware Retailers whose sales are less 
than $20,000.00 Annually. 
For $7.00 per M. 
33125 Hardware Retailers (Complete List). 
For $5.50 per M. 
10360 Builders’ Supplies Dealers. 
For $7.00 per M. 
1015 Department Stores handling Hardware 
and Housefurnishings. 
For $7.00 Complete 


We also supply lists of hardware retailers in one 
state or in as many states as may be desired. 
When more than 2000 names are purchased, the 
price is $8.00 per M names; when less than 
2000 and more than 1000, $9.00 per M; and less 
than 1000, $10.00 per M. 

All lists are compiled in loose leaf list form. 
When desired on 3”x5” cards there is an extra 
charge of 70c per M for the cards. 


We also do addressing and mailing of circular 
matter at reasonable rates. 


Ask for Details 


HARDWARE AGE 


Direct Mail Addressing Dept. 
100 East 42nd St. New York, N. Y. 
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F. F. Thomson’s Address 
(Continued from page 102) = 
trial oo may find a flood of GOOD Yow revatlalle 
ti ae 
sudden ending of the war. ‘This ITEMS FOR IMMEDIATE DELIVERY 
can be a very serious problem 


unless it is given proper atten- Made 
tion. 


of 

We are all going to be faced SYNTHETIC SARAN SYNTHETIC 
with a merchandise problem 

from another source, ill eines is FISHING LEADER PICTURE WIRE 
Government surpluses. There Knotless Leaders in Coils Ideal for Every Home 
will be a vast amount of tools 
and equipment to be disposed of 
after the war and I frankly do 
not know the answer to this 
problem. The War Production 
Board is giving it consideration 
and Army officers are participat- 
ing in these deliberations. One 
suggestion that has been ad- 
vanced, is to have manufacturers 
purchase their preducts from the 
Government and resell them to 
their regular customers. How 
acceptable that would be to 
manufacturers, I do not know. I 








ALMOST INVISIBLE 


REQUIRES NO SOAKING 
STIVS UVW LON THA 


COWARDS MFG. CO, 
2218 S MICHIGAN AVL 
CHICAGY. 10 


Aad * 194 ASV SaLL 








trust an orderly plan of disposi- Wet or dry, this plastic fishing leader has Replenish your picture wire stock with this 
tion may be worked out. full strength and ties evenly. It new plastic item—it will not rust and will 
requires no soaking. not mar walls. Almost invisible! 


Wartime volume of sales now 
accounts for the fact that profits 
are being maintained despite 2215 SO. MICHIGAN AVE. 
higher wage bills and relatively EDWARDS MFG. co. CHICAGO 16, ILL. 
low prices. If, in the post-war 
period prices rise, pressure for 
wage increases will also mount. 
I, therefore, feel that adjustment 
of wages and prices promises to 
be a more difficult problem than 


in World War I and a matter for HEY! THERES ? 
serious consideration. SOMETHING IANA AY Ae ° 


DIFFERENT | THEYRE TWICE 
ABOUT OUR \ AS LARGE 


lf Your Jobber Cannot Supply You, Write to 











The Dean's Page 
(Continued from page 162) 


nest and examined, also for the STAR BLACKOUT NOW - 
AU AY, ae ALM 
EFFECTIVE / 


production of fine section honey. 

“In flying back and forth to 
the honey field, the bees wear out 
their wings, therefore, the life of 
a worker bee during the active 
summer months is only about 
three to five weeks. The young 
bees that go into winter quarters 
because of very little flying dur- 
ing the winter start the colony in 
the spring. The queen bee may 
live a number of years, but in 
commercial production of honey 
the beekeeper generally kills her 
at the end of the second year and 
introduces a new queen, as the 
old queen’s egg laying facilities 
are not as good after the second 
year and the strength of the col- 
ony depends upon the large num- 
ber of eggs that the queen can Ww 
lay each day.” | 
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Star makes 244,000,000 impressions in 1943! In Collier's, Look, Liberty, 
This Week, Click, Country Gentleman and 51 other Monthly Magazines! 
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Wilfred Sykes’ Address 


(Continued from page 226) 


made unprofitable because the 
greater part of their earnings 
are taken away from them. It 
must be remembered that the 
earnings of industry are dis- 
tributed to the owners and thus 
are subject to a double taxation 
—not only the corporation tax 
but also the income tax on the 
individual income. 

As to the small industries, it 
is vitally important that they 
must be allowed to plow back 
part of their earnings for de- 
velopment. That is the only way 
that most small industries can 
grow. Small industries are of 
vital importance to our whole 
economy. They employ more peo- 
ple than the so-called “big in- 
dustries” do. And in them is, 
perhaps, a freer play of indi- 
vidual initiative than in the 
large corporations, and this is 
what we must preserve at all 
costs. 

There are other factors which 
may restrict and limit our free 


enterprise system, if not handled 
with understanding and common 
sense. 

Before we get out of this war 
there will be contract termina- 
tions totalling possibly $75,000,- 
000,000. There are perhaps 
100,000 contracts of substantial 
volume outstanding today, and 
these are probably broken down 
into something on the order of 
1,000,000 sub-contracts. It will, 
therefore, be seen that the prob-* 
lem of settlement will be ex- 
tremely complicated, and if de- 
layed will prevent the contrac-, 
tors and their sub-contractors 
from getting the funds neces- 
sary to convert to their peace- 
time jobs. This might easily 
bring about a lag in return to 
normal business of such serious 
proportions that it could be ruin- 
ous to the country. If industry 
cannot start manufacturing on 
peacetime work because it has no 
funds, then it cannot provide 
jobs, and men coming out of the 





ELECTRIC FENCE CONTROLLERS 











West Coast Prices 
slightly higher 








will be in demand in 1944 


The LOW-PRICED two-model SHOX-STOK fence controller 
line means FASTER TURNOVER for you. Either model as- 
sures plete, safe, dependable electrification and control. 
No dials, knobs, or tubes to complicate operation and cause 
trouble for user and dealer. Finest ‘quality materials, de- 
sign, and workmanship. Liberal profits. Complete illustrated 
installation instructions furnished with each unit. 


ALL-ELECTRIC MODEL—PH 
Guaranteed for FIVE years 


$132 See: 


You can count on SHOX-STOK Controllers being available in 1944 





Plugs into regular 110- 
volt AC line 


WET OR DRY BATTERY MODEL—C 
Operates from any 6-volt 
¢ 9 5 battery. Only ONE mov- 
ing part. Prscwncane 7 - 
— , v n- 
RETAIL dutta Conmadon of Wis. 
Less Battery consin. 
Both units quoranteed to comply with National Electric Safety 
Cede Order from your jobber or write— 
GUARANTEED PRODUCTS 
WELLINGTON, OHIO 








GEORGE A. FERNLEY 


George A. Fernley, secretary-trea- 
surer, National Wholesale Hardware 
Association, Philadelphia, Pa., report- 
ed that 23 new members had been 
secured during the year and that 
membership of the association of 321 
was at an all-time high. He outlined 
the activities of the association in 
keeping members informed on WPB, 
OPA, OCR, and rationing rules and 
regulations; told of the activities of 
the War Service Committee; and ex- 
plained various other new activities 
the association has undertaken during 
the war period. His report was pre- 
sented at the Wholesalers opening 
session Wednesday morning. 





Army and Navy will face a bleak 
outlook indeed. The only alterna- 
tive that government will be 
able to propose will be a bigger 
and greater W.P.A., and I don’t 
think any of us from our past 
experience will want any more of 
that sort of thing. 

I believe that this problem can 
be handled quite simply. Every 
year we, as individuals or as em- 
ployees of corporations with 
which we are connected, must 
submit income tax returns, and 
we pay taxes on the basis of our 
sworn statements. Later the 
government checks these _ re- 
turns, and if they do not think 
we have paid enough we have a 
claim entered against us for ad- 
ditional sums. We have an op- 
portunity to argue about it, and 
in the end arrive at a settlement. 
But probably 95 per cent or more 
of all income taxes are paid on 
the basis of the original returns, 
and the final discussion concerns 
only a small residue. I see no 
reason why the same procedure 
cannot be used for the termina- 
tion of government contracts so 
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payee ae cha OK on arrival— 
returns, which could be worked | WMQ@UAZ TO-DO VIR M@ La @t a bs 


up along the lines of the income 
tax returns, it would be manda- 





tory for the government to pay, kOe eo ¢ mproved sturdy cartons 
say, 90 per cent of the claims, I ; sy 2 to-read labels. 
don’t think that there would be | | £ a ee 
very much risk to government, | ' ne oe 


but certainly it would allow the 
wheels of industry to get turn- 
ing rapidly. I am sure that | 
whatever losses there might be | 
would be insignificant compared | 
to the damage that can be done | 
to our whole economy if this | 
problem is not solved in some 
such simple manner. You are all 
concerned with this problem, not 
because you are manufacturers, 


assured. 

















a0 > but because the people who make 
vare | 
port- the goods you sell must be able to 
been again get into production before | 
that you have anything to sell. The | 4 en 
ke problem is of greater magnitude abe: ee 
» in than is generally appreciated. ‘ : 
PB, | 
a Disposal of Surplus Goods | fF GJeweland Cap Screws 
nn An important factor that will | Set Screws and Special Upset Parts [cucaco.726 W. Washington Bivd, 
pore affect Pree 5 business after the Mode by the Originators of the Kaufman Process for Greater Strength and Accuracy oa °° eye 
ae wat a Ee — fata Ce CM CR LMU Maer eree LOS ANGELES . . . 1015 E. 16th St. 
knows how great the volume —_—___—_______ ee 
might be, but it certainly will be ee ae 
—a a great many billion dollars. If | 
these goods are dumped on the | 
market without regard to the 
leak effect upon business, which is in | 
rna- the meantime struggling to re- 
| be turn to peacetime operations, it - 
gger can readily disturb our whole 
Jon’t economy. For instance, if the 
past canned goods now stored in 
re of warehouses all over the country 
are put on the market, it could 
| can easily kill the canning industry 
very for a yeax. The disposal of these 
. em- surplus goods is so important 
with that it can be handled intelli- 
must gently only by a disposal board 
and on which the industries con- 
* our cerned are represented and 
the weight given to their recom- 
re- mendations. 
hink These obstacles in the way of 
ve a a return to free enterprise affect 
r ad- the welfare of everyone of us, 
ov no matter what our business 
Sry may be. 
nore It is only by giving thought 
d on now to such matters that ways 
irns, for their solution may be found, 
erns so that our heritage of freedom 
e no of opportunity may not be de- a TWIST DRILL AND 
dure stroyed by stupid handling of e MACHINE COMPANY 
nina- these problems or by willful ‘ : NEW BEDFORD, MASS., U. S$. A. 
3 80 sabotage of our way of life. NEW YORK STORE: 130 LAFAYETTE ST. -- - - - CHICAGO STORE: 570 WEST RANDOLPH ST. 
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R. E. Pritchard’s Address 


(Continued from page 118) 


time to time, though never more 
often than once a month, to dis- 
cuss an agenda which had been 
prepared and supplied to each 
member of the committee well in 
advance of the meetings. Min- 
utes were kept, conclusions 
reached were recorded and sug- 
gestions were proposed for dis- 
cussion at succeeding meetings. 

By and large, it has left our 
organization free to carry on its 
day to day job at a time when 
that job has been running 
heavier than ever before and 
when in many respects it has 
been more difficult than ever be- 
fore. With a minimum of inter- 
ference to our war effort, we have 
stimulated a lot of discussion and 
thinking about our post-war 
problems. We have uncovered 
some good ideas that have al- 
ready been put into operation, 
and we have found others that 
seem promising for the post-war 
neriod. 


The only disappointment we 
feel in our effort up to date, is 
that our discussions have not yet 
crystallized into concrete overall 
plans. We definitely expect to 
accomplish that between now and 
the end of the present year. 

By the end of the year we ex- 
pect to have a line on our post- 
war prospects by each division 
of the business. A line on our 
sales and markets, a line on prod- 
uct changes with respect to elim- 
inations, improvements and ex- 
tensions, also a line on processes, 
methods, and equipment im- 
provement. Likewise, we expect 
to know what may be involved in 
reconversion and improvements 
of our plant. With estimates of 
the costs of making these 
changes, we will then be in a 
position to examine our financial 
capacity to carry through these 
plans. 

When this work is completed 
for each of our divisions, it will 





JOHNSON xLo 


e 


Wire of a thousand uses attrac- 
tively and conveniently packed 
in the familiar red and silver 
boxes. Units of % Ib., 2 Ib., 
and 1 [b., also 5 Ib. packages. 
Wire sizes from .005” to .200” 
dia. 


At your local mill supply house or 
stocks in Worcester, Akron, At- 
lanta, Chicago, Los Angeles. 


ON STEEL & WIRE CO.INC. 


WORCESTER 1, MASSACHUSETTS 





still be looked upon as a prelim- 
inary plan, subject to constant 
restudy and improvement as ad- 
ditional facts, or changed outlook 
or good ideas, become available. 

That in brief outlines what 
we have done about post-war 
planning up to date. In the mean- 
time, we are at war, trying to 
play our part as usefully as we 
know how and constantly mind- 
ful that our success in doing so 
is, by all odds, the first and the 
most important consideration in 
any post-war planning. 


Handling New Lines 


Thomas J. Quinn, W. F. Potts, 
Sons & Co., Inc., Philadelphia, 
Pa., in speaking on “Our Experi- 
ence in Handling New Lines,” 
commented on the changes in the 
past and traced the developments 
in various types of metals. Mr. 
Quinn spoke at the Sheet Metal 
Distributors’ session Tuesday 
afternoon. 

The speaker outlined what had 
been done in the way of provid- 





THOMAS J. QUINN 


ing new lines since the outbreak 
of the present war and the devel- 
opment of the market for substi- 
tutes. The use of asbestos and 
of asbestos fiber cement board, 
he said, had resulted in a mate- 
rial conservation of both metal 
and lumber. Post-war planning 
and the consideration of ware- 
housing and distributing substi- 
tutes or néw lines, he stated. He 
concluded by saying that the 
founders of the business built on 
a basis of service and that a con- 
tinuation of that policy would 
serve to increase good will. 
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Coming Conventions 
and Events 


Indiana Retail Hardware Associa- 
tion, annual convention, Jan. 25-26, 
1944, at Indianapolis, Ind. Head- 
quarters and sessions at the Hotel 
Lincoln. G. F. Sheely, 333 N. Penn- 
sylvania Ave., Indianapolis, Ind., is 
secretary. 


flowa Retail Hardware Association, 
annual convention, Feb. 8-11, 1944, at 
Des Moines, Iowa. Headquarters, ses- 
sions and exhibit at Hotel Fort. Philip 
R. Jacobson, Mason City, Iowa, is sec- 
retary. 


Kentucky Hardware and Implement 
Association, annual convention, Jan. 
26-27, 1944, at Louisville, Ky. Head- 
quarters, sessions and exhibit at the 
Kentucky Hotel. J. M. Stone, 315 
Kentucky Hotel, Louisville, Ky., is 
secretary. 


Minnesota Retail Hardware Asso- 
ciation, annual convention, Jan. 18-20, 
1944, at Minneapolis, Minn. Head- 
quarters, sessions and exhibit at Radis- 
son Hotel. C. J. Christopher, Nicollet 
at 24th St., Minneapolis, Minn., is 
secretary. 


New York State Retail Hardware 
Association, annual convention, Feb. 
8-9, 1944, at Syracuse, N. Y. Head- 
quarters and sessions at the Syracuse 
Hotel. Nicholas H. Kiley, 508 Hills 
Building, Syracuse, N. Y., is secretary. 


Ohio Hardware Association, annual 
convention, Feb. 15-17, 1944, at Colum- 
bus, Ohio. Headquarters and sessions 
at Deshler-Wallick Hotel. John R. 
Conklin, 175 S. High St., Columbus, 
Ohio, is secretary. 


South Dakota Retail Hardware 
Association, annual convention, Jan. 26- 
27, 1944, at Sioux Falls, S. D. Head- 
quarters and sessions at the Cataract 
Hotel. Earl Erlandson, Cottonwood, 
S. D., is secretary. 


Virginia Retail Hardware Associa- 
tion, annual convention, Feb. 21-23, 
1944, at Richmond, Va. Headquarters 
and sessions at Hotel John Marshall. 
G. T. Omohundro, Jr., Scottsville, Va., 
is secretary. 


Wisconsin Retail Hardware Asso- 
ciation, annual convention, Feb. 1-2, 
1944, at Milwaukee, Wis. Sessions at 
the Milwaukee Auditorium. H. A. 
Lewis, Stevens Point, Wis., is secretary- 
treasurer. 


Western Retail Implement and 
Hardware Association, annual conven- 
tion, Jan. 17-19, 1944, at Kansas City, 
Mo. Headquarters and sessions at the 
Hotel President. Frank H. Spink, 322 
Scarrett Building, Kansas City, Mo., is 
secretary. 
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Maaic-flo 


MULTIPLE FILTER 


COFFEE BREWER 


Smartly designed, fast-selling “Magic-flo” Coffee 
Brewers are fast movers and consistent money 
makers. They are quick sale merchandise because 
they are simple to use and easy to keep clean. 


Transparent handblown bowls are sturdy—made 
of high quality, heat-resistant glass; glazed por- 
celain filter; hinged decanter cover; comfortable 
plastic handle. All operating parts are glass or 
porcelain, (no filter cloths, hooks or chains). Four 
sizes available for prompt shipment, 2-4 cup, 4-6 
cup, 6-8 cup, 8-10 cup. 


n 


Distributors. Write or wire for complete details 
regarding the “Magic-flo” line. There are unusual 


profits in it. 


GENERAL CONSUMER PRODUCTS, INC. 


4619 North Western Avenue . Chicago 25, Illinois 
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PATENTS PENDING 


HICKEY SALES CO. jaommekieal 


Packed:—6 molds to a set and 
12 sets in a master carton. 


Law & Finance Building . Pittsburgh, Pa. 
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Report of A.H.M.A. Secretary 


Charles F. Rockwell 


necessity for straight think- 
ing and constructive plan- 
ning based on realism, that need 
exists today, for amid the welter 
of inspired propaganda, facts 
frequently are so distorted or 
evaded as to conceal truth. Even 
allowing for proper censorship 
of war news, the knowledge of 
which would benefit our foes, un- 
questionably civilian morale 
would be improved by prompt 
and general dissemination of in- 
formation which vitally affects 
us all. And on the home front, 
public confidence would be im- 
measurably increased if suspi- 
cion of political motive could be 
eliminated. 
Our people are accused of in- 
dulging in optimism to an extent 


LT ever there was paramount 


that endangers the war effort 
but, if only the bright side is 
presented, this consequence could 
hardly be otherwise. Belated 
recognition of this situation is 
bearing some fruit, as recently 
evidenced when 200 leaders of 
industry, labor and the press 
were invited by the War Depart- 
ment to listen to the Army’s 
view of the size of the job ahead, 
and to understand that the end 
of the war is not just “around 
the corner.” Under - secretary 
Patterson told his audience that 
the victory drive during the com- 
ing year will put the United 
States under the greatest strain 
in the nation’s history. “Victory 
is ahead, but it is the considered 
judgment of our military leaders 
that we still have a long, hard 








Sell LOW-COST 
WEATHER PROTECTION 


CAREYCLAD protects metal against rust and weather 
—is extremely durable, abrasion resistant, and re- 
sistant to acid, Alkaline and salt atmospheric condi- 
tions. It is a practical, low-cost coating for metal 
buildings, iron sheets, structural steel, bridges, heavy 
machinery, and numerous sheet metal products. 


Applied by spray painting or brushing, at everyday 
indoor or outdoor temperatures. Promptly available 
through CAREY Branches and Distributors every- 
where. Write for details, address Dept. 66. 


THE PHILIP CAREY MFG. COMPANY, Lockland, Cincinnati, Ohio 
Dependable Predyets since 1873. 


IN CANADA: THE PHILIE CAREY COMPANY, LTD. 
Office and Factory: Lennoxvilie, P.Q. 


BLACK 


COATING | 














CHARLES F. ROCKWELL 
New York City 
A.H.M.A. Secty-Treas. 


fight. Civilians are partners in 
this war, and none more than the 
men who make the weapons with 
which our soldiers fight. It is 
because you are partners in the 
decisive campaign of the coming 
year that this conference has 
been called.” Judge Patterson 
concluded with the statement 
that he considered those present, 
in a manner of speaking, the 
War Department’s Industrial 
General Staff. 


War Costs 


We here at this war confer- 
ence, as a very important seg- 
ment of American industry, have 
full and unavoidable responsi- 
bility in this partnership to 
which we all belong. But even 
concentration on the manifold 
problems and worries incident to 
war-time must not blind us to 
the individual and general prob- 
lems which will arise when hos- 
tilities cease. They will be many 
and varied, but none will present 
greater menace to the economic 
structure than the vast accumu- 
lation of unused war materials 
of every description. 

The first World War cost was 
about $22,000,000,000, and the 
value of the surplus war ma- 
terials resulting therefrom was 
estimated at $7,000,000,000. For 
the present war, Congress al- 
ready has appropriated or au- 
thorized $344,000,000,000, or 


nearly 15 times as much as the. 


cost of the first world conflict. It 
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took about six years to liquidate 
the various surpluses at the con- 
clusion of the first war, and on 
the basis of an estimated $75,- 
000,000,000 surplus, it may take 
the Government 10 to 15 years 
to liquidate the accumulation re- 
sulting from the current conflict. 

As much care should be exer- 
cised in the sale of surplus war 
material as was taken in the 
original purchase. The neces- 
sity is obvious for Federal legis- 
lation creating a War Surplus 
Sales Commission in some well 
considered form, for the control 
and disposition of this war sur- 
plus, and for the formulation of 
a program that will not only give 
industry and labor the protec- 
tion they must have, but also 
cushion the shock to the eco- 
nomic structure when the nation 
is confronted with this stagger- 
ing surplus of war materials. In- 
dividually and collectively, we 
must be vigilant and energetic 
in our efforts to see that Con- 
gress adequately responds to this 
nation-wide demand. 


30 New Members 


As the current year closes, it 
is pleasing to report that your 
Association has maintained and 
increased its strong numerical 
and financial position. In the 
12-month period 30 companies 
were added to our membership 
list, as follows: 

Acme Steel Co., Chicago, Ill. 

American Central Mfg. Corp., 
Connersville, Ind. 

Arvey Corp., Chicago, IIl. 

Barcalo Mfg. Co., Buffalo, N.Y. 

Charles D. Briddell, Inc., Cris- 
field, Md. 

Camillus 
York, N. Y. 

Colorado Fuel & Iron Corp., 
Denver, Colo. 

Cory Glass Coffee Brewer Co., 
Chicago, IIl. 

Diamond Expansion Bolt Co., 
Garwood, N. J. 

Engléwood Dowel Co., Inc., 
Chicago, II. 

The Fairmount Tool & Forg- 
ing Co., Cleveland, Ohio. 

Farrell-Cheek Steel Co., San- 
dusky, Ohio. 

Foley Manufacturing Co., 
Minneapolis, Minn. 

General Hardware Co., Mil- 
waukee, Wis. 

The Hamlin Metal Products 
Co., Akron, Ohio. 

The Henkel-Clauss Co., Fre- 
mont, Ohio. 


Cutlery Co., New 


OCTOBER 28, 1943 











THE BRIDDELL HAND TOOL FAMILY 


Includes GUARANTEED QUALITY In 
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CLEAVERS 


ICE PICKS 
OYSTER KNIVES 


& CLAM KNIVES , 


FISH, CRAB & 
MINNOW NETS 


GRAPNELS, 
ANCHORS 


CARPENTERS’ 


WRECKING, CROW 


AND PINCH BARS 


AND MANY OTHER TIME-TESTED TOOLS AND PRODUCTS 


The entire BRIDDELL line of HAND TOOLS includes OYSTER TONGS, CLAM TONGS, CLAM 
RAKES, TOBACCO SPEARS, SCRATCH AWLS, and OTHER DEPENDABLE ITEMS. Right now, 
they're manufactured under WPB Limitation Orders, but your dealer should have most of them, 
as they're marketed through regular merchandising channels. If your dealer cannot supply you, 


write, Dept. HA-II. 


CHAS. D. BRIDDELL, INC. 


Manufacturers Since 1895 


CRISFIELD . 


MARYLAND 
































Were just as sorry as you 
are that limited available 
material will not permit the 
manufacture of as many 
Dazey Churns as you would 
like to have. What we are 
getting is being spread as far 
as possible by confining pro- 
duction to the one and two 
gallon sizes. 


Help the Food Program by 
distributing DAZEY Churns 
where they render the maxi- 
mum service—and help your 
customers by supplying re- 
pair parts and jars which are 
available. 


DAZEY CHURN and MFG. CO. 


ST. LOUIS 


MISSOURI 
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‘Fine Tools 
| * 


VAUGHAN 





ZA 


- For SeventY-Five Years... 
_ the production of Fine Tools has 
been our one aim. Only such 
continued experience makes pos- 
sible the outstanding features | 
and high quality found in 
Vaughan Tools, that result in 
more work—less fatigue—a war- 
time necessity. _ 
_ Vaughan’s complete line is 
found in every branch of industry 
today doing its job—and helping 
toward Victory tomorrow. 








Kem-ical Corp., Oradell, N. J. 
os O. Larson Co., Sterling, 

Lowell Mfg. Co., Chicago, Ill. 

National Lock Co., Rockford, 
Ill. 

New England Screw Co., 
Keene, N. H. 

Ohlen-Bishop Mfg. Co., Co- 
lumbus, Ohio. 

The Paine Company, Chicago, 
Ill. 

Pascagoula Decoy Co., Pasca- 
goula, Miss. 

Pheoll Mfg. Co., Chicago, IIl. 

Spradling’s, Inc., St. Louis, 
Mo. 

Ulster Knife Co., New York, 
N. Y. 


Western Chain Products Co., 
Chicago, III. 

Southwest Handle & Mfg. Co., 
Little Rock, Ark. 

Clark Bros. Bolt Co., Milldale, 
Conn. 

We are proud to have these 
new members with us, and are 
sure that they will find the affilia- 
tion advantageous, profitable and 
pleasant. 

With firm conviction that the 
association record for this year 
augurs well for even greater ad- 
vancement in the years ahead, 
and with sincere appreciation of 
the complete and cordial coopera- 
tion of officers and members, this 
report is respectfully submitted. 





Dean C. Gallagher's Address 


(Continued from page 123) 


wish to take this opportunity to 
thank this task committee for its 
prompt and efficient work on this 
job. 

The subject of manpower is 
unquestionably the most impor- 
tant problem facing you today. 
We have discussed this with 
your advisory committee at 
some length. There is still some 
general confusion existing as to 
what you should do to protect 
your firm from raiding and to 
get certain key jobs recognized 
by the selective service. 

It is our suggestion that the 
first step to take is to place your 
firm on a basis of operation that 
“squeezes” all the fat out of your 
operations. We have prepared a 
set of standards that were de- 
signed to assist hardware whole- 
salers on the Pacific coast. You 
may get a copy of these by ad- 
dressing our branch. No doubt 
that general pattern being fol- 
lowed on the Pacific coast, which 
is very critical, will be the gen- 
eral pattern for all critical 
areas. After you have placed 
your operations on the basis out- 
lined in your standards you 
should go to your local man- 
power commission and present 
your case. The action of the 
board can be appealed to your 
regional board if you feel you 
have a case. We know a case 
can be developed as a number 
of distributors have been classi- 
fied as essential. Bear in mind, 
however, that being classified es- 
sential does not mean that your 
men are not subject to the draft. 


It only means that they cannot 
be raided by other industries. 
There are, of course, certain jobs 
that might be presented to the 
selective service in case you feel 
a man is important enough to 
the war effort to be deferred 
from military service. Remem- 
ber, however, that the Selective 
Service Board will merit your 
case higher if you are declared 
“locally needed.” 2 

The problem of re-distribution 
of surplus stocks has been under 
much discussion generaily in 
Washington. This problem is so 
important that it is being con- 
sidered in Congress. We in our 
division feel as well as the Office 
of Civilian Requirements that 
re-distribution is not altogether 
a postwar function. These ex- 
cess stocks exist now and should 
be re-distributed to the civilian 
economy or to fill some of the 
demands of Lend-Lease and 
others before the war ends. We 
are doing all we can in this di- 
rection and hope to be able 
through your association and 
trade papers to inform you of 
the progress we are making. 

There is no need at this time 
to go into a detailed discussion 
on the WPB-547 form. Through 
your association you are kept 
abreast of the changes that are 
being made. As I stated previ- 
ously, the WPB-547 is only one 
method of distribution, but it is 
an important one and is being 
constantly recognized as such. 
Our case load over the past sev- 
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eral months has been rather gon- 
sistent, which leads us to believe 
that it is being used where it is 
needed. In March of last year 
our applications ran over 2,000 
per day, but for the last six 
months the average has been 
pretty close to 1,800. It is gen- 
erally felt that it is always go- 
ing to be difficult to keep our 
ratings high enough to guaran- 
tee delivery of material. Your 
advisory committee has given us 
information leading us to be- 
lieve that the percentage of ma- 
terial reaching the wholesalers 
against orders rated on PD-1X 
is considerably higher than for- 
merly. Still in a great many 
cases, the WPB-547 rating is a 
hunting license. We have given 
this matter plenty of thought 
and study. We have kept accu- 
rate records on the operations of 
the E-6 Order and have reached 
the definite conclusion that to 
make WPB-547 really effective 
you have to direct the manufac- 
turer to earmark a percentage of 
his stock for this purpose and to 
disregard Priorities Regulation 
No. 1 for this percentage. 


A New Regulation 


In fact, we believe so strongly 
in this principle that we are pro- 
posing to the War Production 
Board the adoption of a priori- 
ties regulation to take care of 
ear-marking products for distri- 
bution to civilian purchasers in 
this country at the manufactur- 
ers’ level. This still will not pre- 
vent stripping of stocks at the 
wholesaler: level but we believe 
that -if the wholesaler can be 
guarantecd delivery he can as- 
sure, in fact, they have already 
assured us that a large percent- 
age of the material will reach 
the civilian purchaser. You will 
naturally know when such a 
regulation is released and we 
feel confident of its benefit to 
you. 

To return once again to the 
subject of manpower, we have al- 
ready adopted the policy that our 
branch is going to simplify the 
PD-1X operation as much as 
possible. We received several 
suggestions from your advisory 
committee along this line and 
have committed ourselves in this 
direction. 

We have a splendid organiza- 
tion, one that can help you on 
all of your problems. We hope 
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His Limit Under 
the Best Postwar Plan 


) ines is not given a people by a benevolent Government— 
it is something we must work to get and work to keep. Freedom 
of Enterprise has made America the world’s most powerful and 
prosperous nation in both peace and war. Here we have the high- 
est wages paid in the world, here we have developed the highest 
standard of living. Here we have not been subject to the repres- 
sions of a state-controlled economy, but have been free to de- 
velop: individualism and self-reliance. Let's keep it that way. 


We believe our returning soldiers will prefer a job with private 
industry where the ‘Sky Is the Limit’’ for their advancement— 
in direct proportion to their individual initiative, skill, and 
ability. Our system of Free Enterprise makes this possible, for it 
creates the vast volume of American production so necessary to 
attain and maintain high levels of employment. 


In planning for the future, what can be more vital than to 
combat many plans that seek to abandon the system that has 
made this possible—Free Enterprise. Continuance of Free Enter- 
prise, plus native American industrial skill and ability, will 
avoid the gaunt spectre of mass unemployment after the War. 


But—unless we are willing to trade the time-proven Free 
Enterprise system for some substitute which will nullify indi- 
vidual initiative, progress, and freedom, we must speak up. We 
must explain its principles and advantages to those who may 
not understand them, because appreciation comes only from 
knowledge and understanding. If we fail to do this, the failure 
will be ours. 


CURTIS 


CURTIS SAW DIVISION 


of Curtis Manufacturing Company 
1974 Kienlen Avenue . St. Louis, Mo. 
Circular + Long Cross-Cut + Home-craft Saws 
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SCREW DRIVER 


A new design in husky Screw Drivers that can 
really “take it” . . . the blade, shank and shoul- 
der are forged from ONE piece of ‘Tool Steel. 


When your critical customers take one of these 
sweetly balanced, rugged tools in their hands, 
they sell themselves—and quick! 


Made in a complete line of models and all sizes 
with square and round blades that run completely 
through selected hardwood and Pyraloid handles. 
Write for complete details on this 
fast-moving, long profit line. 


VIKING HAND DRILLS 


Shown to the right is No. V.920... 
one of a complete line of beautifull: 

med FORSBERG Hand 
Dri All popular sizes up to 
%” chuck capacity. 













Le 
WHALE BRAND COPING SAW 
No. 24... An extra deep, finely finished frame. 
Stock %” x 3/16”, depth 6%4” Hardwood handle. 


Complete with No. 20H specially hardened and 
tempered Whale Blade. 


sales action 
know the constant BRAND 
Get to Kreme and VIKING BRUTE 


and 
WACK SAW FRANES.AW FRAMES 


DES @ DRIVERS © 
BLADE DES © screty SAWS. Ask 





orsber 


© MFG. CO., BRIDGEPORT, CONN., U.S.A. 
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| . 
you willtcoftinue to call on us 


for assistance. Our, staff is well 
in War” Production 
Board work and knows your 
business problems.+ I hope no 
one here will think their troubles 
are over. No one can say from 
where he sits when the war will 
be over. There are still going 


toebe difficult times and we can- 
not yet announce that business 
as usual is the by-word. We do, 
however, know more about our 
business than we did last year 
and, consequently, are in a much 
better position to advise you and 
assist you with all of your prob- 
lems. 





Irving W. Clark's Address 


(Continued from page 134) 


ket for consumer use. You may 
be sure, however, that the period 
immediately following the war 
will be one of greatly accelerated 
development of all products and 


| materials—both old and new. 


Your Job 


Many of you will say, quite 
correctly, that there is little that 
can be done to influence many of 
these factors as individuals. Yes, 
or even as companies—or again 
as a single industry—but as a 
cooperative group of individuals, 
companies and industries, which 
go to make up the entire con- 
struction industry—much can be 
accomplished to make the hous- 
ing cycle of the 40’s and 50’s 
sound for the consumer—the 
contractor — the utility — the 
building material and equipment 
producers and their distributors. 

The magnitude of the market, 
the type of home that will be 
built and the price at which it 
will be sold—the extent of mod- 
ernization—volume of public 
works and commercial facilities 
—however, are most important. 
But the approach to the market 
that will be made by your com- 
pany—by the construction in- 
dustry, however, is of greater im- 
portance to every man in this 
room. The need for a sustained 
market is without question—a 
short boom to spiral heights can 
only mean. an equally precipitous 
valley. Only by careful program- 
ming during the pre-post war 
period can a sustained market 
over a long period of years be 
anticipated. 

The hardware manufacturers 
—their distributors, and the dis- 
tributors of sheet metal—have a 
sizable stake in the housing mar- 
ket. You, a8 an industry, have a 
unique position and a long, prov- 
en record as a cooperative or- 
ganization that can play a most 


important part in the develop- 
ment and prosecution of this 
essential post-war housing pro- 
gram. Your knowledge of hous- 
ing and housing requirements— 
your great understanding of the 
builder, contractor, yes, the pre- 
fabricator, can contribute great- 
ly to the practical solution of this 
great need. 

Some of you will undoubtedly 
feel that now is not the time for 
action. Actually, however, the 
time is short, regardless of how 
long and how tragic the war 
period may be—there is much 
that should be, yes, must be, 
accomplished if the construction 
and housing industries are to be 
ready and set for peace time 
operations. 

A review of some of the prob- 
lems that are involved is essen- 
tial to constructive planning, and 
these divide themselves into (4) 
categories on your part. 


(1) Industry Relationship 


The immediate establishment 
in each and every community in 
this fair land of a cooperative re- 
lationship between the various 
branches and elements of the en- 
tire housing industry is of great 
importance. This includes the 
builder, the architect, the engi- 
neer, the utilities, the banker, 
the building and loan associa- 
tions, the producer and distribu- 
tor of supplies, materials, and 
equipment—federal housing au- 
thorities, your city planning and 
technical organizations that con- 
trol conditions and public works. 
It will require strong, capable, 
cooperative leadership to organ- 
ize all the branches of the hous- 
ing industry in your various 
communities into an effective 
flexible, coordinated group. 
Think!—if you will—of the 
leadership that your representa- 
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tives can bring to your commun- 
ity groups through your years of 
experience in developing, pro- 
moting, and executing well 
rounded, coordinated programs, 
with the consumer as the ulti- 
mate benefactor. Opportunity is 
knocking at your door! 


(2) Technical Cooperation 


The local need for an engineer- 
ing and technical program di- 
rected at the builder, the archi- 
tect, the engineer, and the finan- 
cier, to insure sound specifica- 
tions, fair and adequate inspec- 
tions of equitable and all inclu- 
sive appraisals is essential. 


(3) Completely Equipped 
Houses 


A post-war family unit con- 
sists of three parts—land, struc- 
ture and operating equipment. 
Any weakness in one affects the 
others. 

The complete post-war housing 
unit will include not only as 
part of the complete structure, 
bare shelter, but heating, plumb- 
ing, complete kitchen, and com- 
plete laundry facilities. 


The inclusion in the mortgage 
of all major appliances and 
equipment is sound financing. 
Great numbers of homes have 
in the past decade been fore- 
closed due to the financial in- 
ability of the owner to keep up 
both mortgage payments to in- 
sure bare shelter, plus payments 
of a range, refrigerator, and 
laundry equipment. Records in- 
dicate that mortgage payments 
are actually the first to suffer. 


(4) Consumer Development 


A consumer educational pro- 
gram is of vital importance. The 
necessity of education “Mrs. 
Homemaker” of the advantages 
to her budget that can be gleaned 
by purchasing homes having 
equipment with a proven record 
of long life and low operating 
cost cannot be over-emphasized. 
It is a definite responsibility of 
the manufacturers and their dis- 
tributors who supply the mechan- 
ical equipment of the home, to 
keep continually before the home 
builder and the potential home- 
owners, the fact that low origi- 
nal cost of equipment often 
means high operating and main- 
tenance expense. The purchasers 
of low cost. homes can ill-afford 
to invest their dollars in homes 

(Continued on page 284) 
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EVERYBODY’S WORKING HARDER these days, and work gloves 
are in demand as never before! There aren’t enough of 
every type to go around, but American ingenuity and re- 
sourcefulness are meeting the problem squarely! Arsenals 
and war plants are finding that flannel or jersey gloves can 
replace leather gloves not readily available. So our message 
and your message to working America is “Hand Protection 


for Essential Jobs — Sharing Fairly the Available Supply!” 


THE BOSS MANUFACTURING COMPANY, KEWANEE, ILL. 


WORK GLOVES 


ARE WAR GLOVES? 





Bevy U. S. WAR BONDS EVERY PAY DAY—BEAT THAT 10%! 
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Business Begins to Look Ahead 





WILLIAM BENTON 


i cast in my 


"role as vice-chairman of, the 
board of trustees of the Conimit- 
tee for Economic Development 
by. Secretary of Commerce 
Jesse Jones as a small business 
man—wnot as a. university vice- 
president. Until 1936 I devoted 
myself full-time to business. I 
adhere to the belief that small 
business is the essence and the 
nursery of enterprise. After 
this war, if we do not have an 
economic climate that permits 
small businesses to be conceived, 
born and developed, America’s 
system of free enterprise will 
shrivel up from dry rot. 

The Committee for Economic 
Development is bound together 
by faith in America’s free so- 
ciety and by belief and determi- 
nation as to its future. It is in- 
dependently incorporated. It 
elects its own successors. It is 
privately financed and is abso- 
lutely independent of govern- 
ment, though it enjoys the co- 
operation of government agen- 
cies. 


? 


For a Fiee Society 


The members of the Commit- 
tee for Economic: Development 
believe that America is fighting 
and is working for the:preserva- 
tion and improvement cf a free 
society. We shall hasten the vic- 
tory if its achievement means 
«the assurance of a real opportu- 
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ONVERSION to peace-time production and 

the establishment thereafter of high levels 

of employment-are obligations which business 
men must face. These obligations cannot be 
left to chance. Industry must plan ahead and 
must plan constructively in order that its wheels 
keep turning and that prosperity be continuous. 


By WILLIAM BENTON 


Vice-Chairman of 
The Committee for Economic 
Development 
and Vice-President of 
The University of Chicago 


nity for the individual. This is 


more than “freedom from want.” ; 


It is freedom of opportunity. 
We are fighting for both free- 
dom from want and freedom of 
opportunity. 

Today, victory is our purpose. 
Tomorrow, our goal will be jobs, 
production and individual oppor- 
tunity. 

The conversion to peace-time 
production and the _ establish- 
ment thereafter of new high lev- 
els of employment are obliga- 
tions which business men must 
face. These obligations are too 
urgent and too serious to be left 
to chance. 

When the Business Advisory 
Council, under the chairmanship 
of R. R. Deupree, president of 
the Procter & Gamble Company, 
recommended to Secretary Jesse 
Jones that a new business organ- 
ization be formed, Mr. Jones 
called in the officers of the Na- 
tional Association of Manufac- 
turers and the U. S. Chamber of 
Commerce. They agreed that 
America’s post-war reconversion 
problems were so urgent that no 
present business organization 
was equipped to do justice to 
them. They agreed it was essen- 
tial: to form a new organization, 
which could call on top leader- 
ship in. each community, cutting 


xk 


At the Wednesday 
Joint Session 


across established organization 
and community lines, and devot- 
ing itself to the single objective 
of post-war employment and pro- 
duction. 

The work of:the Committee 
for Economic Development di- 
vides into two major phases and 
it is so organized. 

First, its Field Development 
Division: this division is helping 
individual business throughout 
the country to begin thinking 
now in terms of high levels of 
employment and _ productivity 
after the war, and with these 
objectives to begin now to 
formulate their conversion re- 
quirements and their peace-time 
manufacturing and merchandis- 
ing policies. 


Twelve Regions 


The country is organized. into 
12 regions and roughly 100 dis- 
tricts. Under regional and dis- 
trict chairmen approximately 
1000 community chairmen have 
now been appointed. 

If you had been an employer 
of more than 50 men in Peoria 
last fall, you would have re- 
ceived an invitation to lunch 
with Ralph Budd, President of 
the Burlington Railroad and 
Regional Chairman of CED’s 
Chicago Federal Reserve Dis- 
trict. At this luncheon, Mr. 
Budd and leading business men 
in Peoria organized Peoria’s 
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CLEAN 
CUTS 


From the clean edge 
of its tough blade to 
the tip of its well-fitted 
handle, a UNION 
chisel is designed and 
built to do the best 
job possible. Every 
man who has one wants 
more. To hold custom- 
ers, tell them to. “use 
UNION," the chisels 
that make every cut a 
true cut. 











Duration Zuality 


Until R/M Woven Glass and woven asbestos wicking | 
can be had again, R/M Tri-Ply Wicking will do... | 
and do very well. Here’s why: 








1. Hard outer ply resists wear and tear. 


2. Middle layer of crimped asbestos felt 
sends fuel racing-to-the-rim for quick 
lighting. 


3. Inner layer of soft asbestos paper keeps 
fuel-supply uniform. 


4. Rippled construction permits wick to be 
rolled without buckling or breaking; assures 
proper alignment and seating of wick in 
burner-channel. 








5. Tri-Ply construction effects complete fuel- | 
vaporization, reduces carbonizing. 


R/M Tri-Ply Wicking comes %”, 1”, 1%”, and 1%” | 
wide——SIX FEET TO THE BOX, 12 boxes to the carton. | 
Also in cartons of 100 feet. oo 

Sell duration-quality R/MTri- 
Ply Wicking. Ask your jobber. 






Awarded to R/M 
North Charleston Plant 
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INDUSTRIAL SALES DIVISION 


RAYBESTOS-MANHATIAN, INC. 


MANNHEIM, PA Ree Tee RtESTON, 5. C NEW YORK OFFICE 151 CHAMBERS STREET 
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“The American people will see to it that 
a satisfactory level of employment is the 
responsibility of America.” 


Committee for Economic Devel- 
opment. A Peoria Community 
Chairman was selected; he in 
turn appointed committees on 
(1) Action, (2) Research, and 
(3) Public Relations. The mem- 
bers of the action committee first 
called on Peoria’s bigger busi- 
nesses, then the smaller, right 
down to the employers of half a 
dozen men or fewer. 

“If the sirens and the whistles 
blew tomorrow morning an- 
nouncing peace,” they asked, 
“how many men would you em- 
ploy?” This question proved to 
be a poser. 

Peoria war-time employment 
is up approximately 31 per cent 
over 1940. Peoria’s employers, 
many of whom met night after 
night in an effort to answer 
CED’s question, gave an average 
guess that they can hold employ- 
ment in Peoria after the war at 
29 per cent above 1940. Yes, of 
course, they may be optimistic. 
But they have set their goals; 
and that is the first step in 
reaching them. Post-war plan- 
ning received a big impetus in 
Peoria’s laboratories and plants. 
Big businesses began to ex- 
change ideas with small ones. 
New blueprints started on the 
way in Peoria, new products and 
new dreams of new frontiers. 


The enterprise of Peoria took ‘ 


to the road. This was the major 
result of the Committee for Eco- 
nomic Development’s effort in 
Peoria—not the guesses on em- 
ployment, nor the figures, nor 
the statistics, which are of value 
primarily only as they prod each 
business into trying to help 
itself, 


Pattern Repeating 


Today, this pattern is repeat- 
ing itself in countless cities— 
and is developing new vitality as 
inspired local leadership im- 
proves upon it. The Action Com- 
mittee in Memphis persuaded 
325 of Memphis’s 340 employers 
to name chairmen to represent 
them on Memphis’s Committee 
for Economic Development. One 
hundred and ninety of the 325 
attended a series of meetings; 
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others were followed up by per- 
sonal calls. Handbooks and em- 
ployers’ check sheets were dis- 
tributed. An Advisory Indus- 
trial Research Committee was 
organized to study logical new 
products for Memphis manufac- 
turers. A_ full-time research 
man has been employed (through 
the local Chamber) and ten new 
products have been selected for 
more intensive study. A com- 
mittee of Memphis sales execu- 
tives is analyzing favorable in- 
dustrial factors in Memphis and 
how to exploit them—and un- 
favorable, and how to correct or 
offset them. 

In Chester County, Pennsyl- 
vania, there are 130 industrial 
concerns with 10 or more em- 
ployees. Eighty-nine are co- 
operating with the local CED. 
Questionnaires are going to 
farmers; garages and service 
stations are being surveyed; 
each member of the committee 
is making a one-man survey of 
his own. 


The Cleveland Program 


In Cleveland, under the chair- 
manship of W. T. Holliday, 
president of the Standard Oil 
Company of Ohio, two letters 
have gone to all employers. 
CED’s “Targets for Peace” and 
“Employers’ Handbook” have 
been distributed. Eleven hundred 
and ninety-nine Cleveland com- 
panies report post-war planning 
programs—968 of them with in- 
dividuals in charge. Twenty-two 
community meetings have al- 
ready been held. Under the 
sponsorship of Cleveland’s CED, 
60 of Cleveland’s business, pro- 
fessional, scientific and civic or- 
ganizations have scheduled post- 
war meetings prior to January 
lst. Cleveland reports a good 
press, with almost daily articles. 
A weekly radio series is planned. 

In Kansas City, 75 per cent of 
all manufacturers are enroiled in 
CED. The Merchants Associa- 
tion is forming a CED retailing 
division. A separate division is 
planned for wholesalers. The 
construction industry has two 
divisions, commercial and resi- 


dential. Approximately $8,000 
is budgeted for special clinics, 
to bring such experts to Kansas 
City as Norman Bel Geddes, 
with his three top specialists, 
for a three-day clinic on re- 
design of existing products. 
One thousand eight hundred dol- 
lars is assigned to this one proj- 
ect and, by charging for admit- 
tance and advice, it is expected 
that these clinics will be self- 
supporting. 


Progress in Arizona . 


In Arizona, an enterprising 
state CED chairman entisted the 
support of the state university. 
With the help of the university 
experts, ideas have been devel- 
oped in new fields which promise 
employment for 15,000 addi- 
tional people. 

The foregoing are merely a 
few of the scores of examples of 
how communities are organizing 
to help themselves to meet the 
problems of expansion and con- 
version after the war. Conver- 
sion is easy. Expansion is diffi- 
cult, and expansion there must 
be. 

In 1940, approximately 46 mil- 
lion people produced 97 billion 
dollars in goods and services. 
Perhaps as many as eight mil- 
lion people who wanted work 
were employed—for a total of 54 
million. This year, in 1943, ap- 
proximately 63 million people, 
including 10 million in the 
armed services, will produce 155 
billion dollars in goods and ser- 
vices. This, of course, is the 
conjured-up fantasy economy of 
war. 

No one knows how many men 
will remain in the armed ser- 
vices after the war, or how many 
women and over-age people will 
want to give up work and go 
back home. Some will want to 
return to college and universi- 
ties. A reasonable estimate of 
a satisfactory level of employ- 
ment after the war is perhaps 
56 million — only two saillion 
more than those seeking work in 
1940. This is a goal, however, 
and not a promise; certainly not 
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THESE LEVELS AVAILABLE...NOW IN PRODUCTION 








No. 678—24”, 26”, 28”, 30” x 2%” x 1%” 1 Plumb, 1 Lev 
Round Top Sight, Protected glasses. Weight 1% on 


SAND’S CARPENTERS’ WOOD LEVELS 






No. 118—24”, 26”, 28”, 30% x 2%” 
2 Levels, Protected glasses. 


x 1%” 2 Plumbs, 
Weight 1% Ibs. 














R TOOLS 
are portable 


They bring great cutting power to the job—in 
the shop or wherever the work may be. They 
are easy to carry. They need no power source 
except hand power and they cut quickly even 
through 34 inch annealed bolts. By means of a 
perfected toggle joint tremendous pressure is 
delivered to he special steel heat treated cut- 
ting edges. They cut rods, bolts, wires,. cables 
and straps. With jaws of special design they 
squeeze, crimp and perform many other opera- 


tions. 
H. K. PORTER, INC. 
EVERETT, MASSACHUSETTS 


Porter tools are sold through leading sup- 
ply and jobbing houses — subject fo the 
restrictions of war production. Cetelog on 
requesf—osk for our new mointenance book. 




















TIPS for ROPE 
PURCHASERS 


Help keep your Hard- 
ware Customers sup- 
plied with Rope 
throughout the dura- 
tion — Sell FITLER 
NO. 1 JUTE ROPE— 
Lubricated ‘against in- 
ternal friction and 
treated for water re- 
pellency, rot and 
mildew. 


FQR VICTORY 
As Manila and Sisal Ropes have os 
gone to War, use with care, and oes 
keep properly stored what Rope -_ 


you now have. 


THE EDWIN H. FITLER CO. 








Mamcectorers of Quality Rope her Over « Century — Established 1804 
MAIM OFFICE, PHILADELPHIA, PA. 


Mew Tork Chicege $1. Lewis Los Angeles Sen Frpncisce Pertlend 








HAND and POWER 
TOOL GRINDERS 


SICKLE GRINDERS 
GRINDING WHEELS 


SHARPENING STONES and 
ABRASIVE FILES 








GENERAL 


3618 W. FIERCE STREET 
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MANUFACTURERS OF 
QUALITY 
HARDWARE 


Buy from your regular jobber. 


HARDWARE 


VISES 
SKATE SHARPENERS 


LAWN MOWER SHARPENERS 
and GARDEN TOOLS 


LAWN RAKES GRASS CUTTERS 
WEED CUTTERS HOSE REELS 





COMPANY 


MILWAUKEE, WISCONSIN 
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expense of another company, and 
we know how wide these stand- 
ards have been running—from 
7 per cent of costs up as high 
as 42 per cent of cost, and, of 
course, with reference to one 
company or the other there must 
be necessarily some variation. 


The Machine Tool Industry 


The machine tool industry, in 
particular, which is selling out 
its business for the next 10 
years, ought to have some dif- 
ferent treatment from companies 
manufacturing peacetime goods. 
And it has been suggested, if the 
Renegotiation Act is kept on the 
statute books, that it ought not 
apply to commodities the price of 
which is fixed in the competitive 
market. It ought not to apply to 
ordinary civilian articles such as 
shirts and socks and shoes, which 
although they are bought in 
large quantities by the armed 
services of the nation, their 
prices, nevertheless, are fixed in 
the competitive market. And it 
is also suggested that commodi- 
ties whose ceiling price is fixed 
by OPA ought to be excluded 
from renegotiation. But, on the 
whole, it is my conclusion that 
it would be far better to cut it 
off entirely, beginning Jan. 1, 
1944, if we can persuade Con- 
gress to do that. That, I under- 
stand is the position that will be 
taken by Senator George, the 
chairman of the powerful Sen- 
ate committee, and there are 
many fine other men in both 
Houses who will take that posi- 
tion. 

According to figures made by 
Arthur Anderson, based upon 
examination of accounts of many 
important manufacturers in this 
country, the whole problem can 
be as effectively handled from 
the public interest standpoint by 
a 96 per cent tax upon excessive 
profits plus 100 per cent tax on 
all profits in excess of one-third 
of cost. That is a very interest- 
ing computation that has been 
made, and seems to demonstrate 
very conclusively that such a tax 
statute in which the standards 
are written into the law, admin- 
istered by the Internal Revenue 
Department of the Government, 
will as effectively protect the 
public interest as this renegotia- 


tion without standards in Star 
Chamber and without publicity. 

We are fighting this war 
against government by men, and 
in order to have at home and in 
the international field a govern- 
ment by law, government by in- 
ternational law, government by 
international treaties which will 
be respected, where people know 
what their rights are and your 
duties and obligations are for us 
now, with the fortunes of war 
turning somewhat in our favor, 
that we begin to look forward to 
re-establishment of government 
by law and under the Constitu- 
tion of the United States. 

It is my belief, that despite the 
problems this country faces, if 
we will go back to the Constitu- 
tion of the United States, back 
to sanctity of contract, back to 
equal opportunity under law, and 
equal justice under law, that that 
is about all of the fundamental 
things we need to do, to have a 
great peaceful and prosperous 
post-war America. 


Guard Against Evil 


This government by men— 
even well-intentioned men—and 
I remember Justice Brandeis in 
a famous case said that we have 
to guard ourselves from well- 
intentioned good men more than 
we have to guard ourselves 
against evil intending men. He 
said that against evil intentioned 
men we are always on our guard, 
but against those who profess 
great public good, against those 
who pretend to have high moral 
standards. against them we are 
thrown off our guard. 

I don’t want to close this very 
brief statement without saving 
that renegotiation, imvortant as 
it is, is just one part of the total 
picture confronting this country, 
and in my indgment we have got 
to reassemble this America of 
ours as our fathers gave it to 
us, in the same way that a child 
would reassemble a picture puz- 
zle in which all of the pieces must 
be put together. That means that 
manufacturers of this country 
have got to have a friendly atti- 
tude towards those engaged in 
the very important service of 
transportation. We have got to 
understard the position of the 
farmer and the working man. 


We have got to understand the 
position of public officials who 
are trying to do a good job, and 
we have got to understand the 
position of the investor and see 
to it that he is not frozen out 
by excessive taxes. 

One of the difficulties today is, 
as compared with World War No. 
1, we are fighting two wars at 
once, and I hate to say that. But 
we are fighting a class war in 
this country as well as a war be- 
tween nations, and that was not 
true to any great extent in World 
War No. 1. There are those in 
this country who are using this 
war to promote a social revolu- 
tion, and I despise men who will 
use the flag, who will take advan- 
tage of the fact that the eyes of 
millions of fathers and mothers 
who have sons in the service, 
that their eyes are upon the flag 
of their country, that behind 
that flag these cunning men are 
trying to advance a revolution- 
ary program in this country. 

I could demonstrate that by 
the Morgenthau-Roosevelt tax 
bill that was proposed before the 
Ways and Means Committee a 
while ago. It is an astonishing 
situation, assuming that a family 
spends only half what it makes, 
and there are very few families 
who do that, and that gives the 
Morgenthau bill the benefit of 
every doubt, that families that 
spend on their living expenses 
only one-half of what they make, 
a man in this country under that 
proposal had better earn only 
$5,000 rather than $10,000, be- 
cause if he earns $10.000 he will 
have less money saved under that 
tax proposal than if he earned 
only $5,000, and that can be 
demonstrated mathematically. 


The Leveling Process 


Part of this leveling process, 
this communistic spirit in this 
country—what Jim Farley, that 
great American, called the “alien 
spirit” in this country, springs 
from men who are importing 
European diseases and offering 
them as remedies for American 
ills. I am against it. And it is 
time for those of us who have 
positions of trusteeship for the 
survival of free enterprise, for 
the re-employment of millions of 
men from the armed services, 
and those who will be discharged 
from the war services, and your 
stockholders and your bond hold- 
ers and the trustees and man- 
agers of our great life insurance 
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DOOR-EASE Siainledd STICK LUBRICANT 


Add to your profits with this on 10c item. Quick 
sales ... sure repeats! No styles .. . no seasons... no 
obsolescence. Packed 12 sticks on , counter display, as 
shown, or 24 to a box for bin sales. Each stick in litho- 
graphed metallic container, individually carded. Order 
from your jobber. 


AMERICAN GREASE STICK CO., MUSKEGON, MICH. 
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companies in which the savings 
of 65,000,000 people are invested. 
Let me say, we are increasing 
our debt every six months equal 
to the total assets of all life in- 
surance companies that they 
have accumulated in 150 years. 
It is time for us to fight back 
and demand a return to the old 
America, with a humanized capi- 
talism that respects the right of 
the legitimate wage earner try- 
ing to climb his way up from the 
bottom of the ladder, from an 
unskilled position to a_ skilled 
position, earning more as he pro- 
duces more, with incentives all 
the way along. That is what we 
must go back to. If we have that 
with our technology, our inven- 
tion, our science, we can have the 
greatest era of prosperity this 
country or the world has ever 
known, and we can handle this 
post-war debt. But we can’t go 
on adding continuous deficit 
financing to a 300 billion dollar 
post-war debt—and yet impor- 
tant people who are advising 
officers of the United States Gov- 








TANK FLOATS 
2 sizes 


TAIL PIECES 


Latest News on 


PRIORITIES 
and 


WAR-TIME ORDERS 
on page 190 





ernment are advocating that very 
thing. 

Mr. Tugwell said that the only 
thing wrong about the New Deal 
was that it didn’t go into debt 
half fast enough, but if it had 
gone into debt 45 or 50 billions 
of dollars a year, we would have 
solved the problems of unemploy- 
ment. You can solve the prob- 
lems of unemployment, yes. Hit- 
ler did that. He put the unem- 
ployed into the army. We can 
solve it that way if we want to 
become a great militaristic na- 
tion, and you can wipe out the 
great middle class and the life 
insurance policyholders from the 
great debt which we will have to 
get out from under some day or 
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4 sizes , te 
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STOPPERS 7 sizes 


Made by Pioneers and ORIGINATORS of MOLDED PLASTIC 


PLUMBING SPECIALTIES 


SLIP NUTS 4 sizes 


another. But I am not as despair- 
ing as some men are about the 
future of this country. We can 
get out if we apply to the prob- 
lems of the war and post-war the 
ringing words of Mr. Churchill 
—work, toil and sweat.” 

If we get out of this idea of 
running to Washington every 
time a wheel of the covered 
wagon breaks down, if we get 
out of this idea of running to 
the Federal Government to get 
money to shingle the school- 
house, if we go back to work, toil 
and sweat, recapture’ the old 
Pike’s Peak or Bust spirit in this 
country, the “Onward to the 
Klondike” spirit, the “Driving of 
the Last Spike” spirit, we can 
come through and have the 
greatest nation in the world. But 
the other course of government 
by law, government by continu- 
ous deficit financing—if Mr. 
Roosevelt was right in March of 
1933 that that is the road to 
bankruptcy—and dictators are 
the receivers of insolvent repub- 
lics. 








FLUSH ELBOWS 4 sizes 
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markets. Wire or write for samples, details and prices. TANK BALL 


FOR IMMEDIATE SHIPMENT: Saran* Tubing 
and Fittings, Pipe and Fittings and Sheets. 
*Trademark of The Dow Chemical Company. 





American Engineers, pi s in Ided plastics, 
lead the way in these better Plumbing Specialties. 
American experience is chief of many reasons for 
the conspicuous success of “Indestructo” units in all 


Branch Offices Located in Principal Cities 


J. M. Butts Co.. -Bona Allen Bldg. Mitchell Love........ 712-16 No. 16th St. Products Preferred, Inc.....47 Kemble St. 
Atian Ga. Philadelphia, Pa. Mass. 
& TH. BaeRiccccesccsces P. = Box 1552 Potter-Roemer Co......... 2432 E. 8th St. Paul RB. Spencer Co......... 4000 York St. 
Fort Worth, Texa Los Angeles, Cal. Denver, Colo. 
Ss. eer 1306 Stewart Street Gp Gn. an oe bvetudssoc 703 Market St John G. Kelly, Ine...24-14 Bridge Plaza, 8. 
Seattle, Wash. San Francisco, Cal. Long Island City, New York 


Canadian Distributors — W. H. Cunningham & Hill Ltd., 269-71 W. Richmond St., Toronto 2, Canada 


AMERICAN MOLDED PRODUCTS SALES CO. 


The American Shield identifies consistent Quality 
1758 NORTH HONORE ST. (1600 NORTH, 1800 WEST) CHICAGO 22, ILLINOIS 
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« | Tools That “Never Say Die!” 














can 
»rob- 
r the 
‘chill 
a of As one mechanic put it, “If service stripes were awarded to Tools, my 7 
very Indestros would certainly be entitled to plenty of ‘ribbons’.” “4 
ered It is in times like these that the rugged endurance of Indestro 7 
Pye ¥ Tools is especially appreciated—and remembered. When 
, get the victory is won, you can depend on it, these 
hool- mechanics will insist on Indestro Hand Tools. 
, toil The Indestro line includes everything y 
= from a tiny Screw Driver to the One- 
| 9 Hundred -Ten - Piece “Ambassador” 
ag of Mechanics’ Tool Cabinet Set. 
| po Indestro Manufacturing Corp. 
. But N. Kildare at Schubert 
ment Chicago, III. 
tinu- 
Mr. * 
ch of 
d to 
are 
a INDESTRO 


Toots for. Serwece 
.. | lls For the Saati 


Sides We'll have to Fill Civil- 

Locked ian Orders by Priority 

Rating — and Through 
Jobbers Only 


CHICAGO LOCKS 


Give You 


“DOUBLE SECURITY” 


Remember — All CHICAGO Locks — lock 
BOTH sides of Shackle Selling this 
“Double Locking — Double Seeuri 
makes quicker, easier sales and wins 
’ Goed Will. Chicago Locks are priced to 
I enable you to meet Price Competition on 

1 a Quality Basis . . . Investigate... 


CHICAGO LOCK CoO. 
2024 N. Racine Ave., Chicago, Ill. 

























Changes 


New products and new trade 
names are constantly being 
added to the listings for the 
next Directory Number of 
HARDWARE AGE. 


Therefore, if you do not find A 
in the current issue of the | 


mae sr reaitild Z 

Directory Number the prod- | § Until the War Effort i Is eel ad 
uct you are interested in, write | Ae Jew iin CLIPPER MANUFACTURE 1S SUSPENDED 

to the “Who Makes It” Editor. ON ee ae Materials and ng “8 ordinarily 


He'll be glad to serve you. | own: & Sharpe 


“ “Taine Clippers. are being directed 
HARDWARE AGE | 


_. for the present to work considered 
100 East 42d St., New York City 
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v4 | 


TEX-KNIT 


| 
IRONING BOARD PADS | 


HERE'S WHY YOU CAN'T GET TEX-KNIT 


IN THE QUANTITIES YOU NEED 


Our waffle-knitted padding hes gone ran 2 . 
_ To military hospitals for ay Vij! 


to war .- 
th and comfortable 


ironing sheets smoo pana 
to camp and ship laundries for 
ur boys well-dressed - - - 


ntial war-time purposes. 
g toward filling 
d to 


helping keep © 
and to many other ess¢ 


What remains -- - is goin 
er demand for a better p 


e laundering. Because 


the growing consum 


i den of hom 
ve einen Tex-Knit products are 


available in a limited sup- 
gest you get 


obber, 


butor,or write direct. 


ply, we sug. 
in touch with your } 


distri 





From Cotton Bale to Pads 
... Textile Mills is the only 
company that looms the 
ironing board pads it sells, 


Textile M 


General Offices: 3948-50 ROOSEVELT ROAD 
Mill: 820 S$. TRIPP AVENUE * CHICAGO 
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TOPNOTCH 
Design! 





TOP QUALITY 


Construction! 





















TOP FLIGHT 
I. aleability! 





Electric Appliances! 











YOl 
is ye 
W 
hard 
; - busi: 
Live Distributors—Write NOW! your 
TENNESSEE VALLEY ASSOCIATES 
CAMBIEL BUILDING, NASHYILLE:. Set 
YESTERDAY—Economaster_ Heat- 
ers—Top Line Fans and Appliances. 
TODAY—Happy Valley Chairs, Cin- W 
derella Step Stools, Moto-Home Util- 
ity Cabinets, Top Line Wooden Toys, 
Guns, Carts, Swings, and the Top gage 
Line Home Dehydrator. war, 
TOMORROW-—all these—and sele 
NEW HOME APPLIANCES, 
TOO! Cabi 






Bey War Bonds Today— Bede 


Top Line Appliances tomorrow! 





AMI 


ECONOMASTER IS THE TOP LINE HEATER 
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YOUR HARDWARE JOBBER 
is your dependable ‘‘team-mate’’ 


Wartime problems make your 
hardware jobber a more important 
business team-mate than ever. . . as 
your expert on new merchandise 

lines and your expediter 
on shipments delayed by 
wartime transportation 
problems. 


His salesman, hampered 
by travel restrictions, 
will appreciate prompt 
attention when he calls. 


While Amerock craftsmen are en- 
gaged in producing hardware for 
war, your jobber still has a good 
selection of genuine Amerock 
Cabinet Hardware. 


Ask your Jobber! 


GENUINE 


A) & 


PRODUETS 


AMERICAN CABINET HARDWARE 


CORPORATION 
ROCKFORD, ILLINOIS 
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J. H. Rasmussen’s 
Address 


(Continued from page 140) 


Factory branch managers are 
inclined to “yes” the factory— 
to let it go “stale.” An indepen- 
dent distributor is freer to criti- 
cize and is better able to influ- 
ence factory policies on product, 
merchandising and service. Cer- 
tainly he knows his dealers’ 
credit needs better than a fac- 
tory treasurer located possibly 
thousands of miles away. 

The independent distributor’s 
employees accept greater respon- 
sibility and deliver a better ser- 
vice to dealers because final au- 


thority is vested within the local 


operation. 
We believe that with 
products and factory program- 


NWELP SAVE 
ar HOURS.) 
e@ x 
CAN 
P anes OLD 


FAITHFUL 
CRAYONS 





good | 


med merchandising, alert inde- | 


pendent distributors will effici- 
ently and aggressively meet and 
fulfill 
responsibilities when civilian 
production is again allowed. 
Many of our distributors have 
already told us of their post-war 
plans, which include even better 
service to the trade and con- 


sumer and more efficient and 
There | 
will always be a place in Ameri- | 


economical operation. 
for progressive 
independent distributors who 
have the foresight and the 
ability to successfully meet the 
ever changing conditions of our 
industry We at Crosley believe 


can business 


in their future and shall direct | 


our merchandising policies ac- 
cordingly. 


Every Employee Must 
Understand Repairs 
(Continued from page 164) 


with some supervision. The pro- 


prietors still handle much of the | 


rush repair work. 


The firm also specializes in re- | 
| pairing washing machines and | 
considerable home laundry equip- | 
ment is being brought to the store | 


for reconditioning and 
these days. 

The repair shop. is promoted 
consistently in one way or another, 
and this is responsible for much 
of the new volume that is coming 


to this department, 


repair | 


their enlarged business | 





HELP SAVE MAN HOURS — 


“American”? Old Faithful indus- 
trial markers are time savers— 
short cuts! Developed to save 
time in industrial operations in 
today’s factories. There’s an 
American Old Faithful Crayon 
to meet every marking need in 
every business — from glass to 
textiles, from lumber to leather. 
Every marker is developed to 
meet specific requirements. 


You can stand back of American 
Old Faithful Markers, for a 
108-year-old firm stands back 
of youl 


Send to Dept. 50 for the Industrial 
Crayon Guide — FREE 


@ Reg. U. S. Pat. Off. 








THE AMERICAN jf CRAYON COMPANY 

















ooking! 


MIAMI “STREAMLINED” 
WOOD BATHROOM CABINETS 


With production of famous MIAMI 
Metal Bathroom Cabinets necessarily 
discontinued for the duration, MIAMI 
Wood Cabinets are “filling the breach.” | 





In present war housing, and for all. es- | 
sential replacements, these attractive 
Wood Cabinets are doing a serviceable | 
job—and in addition are saving war- | 
vital ‘metals. | 
MIAMI Wood Cabinets are now avail- 
able in quantity. They are of mod- 
ern “streamlined” design, with mirrors 
framed in steel (by permission of 
WPB). Complete in every detail, and 
equipped with convenience features 
that are standard in MIAMI Metal 
Cabinets. 

Details and folder sent on request. 
Write Dept. H A. 


SOME MODELS OF 
MIAMI METAL CABINETS 
ere still available from distributors’ 
stocks 


. .. and after the war we will again 
be in full production of fine MIAMI 
Metal Cabinets. 


MIAMI CABINET DIVISION 
The PHILIP CAREY MFG. COMPANY 
DEPENDABLE PRODUCTS SINCE 1873 

MIDDLETOWN, OHIO ‘ 


SS» 
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William Benton’s Address 


(Continued from page 266) 


a promise by CED, nor, as far 
as I know, by anyone else. 

Technology normally speeds 
up man-hour production about 3 
per cent a year. During the 
war, the speed-up has been even 
faster. With these technological 
advances, if America produces 
no more in goods and services 
after the war than in 1940, we 
would find ourselves with 15 mil- 
lion unemployed. 

To provide jobs for these 15 
million, America must step up 
its production after the war to 
at least 135 to 140 billion dol- 
lars, at 1940 price levels. Other- 
wise we cannot achieve a satis- 
factory level of employment. 
Note that I do not use the phrase 
“full employment.” This seems 
to me a dangerous phrase. It 
implies a dangerous promise, a 
promise which is getting a lot 
of banging about these days. 
But I do emphasize high produc- 
tion which will provide a satis 
factory level. 

What are the alternatives to 
this higher production? Shall 
we share the work and pauperize 
us all? We can reduce hours; 
or we can kill off technological 
advances. Both are bad alterna- 
tives. 

A satisfactory level of em- 
ployment obviously is not the re- 
sponsibility of business. But 
let’s face the fact that the 
American people will see to it 
that a satisfactory level of em- 
ployment is the responsibility of 
America. The American people 
do not propose to stand for a 
long period of mass unemploy- 
ment again. 

The field division of the Com- 
mittee for Economic Develop- 
ment not only tells business men 
it is smart to plan boldly; it as- 
sists them to plan intelligently. 
It develops ideas, case studies 
and suggestions to help its com- 
munity chairmen and its commu- 
nity committees go to work at 
the local grass-roots level, in the 
American tradition. Toledo 
knows what is good for Toledo, 
and perhaps that is why larger 
Toledo manufacturers have 
thrown open their research lab- 
oratories, and through them are 
providing free advice on indus- 
trial research to the smaller 


companies which don’t know 
where to go to learn of the new 
plastics, the revolutionary uses 
for light metals, and other 
technological developments. 
Last week I had a memo- 
randum outlining 12 newly 
formed CED committees in the 
field division. These are now all 
at work developing material for 
use by CED’s community chair- 
men. The experience of Amer- 
ica’s most successful business 
men will be put at the service 
of those of America’s two mil- 
lion employers who want *to 
make use of it. The country’s 
leading experts in production, 
marketing, sales, retailing in- 
dustrial engineering and prod- 
uct designing, are pooling their 
experience in this great effort 


‘dp~help business educate itself 


for high levels of productive 
employment after the war: 4 


Pooling Experience 


First, the Industrial Advisory 
Committee under David C. 
Prince of General Electric. Its 
job is to work with the 1,000 
larger corporations, developing 
“case studies on how it’s done” 
to send to CED Community 
Chairmen. - 

Second, the Marketing Ad- 
visory and Action Committee, 
under T. C. MacGowan of Fire- 
stone, with Professor Albert 
Haring, president of the Ameri- 
can Marketing Association, on 
full time. This committee is de- 
fining the employment problem ; 
is analyzing the market for be- 
tween 400 to 600 different com- 
modities and products; is study- 
ing post-war labor and popula- 
tion distribution. 

Third, the Engineers’ Con- 
sultants Advisory and Action 
Committee, under Edwin Booz, 
president of the Association of 
Consulting Engineers. This 
committee consists of the past 
five presidents of the Associa- 
tion. They plan twelve publica- 
tions on market analysis, factory 
management, etc. 

Fourth, the New Materials 
and Designs Advisory Action 
Committee, under G. F. Norden- 
holt. It is now preparing a 
soundslide film and a book on 
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Gas Hoalors 
FOR LASTING QUALITY 


Post-war research data reveals that the greater 
part of war savings and "pent-up" buying 
power will be used for building new homes 
and purchasing new household equipment. 


Q 


This evidence points to a huge market for 
America's most popular gas heaters—Temco 
and Circu-Ray. 


Compare these outstanding features and plan 
now for satisfied customers and ‘repeat’ busi- 
ness by selling Temco or Circu-Ray Gas 
Heaters: 


* A size and model for every heating require- 
ment. 12,000 to 90,000 B.T.U.—vented or 
unvented models. 
Beautifully desiqned cabinets finished in 
porcelain enamel, "the lifetime finish." 
Scientific construction by experienced crafts- 
men assures the maximum in operating ef- 
ficiency and economy. 
Automatic controls provide a constant, 
healthful temperature at all times. Avail- 
able as optional equipment on all models. 
* A.G.A. approval—your customers will recog- 
nize the seal of the American Gas Associa- 
tion Laboratories as the symbol of efficiency 
and high standards of safety. 


Tennessee Enamel Mfg. Co. 
Nashville 9, Tennessee 
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new materials and designs. This 
committee is working with more 
than 200 editors. 


Fifth, the Trade Association 


| Committee, under Pyke Johnson 
| —two divisions, one manufactur- 


ing and one retail. The Retail 
Division will be fostered by 10 
retail trade associations; it plans 
to employ a staff man for each 
Federal Reserve District to work 
with CED regional managers. 





Sixth, the Retail Advisory Ac- | 


tion Committee, consisting of 
one retailer from each Federal 
Reserve District. This commit- 
tee ties into the trade associa- 
tion group and will help service 
the country’s more than one mil- 


| lion retailers. 
Seventh, the Finance Advisory | 


Committee. 
Eighth, the Committee of Ad- 


| vertising Agencies. 


Ninth, the Sales Personnel 


| Advisory Committee which has 


prepared a handbook on post- 
war sales training. 

Tenth, the Sales Executive 
Action Committee, which will 
distribute a sales training hand- 
book and other material. 

Eleventh, the Community Ad- 
visory Committee, with rotating 
membership of CED’s Commu- 
nity Chairmen to keep all CED 
material keyed to the needs of 


the local committees. 





Twelfth, the Community Or- 
ganization Advisory Committee, 
which enlists the support of Ro- 
tary, Kiwanis, the American Le- 
gion, the farm associations, etc. 


Hitting Its Stride 


The Committee for Economic 
Development is just hitting its 
stride. I ask you men to give 
it your time, your thought and 
your energy. I ask you to co- 
operate to the full with this new 
and vital national business move- 
ment. It is in your self interest 
so to do. You will get out of it 
just what you put into it. I 
urge you to seize this opportu- 
nity offered you and offered all 
enterprising business men. 

Any talk about the Committee 
for Economic Development is 
woefully incomplete without a 
description, though a brief one, 
of the activities and plans of 
CED’s second division. Even 
with the best organization and 
the best intentions, business men 
may be helpless in their efforts 
to meet the employment problem 
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Pas 28 i bs AS AE 


No More Damage from Conden- 
sation or Sweating Pipes, Tanks, 
Walls, Ceilings and Air Ducts 


yy A SURE CURE 


®@ This sensational plastic 
cork coating prevents condensation drip 
from metal, concrete, brick, wood, plas- 
ter or composition surfaces. Perma- 
nently protects metal against rust and 
corrosion, thus prolonging life of pipes, 
tanks, etc. Forms a moisture-proof, 
insulation type coating impervious to 
acid and alkali. 


Stucco-like finish requires no mainte- 
nance. A gallon covers about 30 feet of 
14" pipe. Dries in 24 hours. Comes in 
1, 5 and 55 gallon drums. 

Immediate Shipment. Order from 


your Jobber. Nationally advertised at 
$1.90 a gal. ($2.10 west of Rockies.) 


FREE NoDrip Cir- gush, 7 
Sy <r 


cular about Con- 
€ 
«wv 





densation Drip 
and its Preven- 
tion. 


J. W. MORrTELL Co. 
Technical Coatings 
Since 1895 
508 BURCH ST. 
KANKAKEE, ILL. 
















UTILITY TAPE 
HUNDREDS OF USES 


INSULATES - WEATHERSTRIPS - PLUGS 
UP CRACKS - MAKES PACKING OR 
GASKETS - CAULKS CASEMENTS 

GLAZES WINDOWS 






This new pli- 
able plastic 
doesnot 
crack, chip, 
dry out or 
shrink. Easy- 
to-handle, un- 
rolls like rib- 
bon and is 
ready for use, 
inside or out- 
side. Can 
be _paint- 
ed also. 



















SIMPLE 
TO APPLY 


Mortite ad- 
heres to any 
clean, dry 
surface. No 
> tacking or 
tools needed, just press into place and it 
stays put, 

About 80 ft. to a box. Order through 
your Jobber. Nationally advertised at $1.25 
($1.40 west of Rockies.) 


Circular Free 


4. W. MORTELL CO., 508 Burch St, Kankakee, Ill. 
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In building and main- 
taining fighting equip- 
ment — on land, on sea 
and in air—Vlchek tools 
are widely and exten- 
sively used. 


When peace comes, the 
priceless things taught 
by war will enable us 
to produce and supply 
even better - than - ever 
Vichek tools. 


THE VLCHEK root co. 


3001 E. 87th St ® Cleveland, Ohio 
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LCHEK TOOLS © 


after the war unless there is a 
political and economic environ- 
ment—or a climate, if you will— 
favorable to business growth and 
expansion. 


This leads to the second phase 
of the Committee’s program: its 
Research Division. 

This division, with the help 
of scholars from America’s lead- 
ing universities, is examining 
these questions of business and 
public policy that bear on the 
transition from war to peace and 
on the achievement and mainte- 
nance of high levels of employ- 
ment and productivity. 

To come to grips with the 
problems ahead of us—so agoniz- 
ing and so inspiring—so beyond 
the power of any one man to 
grasp—the Committee for Eco- 
nomic Development has organ- 
ized its research division and is 
turning over to it approximately 
one-third its total budget. 


Two Areas of Study 


For its research program for 
the coming year, the research 
committee has selected two broad 
areas for study. It proposes: 

First, to study the problems 
of the conversion of private 
business and manufacturing 
from war to peace production, 
with emphasis on the demobiliza- 
tion of soldiers and war-plant 
workers into civilian employ- 
ment, on the disposition of gov- 
ernment-owned plants and _in- 
ventories, and on the relaxation 
of war controls over the 
economy. Second, to outline 
policies which will provide a 
favorable climate in which the 
free enterprise system can in- 
crease productivity and employ- 
ment, and which will chart a 
course to maintain stability 
against the damaging conse- 
quences of business depressions. 

Central to both these studies 
is the question of the appropri- 
ate area of government regula- 
tion and control, both temporary 
and permanent. Business must 
expect evolution and change in 
the responsibilities and func- 
tions of government. Child of 
pioneers, business has come to 
fear change. Yet without gov- 
ernment, after this war, business 
cannot do the job which must be 
done. The area and nature of 
these new governmental re- 
sponsibilities need to be de- 
lineated and studied. 


The Research Committee has 
just issued its first publication— 
“Post-War Employment and the 
Settlement of Terminated War 
Contracts.” This statement was 
much needed. It proposes man- 
datory payments on war con- 
tracts, in advance of final settle- 
ment, to speed up post-war 
conversion. It proposes a new 
“Contract Settlement Board,” to 
be established by the Congress, 
to insure uniform policies for 
the various contracting agencies. 


Studies Under Way 


Studies now under way by the 
Research Division include an 
analysis of the major problems 
affecting employment and pro- 
duction—a series of questions 
which will run over 100 pages, 
merely delineating these prob- 
lems without attempting answers 
to them. Another report to be 
issued shortly deals with in- 
centives and taxation. Still an- 
other is scheduled on post-war 
government controls. Perhaps 
the most important study, to 
some of you, proposes to deal 
with the special problems of 
small business (on which a spe- 
cial committee is active). Other 
studies and reports, dealing with 
long range objectives, are now 
being projected. 

The Committee for Economic 
Development thus hopes to de- 
velop a body of positive policy 
keyed to achieving high levels of 
employment and production in 
the America of after-the-war. 
Whether such a positive policy 
will be followed is not in the 
power of the Committee for Eco- 
nomic Development. It is in the 
power of the American people. 
If the American people share, 
and continue to share, the faith 
in free enterprise that animates 
the committee, its projected re- 
search program and the pro- 
posals flowing from it will be 
useful in proportion to their 
merit. 

After the war, the United 


. States must decide on how best 


it can aid in the maintenance of 
world peace. It must decide on 
the part it will play in the world 
economy. The committee believes 
that high levels of employment 
and productivity can be most 
readily achieved in America 
after the war in a world environ- 
ment providing a maximum op- 
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ADJUSTER and 
FASTENER for STORM SASH 








Federal Specification Type 1650. Can be used 
with any style window hanger. Allows win- 
Jow or screen to be fastened open in iwo 
positions. Round notch snaps under screw 
head and forms a secure lock when closed. 
Dull black finish. 


HEAVY TRANSOM 





Well-made, substantial chain and plates. 
Comes in 12 inch and 15 inch sizes. Dull 
black or Parkerized black finishes 


THE SHELBY SPRING HINGE CO. 
SHELBY, OHIO 


Shtte 


SINCE 1898 


HARDWARE 
Geed Lovks —- Beller Wear 








COLLINS VISIBLE 
bs - Mail Box... 


— 






Multiplies Its Own Sales 
Every Home a Prospect 


The All-Glass Mail Box with 
Plastic Fasteners 


Absolutely No Metal or 
Parts 


Because of demands of War 
Housing Projects, we cannot 
always fill orders imme- 
diatey. War orders must have 
priority, but the regular 
trade gets quickest possible 
attention. THE COLLINS 
VISIBLE creates quick sales, 
repeat orders and year-round 
market for a handsome, use- 
ful, non-competitive House- 
hold Specialty. 


FEATURES 

® Contents Always Visible 

© Heavy Crystal Glass Body 
in Attractive Stippled 
Design 

®@ Large Capacity 


© Saves Time, Unnecessary 
Trips and Exposure in 
Bad Weather 


®@ Will Never Tarnish, Split, 
Warp, Rust or Swell 
A WARTIME SALES LEADER 


Dealers everywhere report increased sales. Stock and display 
now. National advertising in leading home magazines is 
creating an ever-increasing demand. 


ORDER THROUGH YOUR JOBBER TODAY 


GEO. F. COLLINS & CO. 


SAPULPA, OKLAHOMA 
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portunity for private enterprise 
in international trade. 

I recently returned from En- 
gland. Those of you who are in- 
terested in my observations on 
England can get them for 15 
cents. I give them in an article 
in Life on the newsstands on 
Friday. I conclude that what we 
do in this country—what policies 
America decided to follow—will 
vitally affect England’s policies 
and the policies of the rest of the 
world. 

The enterprise and initiative 
of man, for which the Commit- 
tee for Economic Development 
seeks an enlarged scope, cannot 
only open new horizons of hope 
for the individual in America 
but in the rest of the world as 
well. 

New products and_ services 
which only wait for development 
—they are everywhere around 
us—will beckon men on to re- 
newed exertion. Technological 
advances, many speeded up by 
the war itself, can open frontiers 
that the generations of men past 
could not have imagined. Men 
must look ahead and plan ahead 
for an era of abundance. We 
stand at the gates of an age of 
plenty. The key is in our hand 
and we are fumbling at the lock. 
A true system of free enterprise 
can act as the provider as well 
as the safeguard of democracy. 





Brig. Gen. Rose 
—on Manpower 


(Continued from page 146) 


to have it so that few if any 
would get beyond the community 
level and never out of the State, 
if we can help it. 

There finally remains a check- 
up on what we are doing—evalu- 
ation of results. And our success 
is dependent upon the accuracy 
with which we do it. That is 
common sense. It is the inven- 
tory that you take in your busi- 
ness and the plans of operation 
we make in our business. So 
much for our problems. 








Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
on page 190 


RIDSMEL TAKES THE ODOR OU1 
OF PAINT, VARNISH, ENAMEL 


Every season is open season for 
painting when Ridsmel is used. 25c 
size good for average apartment. 
Painters’ size, $1.00 . . . Sell Ridsmel 
to sell more paints, more brushes. 


COUNTER CARTON 
SELLS FOR YOU 
Sample order—3 doz. 
25e bottles, £5.40, 





anety User Recommends It— 


| Every man who uses a Townsend Wire 
| Stretcher is pleased with the ease with 
| which it is attached to the wire, the rapid- 
| ity with which the wire is brought into 
position for nailing, and the fact that he 
can stretch the wire and nail it to the post 
without assistance. These time and labor 
| saving features have made the 





| 
‘Townsend Wire Stretcher 


la profitable seller for over 30 years. It 
| will stretch plain, twisted, barbed, woven 
| wire or large mesh open wire. The 3 foot 


| wooden handle is fitted with malleable 
| iron pincers with serrated steel grips war- 
| ranted not to slip. Also ideal for tight- 
| ening bands and wire on large shipping 
| hones, crates and bales. Send for Trade- 
| prices, also folder which gives complete 


details, 


|B. W. TOWNSEND 
Painted Post, N. Y. 


"% 
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4 New 
BETTER BRAND 





see the 


HOME GUARD 


wood trigger 
mouse trap 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 












National 
Still a symbol 
of fine 


HARDWARE 








UT for the duration many mem- 

bers of this extensive line will 
not be seen on the home front. The 
facilities of our large modern plant 
ive first call to the war effort, and 
whateveravailablehardwareis allotted 
for civilian use will be fairly rationed 
to our many loyal dealers. 


We hope the day is coming, soon when 
a decisive victory will give us the 
“GO” sign for full-speed production 
to serve a world at peace. 


We suppest using, Government priority 
forms for all of your urgent hard- 
ware requirements. 


NATIONAL MANUFACTURING 
COMPANY 
STERLING - + - ILLINOIS 
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I mentioned earlier and have 
emphasized as I have gone along 
that we bespeak the assistance 
of the local people for local prob- 
lems. We bespeak the assistance 
of associations such as yours, 
and so we will now devote some 
time to the troubles that you are 
having. 

Unquestionably the business 
carried on by the associations 
represented here today furnish 
a great service to the civilian 
economy. Such being the case 
are you entitled to the same con- 
sideration and protection as the 
35 general classifications of busi- 
ness in which we have classified 
the country under the terms of 
our essential activities on the 
industry list? 


Essential to War Effort 


To get on that list you must 
be directly essential to the war 
effort and all the dictates of 
practical thinking and common 
sense must show that you are 
absolutely necessary in a greater 
or lesser degree. However, I re- 
gret to say that you do not quali- 
fy except for your farm and 
household maintenance and up- 
keep people, and you probably 
have very few of those. 

That being the case let us then 
determine the other end, the 
other end of the stick, if you 
prefer. I have in mind our so- 
called non-deferrable group. You 
probably already know the extent 
to which that applies to you. I 
can say quite frankly that based 
on present plans and require- 
ments I know of no changes 
which will adversely affect you. 
As against that, I would be less 
than fair if I did not warn you 
that the requirements of the na- 
tional situation may change. 

Only quite recently the Under- 
Secretary of War intimated that 
notwithstanding that the Army 
had reduced its requirements by 
something like a half million men 
during the current calendar year, 
that the Chief of Staff and his 
associates still had the authority 
to come and ask for that many or 
more if need be. I am not in 
position to know whether they 
plan to come for more or not. 

If there should be additional 
requirements obviously we must 
go into the reservoir that is still 
available to us to get additional 
males, and that would be in in- 


verse order to the contribution 
these males are making to the 
war effort at this particular time. 
If you have received much or lit- 
tle assistance from Selective Ser- 
vice, I would warn you to be 
very careful against placing too 
much reliance upon that. If you 
have received deferments, well 
and good, but I would most 
strongly suggest to you in mak- 
ing plans for the future that you 
get your replacements while you 
still have the people deferred. 
And let them train under the 
person now filling the position. 
If you have to pay them double 
for a while, if you keep both you 
will be better off than if you let 
one go. 

As to new hirings, use males 
that are not vulnerable to Selec- 
tive Service either by age or with 
respect to physical condition al- 
ready established. Use women 
to the extent that you can. Use 
part time workers—school chil- 
dren—to the extent that you can. 
There is a lot of good informa- 
tion on that to come later, and 
while I will not take the time to 
discuss it here this morning, it 
is well worthy of your study. 


Women in Work 


As to the use of women I 
would like to point out that the 
situation nationally today is such 
that the principal reservoirs of 
unused workers today or possible 
potential workers are women. 
And use older men. Look for- 
ward to the day when you will 
have to integrate the returning 
soldiers into your industrial ac- 
tivity. I am not thinking so 
much of the post war ones now as 
I am of those coming back, be- 
cause of physical handicaps, of 
wounds incurred in fighting our 
battles and who must as a matter 
of justice and pride, and to save 
their self respect be put into the 
industrial life of this country as 
rapidly and as considerately as 
we may. 

In closing I would like to state, 
speaking of the chairman staff 
of the War Manpower Commis- 
sion, their regional, state and 
local staffs, that we are as sin- 
cere as we can be when we say 
we have got to have your help 
to handle this situation, and all 
we want you to do is to see the 
facts and we know that you will 
see the problem pretty much as 
we do. 


HARDWARE AGE 
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THE QUICK ACTION DRAIN SOLVENT 


Assures You of 
Quick Turnoverand 
Repeat Sales with 
Good Profit 


E-JECT-O heats, agitates and dis- 
solves the obstruction with quick, 
concentrated action at the stoppage. 
No fumes, no foam, no mixing with 
water. Does not solidify and will not 
harm enamel or pipes. 
Standard 12 oz. can packed 2 doz... . 
Costs dealer $1.65 doz., Retail $3.00 
Costs dealer $530 dom Retail’ $6.00 
_ (Cartons include Display and Leaflets) 
Order from y 








our Jobber or Direct from: 


UNITED GILSONITE LABORATORIES 
SCRANTON, PA. 







































+ dri-kleen 


f 
QUICK 
SALES 

& 
GREATER 
PROFITS 


~ 














Large Economy size retails for 
$1.00. Makes 25 gallons. im- 
proved, scientific, soluble-crys- 
tal home cleaner for dresses, 
suits, hats, ties, drapes, uphol- 
stery, rugs, ALL FABRICS! 


GUICK FACTS ABOUT DRI-KLEEN 
@ Simple to use. ¢ Odorless, non-inflammable, 
non-explosive, @ Contains no soap, animal fat, 
acid or other harmful ingredients. © Harms noth- 
ing which cold water will not harm. © Restores 
original sparkle and brilliance to colors. © Keeps 
hands smooth and soft. ¢ A ingly ico! 
—saves time and money. 


Nationally Advertised in LADIES’ HOME 
JOURNAL - McCALL’S - WOMAN'S HOME 
COMPANION - BETTER HOMES & GARDENS 








DEALERS! OBBERS! 
Order From Your Write Today For 
Jobbee oct Full Deteil®. 
or Write D Discounts, Etc. 





THE DRI-KLEEN COMPANY 
325 West Huron Street, Chicago 10, Illinois 
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J. R. Stuart’s Address 


(Continued from page 152) 


now we have had in there a re- 
striction on the amount of gal- 
vanized sheets, on the amount of 
wire products, on the amount of 
pipe which could be purchased in 
this quarter. The amount allowed 
was considerably less than the 
total amount allowed on other 
products. Because of certain 
changes in supplementary regu- 


lations it is now possible to elim- | 
inate those minimum restrictions | 


and expand the merchant trade 
products. In other words, your 
customer wishing to buy galvan- 
ized sheets, if that is all the steel 
he feels he needs in the calendar 
quarter, he can get up to 20,000 
Ibs. without applying to Wash- 
ington on any form. He merely 
goes to the warehouse and signs 
a simple endorsement on his or- 
ders to the effect that that is all 
the steel he requires and that 


during the quarter he has not | 


purchased more than the amount 
allowed. 


I want to mention the steel re- 
covery program, briefly. As you 

| probably know, the operations 
conducted in Pittsburgh are be- 


ing liquidated at the close of this | 
month. Those operations will be | 
subdivided. You might call it a | 


part of our decentralization pro- 
gram. Excess inventories I be- 
lieve under Priorities Regulation 
No. 13 will be reported to the 
nearest WPB Regional Board. 
| They will catalog all the material 
reported and make cards for each 
item and keep an up-to-date rec- 
ord and each person who reports 
such material for sale will be 


assured that it will be offered to | 


anyone looking for material who 


comes to the WPB, but before | 
you can sell it, you must notify | 


| the WPB so they can cross that 
| item off the list. There will be 
| also a National Inventory main- 


| tained in Washington, but your | 


contacts with that inventory will 
be much less than with your re- 
| gional office or local office. 





Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 190 








| Are Helping Uncle Sam 


Our entire facilities are de- 
voted to Premax Antennas 
“and other military equipment 
for the fighting forces. 

When Victory comes, Pre- 
max Rods will be back, better 
than ever before. 


remax Products 


Division Chisholm-Ryder Co., Inc. 
4409 Highland Ave., Niagara Falls, N. Y. 








PAINE 
CONDUIT CLAMP 


Correct size Stove Bolts furnished FREE with 
each clamp. 





All clamps are rust proofed and are designed 
to hold porcelain bushings, thin wall or rigid 
conduit, also armored cable. 





Ask your Jobber and write for Catalog. 
THE PAINE CO. 
2963 Carroll Ave. Chicago 12, Ill. 
Offices in Principal Cities 


and HANGING DEVICES 
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7 For successtul electric fencing 
DEPEND on PRIME 
Hi-Line Controller 
‘clectric fence caw do the job. And 
Fe sale en rd | 

See 


Tea rine ity Ca. © Prime dealer now. 


PRIME 


follows through 


with farm paper advertis- 
ing that helps you sell... 


Electric Fence Controllers 


Here’s one reason that leading deal- 
ers all over the country have found 
it pays to depend on Prime — the 
Number 1 name in the industry. 

Right now, in 20 leading farm 

apers from New England to Cali- 
ornia, from Minnesota to Texas, 
we're telling the powerful story of 
Prime’s dependability, safety, and 
effectiveness. 

Prime’s advertising helps build 
your business — for today and to- 
morrow. So pick Prime now for real 
profits on equipment you’re proud 
to sell. See your jobber. Prime sells 
only p Boel jobbers. T-5 


The Prime Mfg. Co. 
1669 S. First St., Milwaukee, Wis. 





ony © © War Senet 
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Walton C. Groce’s Address 


(Continued from page 158) 


that all of you make it a point 
to establish close contact with 
your local WPB field offices. The 
field office will be your guide and 
mentor to an increasing extent 
with respect to your CMP prob- 
lems as well as problems involv- 
ing other WPB orders and regu- 
lations. 

Policies and procedures will 
continue to be established in 
Washington. The carrying out of 
these policies will be delegated 
to the field offices to the greatest 
extent practicable. It is antici- 
pated that this program will save 
industry many trips to Wash- 
ington. 

Demand at Peak 


The demand for implements of 
war is now at a peak. The neces- 
sity for maintaining a reason- 
able balance between supply and 
demand is still serious and re- 
quires continued close control. 
This means that adequate con- 
trol over the distribution of ma- 
terials must be maintained to as- 
sure that we continue to have the 


weapons we need for this war at 
the proper place—at the proper 
time—and in the quantities re- 
quired. 

It is important to bear this in 
mind when you figure payroll 
budgets for future operations. 
One major reason for the suc- 
cess of CMP is the fact that you 
have put it on your payrolls in 
the hands of capable personnel. 
In this manner, a corps of CMP 
experts working for industry has 
developed, and this is a major 
reason for the fact that we have 
been able to put CMP into suc- 
cessful operation in a far short- 
er time than might have been 
expected. 


Importance of CMP 


It is vital that you should rec- 
ognize the continued importance 
of CMP to your firms. It is 
important to you— and impor- 
tant to us. In other words, 
when you are faced with tremen- 
dous increases in your payroll 
expense, do not, in attempting to 





Corner Display Aids Teapot Sales 


P P vis 
This attractive | 


corner of the 
Grant - Bliss hard- 
ware store in 
Charleroi, Pa., 
population 10,000, 
emphasized the 
Christmas gift pos- 
sibilities of téa- 
pots last Decem- 
ber. Teapots are 
a year ‘round line 
with the store, 
which numbers 
among its  cus- 
tomers many peo- 
ple of English 
birth and extrac- 
tion, who buy the 
teapots for them- 
selves and as 
gifts for friends. 
Red crepe paper 
shelving and red 
and green tinsel 
gave Christmas 
atmosphere to the 
display. Shadow 
boxes above and 
below the teapot 
display are con- 
stantiy changed 
to give a variety 
of different types 
of merchandise 
attention. 
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EVERHor 
ALITY 


ee poet are 


@ Whatever of new de- 
sign, construction, ma- 
terials and performance 
may be revealed by the 
appliance industry after 





victory, you can be sure 
that good old Everhot 
Quality will be there =\ 


as always. 


THE SWARTZBAUGH 


MANUFACTURING CO. 





FOUNDED 1884..Toledo, 0 


ROASTERS - APPLIANCES 
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Fr erie | 0 
MADE IN U.S A 
“ASK YOUR JGBBEER8 
FOR GUR EXTRA VALUE 
SEWED PIECE CHAMOIS 


HOYT & WORTHEN TANNING CORP 
HAVERHILL MASS 


iif 
PCLIPPERS 


A COMPLETE LINE 





ASK 
7S Years’ Reoulalion. YouR 
ak Foals JOBBER 


AMERICAN SHEARER MFG. CO. wasnua, mn 
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figure ways of cutting corners, 
slight your CMP division either 
in the number of people required 
to do the job or the quality of 
people assigned to it. It would 
not take long if industry placed 
its CMP problems in the hands 
of inexperienced or incompetent 
people to snarl the entire mate- 
rials distribution picture to the 
point where possible irreparable 
damage might be done. 

We don’t know yet the mate- 
rial losses being sustained by the 
Fifth Army in the present Ital- 
ian campaign, but we do know 
they will be substantial. And 
this campaign represents only 
another stepping stone. It is 
really only the beginning of our 
tangles with Hitler’s men. Let 
us not be fooled. The German 
Army is still a potent striking 
force for the Axis—and it’s play- 
ing ball in its own back yard. 

You can easily see that the de- 
mands upon American industry 
will increase during the months 
ahead. We must replace battle 
damage as well as continue build- 
ing reserve stocks. 


Saving Lives 

In his recent speech to Con- 
gress, President Roosevelt said, 
“Nothing we can do will be more 
costly in lives than to adopt the 
attitude that the war has been 
won—or nearly won. That would 
mean a letdown in the great tem- 
po of production which we have 
reached, and would mean that 
our men who are now fighting all 
over the world will not have that 
overwhelming superiority of 
power which has dealt so much 
death and destruction to the en- 
emy and at the same time has 
saved so many American lives.” 

During the hour between 10 
and 11 on Nov. 11, 1918, the last 
hour of World War I, over 1,000 
American soldiers were killed. 
We are all out to save as many of 
those “last hours” as we can. 

To do the job, we must con- 
tinue to have cooperation be- 
tween Industry and Government. 
We must continue to produce at 
maximum rates. We will wel- 
come suggestions for improving 
the methods now being used to 
distribute materials available 
and schedule production. I know 
we can continue to count on all 
of you as representatives of 
American industry. 







DETACHABLE BLADE 
KNIVES... 


for HOBBYISTS 
& EVERY ART & 
CRAFT! 


No other item you've ever handled 


returns you so much sound, steady 
profit, or your customer such com- 
plete satisfaction . . and that’s why con- 


stant repeats make your profits swell. Here’s 
healthy prosperity just waiting to be asked 
GRAB IT! 


Address inquiries to Alfred Field & Co., 
sole distributors in Hardware Field, 93 
Chambers Street, N. Y. 






Get our deal for 
this beautiful 
silent salesman. 





Let Sharp-Edged Advertising Help 


A national “‘big push’’ in publications reaching the 


very people who buy from you .. . plus strong, 
compelling ‘‘Dealer Helps’’ and this handsome 
time- proved display cabinet containing ample stock 

. these together make X-acto Knives with 8 


interchangeable blade types PROFITABLE. Get 
all the facts today. 














Dependable, 

streamlined, storm- 

proof, long-burning—the one 
lantern that has everything. 

Military requirements have first 

call, but we are striving to meet 

essential civilian demands. Please 

anticipate yourneeds wellin advance. 


Embury Mfg. Co.,Warsaw, N.Y. 
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lts New! 
It's Good! 
It's Available! 


MINUTE MOP 
and DRAINER 


Ready For Immediate Delivery! 





*New Features! 


New roller model cotton cord 
mop-head! New adjustable drainer 
fits any pail! New money-back 
guarantee behind MINUTE MOP! 


* New Sales Power! 


Houseware Departments every- 
where found the original MIN- 
UTE MOP a sure-fire seller. 
One store sold over 500 in ONE 
DAY! Another sold 13,000 in 22 
weeks .. . others average 3 gross 
a week! 


*New Profits! 


The new MINUTE MOP is avail- 
able for immediate delivery. Write 
for our special demonstration and 
advertising deal that will intro- 
duce it to your customers. 


BUSY HOUSEWIVES NEED IT! 


This all-purpose mop cleans 
everything, from floors and walls 
to even autos. Keeps hands out 
of water. Saves tiresome wring- 
ing, stooping, splashing. Drainer 
fits any pail and drains mop 
quick as a wink. No mechanical 
parts for women to fool with. 


MINUTE MOP CO. 
2225 Calumet Ave. 
Chicago 16, Illinois 
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we found we could consolidate 
departments, and at least have 
one department to every build- 


| ing. In that way we can now 


take merchandise into several 
buildings yet put it under one 
department head. That, of 
course, will be a permanent 
change. 


Plan to Train Employees 


After the war, we are going to 
plan training for our employees, 
perhaps even a night school. I 
recommend this to any of you 
who have not tried it. Take your 


| warehouse employees and inform | 
| them about the lines and mer- 


chandise you handle, the various 
qualities and talking points, and 
also efficient methods of handling 


| this merchandise. Green men do 
not put value on merchandise; | 


they want to toss it around like 


| pieces of pig-iron, never think- 


ing of breakage or damage. So 
you can do a lot with men just 
by explaining about the value of 
the merchandise, especially in 
your package department. Many 
of the men want to break a pack- 
age, even though you have some 
open. You simply have to train 
them to handle your business 
more efficiently. 

Under normal conditions I do 
not know as we can achieve sav- 
ings such as we are doing at 
present. We will not now break 
packages that we have broken 
heretofore. We do believe, how- 
ever, in a number of cases, that 
we can continue this policy after 
the war is over. At least, we are 
going to make every effort to do 
this. The breaking of packages 
results in a very high cost of 
doing business. So many of us 
look at our packing expense as 
compared against the total busi- 
ness. The cost itself is a very 
small percentage of 1 per cent 
and it may not concern you. But 
if that expense is compared 
against only these items on 
which you break packages you 
will find that you have a very 
sizable expense. Any breaking of 
packages, therefore, that you can 
discontinue, is going to help a 


| great deal. 








7AN . New York Cit 





PRECISION TOOLS 
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Practical Gifts Were Featured Here 





Dinnerware, glassware, wooden goods, baskets, pottery and Christmas 

centerpieces were shown in this holiday window of Mizener-Drynan 

Hardware Co., Port Clinton, Ohio, last year. The artificial Christmas 

tree atop the utility table was for sale and similar trees were shown 
throughout the store itself. 











Toy Buying Stimulated 
By Early. Toy Showing 


‘Continued from page 220) 


chandising activities, decided to 
show their complete line of toys 
and holiday goods at an early 
date. They reasoned that custom- 
ers who were shopping for gifts 
for servicemen might also be in- 
clined to purchase gifts for other 
members of the family. Results 
to date indicate that customers are 
doing this very thing. 


Featured in Windows 


Toys and gift goods are fea- 
tured in windows now, and will be 
shown there throughout the bal- 
ance of the season. Toys are dis- 
played on two, five-shelf racks 
which are located just inside the 
front entrance. Every customer 
coming into the store must pass 
this display. A little later on two 
other racks will be added so as to 
display additional toy and gift 
items. 

“We feel certain that our De- 
cember volume this year will be 
under that of last year because of 
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this early showing of holiday 
goods,” says Mr. Hanna. “Hereto- 
fore, we received all of our holiday 
business in the one month. This 
year it will spread over four or 
five months. So far, sales in the 
two months account for approxi- 
mately 30 to 35 per cent of normal 
December volume. 

“If the usual December sales 
rush can be reduced by this action 
this year it will be most beneficial. 
Manpower is a serious problem in 
every retail hardware store and it 
is likely to get worse rather than 
better.” 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 190 














YOUR KITCHEN TOOLS 
HAVE GONE TO WAR! 


Yes, those famous stainless 
& steel kitchen tools are now 

‘aes «= making it “tough” for Hit- 
ler and Hirohito! Uncle Sam is our 
No. 1 customer for the duration. 
Our employees and machines are 
enlisted 100% in war production... 
and the materials formerly used to 
make Catalin-handled, Stainless Steel 
Kitchenware are now being used on 
the battle fronts to blast the enemy! 
We have gone “all-out” to help win 





the war as quickly as possible. That’s 
our No. 1 job! 


P snotner 
ANDROCK 





KITCHENWARE, HOUSEWARES, HARDWARE 


THE WASHBURN COMPANY 


WORCESTER, MASSACHUSETTS @ ROCKFORD, ILLINOIS 


ASSOCIATED COMPANY, MICHIGAN WIRE GOODS CO., NILES, MICH. 
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FOR THE LADY 
PLEASE! 


We got careless and her “policy” 
came mighty close to being canceled 
for good! We're still way behind 
Let’s all buy that 
extra WAR BOND and give her 
enough paid-up insurance to last for 
all time! 


on our premiums. 


M. S. BROOKS & SONS 


BOX "'B CHESTER, CONN. 


Since 1848 


“BROGKS # HOOKS’ 


MORE INSURANCE 








STRONG- BRAY 


aa0LU9R Prompt deliveries 


s! 








both types! 


WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 
dling and card-end loss — every 
hook saleable and usable. Made in 
6 sizes. 


STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 8 sizes, 
in standard boxes, handy packages 
or long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 
pins. 


Priority Business 
—is waiting on belt lacing at local 
plants, and schools. 
Write for Catalog 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
$348 Northwest Highway, Chicago, U.S.A. 
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Irving W. Clark's Address 


(Continued from page 263) 


equipped with inefficient devices. 
Home ownership has _ suffered 
much in the past, because of this 
fact. 

Plan Today 


The lapse of time necessary to 
develop plans, specifications, and 
financing for permanent essen- 
tial public works necessary to a 
complete post-war housing pro- 
gram requires from six to eigh- 
teen months. Not only should im- 
mediate steps be taken in your 
respective communities to see 
that planning through the blue 
print and specification state— 
but arrangements for the neces- 
sary financing, are of equal im- 
portance. This is a must against 
undue unemployment during the 
reconversion period. 

Again this planning should 
also be applied to housing. Build- 
ers and contractors should be en- 
couraged to obtain land—develop 
project plans, obtain approval 
for street locations and grades, 
arrangements for utility facili- 
ties, and care for necessary 
financing to insure that housing 
projects may be started as soon 
as government restrictions per- 
mit. 

To develop, organize, and pro- 
mote a program of the magnitude 
outlined above will require a 
strong, well organized, local, 
state, and national housing in- 
dustry. Through the facilities of 
the United States Chamber of 
Commerce and the various trade 
associations of the respective in- 


dustrial groups comprising the 
construction and housing indus- 
try, a national program is in the 
process of development—and you 
and your industry, through your 
trade associations and the Pro- 
ducers’ Council are represented 
in this national effort. 


Some of you are already mem- 
bers of local organizations that 
are working on programs. To 
you who are in this fortunate 
position, we suggest that you 
accelerate your efforts; and to 
you who have not as yet put your 
shoulder to the wheel to meet 
this important opportunity, may 
we suggest that you do so at an 
early date. 

Picture, if you will, the oppor- 
tunity that now affords itself to 
you as individuals, as manufac- 
turers, and as distributors, to 
play a most important part in 
converting the need for post-war 
housing into actual American 
homes, with all of the advan- 
tages, all of the conveniences, 
and all of the comforts that the 
home of 194X can bring to its 
occupants. Visualize your oppor- 
tunity to develop cooperative 
leadership within the housing in- 
dustry of the communities in 
which you serve. Put into action 
a sound, well-developed program 
—the outlines of which are now 
reasonably clear—and through 
this cooperative effort insure 
better American homes—a bet- 
ter, sounder Democracy—in the 
post-war period. 





Step-Up Table Tops Step Up 
Sales of Dinnerware 


(Continued from page 222) 


most step and also is displayed in 
glass shelf units above it. Pop- 
ular priced glassware is shown 
for the most part. 

Dinnerware for both farm home 
and city residence are featured in 
this display. China for every day 
use on the farm is a very popular 
item. This merchandise is heavy 
and plain. It is used a lot and 
receives rough treatment. Much 
of the time it is displayed on one 
end of the table. More decorative 
and better qualities of dinnerware 
and china are shown in another 


section of the table. Every farm 
housewife wants a set of this din- 
nerware for Sundays and other 
special occasions. 

Gifts and novelties go well with 
the dinnerware and_ glassware 
lines. They are displayed on an- 
other nearby table. Gift items 
range in price from 10 cents up 
to $2.00. 

Window displays and newspa- 
per advertisements are used to 
promote these lines throughout the 
year. . 
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Call Ryerson when 
you need steel — any kind, shape, 
or size. Large stocks are available 
at ten convenient plants. Ask for 
a Ryerson Stock List —your guide 


to quick shipment of steel. 


Principal Products incluas: 


Bars + Shapes « Structurals « Plates « Sheets 

Floor Plates + Alloy Steels « Stainless Steel 

Shafting + Screw Stock « Wire « Mechanical 

Tubing «+ Boiler Tubes « Reinforcing Steels 

Tool Steels +» Babbitt « Nuts « Bolts . Rivets 
Welding Rod « Etc. 


JOSEPH T. RYERSON & SON, Inc. 


Plants at: 
CHICAGO, MILWAUKEE, ST. LOUIS, DETROIT, 
CINCINNATI, CLEVELAND, BUFFALO, BOSTON, 


) PHILADELPHIA, JERSEY CITY 








PNEUMATIC CHISELS 


GUARANTEED 2 FOR 1 


OXFORD TOOL COMPANY 


G. G. CAMPBELL, Pres. 
1633 N. 2nd Street 





Philadelphia, Pa. 








{| TROY 
PATENTED Pr BEST 


FILE HANDLE (Patented) assures better work- 
manship and safety to user. 





FILE CARD—cleans files, taps, and dies quickly 
and thoroughly. 


TROY FILE WORES 


Troy, Est. 1831 











STEEL MORTAR HODS 


Ne dripping onte 





Made entirely of 
stee) with wooden 
shoulder saddle 
and handle 
Edges are heav- 
tly reinforeed. 
The fork. is 
pressed from 
heavy gauge 
steel 














Write for prices. 
The Clevetans } Wire. Spring Co. 
R 88h Se. lamiltom Ave. 
& — eccente wOute ee * 
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Keep Our Domestic 
Common Carrier 


Transportation 


eer of concerning itself, in 


the midst of a press of needed 


| war legislation, with bills intended 
| to create a nationwide system of 


freight rates, for new government 
expenditures and subsidies for par- 
ticular types of transportation and 


| for the further injection of the gov- 
| ernment into transportation manage- 
| ment, Congress should take time out 


briefly, right now, to adopt a joint 


| resolution declaring it to be its “pur- 


pose to maintain our domestic com- 
mon carrier transportation in private 
ownership,” says the Transportation 
Association of America, in its com- 


| munication of Sept. 25 addressed to 
members of Congress and tu 30,000 


business, farm and financial leaders 
throughout the country. 


Would “Stay the Fears” 


Such an expression, it says, would 
“stay the fears” of many who antici- 
pate the adoption of such socialistic 


schemes for transportation as those | 


recently proposed by the National 
Resources Planning Board; and it 
adds the “solemn warning” that fail- 
ure on the part of Congress to at- 
tack the problem constructively be- 
fore the end of the war, when the 


| transportation agencies will be “de- 
| prived of their transitory war traffic, 
| will invite the complete take-over 


of the common carrier industry by 
the government.” 

A resolution such as that proposed 
by the Association would be the 


| logical prelude to an over-all study 


of the transportation facilities and 


| services of the country. Nothing in 


the way of legislation should be fur- 
thered until the completion of such 
a study will point the way by which 


| transportation can be integrated so 


as to provide maximum service at 


| minimum costs, consistent with en- 


couragement to private capital and 
sound credit, among a limited num- 


| ber of competitive systems, each em- 
| powered to use all types of transpor- 


tation, says the association. 

The plan to be adopted, it adds, 
should answer the “all-important 
questions” as to how the “services 
of all common carriers—water, high- 


| way, rail and air—can be related 


and coordinated so as to stimulate 


| 
| the arts of the trade, preserve neces- 





BiG DEMAND 


(\ FOR U.S.- ALLIED 






Get your share of to- 
day’s heavy demand for 
U. S. and Allied flags. 
Many stores reordering 2 
times per week. We can 
make immediate deliver- 
ies in all sizes and mate- 
rials. Send for our 
wholesale prices and il- 
lustrated catalogue today. 


SERVICE FLAGS 


Cash in NOW on the big 
market for service flags. 
Sizes for homes, offices, 
churches, etc. Write for 
our dealer catalogue TO- 


DAY. 


REGALIA MFG. CO. 


Dept. 44, Rock Island, fll. 





















COOK’S 


SUPER VALUE 
NAIL CLIPPER 


Due to the war, "'Clip- 
Rite," "Gem" ond “ Gem, 
Jr." Finger Nail Clippers 
are unavailable. Until 
conditions permit their 
sale, remember the name: 
COOK! 

THE H. C. COOK CO. 
27 Beaver St.. Ansonia, Conn. 


@Ll 4% 605, 
ELS b, O09 
\ 


~ 





WHITE 


—_ BLAC K,G 
Ne" BL LUE 
WOODENWARE PRODUCT 


aa) KEY BLANKS 


from 
“America’s Largest Exclusive 


Locksmith Supply” 


In ordering, use any stand- 
ard manufacturer's number. 
If the original blank is not 
available, we will endeavor 
to ship the proper substi- 
tute. 


WHITLOCK SUPPLY CO. 


17 Warren Street, New York 7, N. Y. 
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Tne CHICAGO 
No 50 Red, 
White & Blue 
Disp. Board dis- 
plays a complete 
assortment of 24 
pulleys in 12 pop- 
ular sizes from 
1%” to 5” diam. 
\ll for standard 


“A” belts; each 
size in %” and 
%” bores. Stor- 


age space in rear. 
We can make 


DELIVERY 
About 


on this, also on 
the GILMER No. 
60 ““V"’ Belt Disp. 
The Bar is easily 
installed. Holds 
25 Belts on a 
firm, rust - proof 





base, 36” long 
Has slide rule 
measurer A 


number tab iden- 
tifles the belt that 





belong on the 

hook. If your job- ? con Ment 
ber can not sup- wen t ter FO 
ply you, write us een ram eatin 
direct 


CHICAGO DIE CASTING MFG. CO. 
2507 W. Monroe St. Chicago 12, lil. 



















( MERE’S WHAT ) 


FOLKS NEED 


to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repair material comes 
in powder form... just 
mix with water and 
ase. Will not shrink. 
Sticks and stays put. 


WATER 
PUTTY 


witl NOT SHRINK 
STICKS AND STAYS DUT 



















Your jobber con give immedicte 
delivery on Durhem's Rock-Herd 
Weter Putty. Pocked twelve 1-Ib. 
cons or four 4-Ib. cons ta cose. 
Also eveileble in 25, 50 ond 
100-Ibe drums for industrial users. 


DONALD DURHAM CO. 
Des Moines 1 








7 OE 


ESTABLISHED 1888 
Priority required. Consult your 


HANSON SCALE CO., Chicago 





IN| 
2 Weeks| 





These DISPLAYS | 


Make SALES — — 


sary competition, and furnish the 
public with the most convenient and 
economical transportation consistent 
with fair treatment for labor and an 
adequate return to private invest- 
ment.” 

In bringing about the desired re- 
sult, no government funds should be 
appropriated, the association con- 
tends. It takes the position that all 
that will be necessary will be 
“enabling. or possibly (after a trial) 
mandatory legislation” to bring about 
the integration. Congress, of course, 
will have to create the machinery, it 
says, and it should make certain that 
the readjustments within the trans- 
portation industty take place “by 
easy stages,” and with the “least 
possible disturbance to long-estab- 


lished personnel relationships, which 
time should be permitted to solve in 
an orderly fashion.” 

Errors of government over a pe- 
riod of years, and the demands of 
short-sighted business men for gov- 
ernment financing, are largely re- 
sponsible for the present transporta- 
tion problem, the association says. 
The bureaucrats are not responsible 
for creating that problem, it adds, 
but they are now “sitting on the 
sidelines with a myriad of socialistic 
panaceas awaiting the time when the 
leaders of private enterprise shall 
have failed to deal successfully with 
the situation.” It is important that 
business, agriculture and finance in- 
sist that steps be taken immediately 
to make sure that that time never 
comes, it concludes. 





STATEMENT OF THE OWNERSHIP, 


REQUIRED BY THE ACTS OF 


MANAGEMENT, CIRCULATION, ETC 
CONGRESS 


OF AUGUST 24, 1912, 





AND MARCH 3, 1933 


OF HARDWARE AGE, published bi- 
weekly at Philadelphia, Pa., for 
October 1, 1942. 

State of New York, County of New 
York, ss. 

Before me, a Notary Public in and 
for the State and county aforesaid, 
personally appeared George H. Grif- 
fiths, who, having been duly sworn 
according to law, deposes and says 
that he is the President of _HARD- 
WARE AGE and that the following is, 
io the best of his knowledge and hbe- 
lief, a true statement of the owner- 
ship, management (and if a daily 
paper, the circulation), etc., of the 
aforesaid publication for the date 
shown in the above caption, required 
by the Act of August 24, 1912, as 
amended by the Act of March 3, 1933, 
embodied in section 537, Postal Laws 
and Regulations, printed on the re- 
verse of this form, to wit: 

1. That the names and addresses of 
the publisher, editor, managing editor, 
and business managers are: kublisher, 
Chilton Company, Inc., 100 East 42nd 
Street, New York 17, N. Y.; Editor, 
Chas. J. Heale, 1400 East 42nd Street, 
New York 17, N. Y.; Managing Editor, 
none; Business Manager, George H. 
Griffiths, 100 E. 42nd Street, New 
York, 17, N. Y. 

2. That the owner is: (If owned 
by a corporation, its name and address 
must be stated and also immediately 
thereunder the names and addresses 
of stockholders owning or holding one 
per cent or more of total amount of 
stock. If not owned by a corporation, 
the names and addresses of the in- 
dividual owners must be given. If 
owned by a firm, company, or other 
unincorporated concern, its name and 
address, as well as those of each in- 
dividual member, must be given.) 

Chilton Co., Inc., 100 E. 42nd Street, 
New York 17, N. Y.; C. A. Musselman, 
260 Sycamore Ave., Merion Station, 
Pa.; J. 8S. Hildreth, York Lynne 
Manor Apts., City Line & Berwick 
Road, Overbrook, Phila., Pa.; G. H. 
Griffiths, 165 Montclair Ave., Mont- 
clair, N. J.; Charlotte M. Terhune, 
160 E. 48th St., New York, N. Y.; 
John Blair Moffett, Fishers Rd., Bryn 
Mawr, Pa.; C. 8S. Baur, “x 11 ¥ellow- 
stone Blvd., Forest Hills, L. LL, N. Y.; 
J. H. Van Deventer, 270 West End 
Ave., New York, N. Y.; Mrs. Beulah 
Fahrendorf, 19 Tunstall Rd., Scars- 
dale, N. Y.; Mary M. Acton, 260 
Sycamore Ave., i Station, Pa.; 
Mabel M. Musselman, 260 Sycamore 
Ave., Merion Station, Pa.; Dorothy S. 
Johrison, 1115 Fifth Ave. New York, 

r.; Ann Tomlinson, c/o Bankers 

Trost’ Company, my OO Bex Tee 


Church Street Annex, New York, 
N. Y¥.; Ethel G. Breen, Trustee u-w of 
Charles W. Anderson, New Canaan, 
Conn.—Beneficiaries: Robert C. Ander- 
son, Percival E. Anderson, Charles W. 
Anderson, Jr., Annie L. Clark; John 

Blair Moffett, 1608 Walnut ‘Street, 
Philadelphia, Pa. — Agent for Z 
sioward Pew, J. N. Pew, Jr., Mabel 
P. Myrin, Mary Ethel Pew; Elizabeth 
J. Bailey and Eliwood B. Chapman, 
Trustees Estate of James Artman, 
Deceased, 930 Real Estate Trust 
Building, Phila., bPa.—Beneficiaries: 
Franklin Artman, Vera Watters, Al- 
vin C. Artman, Elizabeth J. Artman, 
Marion A. Pratt, George H. Pratt, by 
assignment, Edwin Moll, by assign- 
ment; Frederick S. Sly, 149-40 Joth 
Ave., Flushing, L. IL, N. Y. 

3. That the known bondholders, 
mortgagees, and other security hold- 
ers owning or holding 1, per cent or 
more of total amount of ‘bonds, mort- 
gages, or other securities are: (If 
there are none, so state.) None. 

4. That the two paragraphs next 
above, giving the names of the owners, 
stockhoiders, and security holders, if 
avy, contain not only the list of stock- 
holders and security holders as they 
appear on the books of the company 
but also, in cases where the stock- 
holder or security holder appears 
upon’ the books of the company as 
trustee or in any other fiduciary rela- 
tion, the name of the person or cor- 
poration for whom such trustee is 
acting, is given; also that the said 
two paragraphs contain statements 
embracing affiant’s full knowledge and 
belief as to the circumstances and con- 
ditions under which stockholders and 
security holders who do not appear 
upon the books of the company as 
trustees, hold stock and securities in 
a capacity other than that of a bona 
fide owner; and this affiant has no 
reason to believe that any other per- 
son, association, or corporation has 
any interest direct or indirect in the 
said stock, bonds, or other securities 
than as stated by him. 

5. That the average number of 
copies of each issue of this publica- 
tion sold or distributed, through the 
mails or otherwise, to paid subscribers 
during the twelve months preceding 
the date shown above is (This in- 
formation is required from daily pub- 
lication only.) 

GEORGE H. GRIFFITHS, 
President. 

Sworn to and subscribed before me 
this lst day of October, 1943. 

Mae A. Gatzenmaier. 
aoe commission expires March 30, 
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= NEW PROFITS WITH 


IDAN: DEE 


REG.U.s. PAT. OFF. 


WO-RUBBING FLOOR WAX 


A High Grade, Quality Prod- 
uct...a Profitable Household 
Item for Dealers. 


Me Ud at 


. 
N 
\ 
\ 
© 











Dealers and Jobbers 
Solicited 


TWIN GITY SHELLAC CO., 


Remember, DANDEE is HEAVY DUTY. 


-NC. 340 Fiushing Ave., Brooklyn, N. Y. 


SPEED 
THE 


VICTORY 
DRIVE! 


SAVE TIME — SAVE MANPOWER! 











Because its automatic grip ture high-quality blades, 
enables the worker to hold, tempered entire length; 
start and set up serews in hand-ground bits; unbreak- 
ge —— — able insulating handles in 
Hold-Begee scree ts mst models, Advertised tn 
natural for speeding Victory ‘ Popular Mechanics and 
production. ‘Popular Science’’ to reach 


war workers. 
Order Through Your Jobber 
St., Rochester, N.Y. 


In addition to the patented 
Gripper, Hold-E-Zees fea- 


UPSON BROS., INC.,84 Exch 








TOOLS ARE WEAPONS—Take Care of Yours! 





PLATFORM, 


HAND and 
BOA TREKS 


Fairbanks 


The Fairbanks line of Hand, Platform 
and Box Trucks consists of a type for 
practically every service. It is the most 
complete, the most modern line on the 
market. 

Fairbanks take the most brutal punish- 
ment without damage because they are 
reinforced. 

They’re backed by over 50 years’ experi- 
ence. 

Write for Catalog No. 51-52 and price list 

THE FAIRBANKS COMPANY 


393 LAFAYETTE §$T. NEW YORK 3, N. Y 
Boston, Mass. Pittsburgh, Pa. 
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PAINT & VARNISH 
REMOVER 


THAT MEETS 


U.S. GOVERNMENT 
N specification R-251 


— SHEFFIELD BRONZE POWDER & STENCIL 
= Ss COMPANY... . . . . Cleveland, Ohio 








CUT 
COLORTOP 
FUSES 


THE COLOR TELLS THE SIZE 















Customers like the all- 
safety top—no glass to 
- cut; no metal to shock. 

“Plus. Values’’ make satisfied customers. 
5 unit carton sells 5 fuses at a time — 
a a 7 color display box reminds thom 
to 


poy es Jobber for COLORTOPS 
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157 VARIETIES! 


Hodell, in war as in peace, is a specialist in producing chain 
assemblies with or without attachments—assemblies that 
cover the widest range of sizes and uses. If wartime produc- 
tion presents chain problems, let Hodell engineers help 
you. Send blueprints for estimate. 











Classihied Opporvtumitien. Section... 





Use this section to. reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





[ Glansikied Adwentining Rater | 





Help Wanted. Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words..... ° 
All capitals, maximum, 50 words... . 
Each additional word......... 


Positions Wanted 





(Special Rate) set solid, maximum, 
BD WEE. oc ccnactwecesgudocesee< $1.00 
Each additional word......... .05 


Allow Seven Words for Keyed Address or Your Addr 


BOXED DISPLAY RATES 
One inch ... 
Each additional inch........ 


DISCOUNTS FOR CONSECUTIVE INSERTIONS 

4 mserticns, 5% off; 8 imsertions, 10% off. 

Due to the special rate, these discounts do 

act apply on Position Wanted i 
ments. 


-@- 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 





Samples of Merchandise, Literature, 
Catalogs, etc., will not be forwarded to 
box number advertisers unless accom- 
panied by sufficient postage for remail- 
meg. 

















HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 

eo 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York City 











experience. 





MANAGER & SALES MANAGER 
Man with 35 years’ experience, now sales manager for a nationally known 
manufacturer, and on present job seven years, and acquainted with the 
hardware jobbers and machine builders of the United States, wishes to 
make a change that will place him on the Pacific Coast where he spent ten 
years. Thoroughly qualified to take charge of the business of some well 
known, highly rated concern, willing to pay for ability, brains and 


Address Box H-291, care of HARDWARE AGE, 100 E. 42nd St., New York City 17, N.Y. 








POSITION WANTED EXPERIENCED 
WHO!IESALE HARDWARE MAN with sales 
management, sales promotion and merchandising 
background capable of handling all these depart- 
ments. Will submit reference and arrange per- 
sonal interview with any wholesaler interested in 
the experiences offered. Write me. Address 
Box H-292, care of Harpware Acr, 100 E. 42nd 
St., New York City 17, N. Y. 





ALL PURPOSE METAL DURABLE NOZZLE 


Available without p:iorties, large quantity all 
purpose, non-adjustable nozzle. Suitable for 
delicate plants, general utility garden use and 
originally designed as fire protection unit. Im- 
mediate delivery. 


Address — Hose Equipment Company 
1978 Galbreth Road, Pasadena, California 











OLD MANUFACTURERS AGENTS FIRM, 
established in 1920, covering Venezuela and Porto 
Rico is interested in obtaining hardware lines 
for both markets. New York offices. References. 
Address Box H-289, care of Harpware Ace, 100 
E. 42nd Street, New York City 17, N. Y 





WANTED EXPERIENCED CAPABLE RE- 
TAIT HARDWARE MAN for good store in 
Southern Michigan city of 12.000. Excellent sp- 
portunity for good man, Write fully stating age, 
experience, references. Address Box H-287, care 
of Harpware Ace, 100 E. 42nd Street, New 
York City 17, N. Y. 





PREPARING FOR POST WAR—We are 
looking for an experienced hardware man. Must 
be located or willing to locate himself in New 
Jersey. Please reply fully. Salary, etc. Ad- 
dress Phoenix Hardware Co., Newark, N. J. 





JOBBERS AND RETAILERS ATTENTION. 
We will pay highest cash prices for entire inven- 
tories or surplus stocks of hardware, tools, plumb- 
ing and electrical supplies, paints, etc. No stock 
ton large or too small for our consideration. Get 
our price betore you sell. Write Box 500, 1474 
Broadway. N. Y. 





ELECTRICAL MERCHANDISER EXECU- 
TIVE TYPF OF MAN, 17 years’ experience 
with electrical jobhing house, desires a change. 
preferably as buyer or department head. Ad- 
dress Box H-290, care of Harpware Ace, 100 
E. 42nd Street, New York 17, N. Y. 





WANTED — MAN EXPERIENCED IN 
SCREWS, BOLTS, NUTS, WASHERS FOR 
SHIPPING DEPARTMENT WHOLESALE 
HARDWARE CO. [LOCATED _ INDTANAP- 
OLIS, INDIANA. STEADY EMPLOYMENT. 
STATE AGE, EXPERIENCE, SALARY EX.- 
PECTED TO START AND DRAFT STATUS 
AND HOW SOON YOU CAN START. AD- 
DRESS BOX H-285, CARE OF HARDWARE 
AGE, 100 E. 42ND STREET, NEW YORK 
CITY 17, N. Y 





ATTENTION BUYERS OF— 


builders’ and shelf hardware contem- 
plating a visit to New York City. 
No Priorities Necessary! Nationally- 
known brands in stock for immediate 
delivery! The largest and most com- 
plete assortment in the country, con- 
sisting of locksets for store, front and 
inside doors, steel and bronze butts, 
chrome cabinet hardware, and thou- 
sands of miscellaneous items too 
numerous to mention. Also mechanics’ 
tools and many of the most critical 
and hard to get items you may just 
be looking for. For additional in- 
formation, write— 

Box 280, care of HARDWARE AGE 

100 E. 42nd Street, New York City 











REPRESENTATIVE — CALLING ON 
BUILDING HARDWARE and lumber yard 
trade, to handle line of locksets and builders’ 
hardware on commission basis. Prompt shipments 
now. Very progressive postwar line. Territories 
open: New England, Long Island. Central and 
Western New York State, some Midwestern and 
Rocky Mountain territory. Man selling line of 
butts and seeking a companion line will find this 
a good connection. Address Box H-272, care of 
a es Acs, 100 E. 42nd Street, N. Y. City 





WANT TO BUY 
Surplus Stock 
BOLTS, NUTS, SCREWS 
& HARDWARE 
Send ps your lists of surplus material today. 


Address KELLNER HARDWARE CO. 
713 E. 9th St., New York, N. Y. 














HARDWARE EXECUTIVE AVAILABLE. 
Thoroughly qualified store and business manayer. 
Experienced in both retail and wholesale mer- 
chandising including all kindred lines, also in- 
dustrial supplies. Capable sales director for re- 
tail store or road personnel. Initiative for going 
ahead and accomplishing your requirements. Ad- 
dress Box H-288, care of Harpware AcE, 100 
E. 42nd Street, New York City 17, N. Y. 





SALES REPRESENTATIVES WANTED. 
Tools and Specialties for Hardware, Electric & 
Mill Supply Trades now open in most territories. 
In reply state lines now handled «and territory 
covered. Address Box No. H-254, care of 
Harpware Acer, 100 E. 42nd St., New York 
City 17, N. Y. 





_DISTRIBUTOR—Interested in acting as dis- 
tributor or manufacturer’s representative for New 
York City and any parts of the eastern seaboard. 
Have numerous contacts with department stores, 
hardware dealers and jobbers and with public 
utilities and various manufacturing plants. If 
unable to make deliveries at present, interested in 
discussing post war representation. Address— 
— L. Wolff, 420 Lexington Ave., New York 

ity. 





WANTED 
BOLTS - NUTS - RIVETS 
SCREWS - WASHERS 


Submit Your Lists of Surplus Material to: 


L. SALZINGER 
997 Broadway, Brooklyn 21, N. Y. 











WELL ESTABLISHED MANUFACTUR- 
ER’S REPRESENTATIVE AGENCY covering 
Minnesota, Wisconsin, Iowa; North & South 
Dakota with headquarters in St. Paul secking 
new lines on commission basis. Three active 
salesmen calling on jobbers, mill. supply houses, 
railroads and industrials insures volume business 
for meritorious lines. Write Box H-286, care 
of Harvware Acz, 100 E. 42nd Street, New 
York City 17, N. Y. 





HARDWARE HOUSE SELLING factory & 
mill supply lines wishes to connect with salesmen 
who work the district surrounding Metropolitan 
New York. Liberal drawing account against 
commissions. Address Box H-293, care of 
Harvwarr Ace, 100 E. 42nd St., New York 
City 17, N. Y. 


WELL ESTABLISHED factory distributors, 
carry stock and travel salesmen. Our customers 
are hardware, furniture, appliances, refrigeration 
and plumbing dealers. If you want wide distribu- 
tion to all Gulf Coast States, write at once C & N 








Sales Co., 817 Poydras St., New Orleans, 
Louisiana. 
POSITION WANTED AS: MANAGER or 


assistant manager. Am 50 years of age, 30 
years’ experience in hardware, mill supplies and 
farm equipment. ith New York concern at 
present, but desire change—prefer Florida area, 
but will consider elsewhere. Address Box H-284, 
care of Harpware Ace, 100 E. 42nd Street, 
New York City 17, N. Y. 


HARDWARE AGE 
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a, ee In War Dress! | PROFITABLE FAST SELLING PACKAGED PRODUCTS 


Quality Unconditionally Guaranteed 


PATCHING PLASTER 


plants. If 
iterested in 


“Adress MOOR ° PUSH-LESS 
: HANGERS 





memes % 





PLASTER OF PARIS—KALSOMINE 
& INSIDE COLD WATER PAINT 
STANDARD CASEIN COLD WATER 
The hanger-with-the twist now comes TEBSON PAINT (WASHABLE) 
in black instead of nickel finish. Sell FULLY PREPARED CONCRETE PATCHER 
ETS them in combination with PATCHING WHITING—PLASTIC PAINT 


All of Above Packed in Various Sise 
Cartons 
Many Other Tried and Proven Items 
IMMEDIATE SHIPMENT 
Write for Full Information—Price 
List—Color Cards 


‘erial to: 








MOORE PUSH-PINS 
——, 


for every pin-up or hang-up need. 
They're profitable for you—de- 


























JFACTUR- for your cust . Vy 4) SS ke i 
7 i tL WHT \ 6440 De Buel Ave., , Detroit, Mich. 
FR... Established 1930 
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a 
Accessories Corp. 153 
Ace Hardware Co. 197 
Ackermann-Steffan & Co. 213 
Admat Ltd. it adds 237 
Alien & Co., Inc., S. L. 244 
Allen Mfg. Co., Nashville. Tenn... 178 
Ambassador Specialties, Inc. 2 
American Cabinet Hdwe. Corp... 273 
American Chain & Cable Co., Inc. 86 
American Chain Diy. 86 
American Crayon Co., Industrial 
Div. ainaa ea 273 
American Fork & Hoe Co. 80 
American Grease Stick Co. 269 
American Mfg. Co. 133 
American Molded Products Sales 
Co. ‘ 270 
American Pad & Textile Co. 47 
American Shearer Mfg. Co. 281 
American Steel & Wire Co..35, 73, 195 
American Steel Wool Mfg. Co., 
me one ; 289 
American Thermos Bottle Co 28 
American Wire Fabrics Co. 46 
Ames Baldwin Wyoming Co. 223 
Anderson Mfg. Co., Ben H. 192 
Animal Trap Co. 
Apex Oil Products Co. 42 
Arcade Mfg. Co. 233 
Archer-Daniels-Midland Co. 78 
Armstrong Bray % Co 284 | 
Arvey Corp. 200 
Automatic Products Company 184 
Autoyre Co. 291 
8 
Baker Mfg. Co. . 2 
Ballonoff Metal Prod. Co. 209 
Barcalo Mfg. Co. 231 
Barr Rubber Products Co. 292 
Barrows Lock Wks., Div. Yale & 
Towne Mfg. Co. 171 
Bemis & Call Co. 39 
Berea Abrasives 233 
Bethlehem Stee! Co. 26 
Blaisdell Pencil Co. 32 
Bommer me Hinge Co. 211 
Boss Mfg. 263 
Briddell, hy ‘Chas. D. 259 
Bridgeport Hdw. Mfg. Corp. The 14 
Brooks & Sons, M. S. 284 
Brown & Sharpe Mfg. Co. 271 
Burgess Battery Co. 240 
c 
Caloric Gas Stove Wks. 149 
Carborundum Co. ....... 68 
Carey Mfg. Co., Philip 258 
Carnegie-iilinois Steel Corp. 73 
Central Tool Co. ............ 217 
Century Metalcraft Corp. 205 
Champion Hardware Co. 209 
Cheney Hammer Corp., Henry 198 
Chicago Die Casting Mfg. Co. 286 
Chicago Lock Co : 271 
Chicago Spring Hinge Co. 223 
Clark, Bert J., Co. 199 
Clayton & Lambert Mfg. ‘Ce. 291 
Clemson Brothers, Inc. 249 
Cleveland Cap Screw Co., The 255 
Cleveland Chain & Mfg. Co. 53 
Cleveland Cooperative Stove Co. 205 
Cleveland Twist Drill Co. 13 
Cleveland oe Spring Co. 285 
Clover Mfg. a 
Coleman Ene & Stove Co. 74 
Collins & Co., George F. 277 
Columbia Steel Co. ........ 73, 195 
Columbian Rope Co. ... 48 
Columbian Vise & Mfg. Co. 27 
Columbus-McKinnon Chain Corp. 183 
Continental Screw Co. .... 25! 
Cook Co., 285 
Coolerator Co. oe 139 
Corning Glass Wks. .. 29 
Cory Glass —— Brewer Co. 225 
Coughlan Co. DWT ‘akudmands 137 
Covert Mfg. _ ; 221 
Crescent Too! Co. , 141 
Curtis Saw Co. ; 26! 
Cyclone Fence Div. .... 35 
0 
Damascus Steel Prod. Corp. 232 
Dazey Churn & Mfg. Co. 259 
Deming Co., The ...... 52 
Detroit Lubricator Co. 82 
SS 79 


290 


Dietz Co., The R. E. . 19-20 
Disston & Sons, Inc., Henry 66-67 
Dixon Crucible Co., ——- . 247 
Domes of Silence ....... adieua ee 
Draper-Maynard Co. .... >, 
—— Co. 279 
Duo-Safety Ladder Corp. . 217 
Dupli-Color Products Co .. 252 
a ow de Nemours & Co., Inc., 
(Duco Cement) 21 
sand Chemical Co. 292 
Durham Co., Donald 286 
E 
Eagle Mfg. Co. ... 179 
Eaton & Co., J. T. 235 
Eclipse Moulded Products Co. ... 173 
Economaster Products Co. ....... 272 
Edlund Co. ... ER I 
Edwards Mf 253 
Electro-Line So Co. ; 189 
Embury Mfg. Co. aaenesbaaee 
Empire Level Mfg. Co : 292 
F 
Fairbanks Co., The 287 
Fairmount Tool & Forging Co. 194 
Farm Journal 7 
Farrell-Cheek Steel Co. .......... 229 
Federal Tool Corp. ...... ea 
Firestone Tire & Rubber Co. . 289 
Fitler Co., Edwin H. .... 267 
Fletcher, Terry Co. .... << ae 
Flex Blade Works ..... . 272 
Flexible Steel Lacing Co. 209 
Flint & Walling Mfg. Co., Inc. .. 44 
Formica Insulation Co. .. 167 
Forsberg Mfg. Co. ‘ .. 262 
Fuller Tool Co. 207 
6 
Gardiner Metal Co. . 292 


General Consumer Products, Inc.. 257 
General Electric Co. Lamp Div... 5! 


General Hardware Co. .......... 267 
Gephart Mfg. Co. ............... 4! 
Gits Molding Corp. .. . 219 
Glenwood Range Co. ............ 70 
Grand Specialties Co. 227 
Greenlee Tool Co. . 20! 
Griffin Mfg. Co. nee ae 
Guaranteed Products Corp. 254 
H 
Hamlin Metal Products Co. 185 
Hanover Wire Cloth Co. 24 
Hanson Scale Co. . 286 


Harrington & Richardson Arms Co. 38 
oe A Tre 
Hazard Insulated Wire Wks. 50 


Hecolite Appliances ............. 287 
Heller Bros. Co. ..... = 
Hibbard, Spencer, Bartlett Co. .. 177 
Hickey Sales Co. ... ius aa 
Hodell Chain Co. .. 287 
Holley Chemical Co. post ecwaee 
Hoppe, Inc., Frank A. ........... 291 
Hotstream Heater Co. 243 


Hoyt & Worthen Tanning Corp. 281 


Imperial Knife Co., Inc. P 55 
Independent Lock Co. ............ 89 
Indestro Mfg. . ic ae 
Ingersoll Steel & isc. Div., ’ Borg- 
‘arner Corp. ; ke osddccall am 
Ingersoll Waterbury RE 
International Chain Co. . 215 
Irwin Auger Bit Co. ea 
J 
hee ddeeMbugawes 192 


Jackson oe © 
9g- 


| Jennings M Co., The Russell .. 184 
Johnson Steel & Wire Ca. tne.... . 256 
Justrite Mfg.  S sanutees nnd ole 

K 
Klein & Sons, Mathias ............ 12 
Kel-Gas Heater Co. ............. 49 
GERD ER MIN ons-0.00 coacesteeuden 203 





L 
Lamson & Sessions Co. ........... 76 
Larson Co., Chas. O. 
Lawson Co., F. H. 


Lewis Engineering & Mfg. Co. ... 236 | 
60 


Libbey-Owens-Ford Glass Co. 
Lindemann, A. J., & Hoverson Co. 145 
Lloyd Products Co. 
Lowe Brothers Co. 
Lufkin Rule Co., The .............. 282 





M 
a Serer 2 
Mansfield Tire He Rubber Co. 62-63 
Marlin Firearms Co. ............- 211 
Bieter BOGE GO. oc ciccccccsesscns 135 


Master Metal Products, Inc. . 231 


Master Products Co. ............. 230 
Master Ru'e Mfg. Co., Inc. ...... 179 
Mayes Brothers Tool Mfg. Co., 
Pi. . aabanandecacha<dccsesdesaies 291 
McGill Metal Products Co. ...... 278 
BN SE Gan cccccoswsnssenssisa 15 
McKee Glass Co. .........0...006 7 
McKinney wee Ge ccccccccescces 183 
Meyercord siden & ae 
Miami Cabinet" Div. (The Philip 
Caray Me. CO) cc nccsccceess 274 
Mid-States Steel & Wire Co. .... 245 
Miller, Inc., Robert E. ........... 291 
Millers Falls Co. .... ees 4 
Milwaukee Lace Paper Ca. ...... 8 
eee > are 282 
Moore Push Pin Co. Ee ee 289 


Morse Twist Drill & Machine Co.. 255 | 
275 








Rhasbald Cas, do We .cccccccccsece 7' 
Multi Products, | 219 
Myers & Bro. Co., F. E. .......... 23 
N 
National E ling & Stamping 
COs | dpanssicdpsiwetecalunsesenes 155 
National Mfg. Co. ............... 278 
National Pressure ‘Cooker Co. ... 16! 
National Screen Co. ............. 169 
New Britain Machine Co. ....... 9% 
Nicholson File Co. ..............- 84 


Noblitt-Sparks Industries, Inc. ... 83 






Norton Lasier Co. ............... 33 
° 
COND. Gi. dines acc cscees 227 
Cee Sou, TOD assess ccccsccves 50 
Oliver Iron & Steel Corp. ....... 58 
Onthank-Davis Co. .............. 197 
Ole Bie. Ges, GOO c6..0.ccccescss 6! 
SO gD ee eer 285 
P 
eee 279 
Parker-McCrory Mfg. Co. ........ 192 
Patterson-Sargent Co. ........... 69 
Peck, Stow & Wilcox Co. ......... it 
Pennsylvania Rubber Co. ........ 56 
Pennsylvania Woven Wire Co. ... 43 
Peters Cartrid - DP cebedcavces's 25 
a, ere 
Pittsburgh Plate Ones Co. (Penn- 
DONE, TERE: on oienpnrdeesscs2v ese 72 
Plumb, Inc., Fayette R. .......... 5 
Plymouth Cordage > pencoua dae 22 
Porter, Inc., svundedivece Ge 
Premax Products Div. ............ 279 
Lk | Ser ror ee 280 
Puritan Cordage BD. chSewedes< 213 
R 
Raybestos-Manhattan, Inc. (Indus- 
LD go wc dncckdinocets 265 
| arr 147 
Regalia Mfg. WR oj. Listeads cc 285 
Republic § Arms Co., Inc. ....... 129 
Republic a Corp. Sine tabhedded 31 
Research P eas re 193 
Reynolds Wire, reser 159 
Richards-Wilcox Mfg. Co. ....... 
= Dr., Handy Hog Hold- 
WENN, - asttintakenntas<bedb actus 291 
nechont Swirl Mixer Co. .......... 219 
Rockford Brass Works ....... 233 
Rogers Isinglass & Glue Co. ..... 213 
Roper Corp., Geo. D. ........... 237 





Royal Electric Co., Inc. .......... 223 
Ruby Chemical RAE. 209 

Russell, Burdsall & Ward Bolt & 
gg eet a Pe CARES OM 239 
Ryerson & Sam, tat., $68..T. cocces 285 

Ss 

Sager Lock Wks., Div. Yale & 
pe Sree 171 
Sands Lay & Teel Ces. ..:%200.0. 267 
Say De Ses cencokvasdeceeoee 291 
Schal “Chemical a 8| 
Schetz Mig. Ce.......2.000c.000. 
Scholihorn Co., William.......... 287 
Sentinel Radio Corp.............. 250 


Shapleigh Hdwe. Co. 2% 
= ae Powder & Stencil a 


Shelby Sectas Hinge Co.......... 277 
Ss OD aaa 269 
Simonds Saw & ee ORE 18! 
IED, i ccpccdvcqashosdenssee 157 
Smith, Inc., Landon P............ 27 


Soilicide Laboratories 
Sonora Radio & Television Corp... 143 


Southington Hdwe. Mfg. Co....... 235 
Spartan Coe., TE. <.sccciccsescces 27 
SS are 7 
SS Seer 232 
Star Safety Razor Co............. 253 
Sterling Paint & Varnish Co....... 227 
A, Serer reer rr ce 235 
Sunlite Mfg. Co.............0+.e0- 187 
Swartzbaugh Mfg. Co...........-- 281 
"Swift'’ Lubricator Co...........-. 272 
T 
Tennessee Coal, Iron & Railroad.. 
Sarre eee 73, 19% 
Tennessee Enamel Mfg. Co........ 275 
Tennessee Valley Associates....... 272 
Textile Mills Corp..............+++ 272 


Thompson & 7 Co., Henry G.. 
Townsend, B. 
Toxite Schonbetnn 

Trico Fuse -Mfg. Co. 
Triplex Screw Co............ 
Troy File Works........ 
Twin City Shellac Co...........-.. 287 







U 
Union Fork & Hoe Co............. 6 
Union Hardware Co....... soa 
United Gilsonite Laborator' 279 


United —. Plywood Corp. 
(Weldwood Div.) 
United States Seal Corp...35, 73, 19% 
Upeon Bres., IRE... ....c.cccccccees 287 
Utica Cutlery ery 
Utica Drop Forge & Tool Corp... 











v 


Vaughan & Bushnell Mfg. Co..... 2 
Vitmus Co. 207 
Vichek Tool Co. 


Warren Tool Corp........ .....-.. 
Washburn Co., The.............-.- 
Weather Seal Co...............+-- 
Weaver Pres-Kloth Co............. 
Whitlock Supply Co............... 285 
Whitney, F. A., Carriage Co.. 
Wickwire Brothers, a didacdess 
Wickwire-Spencer Steel Co. 
Winchester Repeating Arms Cass 
Wiss & Sons Co., J 


Woodenware Products Corp.... 
Wooster Brush Co.............-+.+ 

Wright & McGill Co.............. 22 
Wright Steel & Wire Co., ies 
Wrought Washer Mfg. - eS 





x 
X-Acto Crescent Products Co., Inc 


Y 


Yale & Towne Mfg. Co........... 
Youngstown Mfg., Inc 
Youngstown Pressed Steel Div.. 
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One man holds largest hog elle 
—for ringing, vaccinating, castrat- 


i - Retail 


ay Dealer price 


| 


Save 
Time 


i 90c, shipping ing, etc. One end for large hogs, one 

Order \ charges pre- for pigs. Worth its weight in gold 

Direct \}! or lng | to farmers short of help. Durable, 

a didi) \ doz.orlarg- | good for a lifetime. Order Today 
my er lots. 





for quick profit! 
DR. RINEHART’S HANDY HOG HOLDER CO. 
P. O. Drawer 1946 Galesburg, Illinois 









Ask Your Jobber! 


THE SAVOGRAN CO. 
India Wharf, Boston, Mass. 





Guns Are in Style Now 
and so is HOPPE’S No. 9 


These are war days and in both war and 
eg Hoppe's No. 9 gets the call with 

oth soldier and sportsman because it al- 
ways does a tip top job of gun cleaning. 
And—it gets the call and priority of the 
trade too because it always gets the 
consumer demand. Get the full facts— 
from your jobber—or from us. 


FRANK A. HOPPE, Inc. 
2314A North 8th St. Philadelphia 33, Pa. 








| 














D 
AND ALUMINUM 


weer 


MAYES GUARANTEE 
ASK youn DEALER 


ORIGINATED 1896 
*AND DURABILITY: 


maves toos MAYES BROS.TOOL MANUFACTURING CO. ,Inc. Port Austin, Mich. 





oe . . 
ito 


~s at 


<p wa 
AND ALUMINUM ~<a | 


S ACCURACY, SERVICE ‘ 
CATALOG FOR 


ASKING 


ELS 





New goods and seasonable merchandise arranged attractively 
in your store windows always make people stop, look and 
usually BUY. For New Goods and timely window displays con- 
sult each issue of Hardware Age. You are reasonably sure to 
find something of real interest. Because— 


HARDWARE AGE, 





Draw People to Your Store— 


100 East 


With Good Window Displays 


Hardware Age is constantly striving to help retail hardware 
dealers locate the newest and best merchandise in all lines 
of Hardware. And continually reproducing good window dis- 
plays made by progressive dealers for your help and guidance 


42nd Street, New York City 








Genin DOMES & SILENCE 


SLIDE SILENTLY - SOFTLY - SMOOTHLY 





40c SET-10c SET-10c SET 


eS 


SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Look for name 
“Domes of Silence" 





For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for meta! beds, wood beds, large | 
chairs and all furniture. 








Ask your Jobber 


DOMES of SILENCE, Inc., 


If he is not 


supplied 


35 Pearl St. N.Y 


write fo 


Domes of Silence — insulated Cushion Glides 





TORCHES and FIRE POTS... 


*% are now concentrating on war activities. 
their great record of over half a century to top performance. 

C & L Torches and Fire Pots are recognized for unfailing 
efficiency and rugged construction. 


After their war job is done they will again serve the civilian 
trade with the finest in heat tools. 


They are adding to 


CLAYTON & LAMBERT 
MANUFACTURING COMPANY 


Torch & Fire Pot Division 
14247 Tireman Ave., Dearborn, Mich. 





AUTOYRE 


MANUFACTU 
ACCESSORIES 


RERS OF 
NOW 100 





BATHR 


JM AND KITCHEN 


IN WAR PRODUCTION 


THE AUTOYRE COMPANY + OAKVILLE, CONNECTICUT 


OCTOBER 28, 1943 












* 


* * 


IN THE FIGHT 
100 PERCENT! 


OHIO,U.s.a. WE CONTINUE TO SERVE 
YOU — THROUGH UNCLE 
SAM EXCLUSIVELY. OUR 
PRODUCTS ARE OF THE 
SAME HIGH QUALITY. 


SANDUSKY, 


AFTER VICTORY NEW 

TECHNICAL KNOWLEDGE 

AND EXPERIENCE WILL BE 

UTILIZED TO OFFER YOU 

EVEN FINER MERCHAN- 
DISE BY BARR. 









"Digest" Editions of | 
America’s Most Con- | 
sistently Popular 

Games. 


Chinese Checkers, Back- | 
gammon, Checkers, Gin 
Rummy, Cribbage, Card 

and Chip Set 


Measure just 4%4”. Dark 
polished hardwood with 
saddle-tan case. Packed | 
in appealing ‘“tweed”’ 
eartons, 24 to a ship- 
ping container. Order 
from your local jobber. 





1498 Merchandise Mart, Chicago 


THE SPARTAN CO. pier. Minncopotis,, Minn 
FLEX-BLADE LAWN MOWER 
~————$<$<<<$<$<$<$<—=>,_ EFFICIENCY 


Rit Se 95> FE ~~. a 50% 

Easy to attach 

Eversharp 

Unbreakable 

Insures Uniform 

Shear 

@ Used by Leading 
Parks, Gov't 
Depts., Ceme- 
teries and by 
Thousands of Sat- 
isfied Home Own- [| 
ers 


SOLD ON MONEY BACK GUARANTEE 


Dealers and Jobbers are invited to write for our liberal discounts 
and particulars 


FLEX-BLADE WORK 








INCREASES 


















hand 
Blades for all power 


for mower 


retail 
blades. 
mowers at slightly higher prices. 


$2.00 


324 West 70th St., 
New York 23, N. Y. 








| 


CHECKMATES | [\ 1 


The Standard 


of 
ACCURACY... 


No. 151-E 
ALUMINUM LEVEL 
with 
NTERCHANGEABLE 
VIAL CASES 


VELS 


MILWAUKEE 


7: 


a 


— _ageeattt 
- = ear 


705 SOUTH SIXTH STREET WISCONSIN 













eS A 


30,000 DOZENS 
A complete stock for immediate delivery of 
CORNING STANDARD, PYREX HIGH _ PRES- 
SURE, PYREX RED LINE and PYREX BROAD 
RED LINE GAUGE GLASSES. 

Machine facilities available for special lengths. 
Also Glass Cylinders, Oil Cup Glasses, Lubri- 
cator Glasses, etc. Write, wire, or phone. 


“ LUBRICATOR CO. 








10 JAMES BLD 


ELMIRA, N. Y. 








GARDINER SOLDERS 


Now Serving the Firing Line 


Due to war needs, materials essential to a depend- 
able solder for utility purposes just isn’t available 
for civilian use. Therefore, until Uncle Sam says OK, 
we are only able to supply our Jobbers and Dealers 
with Gardiner Quality Solders to a limited extent. 
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[METAL CO. #74 


4821 S. CAMPBELL AVE., CHICAGO, ILL. 





ANOTHER NEW ITEM 
ABC RUBGUM CLEANER 


For Wallpaper 


Eraser Gum Coated on Flexible Board, 





Looks Like Sandpaper. 


No Grit—No Abrasive — Even a Child Can Use It. 
Packet of Four Cleaners Sells for 10 Cents. 6 Doz. 
Packs in a Box. Good Profit—Repeat Item. 


Send for FREE SAMPLES — Jobbers Protected. 
DURASOL CHEMICAL CO. 


77 Traverse St., Boston, Mass. 
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Changing Your Address? 


If you are, please send your new address 
to the CIRCULATION DEPARTMENT 


at least 3 weeks before you move. 


HARDWARE AGE 


100 East 42nd Street New York, N. Y. 
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IN Az HARDWARE Business 


FAMOUS 1 


Constitute Your Best 
Assurance o f De- 
pendable Quality in 
Tools and Cutlery. 


SHAPLEIGH HARDWARE COMPANY 


ST.LOUIS 


Shapleigh National Series Number 2414 





